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al Auto Show Set for Detroit— 


s to hold a National Automobile Show in Detroit in the fall of 1960 were| over Memorial Day weekend. This 
ced last. week at a joint press conference by Detroit Mayor Louis C. Miriani| eclipsed a previous high that had 
and L. L. Colbert, president of the Automobile Manufacturers Assn. and Chrysler | stood for over three years— the 
4 At right is Harry A. Williams, AMA managing director. AMA will sponsor | 9093789 mark of March 1, 1956. 
1960 event Oct. 15-23 in Detroit's new Cobo Hall. (See story Page 71.) 


6 tput Holding High; 


3 Millionth Car Due 


By Martin L. Whitmyer 
Staff Writer 
three-millionth car of the 
i959 calendar year will roll off 
a mbly line somewhere in the 
© S. today (June 15)—111 days 


os 
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Monroney Submits 


lrea Bonus Bill 


Hearings Eyed Monday 
‘On All 4 Measures 


By William Ullman 

. Washington Bureau Chief 
JASHINGTON.—The fourth ter- 
ritory security bill of this ses- 
of Congress was introduced 
week by Senator A. S, Mike 
oney, Gktahoma Democrat, 
the Senate’s No. 1 auto prober. 
ngs on the proposals may 

m next Monday. 


The new Monroney bill would | 
it legal for an auto maker| 
dealer to agree on the dealer’s | 
of esponsibility,” and for the | 


o 


afacturer to agree to give “an 


ional discount rebate or allow- | 


lice to the dealer on any automo- 


sold by him to a purchaser | 


” 


Who resides in such area . 


“The bill further specifies that | 


the amount of the extra discount 
i have to be uniform for a 
erticular make and model of car 
all franchise agreements be- 
a manufacturer and its 


wake the other measures offered 

year, the Monroney bill is per- 

ein effect. It would not re- 

auto makers to insert an 

i of responsibility” clause in 

‘PReir franchise agreements, but 
to make such a clause legal. 


« 
* * a. ¢@ 


GENATOR MONRONEY’S action | 


¥, came after he had turned his 
mack on an NADA-drafted bill to 
yrmit a penalty to be levied 
nst a dealer who invaded an- 

er dealer’s territory. 
he NADA measure was intro- 
ted by Senator Andrew F. 
beppel, Kansas Republican. It is 
ar to a version prepared by 
heral Motors and offered earlier 
Ms year by Senator William 
ger, North Dakota Republica. 
Senator Monroney, who has 





id amend the Robinson-Patman | 





earlier thhn its counterpart of a 


year ago. | 


The niilestone also will push | 


model-rum output for 1959 past | 
6,000 mark—a level the | 
industry has not approached | 
since 1957. The entire model run | 
of a year ago produced 4,222,765 | 


the 4 


cars. } 
The estimated 127,438 cars as- 

sembled 

output fo 


ast week brought total | 

the year within 21,000) 
units of three-millionth mark and| 
put the industry in a position to| 
top the mark today. The three-mil- | 





DETROIT, JUNE 15, 1959 


Entered, as Second Class Matter 
at the Postoffice, Detroit, Mich, 


LIC LIBRARY 
* WIA 6 1959 


DETROIT 


UI 


SERVICE SECTION 
Starts on Page 36 


$9 Per Year, 35c Per Copy 


Peak Stocks of 909,000 


Boost 59 Sales Pressure 


By Maynard M. Gordon 
News Editor 
N EW-CAR stockpiles reached 
record heights June 1 at the 
crest of the revived spring selling 
season. 
An estimated 909,301 domestic ’59 
cars were inventoried by dealers 


With approximately 80,000 im- 
port models in stock around the 
country, the overall new-car bur- 


den was pushing near the million | 


level. Only a relative handful of 
* * cd 


New-Car Stocks 


In Field and in Transit, 
Domestic Makes 


909,301 
= 834,185 


741,251 


1958 


Current ft Previous 
Month 


Month / Month 
4 
Previous Records 
High (903,789) - March 1, 1956 


L@w (157,607) - - - Nov. 1, 1954 
r © 1959, by Automotive News 


imports was included in the 1956 
stockpile peak. 
The June totals represented in- 
| creases in both the domestic and 
imported areas from May 1 tabula- 
| tions of 834,185 and 75,000, respec- 
tively. Domestic-car stocks were up 
9 percent from May 1 of this year 
and 18% percent from last year’s 
June total of 741,251 units. 
* * * 

EALER concern over the rec- 

ord-smashing inventories was 
softened to some extent by sales 
firmness through May. Reports that 
dealers were completely un 
| cerned, however, were diffi 
bear out. 


“With a 90-day su , sure I’m 
worried,” a Chevro dealer in the 
East said. “They’Say there’s going 
| to be a steel ike, but I’ve enough 
cars to | through two steel 


| strikes.” 
| Chine in a Ford dealer from 


= idwest: “Any time inven- 
| Abries rise to this level, our profits 





4 drop off. Prospects sense the 


| pressure on us to move cars and 
| chisel the last penny.” 

It appeared that the probability 
of a steel strike on July 1 had in- 
duced some auto manufacturers to 
| build up dealer car inventories as 
| extensively as possible, rather than 
|stockpile steel themselves, But 
| nearly all plants have enough steel 
to produee ears through July. 

= a * 
Autre company spokesmen said 
the first spring upturn in four 
years, plus the steel threat, affirm- 
ed their determination to stock the 
field high with new units. Sales last 











y Robert M. Lienert 
Associate Editor 
-CAR registrations in April 
were the second-highest for the 
month in history, trailing only 
April, 1955, jyst-released figures 
show f 
The monti’s total was a rous- 
f ok “ * 


Each Maker's Share... 


| 
| 
| 
| 


| 


ing 573,777, compared with 418,255 
a year ago and the record 1955 
month’s total of 651,855. In only 
four other years—’53, ’54, ’56 and 
’57—has April seen the count top 
the half-million mark. 

The good showing was made 
possible by imports, which again 

* x om 


Car Sales: April vs. March; 
Four Months, 1959 vs. 1958 


Pet. of 
Regis., 


Pet. of 
Regis., 


APRIL MARCH 


24.16 


GEN, MOTORS 
FORD MOTOR 28.53 
9.32 
5.53 
2.35 


MISC 9.98 


Pet. of 
Regis., 

4 Mos., 
1958 
27.37 
21.13 
8.51 
5.36 
71.34 
2.90 
6.38 
3.01 
2,99 
2,96 
88 
1,45 
1.00 
1.19 
-73 
40 


Pet. Pt. 
Change 

During 

Month 


— 51 


Pet. of 

Regis., 

4 Mos., 
1959 


24.50 
23.86 
5.92 
6.49 
6.51 
5.45 
4.69 
2.60 
2.20 
2.65 
2.28 
99 
85 
74 
55 
31 


40.41 
2687 
14,54 
4.90 
88 


— ‘60 +640 


* Miscellaneous figures for 1958 include Packard and Metropolita,y, 


set a record with 53,794 registra- 
tions, topping the previous record 
month (March) of 48,926. On do- 
mestic registrations alone, April 
would have ranked fifth on the) 
yearly records. 

Although imports set a new rec- 
ord for volume, their penetration 
for the month fell below previously 
established highs. 

* * = 
EGISTRATION figures, com-| 
piled by R. L. Polk & Co., also 
showed: 

1. Chevrolet returned to the top 
of the pack for April alone, after 
having been unseated-by Ford in, 
March. 

2. In the April count, Plym- | 

outh returned to its historic No. | 
3 position for the first time this | 
year, although it is still fifth for 

the year to date. | 

3. Pontiac is not following the} 
General Motors pattern. In terms 
of market penetration, April was 
the best month of the year for 
Pontiac, although it was the worst 
of 1959 for Chevrolet (despite 
Chevy’s No, 1 ranking), Oldsmobile, 
Buick and Cadillac. 

4. Studebaker was ousted from 
the Top Ten for April after lodging | 
there for two months, Lark was: 
bumped by Dodge, which vaulted 
from 11th to ninth place, also pass- 
ing Cadillac in the process. For the 
year to date, Studebaker — a! 
narrow claim to No, 10 position. 

5. In the domestic field,- April 
turned out to be an alltime record 
month for American Motors and 

(Continued on Page 4, Col, 2) | 





month nearly caught up with pro- 
duction, but June and Faly are not 
scheduled for signifieant cutbacks 
in industry scheduling despite the 
record inventory. 

Thus, a shutdown of the steel 
mills would not halt the flow of 
new cars to the field. August will 
have rolled around before ordinary 
model buildouts retrench shipments 
from the assembly plants. 

The last time new-car stocks 
topped - 900,000 mark, retail 
sal ad nosedived in the early 
onths of 1956 following the still- 
unsurpassed 1955 sales boom. As- 
sembly schedules had to be rolled 
back sharply from the 1955 pace 
to stop the inundation, ag they 
were early last year when the 
recession hit. 

The pattern is strikingly differ- 
ent this year. Inventories and sales 
have moved upward on a virtual 
parallel. A Chevrolet-Ford sales 
race has broken loose, much to al- 


(Continued on Page 4, Col, 1) 


U. C. Stocks Ebb 
To Year’s Low 
At 28-Day Supply 


TOCKS of unsold used cars held 

by new-car dealers moved 
downward again to average a 28.1- 
day supply on June 1, according to 
AvuToMOTIVE News estimates. 

It was the first time since last 
Dec. 1 that stocks had fallen 
below the 30-day level and, of 
course, the June 1 count thus 
represented a low for the year. 


The monthly decline from the 
May 1 supply of 30.6 days was 8.2 
percent. 


= * 


NDUSTRY leaders for several 

weeks have been warning deal- 
ers of the need to squeeze water 
out of their used-car inventories in 
preparation for the debut of the 
Big Three’s small cars. 

The reduction from May 1 to 
June 1 does not necessarily mean 
that dealers are heeding this free 
advice. A slimming down of used- 
car stocks in this period is tradi- 
tional. 

Actually, the reduction this year 


(Continued on Page 4, Col. 4) 


Top Cars 


New-car registrations for four 
months: 
1959 
Pos. 
a 
.2— 
Sun 
hes 


1958 
Pos. 
420,004— 1 
324,378— 2 
112,621— 4 
8$2,328— 6 
130,711— 3 
44,464—10 
97,961— 5 
45,361— 9 
46,225— 7 
13,498-—14 
45,887— 8 
22,267—11 
15,434—13 
18,310—12 
11,216—15 
5,914 Imperial 6,071—16 
180,077 Misc. 98,393 
Total All Makes 
1,913,799 1,535,419 
Further details on Page 644. 


Make 
Chev. 
Ford 
Olds. 
Pontiac 
Plym, 
Rambler 
Buick 
Cadillac 
Mercury 
Stude. 
Dodge 
Chrysler 
Edsel 
DeSoto 
Lincoln 


468,769 
456,650 
124,515 
124,258 
113,353 
104,353 
89,827 
50,787 
49,653 
43,669 
42,085 
18,974 
16,238 
14,186 
10,491 
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Battle Lines Drawn... 








St. Louis Dealerships 


Close Shops in Strike aM . 


By Frank Gawronski 
Staff Writer 

ORE than 80 members of the 

Greater St. Louis Automotive 
Assn. closed their service shops last 
week in support of seven other 
members who were struck by the 
Teamsters and Machinists Unions. 

The dealers closed their shops 

and laid off their service employes 
shortly after the 
seven firms were 
struck Monday 
(June 8), following a 
48-hour strike no- 
tice. 

“Our contention is that a strike 
against the seven dealers is a 
strike against the association,” Ben 
Lindenbusch (Studebaker), head of 
the dealers’ negotiating committee, 
said, “We were negotiating as an 
association and not as individuals.” 

Lindenbusch said that almost all 
of the association’s 95 members are 
involved in the dispute with Team- 
sters Local 618 and Machinists Dis- 
trict 9 over a new contract. The old 
contract expired May 31. 

“The lockout and layoff is a tre- 


NADA Directors Finalize 


Quality-Dealer Program 


DET ROIT—NADA directors 
were putting final touches on a 
quality-dealer program at their 
meeting here last week as Auto- 
motive News went to press. 

The program reportedly will 
include a factory-relations plan 
for imported-car dealers and a 
plank denouncing deceptive ad- 
vertising. 

Missing from the sessions was 
Hanford A. Crockard, of Berke- 
ley, Calif., chairman of NADA’s 
Industry Relations Committee, 
which has been working out de- 
tails of the quality-dealer pro- 
gram, Crockard was ailing on the 
West Coast, and the committee 
report was given by Charles C. 
Freed, Salt Lake City, vice-chair- 
man of the group. 











mendous success,” Lindenbusch 
said. “The cooperation from the 
dealers has been tremendous.” 
Lindenbusch said six of the 
seven dealers who received the 
strike notices are members of the 
negotiating committee. In addition 
to his own firm, he said the other 
dealerships include Vincel Pontiac, 
Vincel Rambler, Castles Wilson 


| Buick, Gene Jansen Chevrolet and 


Les Francis Chevrolet. The seventh 
dealership is Suburban Ford. 


Lindenbusch said the only 
thing keeping the association and 
unions apart is a pension plan 
proposed by the union, 

“Wages are not an issue in the 
dispute,” he said. “We beat the 

union to the punch this year by 
offering a wage hike before the 
contracts expired.” 

Lindenbusch said the union’s 
pension plan is not a good one and 
is not favored by union members. 

“The plan isn’t worth anything,” 
he said. “You have to be in it five 
years before you collect a penny 
and it sets 65 as the retirement age. 

“The mechanics don’t care about 
the pension plan, but the union 

bosses are trying to force it on 
them,” Lindenbusch charged, 


Lindenbusch said the unions will 
not allow the association to submit 
a pension plan of its own for the 
more than 2,000 employes under 
union contracts. 

* & ad 


Picketing Ruled Illegal 


N OTHER labor news, Howard 
Myers, National Labor Relations 
Board trial examiner, has ruled the 
picketing of a West Seattle dealer- 
ship last year by the Seattle Auto- 
motive Trades Council was illegal 
under the Taft-Hartley Act. 
Unfair-labor-practice charges 
were filed against the union by 
West Seattle Dodge, Inc. The 
company also filed a damage suit 
in Superior Court. 
The union picketed the dealer- 
ship from December, 1957, to Sept. 
(Continued on Page 69, Col. 1) 


Federal Debt Maneuvers 
Seen Hiking Interest Rates 


Higher interest rates were seen 
last week in the Administration’s 
moves to alter laws governing the 
Federal debt. 

Congress was requested to elimi- 
nate interest ceilings on certain 
Government bonds and hike the 
Federal debt limit to $295 billion 
from the present $288 billion. 

Since the interest charged on 
Government bonds is fundamental 
in determining the interest on all 
other types of borrowing, higher 
interest rates on Government bonds 
will tend to boost interest rates 
generally. 

The prices offered on Govern- 
ment bonds now in the hands of 
the public have already dropped to 
reflect the upswing in interest 
rates. 

Should the Government increase 
its borrowing to anything near the 
proposed debt ceiling, the increas- 
ed borrowing will cut into the sup- 
ply of available funds and thereby 
tend to push up general interest 
rates. 

Meanwhile, the Agriculture De- 
partment reported prices received 
by farmers in May increased by 
one percentage point over the April 
figures while prices paid by farm- 
ers held steady. 

Most other business indicators 
were pointed up last week, al- 
though there were a few soft spots. 

Dun & Bradstreet reported that 
bank clearings in the latest week 
reported were 24.5 percent ahead 
of the like 1958 week in 25 major 


‘cities. The American Trucking 


Sarchione Marks 25th Year 


ALLIANCE, O.— Joseph Sarch- 
ione, president of Sarchione & Sons, 
Inc, (Dodge), has been commended 
by M. C. Patterson, Dodge general 
manager, on his 25th anniversary 
as a Dodge dealer. 





Assns. reported a year-to-year gain 
of 29.8 percent in truck freight 
loadings. 

One major aluminum producer 
made a major increase in its pro- 
duction schedule and scrap steel 
prices were reported stronger. On 
the other hand, there were sharp 
setbacks for the stock market and 
one major refiner cut back produc- 
tion in view of the heavy stocks of 
petroleum products on hand. 
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Reaction Mixed 





Announcing New DeSoto-Plymouth Lineup— 


Plymouth and DeSoto division have merged to form the Plymouth-DeSoto division. 


Harry Chesebrough is general manager of 


director, and James Wichert continues as DeSoto advertising director. 
and James B. Wagstaff, 


the new general sales manager, 


the new division. Jack Minor is marketing 
Ed Letscher is 


formerly DeSoto general 


manager, has been named director of the corporate sales staff. A meeting was held 


in Pittsburgh to tell the Tri-State DeSoto dealers of this merger. 


Kolts, Pittsburgh Plymouth-DeSoto regional 


Minor; Burton E. Vaughan, vice-president, 


From left are, James 
manager; Letscher; Wagstaff; Chesebrough; 
Batten, Barton, Durstine & Osborn, Inc., 


Pittsburgh; Bud Wilson, president Pittsburgh dealer group, and Jack Wood, account 


supervisor, BBD&O, Pittsburgh. 





Checker Still Is Mum 
On Distribution Plan 


By John K. Teahen Jr. 
Staff Writer 
‘a Superba, long a dream of 
Checker Motors Corp., Kalama- 
zoo, appears to be headed for the 
marketplace. The current question 
is: What will the marketplace be? 

In other words, how will 
Checker merchandise its family 
sedan? Low volume precludes 
setting up a separate dealer or- 
ganization, but there are several 
other possibilities. 

There are reports that the car 
will be sold by truck or imported- 
car dealers. There are other re- 
ports that the company hopes to 
interest dealers in U. S. lines in 
taking on the new model. Still 
other sources mention a distribu- 
tor-dealer system. 

From other quarters comes word 
that the company will concentrate 
on fleet accounts. Should that be 
true, factory travellers could handle 


the sales chores. 
* * * 


SS . isn’t talking. Richard 
G. Hudson, general sales man- 
ager, said last week that merchan- 
dising plans “have not progressed 
to the point that we can talk about 
them.” (Newsmen have been mark- 





Business Barometer 


Automotive News Economic Index — 


99.1 Percent of Last Week 
125.3 Percent of Like Week Last Year 


Auto Production .............. ° 125,186 106.7 169.9 
Truck Production ............ ‘ 27,202 107.3 168.9 
Auto Registrations—Year to date. ° 1,913,799 Few é 124.6 
Truck Registrations—Year to date. 294,371 ees 134.4 
Steel Production—tTons ........ . 2,653,000 100.1 157.4 
Lumber Production—Board feet... 253,028,000 95.9 119.0 
Pa rd Production—Tons.... 295,007 90.4 118.9 
Soft Coal Output—tons ...... os 8,155,000 97.5 113.4 
Oil Refinery Output—Barrels .... 49,236,000 103.0 105.1 
Electric Kilowatt hours.... 13,023,000,000 101.9 111.5 
Barometer ight Car Loadings 391,844 99.9 127.4 
Department Store Sales Index .. 122 87.8 105.2 
Stock Market Price Index....... 419.8 98.0 127.5 
U.S. Government Spending 

—Fiscal year to date ......... -++ $86,743,424,000 caee 112.3 
Commercial and Industrial Loans $31,045,000,000 99.9 106.2 
Savings Deposits ................ $28,523,000,000 100.1 102.7 
Used-Car Prices—Average....... ; $1,041 99.4 107.2 
Business Failures ................ 314 118.9 96.6 
Common Common 
Stocks June 10 June3 1959 Range Stocks June 10 June3 1959 Range 
OMG... ..55. 37% 37%, 43%-25%5 IH......... 465% 48  485-39% 
Chrysler... 66%, 67% 725%-50% Mack.......43% 46% 48 -32Y, 
Ford.......70 71% 73%-50% S-P.........10% 11% 15%- 9% 
GM........ 50 50% 52% -45 White......53% 57 584%,-40%, 

(Jume 15, 1959) 


edly unsuccessful in getting infor- 
mation from Checker officials. The 
usual comment is that “only Mor- 
ris Markin can talk to you on 
that.” And then it is found that 
Markin is unavailable.) 

The company is said to be pre- 
paring an advertising campaign in 
automotive trade publications to 
enlist dealers. 

The Superba is a six-cylinder, 
four-door sedan which has a wheel- 
base of 120 inches and a retail 
price of $2,541.45 at the factory. 

It was first shown at the Kala- 
mazoo Industrial Fair last 







Percent of 
Last Week Last Year 



























month, and the company said 
national showings would be held 
in June. Hudson said last week 
that no dates for such showings 
had been set. 

Some Superbas already have been 
sold, according to trade sources. 
If so, the sales probably were han- 
dled by factory. representatives. 

od ad * 


— began talking about 
entering the family-car field 
in the summer of 1957, and many 
distribution plans have been men- 
tioned in the press since then. 

First it was thought that the cars 
might be available through the fac- 
tory and through zone offices of 
organizations affiliated with 
Checker. 

These would include Checker 
Taxi Co., Checker Motors Corp., 
Parmelee Transportation Co. and 
Chicago Yellow Cab Co. All are 
controlled by Morris Markin, 

A later report had Checker Mo- 
tors setting up sales and service 
branches in 35 urban centers and 
trying to interest dealers in 
established lines in handling the 
new Car. 

Next it was said that distribution 
might be handled through factory 
sales representatives throughout 
the country and perhaps through 
other cab companies. 

If Checker is aiming at the fam- 
ily market, the idea of selling the 
Superba through established dealer- 
ships—whether car, truck or import 
—seems to have the most merit. 
It’s a proved method of merchandis- 
ing automobiles. 

But Checker isn’t talking. 


Chevy Dealers 
Reported Ruffled 
By Blaushild 


CLEVELAND. — David L. Blau- 
shild, who became a Chevrolet 
dealer in suburban Shaker Heights 
on June 1, reportedly has already 
aroused the ire of his fellow Chev- 
rolet dealers in the Cleveland area. 

Blaushild, a former Chrysler- 
Imperial-Plymouth-Simca dealer 
who is credited with originating the 
“You Auto Buy Now” campaigns, 
needed an advertising theme to call 
attention to his swing to Chevrolet. 

He hit upon tying in with the 
publicity potential of Dinah Shore, 
star of Chevrolet’s television show. 
Blaushild flew to Hollywood and 
posed for advertising pictures with 
Miss Shore. 

The pictures were used widely in 
advertising plus a publicity cam- 
paign, Other Cleveland-area Chev- 
rolet dealers were reported up in 
arms because a Johnny-Come- 
Lately got promotional value they 
had not received from Miss Shore 
during her long tiein with Chevro- 
let. Blaushild’s ads proclaimed his 
intention to become No, 1 Chevro- 
let dealer. 

A spokesman for Campbell- 
Ewald, Chevrolet’s advertising 
agency, said other dealers had 
posed with Miss Shore and Pat 
Boone, another Chevrolet TV per- 
sonality, from time to time in the 
past. 













On Dart Switch 


Some Are Up in Arms, 
Others Wait to See 


a dealers’ reactions to the 
birth of the Dart and the logs 
of their Plymouth franchises Tange 
from enthusiasm to consternation, 
an AvuTomMoTiIVE NEWS survey dig. 
closed last week. 

Many dealers have adopted g 
wait-and-see attitude. They with. 
held comment on the program, 
saying they wanted a chance to 
study it further. 

A Midwesterner who is highly ip 
favor of the new setup had aj 
answer for those dealers. “They cap 
study it and think about it all they 
want,” he said, “but they have only 
two choices, Either they like it or 

they get out.” 

The Dart is a 118-inch wheelbage 
line which Dodge will introduce 
this fall. It will be offered as both 
a six and a V-8 and will be avail 
able in three series. It will be sold 
by Dodge dealers and will replace 
Plymouth in Dodge-Plymouth deal- 


erships. 
x + * 


OME of the dealers who talked 

to AUTOMOTIVE NEWS correspond- 
ents throughout the country were 
less enthusiastic than those whose 
comments were reported by the 
factory. 


An Ohio Dodge-Plymouth retailer 
voiced a sentiment that probably is 
in the minds of many dealers, He 
declared that he has too much in- 
vested in Plymouth to drop it, Hed 
like to keep both franchises, 

A Detroiter noted that there's 
a psychological problem in giv- 
ing up Plymouth, the make that 
many dealers have regarded as 
their bread-and-butter car 
through the years. 

This dealer has had Plymouth for 
a quarter of a century, but he isa 
strong booster of the Dart program. 
He’s happy that the Dart will be 
built in Detroit, thus increasing 
employment, payrolls—and new-car 
prospects—in the Detroit area. 

* * * 


N NEW YORK, the Dart an- 

nouncement and the Plymouth 
splitoff were greeted by howls of 
dismay, Dealers feel their Dodge 
sales will drop considerably when 
they lose the Plymouth franchise. 

They calculate that having Plym- 
outh in the showroom accounts for 
25 to 50 percent switch sales, which 
means more Dodge business. 

Although most New York 
Dodge dealers want to withhold 
their opinion of the salability of 
the Dart until they see it, they 
feel that taking the Plymouth 
sign off the showroom window 
will be a great financial blow, 

Other Chrysler Corp. dealers in 
the area are saying in private, “If 
they cancel my Plymouth fran- 
chise they can take the other one, 
too.” 


oe - * 
Tu atmosphere is entirely differ- 
ent in Los Angeles. About 7 
percent of the Dodge dealers there 
already have signed agreements 
(Continued on Page 73, Col. 4) 


First 'All-Dodge’'— 


John H. Lander, right, national chair 
man of the Dodge Dealer Advisory Com 
ference, is the first dealer to sign the 
new, all-Dodge dealer sales-agreement. 
M. C. Patterson, left, Dodge general man 
ager, and John B. Naughton, Dodge ge™ 
eral sales manager, look on. Lander is 
president of Lander Motors, Inc., Atlante, 
and NADA treasurer. 





wrerecasesc soces = 


= 


a tee ae, > Be bet 


So 2 thew = CUOMO le BO ee 


os one ee ce fe Oo —! ~~~ | kno om @ 


a ae 





to the 
€ loss 
Tange 
ation, 
y dis. 


ed a 
with- 
ram, 
te to 


hly in 
id an 
‘y can 


> only 
it or 


place 


alked 
pond- 


vhose 
y the 


tailer 
bly is 


h in- 
He'd 


ere’s 


h for 
2 isa 


ill be 
asing 
W-car 


[ an- 
1outh 
ls of 


when 
>lym- 


s for 
yhich 





OSS leaders appear to be a nor- 
L mal part of our day. We hear so 
much talk about them that we 
develop a mental rut into which 
the words fall and lose their mean- 


Fen along comes a dealer whose 
thoughtful approach to the business 
has earned the respect of his fel- 
jows, and he shocks you into under- 
standing the enormity of the situa- 
tion by stepping back a little from 
the business and looking at it 
from a fresh angle. 

So we sat up a little straighter 
when Ernest Burwell wrote: 

“New cars are the nation’s 
No, 1 merchandising loss leaders, 
because they are being sold for 
only 9 percent markup, whereas 
the dealer’s cost of doing business 
is 14.7 percent to 16 percent of 
every sales dollar.” 

Burwell is no Johnny-Come- 
lately to dealer management af- 
fairs. It was this Spartanburg 
(§.C.) Chevrolet dealer who headed 
the three-man committtee which 
set up the business management 
department of NADA and secured 
the services of Clark Moody as di- 
rector of the department, The 
other committee members were Lou 
Stewart (Chrysler), 
George Jones (Ford), 
Christi, Tex. | 

* 


Do Cars Pull Load! ? 


THE most recent NADA report 

on operating averages for the 

auto retailing industry, Burwell 
notes this statement: 

“There is no way of determining 


an acceptable average of the proper | 


allocation of the dealer’s overhead 
to the new and used-car depart- 
ments because of the wide variance 
in accounting methods. We do 
know, however, that through 1958 
and the first quarter of 1959 the 


Chicago Dealers 
Reelect Mullery 


CHICAGO.—Don C, Mullery was 
reelected president of the Chicago 
Automobile Trade Assn. for the 
third successive year at the annual 
meeting of the board of directors. 


He is president of Broadway-Ford, | 


Inc., 4930 Broadway. 

Maxwell S. Evans, Bel-Park Mo- 
tors at 3350 N. Cicero Ave., Oldsmo- 
bile dealer, was reelected vice-presi- 
dent. 

Also reelected were Joseph Bar- 
tell, Bartell Motor Co. (Pontiac), 

W. Cermak Rd., Cicero, secre- 
tary, and Walter A. Gerwig, Ger- 
wig-Nelson Motors (Buick), 8443 S. 
Ashland Ave., treasurer, Edward L. 

ry was relected executive vice- 
president. 
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ratio of total expense to total sales 
has averaged between a low of 14.7 
percent and a high of 16 percent. 

“With car sales returning a 
gross of only slightly more than 
9 percent, it seems obvious that 
the car business is not pulling its 
share of the load—a convincing 
explanation as to the necessity 
for most dealers to look to other 
sources of revenue for their 
profits.” 

If the little green man from Mars 
told you that 36,000 businessmen 
were staking their lives, their for- 
tunes and their talents in a gigan- 
tic effort in which they distributed 
six million cars a year at a loss so 
that they might pick up a little 
money by selling insurance or ar- 
ranging financing, you would tell 
him to get back on his flying 
saucer and go home. 

But when the able head of the 
business management department 
of the trade’s own organization 
says so, there is fairly substantial 
reason for believing this is no 
pipe dream. 

And, incidentally, NADA stopped 
publishing some years ago a break- 
down of income from financing of 
cars because it was a bit embarras- 
sing to admit that this was the 
| only thing that saved dealers from 





| red ink—when it did save them. 
| While the reserve figures are no 
| longer published, you can safely bet 
that the reserve still spells the dif- 
ference between profit and loss for 
many dealers. 
* * oe 
| Cites Accounting 


URWELL believes that one of 

the reasons for the loss-leader 
operation may be the fact that 
dealers are confused as to the cost 
| of selling a new car. He points out 
that Elson G. Sims, of Vincennes, 
|Ind., has been putting the finger 
on “misleading factory accounting 
systems for dealers which camou- 
| flage the cost of selling a new car.” 
(In this regard, some dealers say 
| they get two sets of forms from 
| their factory—one set for the “fac- 
tory-approved” bookkeeping, and 
the other that departmentalizes ex- 
penses and income. 

(Since the “factory-approval” 
forms are required and the de- 
partmentalized forms are not, 
many dealers take the course of 
least effort. Their bookkeepers 
haven’t time to prepare both, so 
they use the forms they must, 
even though the extra effort 
might give dealers a better dealer 
perspective of their business.) 

Burwell again calls attention to 
| NADA’s report: 

“Please note from the last NADA 
survey that car absorption (NOT 
service absorption) carries only 44.5 
percent of the fixed overhead, 
whereas car sales in dollar volume 
constitute 85 to 90 percent of the 
average dealer’s total business. 
Thus, 85 percent of the sales pay 
44.5 percent of fixed expense. 

oe * ae 





Most Serious Problem? 


‘JN SUM, the factory service 
absorption idea of bookkeeping 
aimed at pouring down the drain 
the dealer’s parts and service profit 
to cover up the fact that the more 
cars you Sell, the more money you 
lose (in the car department), may 
be the dealer’s presently most seri- 
ous problem, It has been industry 
policy and practice for so many 
years that most dealers are un- 
aware of its consequences.” 

This, of course, does not apply to 
all dealers. Nothing does, Many 
dealers wait for the factories to 
come up with a “package” to solve 
whatever problem occurs in auto 
retailing. 

Some, on the other hand, are 
fiercely independent and insist on 
solving their own problems their 
own way. 

In between, and often misunder- 
stood, are far-seeing dealers like 
Burwell who realize that it is diffi- 
cult for dealers to be “islands unto 
themselves,” for adverse national 
policies may offset the efforts of 
sound merchants, 


|B. White, Philadelphia, vice-president; 
B. Wayne Beglin, Rochester, vice-president, 
Absent are J. A. Moore, Scranton, and David H. Smith, Washington, vice-presidents. 


Galles Refutes Charge 
Big Dealers Rule NADA 





New Policy at Indiana Papers ... 





U. C. Ads Ban Terms 


INDIANAPOLIS.—They’re taking 
the confusion out of used-car classi- 
fied advertising and putting some 
meaning back in the ads. 

All of this is being brought about 
by a change in policy and new reg- 
ulations in the classified advertis- 
ing department of The Star and 
The News. 

According to Paul Schulz, clas- 
sified manager of the two news- 
papers, the most radical change 
will be the insistence that all 
used-car ads carry the full cash 
price of the automobile or make 
no mention of price at all, 

Outlawed are such empty phrases 





as “no downpayment,” “$59.95 a 
month,” “one-fifth down” or “$15 
cash.” All references to specific 
financing terms also will be taboo. 

“Auto ads have become extremely 
misleading in recent years,” Schulz 
said. “While we never knowingly 
accept deceptive ads, there has been 


Viar in Mayor’s Office 


RIPLEY, Tenn.—Auto dealer 
Wilson Viar has taken office as 
mayor of Ripley, He was named 
mayor by the board of aldermen 
after the former mayor resigned. 





PAA's Executive Committee— 


Members of the new executive committee of the Pennsylvania Automotive Assn. 
gathered after their election at the group's 39th annual meeting. Seated, from left, 
|are Claude S. Klugh, Harrisburg, general manager; W. J. Daub, Easton, president; 
David G. Reese, Drexel Hill, jmmediate past president, and A. W. Golden, Reading, 
Harrisburg, assistant general manager; 
Elmer W. Reiber, 


treasurer. Standing: E. W. Parkinson, 


By George E, Shelley 
Staff Correspondent 

BEDFORD, Pa, — Delegates to 
the 39th annual meeting of the 
Pennsylvania Automotive Assn. 
heard NADA President H, L. 
Galles jr. denounce charges that 
NADA is a “large-dealer” group. 
Nearly 600 Pennsylvania new-car 
dealers, their wives and guests at- 
tended. 

Dealers were warned that despite 
the original success of PAA in 
fighting a legislative proposal that 
the tradein exemption be removed 
from Pennsylvania’s sales tax, the 
threat “is not a dead issue” as long 
as the General Assembly remains 
in session. 

W. J. Daub (Chrysler), Easton, 
was unanimously elected as presi- 
dent of PAA by the board of 
directors. He succeeds David G. 
Reese (Oldsmobile-Rambler), 
Drexel Hill, who was elected ear- 
lier by the general membership 
to a three-year term on the 
board. 

The following were elected as 
vice-presidents: 

B. Wayne Beglin (Ford), Roch- 
ester; J. A, Moore (Ford), Scran- 
ton; Elmer W, Reiber (Cadillac), 
New Castle; David H. Smith (Chev- 
rolet), Washington, and John. B. 
White (Ford), Philadelphia, 

Forest E, Bowles (Buick), York, 
was named secretary, and A. W. 
Golden (Pontiac-Cadillac), Reading, 
was reelected as treasurer. 

In addition to Reese, Moore and 
Reiber, the following were also 
named to three-year terms on the 
board of directors: 

Harry W. Allum, Sharon; W. 





Frank Woods Pontiac 


Marks Silver Jubilee 


CHARLOTTE, N, C.—An open 
house was staged by Frank Woods, 
Inc., in observance of the 25th an- 
niversary of the Pontiac dealership. 

Frank E. Woods, owner, is sec- 
retary of the North Carolina Auto- 
mobile Dealers Assn. 





John 
New Castle, vice-president; 
and Forest E. Bowles, York, secretary. 


M. McCune, NADA director, Kit- 
tanning; Wilbur F. Packer, Har- 
risburg; M, Frank Pultz, Greens- 
burg; Harold G, Reslink, Erie, 
and R, N, Romesburg, Uniontown. 


Aldo Franconi, Kingston, and 
William Winterhalter, Pittsburgh, 
were elected to one-year terms as 
directors-at-large. 

Closing address of the two-day 
affair was delivered by Galles, who 
reviewed NADA policies and pro- 
grams. 

“NADA’s functions are to help 
you in the management of your 
business and to prevent inequities 
that might exist in government 
persecution,” Galles stated, 

He answered accusations that 
NADA is a union and that it repre- 
sents large dealers with the follow- 
ing statements: 

“The board and staff is owned 


(Continued on Page 69, Col. 3) 





confusion over many. One fantastic 
credit claim is made after another. 

“We're not being puritan or hard- 
hearted about it, but too many 
people simply are calling to ask 
questions about the ads and to 
inquire of the reliability of the ad- 
vertiser.” 

Schulz said that the situation 
was reaching the point where 
people were “not believing the 
ads.” To be effective, of course, 
ads must inspire confidence, he 
pointed out. 

So starting last week, auto ads 
in the two papers are back selling 
cars, not credit terms, 

Automobile dealers with whom 
the plan has been discussed agree 
that it is a healthy step. They think 
it will produce more credible ad- 
vertising and give buyers a better 
basis of compariscn shopping, 

The newspapers’ move to stop 
selling credit terms in their classi- 
fied ads has been well received by 
the trade, Schulz said, It is also 
bringing a shout of approval from 
car buyers. 


Me. Senate Saves 
Tradein Values 


From Sales Tax 


AUGUSTA, Me.—The State Sen- 
ate here has voted to postpone 
action indefinitely on Gov. Clinton 
Clauson’s proposal for elimination 
of the sales-tax exemption on the 
value of automobile tradeins. The 
measure had won preliminary 
passage in the House. 


Regarded as the kingpin in the 
governor's financial program out- 
lined in January, the bill is de- 
signed to produce an estimated $3.5 
million in badly needed state reve- 
nue. 

The battle for passage of the 
legislation was led by Senator 
Alton Lessard, who charged that 
the present exemption of tradein 
value is discriminatory, 

A leading opponent of the bill 
was the majority: leader, Senator 
Allan Woodcock, who declared the 
proposal would be an “unbearable 
burden” on Maine’s motor vehicle 
owners. 

“The car owners of Maine,” he 
said, “are now burdened by an 
enormous amount of taxes—close to 
$34 million. Cars have become a 
necessity, I think we have taken 
all we can from the car owner.” 


Tax Equalizer Passed 


By Carolina House 


RALEIGH, N. C. — The House 
Finance Committee of the North 
Carolina Legislature approved a 
bill which would equalize license 
taxes paid by used-car dealers and 
new-car dealers. 

The measure would reduce State 
revenue by an estimated $5,000 a 
year during the next biennium. 


On the House. ... 


per unit in mew 


Tom Keating, 
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Spurred by lagging membership, NADA has en- 
listed the help of local and state associations in an 
allout drive to sign up dealers. Area chairmen have 
been appointed again by NADA and campaign lit- 
erature is provided. Several state associations have 
already launched their drives, seeking to sign up 
dealers for both the national and local groups .. . 
Chicago-area Ford dealers report a drop of $15 


vehicle gross profit during latest 


month surveyed... 


veteran sales and general man- 


ager of Chevrolet and in recent years GM vice- 
president of car divisions, will retire Sept. 1; 


plans to spend winters in Florida and summers in Michigan... 
Most of Maryland’s dealers will remain open part or all of Satur- 
days during summer; Chicago dealers have been urged. by directors 


to close on Sundays in July and August ... 


Bob Beiser, retired 


auto editor of Cincinnati Enquirer, has been presented a gold type- 
writer by Ford Motor in honor of his 50 years in writing field... 
Survey shows New Jerseyites’ confidence in business and job pros- 


pects is greatest in eight years. . 
. Saturday Evening Post staged a 


legislation died in legislature . . 
clever sales presentation for auto 
week, 


. Missouri dealers’ time sales 
brass and admen in Detroit last 


—Pere WemMuorr, Editor, 
Automotive News 
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Sales Pressure Mounts for Dealers... 





29 Stockpile Hits 909,000 Peak 


(Continued from Page 1) 


most everybody’s surprise, and this 
has accentuated the selling pres- 
sure in the top volume area. 
* + * 

EALERS in all lines are antici- 

pating unrelenting pressure for 
sales through not only a steel 
strike, but the whole cleanup pe- 
riod as well. The Big Three Con- 
firmations of '60-model smaller cars 
have touched off forecasts that 
decks will have to be clean of all 
59 cars before the new model year 
arrives. 

Furthermore, the Corvair and 
Falcon will be registered as Chev- 
rolet and Ford models, and many 
Detroit observers believe the win- 
ner of the ’59 struggle for first 
place in sales will be decided by 
the relative acceptance which each 
“compact” enjoys after October in- 
troduction. Chrysler Corp.’s Vali- 
ant, due in December, will not be 
merchandised under the Plymouth 
label. 

Desire for old-model clearance 
will, it is felt, be particularly in- 
tense in the medium-priced class. 
One of the greatest imponder- 
ables of the small-car entry by 
the Big Three is the impact on 
the mediums. 

Dodge’s upcoming answer, the 
Dart, will be emulated by competi- 
tors during the ’60 model year. Still, 
the prevalent trend towards econ- 
omy and light models would tend 
to impel dealers to enter the new 
year with as few costly cars in 
stock as possible, observers believe. 


“Who can tell about what folks 





New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 


Dealers 

Cars Cars In Total 
tn Transit Potential 
Period Field to Inventory 
Ending Dealers Stocks 
Jan, 1, ’50.... 261,754 188,500 440,254 
Apr. 1, ’60.... 276,136 158,000 434,136 
duly 1, ’50.... 311,084 167,500 478,584 
Oct, 1, '50.... 208,367 157,800 366,167 
dan, 1, '51.... 305,888 89,900 404,788 
Apr. 1, ’61.... 406,541 138,500 545,041 
duly 1, ’51.... 357,606 90,700 448,306 
Oct, 1, ’51.... 250,762 79,500 330,262 
Jan, 1, '62.... 224,968 31,000 255,968 
Apr. 1, ’52.... 213,391 83,000 296,391 
duly 1, "52.... 193,462 84,500 277,962 
Oct. 1, "52.... 233,556 89,000 322,556 
Jan. 1, '53.... 201,671 83.300 374,971 
Apr. 1, '53.... 445,882 89,300 535,182 
July 1, °53.... 479,698 82,800 562,498 
Oct. 1, °53.... 519,037 60,900 579,937 
Jan, 1, ’54.... 428,125 36,600 464,725 
Apr. 1, ’54.... 541,911 64,000 605,911 
June 1, ’54.... 503,219 62,500 565,719 
duly 1, '54.... 445,665 62,500 508,165 
Aug. 1, ’54.... 390,854 57,000 447,854 
Sept. 1, "54.... 355,654 50,400 406 ,054 
Oct. 1, '54.... 267,469 29,000 296,469 
Nov. 1, ’54.... 120,107 37,500 157,607 
Dec. 1, "54.... 203,453 61,700 265,153 
Jan. 1, '55.... 293,881 68,500 362,381 
Feb. 1, ’55.... 373,573 89,100 462,673 
Mar. 1, °55.... 467,655 95,000 562.655 
Apr. 1, °55.... 544,038 99,500 643,538 
May 1, ’55.... 660,341 102,700 763,041 
June 1, ’55.... 755,498 5 848,498 
July 1, °55.... 736,591 77,000 813,591 
Aug. 1, '55.... 735,447 71,500 806,947 
Sept, 1, °55.... 675,964 37,300 713,264 
Oct. 1, °55.... 489,475 48,900 538,375 
Nov. 1, ’55.... 481,735 87,600 569,335 
Dee, 1, ’55.... 645,707 77.4% 723,107 
Jan, 1, ’56.... 755,177 53,300 808,477 
Feb, 1, ’56.... 801,499 68,900 870,399 
Mar. 1, 56... 840,089 63,700 903,789 
Apr. 1, °56.... 827,977 68,100 898,669 
May 1, ’56.... 846, 56,300 902,585 
dune 1, °56.... 746,012 52,890 798,902 
duly 1, ’56.... 613,451 50,568 679,596 
Aug. 1, ’56.... 551,081 53,026 588,172 
Sept. 1, °56.... 456,013 48,382 504,395 
Oct, 1, °56.... 288,103 25,900 314,003 
Nov, 1, ’56.... 212,967 65,008 277,975 

Dee, 1, ’56.... 318,587 79,656 92 
Jan, 1, ’57.... 461,850 50,168 512,018 
Feb, 1, ’57.... 561,934 68,100 630,034 

Mar, 1, ’57.... 664,608 9 733, 

Apr. 1, ’57.... 682,790 63,125 745,915 
May 1, ’57.... 677,705 59,500 737,205 
dune 1, °57.... 724,329 63,420 187,749 
July 1, °57.... 682,121 63,090 745,211 
Aug. 1, ’57.... 645,445 59,300 704,745 
Sept. 1, 57... 684, 45,052 129,536 
Oct. 1, °57.... 547,549 25,085 572,634 
Nov. 1, °57.... 380,740 68,300 449,040 
Dee, 1, ’57.... 460,149 71,800 531,949 
Jan, 1, ’58.... 597,208 55,000 652,208 
Feb, 1, °58.... 725,003 54,100 779,103 
Mar. 1, ’58.... 821,566 44,000 865,566 
Apr. 1, ’58.... 783,201 45,900 833,201 
May 1, ’58.... 738,464 38,500 776,964 
dune 1, ’58.... 704,751 36,500 741,251 
duly 1, ’58.... 630, 45,000 675,598 
Aug. 1, ’58.... 600,656 30,000 630,656 
Sept. 1, 58... 455,984 7,700 463,684 
Oct. 1, °58.... 291,397 21,500 312,897 
Nov. 1, ’58.... 241,382 45,100 286,482 
Dee. 1, ’58.... 387,131 73,200 460,331 
dan, 1, ’59.... 477,099 67,000 544,099 
Feb. 1, ’59.... 608,525 58,200 666,725 
Mar. 1, ’58.... 643,239 63,600 706,839 
Apr. 1, ’59.... 710,382 66,620 777,002 
May 1, ’59.... 766,185 68,000 *834,185 
June 1, ’59.... 846,001 63,300 908,301 


? Field stocks include cars actually at 
dealerships, those warehoused by dealers 


and factories, and demonstrators. 
* Revised. 


nr 








will do when a lower-priced pack- 
age is on the shelves with the 
rest of the line?” a Dodge-Plym- 
outh-Simca dealer mused. “Some- 
one’s bound to lose sales to the 
low end, and I’m afraid it might 
be the high end.” 
* * * 
4 ie June 1 inventory of domes- 
tic cars was evaluated at a 
“moderate” 51-day supply at cur- 
rent selling rates. The May 1 stock- 
pile amounted to a 50%-day supply, 
well below the 60-day average con- 
sidered panicky by auto producers. 
Thanks to a spring selling wave 
that sent import sales to new rec- 
ords, the supply of foreign cars 
levelled off at 49 days last month. 





R. I. to Discontinue 
Temporary Auto 
Licenses July 1 


PROVIDENCE.—Rhode Island 
dealers will be allowed to issue 
temporary registrations on new 
cars only until July 1, according to 
E. Jay McCartney, deputy registrar 
of motor vehicles. 

Under the system 10-day regis- 
tration certificates are issued to 
allow motorists time to obtain per- 
manent registration papers. 

After July 1 the controversial 
“sleeper” bill will go into effect. 
It requires that the state sales tax 
be paid before any vehicle can be 
registered, either temporarily or 
permanently. 

In signing the bill backed by ‘the 
dealers, Gov. Christopher Del Sesto 
said he was unaware of a provision 
exempting the dealer from collect- 
ing the state’s 3 percent sales tax. 

‘The governor accused the dealers 
of greed and said he would “en- 
force the new law as it was writ- 
ten.” He said this means the end 
to the 10-day registration certifi- 
cates. 

He also ruled that the sales tax 
on new cars will be accepted only 
at the registry offices in Providence 
after July 1 and that no car can 
be registered until the tax is paid. 





Imports were not to be outdone 
at the supply pump by domestics, 
however. 

March shipments from abroad 
totalled a record-breaking 54,184 
cars, exceeding January’s record 
of 52,019. April and May ship- 
ments from overseas reportedly 
equalled the March pace. 

On an individual basis, many do- 
mestic producers said their dealer 
stocks could be higher. 

American Motors, cognizant of 
dealer cries for more Americans, 
said it would operate at full tilt 
until the August changeover. Pon- 
tiac was in a similar frame of 
mind as its “hot” offerings vaulted 
it into third place in many metro- 
politan markets. Ford has boosted 
monthly production once again. 

* * * 


EALERS were divided as to the 

possible effect of the Big Three 
small-car announcements on clean- 
up sales of ’59s, although none has 
felt a substantial wait-and-see re- 
action as yet. 

“If the factories come through 
with some help for the cleanup,” 
said a Chevrolet-Oldsmobile dealer, 
“the Corvair won’t hurt too much. 

“But I sure hope they give us 
a decent profit bulge on the Cor- 
vair to make up for the thin deals 
we've had on the bigger cars this 
year.” 


Hoffmann Closes, 
Buys Another Deal 


KANSAS CITY.—Art Hoffmann 
has closed his downtown Buick 
dealership and purchased Con 
Frazier Buick Co., 3340 Main St., 
which had been operated by the 
late Con Frazier. 

The outlet at Seventeenth and 
McGee Sts. was abandoned under 
GM’s policy of discontinuing deal- 
erships in congested downtown 
areas and sections where sales po- 
tential has declined, Hoffmann said. 

He said equipment and employes 
will move from the downtown spot 
to the new location. The Frazier 
deal has been renamed Hoffmann 
Buick. 


Late Report... 


and $1 on ’53s. 


models. 





has been smaller than usual, as 
new-car sales continued at a high 
level in May and produced a con- 
stant flow of tradeins. 

If used-car trading had not also 
continued at a robust rate during 
the month, the average dealer’s 
stock probably would have reflect- 
ed a gain. 

« = 
As COMPARED with this year’s 

reduction of 8.2 percent, May 1- 
June 1 cutbacks amounted to 17.9 
percent last year, 21.0 percent in 
1957, 10.0 percent in 1956 and 13.4 
percent in 1955. 

The reduction that did take 
place during the month was ac- 
complished on a sound basis, 
| dealer reports indicated. Profits 
were reported “good,” “unchang- 
ed,” “satisfactory” or “higher” to 
indicate that there has been no 
retailing panic on the lots. 
Several dealers reporting on 
used-car operations said profits 
had been bolstered by steady prices 
| which permitted lower write-downs 
at the end of the month. 
Used-car grosses were reported 
ranging up to 15 percent. 

* * x 
[pmatans questioned by AvrTo- 
MOTIVE News on used-car oper- 








Sales Zoom to Highest Since 1955 


(Continued from Page 1) 


the best month of the year for 
Chrysler Corp. 
* * * 


11% Pct. for Chrysler 


HRYSLER CORP., whose deal- 

ers for the first time this year 
had plenty of cars to go around, 
accounted for 11.59 percent of all 
new-car sales in April, compared 
with 9.32 percent a month earlier. 

AMC’s market penetration was 
5.93 percent, which topped by 
0.40 percentage points its previous 
record of 5.53 percent, established 
a month earlier. 

Advances by Chrysler Corp. and 
AMC were achieved at the expense 
of all other corporate entries. Both 
General Motors and Studebaker- 
Packard slid to their lowest pene- 
trations of the year, 

GM was off 0.69 percentage points 
to 43.60 percent while S-P dipped 
0.12 points to 2.23 percent of total 


43 | sales. 


* * * 


LTHOUGH Ford Motor’s share 

was cut 1.26 percentage points 
to 27.27 percent, it managed to hold 
above its previous low for the year 
—27.12 percent in January. 

Miscellaneous makes accounted 
for 9.38 percent, which was down 
0.60 points from the previous 
month, but was still above the 
year’s low of 8.59 percent scored 
in January. 

Chrysler Corp.’s climb was sup- 
ported by record performances (for 
the year to date) by every one of 
its makes except Imperial. 

Plymouth, which scored a bigger 
gain than any other make during 
the month (1.73 percentage points) 
rose to the year’s high of 6.99 per- 
cent, 

. * om 
ypeocs was up 0.35 points to 2.46 
percent; Chrysler gained 0.15 
points to 1.07 percent (only the 
second time this year it -had 





claimed more than one percent of 
sales), and DeSoto added 0.05 points 
to make its penetration 0.78 per- 
cent. 

Imperial, the only Chrysler line 
not sharing in the corporate ad- 
vance, was clipped by 0.01 per- 
centage points to bring its total 
to 0.29 percent of all sales. 
Pontiac was the only other make 
to establish a record for ’59—the 
“wide tracker’ jumped 0.30 per- 
centage points to account for 6.81 
percent of all sales during April. 

Biggest setback among GM en- 
tries was absorbed by Chevrolet, 
which dropped 0.51 points to 23.65 
percent. 

* « * 


Lincoln, Mercury Lows 


Box was down 0.27 points to 
4.30 percent; Cadillac dropped 
0.17 points to 244 percent, and 
Oldsmobile declined 0.04 points to 
6.40 percent. 

Among Ford Motor’s entries, 
both Mercury and Lincoln fell to 
lowest levels of the year, and 
while Ford dipped from its pre- 
vious month’s penetration, it 
escaped the “record-low” tag. 
Mercury was down 0.07 points to 
2.53 percent; Lincoln dipped 0.04 
points to 0.49 percent, and Ford fell 
1.10 points to 23.46 percent, 

No other single make had as 





Poppell Picked to Head 


Chicago Buick Dealers 


CHICAGO. — Tyson Poppell, 
Broadway Buick Sales Co., Chicago, 
has been elected president of the 
Metropolitan Buick Dealers Assn. 
Other officers are: 


Ray Gieselmann, Ray Buick, Inc., 
Chicago, vice-president; George 
Kleeburg, Kleeburg Buick, Inc., 
Highland Park, secretary, and 
Richard Bauer, Bauer Buick Co., 
Harvey, treasurer. 





large a month-to-month setback as 
did Ford. 
* © ®& 

OR the first four months, com- 

paring this year against 1958, 
GM replaced Chrysler Corp. in the 
unenviable position as biggest 
loser of sales share. 

GM’s four-month penetration of 

44.84 percent is a full 4.57 per- 

centage points below a year ago, 

while Chrysler Corp. is off 4.38 

percentage points to 10.16 percent. 

All other corporate entries rose 
—with AMC setting the pace in 
the domestic field, AMC was up 2.55 
percentage points to 5.45 percent of 
new-car sales; Ford Motor gained 
1.99 points to reach 27.86 percent, 
and S-P topped its 58 sales rate by 
1.40 percentage points to score 2.28 
percent. 

Miscellaneous makes (mostly im- 
ports) accounted for 9.41 percent 
of all sales in the first four months, 
a gain of 3.01 percentage points 
over its 1958 showing. 

” - * 


Ford Does the Best 


ya comparing the 1959 period 
with the corresponding year- 
earlier months, best showing among 
individual makes was compiled by 
Ford, followed closely by Rambler. 
Ford was up 2.73 points to 23.86 
percent, while Rambler added 2.55 
points to reach 5.45 percent pene- 
tration. 

Only other gains were achieved 
by Studebaker, up 1.40 points to 
2.28 percent, and Pontiac, up 1.13 
points to 6.49 percent. 

Leading the parade downward 
were Chevrolet, off 2.87 points to 
24.50 percent; Plymouth, off 2.59 
points to 5.92 percent, and Buick, 
off 1.69 points to 4.69 percent. 


Other losers were Oldsmobile, off 
0.83 points; Dodge, off 0.79; Chry- 
sler, 0.46; DeSoto, 0.45; Mercury, 
0.41; Cadillac, 0.31; Lincoln, 0.18; 
Edsel, 0.15, and Imperial, 0.09. 











Used-Car Market 


Despite gains on three models, the overall average price of used 
cars sold at wholesale auction last week declined $6 to $1,041, 
lowest level of the year, according to Automotive News’ index. 

Increases of $16 on ’58s, $3 on ’55s and $2 on ’57s were not enough 
to offset losses of $48 on ’59s, $13 on ’56s, $6 on ’52s, $3 on ’54g 


Adjusted prices on ’56s and ’54s represented new lows for those 


The market was spongy last week in both volume and demand. 
The average consignment at a group of representative auctions 
was 234.3 units, compared with 250.6 a week earlier. The sales 
ratio was 66.2 percent, compared with 69.6 percent the previous 
week, Not since early March had demand been so soft. 


Auction reports begin on Page 60. 





Used-Car Supply Wanes 
To Low Point of ’59 


(Continued from Page 1) 


ations also joined earlier debate as 
to what the Big Three small cars 
would do to the used-car market, 

“I believe they will affect high- 
priced used cars but not to such 
a great degree to cause a great 
alarm,” said one dealer. 

“Depends upon the price (of the 
new models),” said another. 

One veteran dealer said, “The new 
small cars are bound to depress 
used-car prices and thus slow up 
new-car sales.” 

Another old-timer said the Big 
Three compact units would have 
“very little” effect on the used-car 
market. 

“We already have small cars 
(Lark and Rambler) that don't 
hurt us,” he said. 

The reply which found a great 
number of dealers in agreement 
was that the new models would do 
little or nothing to used-car mar- 
keting, while another large group 
of dealers adopted a wait-and-see 
attitude. 

7 ~ + 

N BREAKING down the June 1 

census of used cars in stock, it 
was apparent that the very small 
inventories were creeping upward 
while the very large ones were 
being trimmed. 

Only 118 percent of the re- 
porting dealers on June 1 said 
they had a used-car supply good 
for 15 days or less of selling, 
compared with 19.4 percent in the 
category a month earlier. 

On the other hand, on May 1 
a total of 33.9 percent were over 
the 30-day limit, while on June 1 
there were but 23.5 percent in this 
category. 

* « 
As A result, June 1 found 765 
percent —slightly more than 
three out of four—of the dealers 
within the 30-day limit, compared 
with 66.1 percent a month earlier. 

It was the first time this year 
that such a majority of dealers 
were in the under-30-days category. 

The range of stocks reported was 

14 to 56 days, compared with 10 to 
60 a month earlier. This was the 
highest minimum reported since 
Feb. 1, 1958, and the lowest max § 
mum since Dec, 1, 1958. 





Sales Score 


For April 


New-car registrations for April: 


1 1958 
= Make Pos. 
1—135,728 Chevrolet 114,615— 1 
2—134,631 Ford 86,141— 2 
3— 40,105 Plymouth  36,966—3 
4— 39,078 Pontiac 20,715— 6 
5— 36,695 Oldsmobile 29,538— 4 
6— 34,011 Rambler 14,505— 7 
I— 24,685 Buick 24,729— 5 
8— 14,536 Mercury 12,927—8 
9— 14,095 Dodge 12,784— 9 
10— 13,989 Cadillac 12,756—10 
11— 12,823 Studebaker 3,7 
12— 6,174 Chrysler 5,712—11 
13— 4,505 Edsel 3 .503—14 
14— 4,453 DeSoto 4,700—12 
15— 2,802 Lincoln 2,673—15 
16— 1,673 Imperial 1,457—16 

53,794 Misc. 31,084 

Total All Makes 
573,777 418,598 


Further details on Page 64. 





S BOE! 6 ROPES 


WA 


:| Put your BRAND on tomorrow's 


iy 1 
over 


: best prospects today ! 


76.5 
chan 





= No matter how long your customer drives the car he buys today, you want him 

a to come back to you when he’s ready to trade it in. And the best way to guarantee 

= it is to make sure he’s a satisfied customer when he leaves. Let him know 

- you have a personal interest in seeing that he gets a car at a price he can afford. Sell 

= it to him on terms that he can handle. Make full use of the financing and 

- insurance facilities that Associates puts at your disposal. This combination 

— . of good personal salesmanship and the wise use of Associates Pleasant Purchase Plan 
will help you build more sales now—and more repeat business in the future. 

Ask the man from Associates for full details. . 

rill: 

1958 

Pos. 

-1 

-2 

-$ “ 

“6 eae 

-17 

-5 

-§ 

-9 

-10 

-13 

-1i 

-14 

-12 





ASSOCIATES INVESTMENT CO.— ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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AUTOMOTIVE NEWS, JUNE 15, 


Dealer Qualifies Before He Goes Calling... 


He’s Usually a Little Short of Cars 


By L, H, Houck 
Staff Correspondent 
ATOKA, Okla.—A special brand 
of “soft sell” pays off for Albert 
Furr, who owns Furr Motor Co. 
(Dodge-Plymouth), It eliminates 
feast-famine business and makes all 
years good years, he explained, 
Furr plans on selling about the 
same number of new and used 
units each year, If it looks as 
though he could use a gimmick 
and double his volume in a par- 


ticular year, he said he refuses to 


yield to the temptation. 
“If I sell more than my 40-mile 


territory should buy this year, I| 
will be short that many units next) 


year and I'd rather have my sales 
volume spaced out at about so 
many per month the year round,” 
he added, “We all know what’s 
happened to the whole industry 
when we got hopped up and over- 
sold the whole country.” 


So far this year in a town of} 
about 2,700, Furr has sold 87 new| 





When visited by an AUTOMOTIVE 
News correspondent he did not 
have a new unit on the floor or in 
the yard. 

“I’ve got some coming, though,” 
Furr said, “not many but enough 
to last me a couple of months. I 
don’t have a lot of new stuff parked 
all over the landscape. In fact, I’m 
usually a little short but my cus- 
tomers like it that way and Im 
not appealing to shoppers although 





Penegar Heads Dealers 


In Richmond County, N. C. 


ROCKINGHAM, N. C.—Heath 
Penegar, Penegar Motor Co., Rock- 
ingham, has been elected president 
of the Richmond County New Car 
Dealers Assn. 

Vice-president is David Adeimy, 
Bennett Chevrolet Co., Hamlet, and 
secretary-treasurer is Worth 
Walker, Walker Carr Motors, Rock- 


units, 380 used units and 15 pickups. ' ingham. 








I have a good service-shop traffic 
at all times.” 

Furr’s prospects usually are 
persons who haven’t thought 
much about buying a new or a 
used car. He has checked their 
credit and their mortgages but 
he hasn’t told them so. 


When Furr goes calling—and he|_ 


sells most of the cars himself—he 
already has qualified the prospect 
by checking with the credit bureau, 
bank or finance company, not so 
much to see about their credit rec- 
ord but to see how much they owe. 
If he thinks they owe too much to 
take on a new obligation, he doesn’t 


call until the prospect has paid off | 


some of his obligations. 


Such prospects, Furr finds, 
haven’t been worked over by other 


dealers and he often has wrapped | 


up a deal in this manner that no 
other dealer got a look at. 


Furr said he also keeps down his | 
open accounts, particularly slow} 
ones, by insisting on a mortgaged! 





1959 


The New Lloyd— 












yes 


Featuring a liquid-cooled, 38-horsepower engine, this new Lloyd is scheduled 
make its debut this fall. The German-built car is larger than current models and 


offers front-wheel drive. 





budget account for all amounts of 
more than $75. 

The reason for this, he ex- 
plained, is that he will get a 
little interest for waiting, cus- 
tomers respect the need for pay- 
ing budget payments promptly, 
budget payments are smaller 
than paying in full in 30 days or 


MEE TI... 


three recent cash winners... 


eo. 


= 
* 


California Cash Winner! “Treasure Hunt 
has brought me a gold mine in oil changes 
too. Sure pays to get those hoods up,”’ says 
Mr. Robert E. Noyes, Noyes Flying A Ser- 
vice, Burbank. 


Richmond. 


Virginia Cash Winner! “I’ve also made a 
handsome profit on oil filters! Treasure Hunt 
really sends the customers in,”’ says Mr. 
Don R. White, White’s Sunoco Service, 


Indianapolis. 





indiana Cash Winner! “I’m selling more air 
filters than I ever thought possible! This pro- 
motion is a real business builder,” says Mr. 
Louis L. Cooper Jr., Cooper Cities Service, 


in the FABULOUS FRAM 
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Promotion is subject to 
Federal, state and local laws 


FRAM CORPORATION, 
Providence 16, R.1. 


*60,000.00 
TREASURE HUNT! 


Promotion runs to June 30...look for prize filters 
every day! Keep checking all cars! Thousands are still on the 
road equipped with specially tagged FRAM Oil and Air Filter 
cartridges—worth up to $1000! Each prize filter pays the same 
amount to you... the car owner... your wholesaler salesman! 


Whether or not you find a tag, you profit from extra 


filter sales, added oil changes and lube jobs! Hurry! 


and regulations. O/L AIR 







FUEL WATER 


letting it drag for 90 days, he is 
protected against loss in the few 
deals that sour, and the customer 
comes in more often. 

Furr has his own idea about 
service, He is determined that 
every customer be satisfied. 

Whenever he learns of one that 
isn’t—a customer who gripes about 
town instead of coming into the 

shop—he hunts him up and agk 
him how his car or truck ig run- 
ning. If the customer is not enthy- 
siastic, Furr asks him to bring the 
vehicle in as soon as possible and 
let his men go over it without cost, 

Furr said he doesn’t believe in 
debating whether it is right or 
wrong. Even if Furr is right, the 
customer would always believe he 
had received bad treatment, Furr 
said. 

“I do everything possible te 
eliminate the complaint, even if 

it costs me money,” Furr added, 
“but I have found that such 
remedies seldom cost us more 
than $10 and I know we’ve spent 
many such tens that have re 
turned us hundreds of dollars in 
new or used-car purchases. We 
keep our customers and they re 
peat and repeat and even many 
of them who move away 
back to buy their cars and trucks 
from us.” 


Furr has opened a salvage de 
partment and now takes from 10 
to 15 old cars off the road every 
month. In a new 30-by-80-foot 
building, cars are dismantled and 
good parts stocked for ready lota- 
tion and sale. 

This operation pays for the 
trouble and a little besides, Furr 
said. But the greatest benefit is 
that it keeps some of the older 
heaps from being traded in year 
after year, he said. This operation 
also keeps his used-car stock up 
to-date and clean and this reputa- 
tion brings buyers from a wide 
area. 


N. Y. Glass Group, 
3 Officers Face 
Price-Fix Charge 


WASHINGTON. — Attorney Gen- 
eral William P. Rogers announced 
late last week that a Federal grand 
jury in New York has returned an 
indictment charging the Auto Glass 
Dealers Assn., Inc., and three of its 
officials with violation of the Sher- 
man Antitrust Act. 

The indictment alleges that the 
defendants combined and conspired 
to raise, fix and stabilize prices for 
the sale and installation of auto 
mobile replacement glass in the 
New York metropolitan area, 

The three individuals named in 
the indictment are Irving Schpiro, 
Bronx, New York; Morris S. Gor 
man, Brooklyn, and Lester J 
Schindel, Jamaica, N. Y. 

The indictment alleges that the 
members of the defendant associa- 
tion participated in the offense 
alleged as co-conspirators. 

At the same time a civil com 
plaint was filed in the district co 
at New York against the same 
parties, seeking injunctive reli 
against the practices alleged, 

Approximately $10 million of 
glass is replaced in automobiles 
annually in the New York metro 
politan area and about 80 pe 
of this business is handled W 
members of the defendant a P 
tion, the Government said, 
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Now...with new rubbers, new chemicals, new cords...Goodyear presents: 


The World’s First 


The Harbor Freeway photo, above, was taken from the Wilshire Boulevard overpass in downtown Los Angeles. 


Many a tire that’s been “getting by” around town will fail to meet the test 
of the turnpikes. The answer: Turnpike-Proved Tires by Goodyear—built to 
give up to 25% more mileage, and with greater safety than ever before. 


E KNEW, at Goodyear, if we could build 
\ \ a tire to give more safe mileage on the 
turnpikes, it would give more safe mileage any- 
where. But first, Goodyear scientists had to solve 
two vital problems: 
Problem #1—tread rubber: At high speeds, 
ordinary tread rubber is eaten away. But by 
intimate mixing of new chemicals and rubber 
molecules, Goodyear scientists created today’s 
longest-wearing tread rubber for today’s tough- 
est driving conditions. 
Problem #2—tire cord: At high speeds, heat 
weakens ordinary cord.The answer? Goodyear’s 


all-new 3-T cord (Tyrex or Nylon), triple- 
tempered, under precisely controlled Tension, 
Temperature and Time, for toughness that 
other cords simply do not have. 

Proved on ‘““The Turnpike That Never Ends.” 
Ona five-mile, 140-mph test track atSan Angelo, 
Texas, these tires proved they’I!l give more mile- 
age everywhere. 

In short, every new Goodyear tire is a Turn- 
pike-Proved Tire—the toughest, safest, longest- 
wearing tire in its class. 

Are you well stocked in these tires—in all 
sizes? Goodyear, Akron 16, Ohio. 


This year, the average motorist will do more 
than half his driving on throughways, express- 


it 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND! 


Watch “‘Goodyear Theater” on TV every other Monday evening. 


ways and turnpikes—at high legal speeds. The 
answer: Turnpike-Proved Tires by Goodyear. 
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Saab a Cautious Mover... 


AUTOMOTIVE NEWS, JUNE 15, 1959 


Jet Car’ Staging 
Slow U.S. Invasion 


By Maynard M, Gordon 
News Editor 
NEW YORK.—Jet planes span 
the country in a matter of 
hours, but the world’s only jet-built 
car is taking years to do it, 

The apparent contradiction is a 
sensible marketing approach to 
Tryggve Holm, president of Sven- 
ska Aeroplan Aktiebolaget, which | 
makes the three-cylinder, front- 
wheel-drive Saab car. 

Faced with limited availability, 
Saab’s im porting organization 
here has purposely confined its 
125-dealer organization to the 
Northeast and a perimeter touch- 
ing Detroit and Washington, 

. C. 

Here for a week-long visit that 
found him wearing both aircraft | 
and automotive helmets, Holm ap- 


proved Saab Motors plans to go 








COOL 


HARRISON RADIATOR DIVISION, 


easy on further dealer appointments 
pending the marketing of Big Three 
small cars. 


“California will have to wait a) 


bit longer to get our product,” 
sighed J. Bruce McWilliams, Saab 
Motors vice-president, as he and 
Holm pored over sales charts, 
* + * 

AAB HAS reached a 2% percent 

penetration of the import mar- 
ket in the states where it has deal- 
ers—no mean achievement for a 
four-seater whose $1,895 suggested 
list price is considerably higher 
than prices of Volkswagen, Renault 
and English Ford. 

Ralph T. Millet, Saab Motors 
president, and McWilliams have 
sought to spread available cars 
among existing dealers in lieu of a 
market saturation policy. 

This admittedly has limited 
sales to prospects fearful of “no 


f 
| 





service” on motoring trips South 
and West, Nevertheless, Saab 
dealers have benefitted from in- 
creased local-user acceptance, 


Seven thousand Saabs now travel 
U. S. roads after two years of im- 
porting, Approximately 2,000 have 
been sold so far this year, Recent 
doubling of plant capacity has 
raised McWilliams’ sights on UV, S. 
sales this year to an estimated 6,000. 

The sleek-backed Saab 93B two- 
door sedan will be joined in Sweden 
this summer by a new 95 two-door 
station wagon, Holm promised de- 
livery of the wagon to U, S. dealers 
by next spring. 

a * 


Rear-Facing Seat 


7 a wagon has traces of the 
Farina rear-end styling which 
several British makes have adopted. 
A third seat faces the rear, allow- 
ing seven-passenger capacity. 
Front-wheel drive, combined with 
the 38-horsepower engine, will be 
retained. 

“We in Sweden are highly opti- 
mistic about the U. S. market,” 
Holm said, “Our auto production 
at Trollhatten has been raised to 
28,000 a year largely because of 
your acceptance, We are increasing 
capacity again, and will be able to 


Saab's New Station Wagon— 


First addition to the Swedish Saab line is a two-door station wagon, which 
reach U. S. market next year. Saab 95 wagon features Farina-type styling with thi 


seat facing rear. 


—is retained. 
* * 


produce 60,000 Saabs annually by 


1961 on a two-shift basis.” 

Holm pointed out that Swedes 
are more familiar with the world’s 
cars than any other country ex- 
cept America, Sweden is an “open 
market,” allowing every auto 


AMERICAS FAVORITES 


Harrison Radiators First Choice for Dependability! 


America’s finest cars and trucks count on cooling by Harrison. For when it 

comes to controlling critical temperatures in the new high-compression engines, 
Harrison radiators handle the job dependably and economically. Tube-and-center, 
fin-arid-tube or cellular—all Harrison radiators are quality-built to provide 

the optimum in heat-transfer efficiency and all-around durability. Backed 

by General Motors engineering and research, Harrison has over 48 years’ 
experience in the automotive heat-control field. That’s why so many manufacturers 
rely on Harrison exclusively for radiators, oil coolers, air conditioners . . . 

all kinds of heat-transfer equipment. If you have a cooling or heating problem, 
look to Harrison for the answer. 


TEAM2, 


eR. 
7%, 
> 
Ss 
“abe To ORDER 
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(ARRISON 


AUTOMOTIVE RADIATORS © OIL COOLERS ¢ THERMOSTATS » AIR CONDITIONERS + HEATERS « DEFROSTERS 
MOTORS CORPORATION, LOCKPORT, NEW YORK 


GENERAL 


GENERAL 
MOTORS 


Two-stroke, three-cylinder engine—combined with front-wheel dr} 


* * * 


product into the country tariff. 
free. 


Launched ten years ago by Sven 
ska Aeroplan as a cushion against 
aircraft cutbacks, the Saab ¢ 
wing has grown to such a point 
that a new auto engineering labo 
tory has entered the construction 
stage in Trollhatten, The faeilit 
will be dedicated in November by 
Swedish Prince Bertil. 


Sweden is one country which 
UAW President Walter P, Reuthe 
will probably omit from his cam 
paign to raise living standards of 
foreign auto workers. The 2,500 whe 
build Saab cars live in the world’s 
most advanced welfare state, with 
pension benefits amounting to two- 
thirds of income. 

* = a” 

Ho denied, however, that the 

emphasis on individual security 
dulls the edge of competition. Saab 
and Volvo, Sweden’s compact-car 
builders, are keen rivals, Saab “out- 
penetrates” Volvo in some New 
England states, though Volvo's 
earlier start on the U. S. market 
and greater production volume have 
given it a commanding lead and 
put it in the top 10 import makes. 

Saab representatives in the U.S 
regard the West German DKW as 
@ more realistic competitor from 
the volume standpoint, The Swedish 
make knocked DKW out of 20th 


place in the U. S. import market} ” 


this year—a special triumph for 
Saab since DKW, like Saab, offers 
a three-cylinder, two-cycle engine 
with front-wheel drive, Daimler- 
Benz, parent company of Auto 
Union, took over U, S, distribution 
of the DKW last week. 


In the two years in which Saab 
has sold in this country, the un- 
familiarity of the make’s front 
end has posed some problems, A 

(Continued on Page 70, Col, 1) 


Chrysler Dealers 
Warned Against 
Simca ‘Trade-Up’ 


NEW YORK, — Chrysler Corp. 
dealers are losing out on many full- 
list-price sales when they use the 
Simca as a “trade-up” device, in 
the opinion of 
David R, Cran- 
dall, national di- 
rector of Simca 
sales. 

Speaking to . F 
newsmen at a - E 
preview of Sim- 7 ¢ 
ca’s new P-60 ser- “i . 
ies here, Crandall “= 
said he has found 
repeatedly that 
Simca prospects 
are unwilling to David R. Crandall 
be sold a higher-priced domestic 
make, 

“Too many Chrysler Corp. dealers 
dualled with Simca have not rec- 
ognized the fact that import shop- 
pers are sold on an import alone, 
he explained, “Attempts to 
them up usually mean they walk 
down the street to a Volkswagen OF 
Renault dealer.” 

Crandall said that a significant 
factor in Simca’s rise to fourth 
place in U.S..sales of imported cars 
has been a boost in the Simca 
dealer discount, Chrysler Corp. 
raised the discount from 18 to 4 
percent when it took over distrib 
tion of the French car last fall. 

Simca feels it has enough dealers 
in metropolitan markets and hence 
forth will concentrate on 
open points, he said. 
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-with extra power 


from READER’S DIGEST 


Buick dealers report... 


OPEL SALES SPURT AHEAD! 


Opel, available to all Buick dealers, has shown 
outstanding sales strength. 


In the first two months of 1959, the German- 
built Opel, sold and serviced in the United States 
by Buick dealers, had total sales of 4,923 — a full 
33% of last year’s sales in just two short months. 


Even more significantly, Opel has boosted its 
share of the import market from 4.2 per cent in 
1958 to 6.5 per cent in 1959 — an increase of about 
55 per cent! 


WHAT’S BEHIND OPEL’S SUCCESS? 


“Naturally,” Buick reports, “there are many reasons for 
Opel’s growth in popularity. Opel offers the craftsman- 
ship and precision engineering for which German makers 
are famous — and American style and roominess. The fact 
that parts and service are available at Buick dealers in 
all parts of the country is naturally an important sales 
point, too.” 


And Reader’s Digest played a vital part because of this 
fact: 


Buick chose Reader’s Digest to shoulder a large responsibility 
in the 1959 advertising. 


In fact, Opel is now in the midst of the biggest foreign car 
promotion ever carried by the Digest, America’s most widely 
read magazine. 


WHY READER’S DIGEST? 


Behind Buick’s decision to rely importantly on the 
Reader’s Digest are these facts: 


e 26 million readers in families that own cars 
e 5.8 million readers in families owning two or more cars 
e 63% of the families buying new U. S. cars 


e 50% of all families with an annual income of $10,000 or 
more 


No other publication can approach the Reader’s Digest 
car market for size or ability to buy. 


Reader’s Digest delivers an enormous car-buying audi- 
ence — the largest available. In each Buick area, at least 
one out of every three good prospects for cars of every size 
read the magazine regularly ... and over one out of every 
two small cars sold today are bought by Digest families. 


The Reader’s Digest audience has a high regard for 
what the magazine publishes. Readers look upon the 
Digest advertising as a true assurance of a product that 
will do what it says. 


People have faith in 


headers Digest 


Largest magazine circulation in the U. S. 
OVER 11,750,000 COPIES BOUGHT MONTHLY 
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AUTOMOTIVE NEWS PLATFORM 
1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


{ 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, applied te the building and maintenance of highways; 


{| 3. Guard the precepts of individual freedom, which made the U, S. A. 
= — = citizens more of the better things of life than anywhere 
else in world. 


Capsule Comment 


Talk about the forthcoming compact cars of the Big Three 
has failed thus far to disturb sales of 1959 models, a dealer 
survey shows. 

So far, so good. Let’s hope it stays that way. 
















































AUTOMOTIVE 








A Federal Court of Appeals has held that an auto 
company runs the risk of violating antitrust laws when 
it cancels or threatens to cancel a dealer. 

This could throw an entirely new light on dealer- 
maker relations. 

. * * ~ 

Washington reports say there’s little chance of reducing 
the “luxury” excise taxes on autos, trucks and accessories 
this year. 

Some day, somehow the industry will present a win- 
ning case against these unwarranted levies. 

Industry sources declare that auto makers will have 
sufficient steel on hand to last four months after the June 
30 steel-strike deadline. 

Which should allay any fears about a delay on the 
1960 models. geet as 


Detroit-area Ford dealers have decided to fight Fed- 
eral price-fixing charges, joining a battle previously 
started by Chevrolet dealers of that city. 

We admire their courage in battling injustice. 


A 38-year-old Neponset (Ill.) physician, Dr. William 
Bertelsen, has demonstrated successfully his flying scooter, 
costing less than $2,000. 

Dr. Bertelsen will now probably go broke trying to pro- 
duce the thing. 
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Coming 
Events 


Dealer Conventions 


June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
bile Dealers, Whiteface Inn, Whiteface, 


June 18-20—Automobile Dealers Assn, of 


Indiana, French Lick Springs, Ind. 
June 21-24—Michigan Automobile Deal- 
ers Assn., Gratiot Inn, Port Huron, 
Mich. 
Aug. 7-8— Montana Automobile Dealers 
Assn., Butte, 
Aug. 9-I1— Georgia Independent Auto- 
mobile Dealers Assn., General Ogle- 


thorpe Hotel, Savannah. 

Aug. 23-26—Automobile Dealers Assn. of 
West Virginia, Greenbriar Hotel, White 

Sulphur prings, W. Va. 

Sept. 45—Maitve Automobile Dealers 
Assn., Samoset Hotel, Rockland, 

Sept. 13-15—Wyoming ‘Automobile Deal- 
ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-22—3éth Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 


Assn., Broadmoor Hotel, Colorado 
Springs, 
Sept. 22—Kentucky Automobile Dealers 


Assn., Kentucky Dam Village, Gilberts- 
ville, Ky. 

Sept. 20-22—New Jersey Automotive Trade 
Assn., Hotel Chalfonte-Haddon Hall, 
Atlantic City. 
pt. 21-22—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, 

Sept. 27-28—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 
Bretton Woods, N. H. 

Oct. I1-13—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 


mond. 

Oct. 18-20—Florida Automobile Dealers 
ae. Hotel Robert Meyer, Jackson- 
ville. 

Oct, 25-26—Oklahoma Automobile Deal- 
ers Assn., Hotel Tulsa, Tulsa. 

Oct. 31-Nov. 2—Texas Independent Auto- 
mobile Dealers Assn., Hilton Hotel, 
San Antonio. 

Nov, 15-17—Mississippi Automobile Deal- 


ers Assn., Buena Vista Hotel, Biloxi. 
Nov, 1 onnecticut Automotive Trades 
Assn., Statler-Hilton, Hartford, 


Nov, 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 
Dec. 2—Utah Automobile Dealers Assn., 
Utah Hotel Motor Lodge, Salt Lake 


City. 
Jan, 30-Feb, 3—National Automobile Deal- 
ers Assn., Washington, D. C. 
Feb. 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
i. 2 


Auto Shows 


Oct, 21-25—International Foreign & Sports 
Car Show, Commonwealth Armory, Bos- 


ton. 

Oct. 21-31—44th Motor Show, Earls Court, 
London. England. 

Oct, 31-Nov. Ii—4ist International Motor 
Show, Turin, Italy. 

Nov. 21-29—Cleveland Auto Show, Public 
Auditorium, Cleveland. 

Dec. 1-6—Tampa Auto Show, Fort Homer 
Hesterly Armory, Tampa. 

Jan. 16-24—52nd Annual Chicago Auto 
Show, International Amphitheatre, Chi- 


cago. 

Jan. 20-24—Lincoln Auto Show, Pershing 
Municipal Auditorium, Lincoln, Neb. 
Jan, 24-28—International Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 


ami. 
Feb. 6-14—Detroit Auto Show, Artillery 


Armory. 
Feb. 10-13—Automotive Service (ndustries 
Assn. Show, Coliseum, New York, 


General 


June 14-18—-ASME Semi-Annual Meeting, 
The Chase and Park Plaza Hotels, St. 


Louis. 

June 14-19—SAE Summer Meeting, Chal- 
fonte-Haddon Hall, Atlantic City. 
Aug. 10-13—National West Coast Meet- 
ing, Hotel Georgia, Vancouver, B. C. 
Sept. 14-17—National Farm, Construction, 
and Industrial Machinery Meeting, Pro- 
duction Forum and Display, Milwaukee 

Auditorium, Milwaukee, 

Oct. 5-7—Annual Truck Body & Equip- 
ment Assn. convention and exhibit, Hotel 
Sherman, Chicago. 

Oct, 5-10—National Aeronautic Meeting, 
Aircraft Manufacturing Forum and Air- 
craft Engineering Display, The Am- 
bassador, Los Angeles. 

Oct. 18-23— Annual American Trucking 
Assn, convention, Hotels Biltmore and 
Statler, Los Angeles. 

Oct. 21-24—Automotive Wholesalers of 
Texas, Adolphus Hotel, Dallas, Tex. 
Oct. 21-25—Second Annual Rod & Custom 
World's Fair Auto Show, Industrial Arts 
Bldg., Eastern States Exposition Fair- 

grounds, West Springfield, Mass. 

Oct, 26-28—National Transportation Meet- 
ing, La Salle Hotel, Chicago, 


30 Years Ago... 

















Letterbox 


Difference vs. Profit 


In the May 18, 1959 issue of AuTo- 
Motive News, under Dealers Profit 
Rises to 1.2 Percent, the following 
appears. “Dealers however were 
working on a narrower margin on 
used vehicles. As of March 31, 1959, 
dealers had an average unit cost 
of $858 on used vehicles in the in- 
ventory, while the average selling 
price was $872, for a difference of 
$14.” 

This statement is very misleading 
because the relationship between 
average used car selling price and 
average inventory value is not a 
measure of profit margin, Its error 
is that it does not consider the ratio 
of used car unit sales to used car 
inventory. In dealing with figures 
on new car dealers used vehicles 
sales, consideration must be given 
to the effect of trading ratio on 
sales averages. 

A dealer’s statement that I have 
before me shows average used car 
selling price $760, average inventory 
March 31, 1959, $755, a difference of 
only $5. The actual profit per used 


The Big Stories 


The Department of Commerce announced there were 32,028,584 mo- 
tor vehicles registered in the various countries of the world as of Jan. 
1, 1929. The U. S. accounted for 24,629,921 of the world total, In 1928, 
world registrations were listed at 29,706,670, of which 23,262,183 were 
in this country. The ratio of cars registered in the U. S. to population 
was said to be one car to every 5.6 persons, or 179 per thousand, The 
ratio of world cars to world population was one to every 70 persons, 


or 14 cars per thousand. 


Car registrations in the U. S. in April, 1929, totalled 481,896, the 
shighest figure ever reached in the history of the automobile industry. 
This compared with 332,180 in April, 1928, a gain of 45 percent, The 
figure brought total registrations for the first four months of 1929 to 
1,315,423 units, compared with 895,076 in the corresponding period of 


1928. 


—From the Files of Automotive News 





Automotive Cartoon 


Of the Week 


"Well, they're getting them down to where people 
with money can afford them!" 


anes iwi tee 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 7, Mich. 














car sold in the first three months 
was $110. Perhaps this proves my 
point.— WuuaM F. ZIMMERMANN, 
management consultant, R. D. 1, 
Box 125, Old Lyme, Conn. 


* * ® 


Right Dope on Skoda 


With reference to your issue of 
June 1, we should like to point out 
to you that there was a slight 
error in your article on the Skoda 
convertible from Czechoslovakia. 
(Page 49 “Auto Letter from Eur- 
ope”). 

The new models of the 1960 
Skoda automobile are as follows: 
The Octavia two-door sedan, $1,699, 
West Coast; the Felicia convertible, 
$2,122, West Coast. 

Also, we are pleased to announce 
that we have been duly appointed 
the sole importer and distributor 
for the following states: California, 
Oregon, Washington, Arizona, New 
Mexico, Idaho, Utah and Nevada.— 
Harvey LigperMAN, vic e-president, 
Willy Witkin, Inc. 


* * * 


Air-Cooled Car Recalled 


Recent Automotive News articles 
on air-cooled auto engines reminds 
me that in the early 1920s when I 
was experimental engineer for Fox 
Motors of Philadelphia, We devel- 
oped six-cylinder vertical “direct 
air-cooled” engines. Later, with the 
development of another six-cylinder 
vertical “direct air-cooled” engine 
in which the cylinders were cast 
en-bloc and integral with the upper 
half of the crankcase, we were ‘way 
ahead of the then popular Franklin 
“stove-pipe-six,” as we called it. 

It should be recognized that all 
auto engines are air-cooled, with 
engine cooling by a liquid coolant 
brought to a radiator where the air 
cools the coolant. 

In the fin-type, direct-air-cooled 
engines, heat from valves, seats, 

(Continued on Page 59, Col. 2) 
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Published monthly by Universal C.I.T. Credit Corporation, the Sales Ticker contains items of interest to automobile dealers and salesmen. 








Customer Exper Experience 
Gets Strong Sell 







TYLERTOWN—Last September 
Percy Purvis bought a spanking new 
car from the local Ford Dealer, Honea 
Motor Company, of Tylertown, Missis- 
sippi. Honea also sold Purvis on the 
benefits of paying for his car on the 
C.1.T. Plan. 

On November 11, Purvis was stricken 
with inflammatory ileitis and has been 
unable to work since. Yet the monthly 
payments on his car are being made 
regularly—through the disability ben- 
efits of the complete C.I.T. Plan. 

Already sold on C.1.T.’s Credit Life 
with Disability Benefits, Clark Honea, 
President of Honea Motor Company, 
said, “We use this local experience as 
the ‘clincher’ that proves the complete 
C.I.T. Plan is best for the customer.” 

He added, “Throughout the twenty- 

five years we havedone business with 
= Universal C.I.T. |believe one of the 
° most effective selling tools they have 
given us has been their Credit Life In- 
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FORD DEALER HAILS 





Clark H onea, President of Honea Motor Company, Ford dealership in Tylertown, Miss., 
shown with George Hemeter, District Manager of McComb, Miss. Universal C.I.T. office. 


disability payments, that being Mr. 
Percy Purvis. 

“Through these disability payments, 
the Purvis family has found a way to 
remove a portion of their financial 
strain. Naturally,” Honea said, “we 
have a feeling of satisfaction in having 
sold the car on the C.I.T. Plan which 
included disability benefits. 


NEW PLAN HELPS 


SELL CARS 


“Having been an automobile dealer 
for over forty-three years,’’ Honea said, 
“TI have seen and heard many ways a 
customer can be persuaded; however, 
I know firsthand how giving the cus- 
tomers a complete finance plan can 
help a dealer sell cars. I have sold a 
number on this basis,”’ he concluded, 
“especially when I explain the disa- 
bility section of C.I.T.’s finance plan.” 

Disability Benefits, the newest sales 
aid and customer benefit in the com- 
plete C.I.T. Time Purchase Plan, is 
enthusiastically welcomed by thou- 
sands of automobile dealers around the 
country. Urider this coverage, custom- 
ers who take advantage of the complete 
C.I.T. Plan have their monthly pay- 
ments paid for them for the full period 
of total disablement when this period 
extends four months or longer during 
the life of the contract. This new bene- 
fit is now available in 44 states and the 
Distriet of Columbia. 

Literature and posters which help 
dealers make maximum profits from 
this new benefit are available from 
local Universal C.I.T. representatives. 

Be sure to make this. new sales aid 
and customer protection part of your 
sales talk. 





$50 WINNER 


SELLERS ARE BUYERS 


An ingenious method of turning “‘di- 
rect sale’”’ car owners into new car buy- 
ers sends this month’s $50 Sales Ticker 
Award to Charles F. Bannon, Jr., of 
Chelsea Chevrolet Corp., Ossining, 
New York. 

Mr. Bannon wrote, “Some car buy- 
ers feel they can do better by trying to 
make a direct sale of the car they are 
ready to trade in. Realizing this, I 
check every “Car For Sale’ classified 
ad in our local paper. Then I call these 
people on the phone. 


You may win $50 
by sending your Award Idea to: 


Sales Ticker Editor, 
650 Madison Ave., 
New York 22, New York 





“In most cases, after a short conver- 
sation, I can qualify them either as a 
new car prospect—or rarely as just a 
seller (grandma died, moving out of 
the country, etc.). In this way, I can 
quote the prospect a cost-per-month 
figure on a new car based on his asking 
price for the trade. 

“Being able to talk specific terms to 
a cold prospect over the phone invari- 


ably gets me a showroom or demonstra-, 
tion appointment. This ‘small’ effort 


has paid off in extra commissions.” 


MAKING A PROFIT 
FROM WALK-AWAYS 


_ DISABILITY BENEFITS 6..........«. .... 
HONEA MOTOR CO. 
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crazy, especially when they say—“I 
think I’ll drive the old jalopy another 
season.” And yet, many dealers have 
been turning a profit from these keep- 
the-old-car holdouts by using the Uni- 
versal C.I.T. Car Repair Plan. 

One dealer explained it this way. 
“When a prospect says, ‘I’m not ready 
to buy .. . plenty of mileage left in my 
car’, we don’t stop there. We agree he’s 
got good transportation and then as- 
sure him that we want to be sure he has 
safe transportation. Then, we offer to 
have our service department give his. 
car a complete checkup at no cost— 
which nobody can turn down. 

“Generally, this car needs lots of 
work so the free inspection turns up all 
kinds of needed repair or replacement 
jobs that mean a big bill for us—and 
for the customer. We tell him he can 
handle the bill—with no problems—on 
the Universal C.I.T. Car Repair Plan. 

“But this profit-plan for our service 
department pays off only because it is 
an essential part of our showroom 
strategy on walk-aways.” 


You Con Use Our Income Poyw 
oy Major Car Repoirs or Motor Repiocomes 





Illustrated above is a colorful poster 
now available to you from your Uni- 
versal C.I.T.“ representative. These 
posters are designed for display in both 
the showroom and service department 
to help you make maximum profits 
from the Car Repair Plan. 

Your Car Repair Plan customer pro- 
duces not only on-the-spot income as a 
service department customer but also 
as a new car prospect because C.I.T. re- 
minds you via the PF Y Prospect Card 
when he is about: to complete pay- 
ments on his repair job and is in need 
of a better car. 

Your C.I.T. Manual, “Continuing 
Program for Developing Dealer Prof- 
its,’ discusses many ways you. can con- 
vert a service customer into a new or 
used car purchaser. If you do not have 
a copy of this business-building manual 
on hand, ask your Universal C.I.T. 
representative. 












AUTOMOTIVE WASHINGTON 


One-Man Fight Fails 
To Kill Auto Excises 


By William Ullman 

Washington Bureau Chief 
N AN eleventh-hour try, NADA National Affairs Chair- 
man Thomas F.. Abbott jr. wrote each senator and repre- 
sentative to try to stop extension of automotive excise taxes 
at present high levels. Despite the fact that more than 10 
million workers owe their jobs to the automotive industry, 


aoe noemed a lcnelyorr nnn 


voice on Capitol Hill. As his 


statement arrived on con- 
gressmen’s desks, they were ar- 
guing about whether to extend 
high auto taxes for one year or 
two. 

Abbott’s direct appeal to indi- 
vidual lawmakers followed a fav- 
orable report by the House Ways 
and Means Committee of a bill to 
extend the 52-percent corporate tax 
rate and the current excise tax 
rates on intoxicants, cigarets and 
automobiles for another 12 months. 

. —_ The NADA di- 
rector urged Con- 
gress to remove 
the 10-percent 
excise from new 
cars loaned to 
schools for driv- 
er-training pur- 
poses and those 
sold to religious 
and nonprofit 
education institu- 
tions. 

He made it pretty clear that 
there is no good reason for con- 
tinuing any automotive excise 
tax—except that the Government 
needs the money and hasn’t 
bothered to figure out any other 
way to get it right now. 
Among other things, Abbott 
pointed out that the original justi- 
fication for auto excises—depres- 
sion and war emergencies — no 
longer threaten us. But he had 
other pertinent arguments, so per- 
tinent that it’s a wonder more peo- 
ple don’t get mad about these high 
levies. 





William Uliman 


* * * 


Competitors Not Taxed 


E OBSERVED that competitive 

transportation and industrial 
equipment are not similarly taxed, 
and that some six million persons 
living in 2,100 communities without 
streetcar and bus service have no 
choice but to buy a car or stay at 
home. 

“In other words,” said Abbott, 
“these people are subjected to a 
tax inequity because they happen 
to live where they do.” 

He also noted that’ there are 
millions of workers to whom the 
automobile is as essential as bread 
and milk. They have to use it to 
get to and from the plant where 
they work. 

Yet these people are taxed on 
their cars—-and subsequently on 
the fact that they own cars, and 
on the tires and gas and oil they 
buy—precisely as if their automo- 
biles were luxuries like perfume 


and mink coats. 
* * = 


Probe Excludes Excises 


EP OMSUNATELY, any discus- 
sion of excise taxes will be ex- 
cluded from the broad House tax 
reform hearings set to begin next 
Nov. 2. 

Ways and Means Chairman Wil- 
bur D. Mills, Arkansas Democrat, 
has announced that the tax study 
will cover almost every aspect of 
individual and corporate income 
taxes, but that is all. 

Hearings will be held as panel 
discussions, with participating 
tax experts from the professions, 

labor, and agriculture. 

This will be only the start of a 
long study of tax reform, expect- 
ed to last several years. 


The November discussions are 
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DEFIANCE: 


intended, according to Chairman 
Mills, to look into the practical 
possibilities of establishing a 
broader income tax base—and 
lower rates. 

Included in the first round of 
panel talks are: (1) major objec- 
tives of tax reform and guides for 
achieving them; (2) both the size 
and characteristics of present indi- 
vidual and corporation income tax 
bases; (3) specific features of the 
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$$, 


individual and corporation income | they like champagne and truffles | had realized that it was the High 


taxes; and (4) income tax rates. 

Rep. Mills emphasized that the 
discussions will be “exploratory in 
character” and that no legislative 
program will be undertaken until 
all interested persons have had a 
chance to state their views. 

* * + 


More Pigeonholes 


_ survey people and the busi- 
ness psychologists have been 
having a field day for the past 


| or beer and cole slaw. 

Now comes the Opinion Research 
Corp. of Princeton, N. J., with three 
new groups—the High Mobiles, 
Medium Mobiles and Low Mobiles. 
These are not new makes of cars; 
these are categories of people. 

* a * 


Modern Columbuses 


7 High Mobiles are the Christ- 
opher Columbuses of the con- 
sumer world. They travel more, 





several years. U. S. corporations 
have been handing out big money 
to research organizations to find 
out why people buy, what they’re 
going to buy and whether they’re 
going to buy this year or next. 

From all reports, sometimes it’s 
money well spent—and some- 
times it isn’t. Somewhat distress- 
ing to many consumers, however, 
is the way that these survey 
people pigeonhole everybody into 
categories. 

Some categorize people as either 
“hostile” or “receptive.” Or they 
are “upper upper class” or “middle 
lower class.” Others refer to “status 
conscious” people. One author | 
cided that people are high-brow or| 
low-brow, depending on whether) 


they look into more new ideas, they 
change residence frequently. 

(The research outfit didn’t say 
how their book club subscriptions 
manage to catch up with them, 
what with all this moving about.) 

When a High Mobile buys some- 
thing, according to Opinion Re- 
search, it frequently is the begin- 
ning of a trend. If the High Mobile 
likes a new product, the Medium 
and Low Mobiles will come along 
and buy it in a few years. 

With remarkable hindsight, the 
Princeton researchers observed 
that Detroit would have taken 
the one percent penetration of 
foreign cars into our market 
more seriously if the auto capital 


Mobiles who were buying them, 
For these same High Mobiles 
were the first to buy hi-fi set 
wall-to-wall carpeting, frozen 
soups, charcoal grills and quinine 
water. They blazed the trail ang 
the Mediums and Lows followed, 
Another warning noted by Opin. 
ion Research: In 1956, the High 
Mobiles began to desert the harg 
top convertible in large numbers, 
* + + 


Loan Law Changes Urged 


ane BUSINESS ADMINIs. 
TRATOR Wendell B. Barnes 
has asked Congress to amend the 
Small Business Investment Act of 
1958 to encourage the formation of 
more investment companies. 

Lack of flexibility under the 
present act, he said, has deterred 
many groups from forming invest. 
ment companies. 


Frontier Ford to Build 


ALBUQUERQUE, N. M. — Fron. 
tier Ford has received a permit to 
erect a $198,995 sales and service 
building at 1600 Lomas NE. Upon 
completion the firm will vacate 
present quarters at Marquette and 


| First NW. 
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HE cooling system of a compressor makes a big 
difference in operating efficiency. The hotter 


into the tank, the greater the 


shrinkage when it cools. But a cool-running com- 
pressor delivers low-temperature, less-expanded air 
to the tank, resulting in fewer running cycles for any 


DeVilbiss compressors with their greater finned 
cooling area deliver air to the tank at lower tem- 
perature. Result: less air shrinkage in the tank, less 
frequent running cycles, longer service with lower 


Compare for yourself. Notice the finned, cast-iron 
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Congress Asked for Labor Reform... 
EE ——EEEEoEOEOEeEeEeEeEeEee 


Dealers Tell of Union Violence 


ASHINGTON, — Backing up 

their testimony with personal 
stories of union threats, violence, 
and reprisals, four new car dealers 
pave called on Congress to outlaw 
secondary boycotts and organiza- 
tional picketing and to abolish the 
“no-man’s land” in settlement of 
jabor disputes. 

Appearing in person before the 
House Labor and Education Com- 
mittee were Gene Bragg, Gales- 
purg, I11.; Norman Fleishman, 
Long Beach, N. Y., and Roland T. 
Pundmann, St. Charles, Mo. A 
fourth dealer, W. E, Quinlan jr., 
of Salinas, Calif., filed a state- 
ment with the committee. 


Bragg charged that dealers in 
Galesburg suffered from a union 
“rampage of vandalism,” which in- 
cuded shooting out showroom win- 
dows, breaking up a parade, and 
dousing cars with red paint, acid, 
and paint remover. 

A representative of the Team- 
ster’s Union, he testified, told him 








to sign a union contract, or “we 
will stay till we break you.” 
oe * * 


LEISHMAN said that his deal- 

ership was subjected to organi- 
zational picketing, which “impaired 
morale of our employes” and cost 
him some customers, Once, he said, 
a union organizer threatened one 
of his employes with loss of his job 
unless he joined the union. 

When an NLRB election finally 
was held last May 22, Fleishman 
added, his employes voted 16 to 0 
against the union. 

Pundmann also complained that 
his dealership had been subjected 
to organizational picketing by the 
Machinists’ Union, Later, he said, 
one picket changed his sign for 
that of the Teamsters. 

This has been going on since 
1957, he said, and has made it 
difficult for his dealership. 

Quinlan, too, has been subjected 
to organizational picketing. 

“Throughout the entire period,” 
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his statement to the committee 
said, “we maintained the position 
that, if a majority of our employes 
wanted a union contract, we would 
sign one; if the majority did not 
want a union contract we would 
refuse to sign it. Although we con- 
tinuously sought an NLRB election 
so as to resolve the matter, we were 
denied this action.” 
Text of the statements: 


* * * 


AM Gene Bragg, a Lincoln-Mer- 
cury dealer in Galesburg, IIL, 


I 





Hoppenstand Contract 


Denied by Chrysler 


DETROIT.—Chrysler Corp, last 
week denied that it has made any 
agreement with Hoppenstand 
Brake Corp., Erie, Pa., to supply 
components for 1960 autos, Chry- 
sler added that no such agree- 
ments are being negotiated. 

Hoppenstand had said earlier 
that it had received contracts to 
supply brakes for certain 1960 
Chrysler Corp. models. 





have a good city and are proud 
of it. 

The automobile dealers’ trouble 
with the Teamsters and Machinists 
unions all started with organiza- 


and I appreciate the privilege of| tional meetings in March and April, 


testifying before you today. I am 
one of 10 automobile dealers in 
Galesburg, and the brief story I 
wish to tell, while personal, is also 
of general application to the other 
nine dealers. 

Galesburg, with a population of 
approximately 32,000, was se- 
lected as an All-American City in 
1957 by the National Municipal 
League and Look magazine, We 


More finned cooling area 
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intercoolers (1), with large-capacity chambers which 
retard the velocity of the air to permit a longer cool- 
ing cycle between compressing stages. The deeply 
finned cylinder walls (2) and heads (3), designed 
for rapid and thorough heat dissipation. The finned 
aftercooler (4), that lowers the temperature further 
before air enters the tank. Even the check-valve 
manifold (5) at the tank is finned for maximum 


aftercooling. 


More finned cooling area is only one of the greater 
efficiency features of DeVilbiss air compressors. Send 


for Catalog C-51,.or call the local DeVilbiss repre- 


sentative for all the facts. 


OVENS « 
FLOW & DIP COATERS « 


Finned Intercoolers 

Finned Cylinder Walls 

Finned Cylinder Heads 

. Finned Aftercooler 

Finned Check-Valve Manifold 
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DeViLBiISS 


1956, which were immediately fol- 
lowed on May 16 by organizational 
picketing of our places of business. 

One month later, these two 
unions launched upon a rampage 
of vandalism, Red paint was poured 
on six new cars, acid was thrown 
on 10 used cars, plate glass show- 
room windows were broken by gun- 
fire and thrown bottles, paint re- 


makes DeVilbiss compressors 
more efficient 
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mover was poured on seven other 
new cars. 

After these activities, the 
Teamsters’ representative told us 
to sign a union contract, or “we 
will stay with you till we break 
you.” 

In early August, 1956, the dealers 
of Galesburg staged a parade to 
promote the sale of used cars, The 
unions tried to break it up by force. 

Because of the violence and in- 
tensity of union activities, the 
Council of Churches of the city in- 
vestigated the situation and re- 
ported that at no time did the 
unions represent a majority of our 
employes. 





City Council Acts 


i> SEPTEMBER, 1956, the City 
Council passed a resolution ask- 
ing the unions to cease picketing 
and halt the strike. The union 
leader told the City Council that he 
had $30 million to spend to force 
the automobile dealers to sign up, 
and that is what he would spend, 
if need be. 

On Oct. 2, 1956, the dealers asked 
for an election, and the union said 
they would consent to an election 
if the 126 employes still working 
were denied the right to vote, and 
if the 41 on strike were the only 
ones permitted to vote. 

We offered to allew the union 
60 to 120 days in which to sign 
up members and then to hold an 
election, They would not agree to 
this. We were told this was an 
organizational strike, and that 
the unions could be brutal if they 
chose to be, 

In early 1957, and twice there- 
after, our dealers’ association peti- 
tioned the NLRB for an election, 
but it was denied on all three oc- 


casions, 
a. * - 


E AGAIN offered the unions an 

election in early 1958, but the 
unions refused stating they knew 
they couldn’t win. 

In April, 1958, the retail mer- 
chants of Galesburg, including the 
automobile dealers, promoted a 
“You Auto Buy Now” campaign 
similar to campaigns held in about 
200 other cities.. These campaigns 
were designed to stimulate business 
and help end the recession and cur- 
tail unemployment in line with 
President Eisenhower's appeal for 
people to “buy.” 

The unions tried to influence 
the merchants and businesses not 
to participate. They did this by 
sending a letter to. retail] busi- 
nesses in Galesburg stating that 
to participate would. be consid- 
ered, by the unions, as an un- 
friendly act to labor. 

The unions also sent a letter to 
all union members telling them not 
to buy from merchants participat- 
ing in the “You Auto Buy Now” 
promotion. 

Union leaders held a four-hour 
session with our mayor on Apr. 8, 
1958 because of the unions’ opposi- 
tion to his signing a “You Auto 
Buy Now” proclamation. 

a * 


ON APRIL 11, 1958, the City of 
Galesburg was picketed at the 
city limits, and the Chamber of 
Commerce was also picketed, 

Six of we dealers petitioned the 
NLRB as individuals October, 1958, 
under the reduction of qualifica- 
tions. We were granted an election 
set for Apr, 10, 1959, however, the 
unions sent a letter of disclaimer 
stating they represented none of 
our employes and had no interest 
in us. On Apr. 9, 1959, the NLRB 
called off the elections. 

Until late February or early 
March, 1959, the unions invoked 
secondary boycotts and no new cars 
were allowed to be unloaded in 
Galesburg. Parts, accessories and 
other merchandise could not be de- 
livered to the dealers’ places of 
business because of the picket line. 

Building repairs and mainten- 
ance couldn’t be done because 
carpenters, painters, electricians, 
and other tradesmen stated they 
were fearful of union reprisals. 

The unions have fined their mem- 

(Continued*® on Page 16, Col, 1) 
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Buick Zone Moves fo the Ouftskirts— 


Buick has moved its central region and Detroit zone offices into this modern 
building at 14001 W. McNichols Rd. in Detroit. E. C. Loppnow, central regional man- 
ager, said the move from the old downtown location was made “to be more cen- 
trally located in the Detroit metropolitan area for better service to dealers in the 
city and zone." The new building has more than 5,000 square feet of floor space 
with a carport which provides undercover parking for 22 cars. 


| 


What's New... 


In Parts and Accessory Distribution 


Bowes Distributors Add 
RuGlyde and Shur Wash 


INDIANAPOLIS. — Distributors 
for Bowes “Seal Fast” Corp., have 
added RuGlyde, a_ triple-purpose 
rubber lubricant, and Shur Won- 
der-Wash, a self-drying detergent, 
to their lines. 

RuGlyde is a lubricant for 
mounting and demounting tubes 
and tires, lubricating rubber parts 
and cleaning and dressing rubber, 


Bec 2 


plastic and leather. It is manufac- 
tured by American Grease Stick 
Co., Muskegon, Mich. Shur Won- 
der-Wash, produced by Shur Gloss 
Mfg. Co., Chicago, is a nonsoap de- 
tergent for automotive finishes, 

* * * 


Two Branch Warehouses 
Opened by McQuay-Norris 


ST, LOUIS.—New branch ware- 
houses in Pittsburgh and Indian- 
apolis have been opened by Mc- 
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Quay-Norris Mfg. Co., according ty 
R. S. Heidenheim, director of re. 
placement parts sales. 

The Pittsburgh facility is at 6445 } 
Aurelia St. and the Indianapolis 
warehouse is at 715 N, Senate Aye 

* * * 


Hose-Clamp Merchandiser 


CHICAGO.— Wittek Mfg. Co, 
4305-37 W., Twenty-fourth Place, js 
offering a new multicolored mep. 
chandising package of Su re-Tite 
hose clamps for automotive appli. 
cations. This package, called 
Master-Nifty-Pak, is a four-com. 
partment, 100-clamp assortment of 
four popular sizes of stainless stee 
clamps for heater, radiator, booster 
brake, and truck hose. 

oa 


Shat-R-Proof Directory 


DETROIT. —Shatterproof Glags 
Corp.’s new International Directory 
of Authorized Shat-R-Proof Deal- 

jers is being distributed to the 
— personnel of major insur- 
| ance companies across the U. §. It 
|lists more than 5,000 dealers by 
| county, city and state. 
| a * + 


Parts Assortment Offer 


| TOLEDO.—Two containers for 
| Six assortments of Auto-Lite igni- 
| tion and service parts are now 
| being offered by Electric Auto-Lite 
| Co. 


| 
| 
i 
| 


Auto Parts Group 
Reports 22% Hike 
In Quarterly Sales 


INDIANAPOLIS.—More than 300 
representatives of National Auto- 
motive Parts Assn, warehouses and 
| manufacturers attending the an- 
nual spring meeting of the NAPA 
Council heard Robert L, Stacey, 
vice-president and general man- 
ager, report a 22 percent sales in- 
crease for the first quarter of 1959 
over the corresponding 1958 period. 

Plans for increased emphasis on 
Sales planning and further expan- 
sion of NAPA jobber service were 
outlined by Wilton Looney, Atlanta 
NAPA president. 

W. M. Stuart, president of 
Martin-Senour Co., and chairman of 
the NAPA advertising committee, 
reported a 10 percent increase in 
the number of jobbers participating 
in the NAPA “Parade of Parts” ad- 
vertising and merchandising pro- 
gram this year. 

He also reported that the NAPA 
directors and the NAPA manufac- 
turers’ council had approved con- 
tinuation of advertising in the Sat- 
urday Evening Post and the 
automotive trade press in 1960 as 
an essential part of the organiza- 
tion’s plans for increased emphasis 
on sales and sales planning. 


Battery Maker 


Denies Charges 


WASHINGTON.—Jack Morgan 
Watt, an El Segundo (Calif.) busi- 
nessman, and the following five 
concerns of which he is an official 
have denied Federal Trade Com- 
mission charges of falsely adver- 
tising electric storage batteries, oil 
filters and battery additives: 
Kaiser-Rand Corp., Car Parts Mfg. 
Corp., Life Long Mfg. Corp., Life 
Long Battery Corp, and Ardmore 
Investment Co. 

The products involved are “Dri- 
Cell batteries” (also known 4s 
“Silicone Dri-Cel batteries”), 
“Waterless Batteries” (also known 
as “Silicon Waterless Batteries”), 
“Cadmium Batteries,” “Life-Long 
Batteries,” “Cadmium Battery 
Booster Pellets” and “Bronzoil 
Filters.” 


Kinney Motors Builds 


BROOKLYN, N. Y.—Kinney Mo- 
tors (Chevrolet) has broken ground 
for a new dealership building at 
2166 Coney Island Ave. Completion 
is scheduled for the fall of 1959, ac- 
cording to Walter E. Heingartner, 
president. The firm currently is 
2059 Coney Island Ave. 
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TWO PERFECT PRODUCTS from the 
MOST MODERN FACTORIES IN EUROPE 


Vespa “400’+The car all America has been waiting for. This 
sleek rear engine beauty gives you big car performance with 
small car economy. From its independent four wheel spring 
and shock suspension, to its reliable engine which delivers 60 
miles to the gallon, to its beautiful and spacious interior and 
roll down roof, you know that the Vespa “400” is a modern 
car styled for today’s living. You can profit from the tremendous 
success that the “400” is now enjoying throughout the world, 
for when you say Vespa, you say the finest. 


Vespa —the largest selling motor scooter in the world. Vespa’s 
advanced engineering design has won for it acclaim as one of 
the “Best 100 Designed Products” of the last half-century. This 
Italian beauty is economical and dependable—delivers you over 
100 miles to the gallon. Maneuverable?—why it parks on a 
dime, scoots in and out of traffic, gets you there without the 
fuss and bother of annoying tie-ups. Find out today why there 
are over 300 satisfied Vespa dealers.from coast to coast, who 
are all part of the ever growing Vespa organization. 


FOR COMPLETE FRANCHISE INFORMATION WRITE: 


VESPA DISTRIBUTING CORPORATION 
MOTOMAC OVERSEAS CORPORATION 
32: €AST O47TR STREET? 


WEW YORK 22, WN. Y. 
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Congress Asked for Labor Reform... 


Dealers Tell of Union Violence 


(Continued from Page 13) 


bers for patronizing the dealers in 
Galesburg and have also made 
them do picket duty for crossing a 
picket line. 

Unions have threatened their 
members with loss of their jobs. 

As a small businessman, it seems 
apparent to me that any condition 
of the law which will permit these 
practices to prevail needs changing. 
We think the answer is self-evident, 
and trust that you will take imme- 
diate action to amend the law so 
as to outlaw organizational picket- 
ing and secondary boycott prac- 
tices. 

I thank you. 

* 


ob 


Trouble on Long Island 


AM Norman Fleishman, vice- 

president of Fleishman’s Ford, 
Inc., Fleishman Motors, Inc., and 
Fleishman Rambler, Inc., ali locat- 
ed within two blocks of each other 
on Long Beach Blvd., Long Beach, 
Biscay, oy Xs 

These corporations are fran- 
chised dealers for Ford, Lincoln- 

Mercury, and Rambler automo- 
biles, respectively, and employ 
approximately 35 people. These 
companies and their predecessor 
franchise companies have been in 
Long Beach, L, L, for 35 years. 

I am grateful to you for the op- 
portunity of appearing before your 
committee and being permitted to 
illustrate by personal experience 
what I deem to be a much needed 
reform in our present labor law. 
I have reference to a prohibition 
against organizational picketing 
and the byproducts of this practice. 

On Jan, 12, 1959, Local 868, 
Teamsters, and Local 447, IAM, 
AFL-CIO, working jointly, placed 
pickets in front of Fleishman Mo- 
tors, Inc. On Jan. 15, 1959, they also 
started picketing Fleishman Ram- 
bler, Inc., and Fleishman Ford, Inc. 
The picket signs stated that the 
unions were organizing Fleishman’s 
shop and sales employes, This pic- 
keting has continued over a period 
of four months. 
* * x 
VARIOUS occasions, the 
unions have scheduled meetings 
for our employes. We have been 
told that in some instances these 
meetings were not attended by any 
of our employes and only by one 
or two at other times. 

After almost a month of picket- 
ing, several of our employes came 
to us and asked if there wasn’t 
some way they could have an elec- 
tion to show they did not wish to 
join the union. 

These employes said they had 
telephoned the NLRB and had 
been told that there was nothing 
that could be done. We told them 
there was nothing we could do 
except wait and hope that the 
unions would eventually become 
discouraged and leave. 

On or about February 18 of this 
year, these pickets began stopping 
all vehicles attempting to make de- 
liveries to the companies, These 
pickets have stood in the way of 
delivery trucks so as not to let 
them pass. 

They have actually boarded 
trucks in an effort to stop them. 
They have told delivery drivers 
that this was a strike and threat- 
ened them with reprisals if deliv- 
eries were made. 

cd cg es 
A™ LEAST one employe has been 
approached and told by a rep- 
resentative of the unions that if 
our employes do not join volun- 
tarily, they will be forced to join, 
because the unions have deter- 
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mined to coerce the Fleishman 
companies to recognize them. 

We filed unfair labor practice 
charges and petition for an election 
on the basis of threats and inter- 
ference with our deliveries. The 
regional director of the NLRB, Sec- 
ond Region, dismissed the petitions, 
and the NLRB refused to issue 
complaints on the unfair labor 
practice charges. 

Subsequently, another employe 
was grabbed by his shirtfront by 
an organizer and told that if he 

did not sign up with the union he 
would lose his job, This was done 
in the presence of other employes. 
An unfair labor practice charge 
hag been filed by this employe 
who was threatened, and it is 
now being investigated by the 
NLRB. 

On Apr. 24, two union organizers 
appeared on the sidewalk in front 
of our Ford agency. They signaled 


with me over coffee “to discuss 
settlement of our problems.” 

They said that a majority of our 
employes had signed up, and that 
it would be better if we signed a 
contract with them, I told them 
that I had no such authority to 
negotiate with them. 

* a * 

N THE basis of this demand for 

recognition, our companies filed 
| petitions for elections with the 
NLRB, The unions indicated that | 
| they would disclaim majority status | 
and deny the demand for recogni- | 
tion. 

A bit later, however, the unions | 
consented to an NLRB election 
| which was held on May 22, 1959. 
| Our employes voted 16 to 0 against 
|}the union. We have not been 
| picketed since immediately prior to 
| the election. 
| The injuries we have experienced 
from this organizational picketing 





ers. Moreover, we have found it 
necessary to have our new cars 
delivered to us at night or to some 
location other than our own places 
of business during the daytime. 

The unions stopped some deliv- 
eries which resulted in new cars 
being returned to the factory, and 
we were required to pay double 
freight charges to get the ship- 
ments returned to us, 

To permit this type of practice 
| to exist under sanction of law is 
one of the most vicious and un- 
American conditions prevailing in 
| our land today. I am incapable of 
| understanding how we can permit 
such a situation to exist. 

I sincerely urge that you amend 
the present law so as to outlaw 
organizational picketing. 

I thank you. 

* 





x * 
Missouri Dealer Speaks 


AM Roland T. Pundmann, a 
partner with my father, Ed, J. 
|Pundmann, in Pundmann Motor 
Co, located in St, Charles, Mo. We 
are a Ford agency; have been in 
business for over 35 years and em- 

ploy approximately 30 people. 
I wish to thank you for the privi- 


to me to come outside. When I did,| include the impaired morale of our| lege of appearing before you to 
they said they would like to meet| employes and the loss of custom-| relate the experiences of our com- 


a 
pany with organized labor, which 7 
believe will graphically illustrate tg 
you deficiencies in the present lay 
and the absolute necessity for mp. 
medial changes. 

Prior to 1957, our company hag 
never known any labor unrest or 
dissatisfaction, Our employes 
have never sought to join g 
union, neither had a union sought 
to organize them. 

Early in 1957, representatives of 
the Machinists’ Union came to g& 
Charles from St. Louis for the ap. 
nounced purpose of “signing up the 
auto garages.” A Buick dealership 
and a Mercury dealer were q 
proached and advised that, unlegs 
they signed contracts with the 
union, picket lines would be estab. 
lished. 

These dealers refused to sign a 
union contract because it would 
have compelled them to coerge 
their employes into union member. 
ship when they didn’t desire such 
representation. 

* * ok 
| oy lines were established at 
these dealerships in March, 1957. 
Both of these dealerships made 
efforts to prevent the picketing, ang 
hearings were held to determine 
(Continued on Page 20, Col. 1) 








APEX MANUFACTURING COMPANY 


Selling a specialized product in a limited area 


is both easier and 


less costly with State and 


Local Farm Papers. You can hand-pick your 
audience and make your ads more specific. 
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Sunday Closing 
Fort Worth 


FORT WORTH.—The Independ- 
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Worth has voted to close on Sun- 
days for a 90-day trial period, ac- 
erding to Bob Williams, president. 
The proposition was voluntary, 
put 95 percent of the organization’s 
@§ members have pledged in writ- 
ing to remain closed during the 
experimental three months, Wil- 













_ Unless Biiams said. 
ith the In addition, 40 nonmembers of 
* €stab Fine association have said they 
‘ would not open on Sunday during 
Sign @ Eine trial period, he added, The plan 
would B went into effect June 7, 
cule Fort Worth’s franchised dealers 
e such of domestic and foreign cars placed 
| a similar procedure in effect May 
4%, and the group has given the 
shed at measure 100 percent endorsement. 
h, 1957, Fort Worth is the first Texas city 
made to observe such an agreement, said 
ng, and | Sam Fleming, president of the New 
ermine | Car Dealers Assn. of Greater Fort 


| 1) Worth 


ent Car Dealers Assn. of Fort]; 





Ready for Customers— 
Large signs like these are scattered through the 32-car display floor of Neil Norton 


Motors, Miami, Okla., attesting the fact that these cars have been serviced and are 
ready for the road. Neil Norton (right), owner, supervises display cards. 
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32 Cars Ready to Go... 





Delivery in 5 Minutes 


By L,. H. Houck 
Travelling Correspondent 

MIAMI, Okla.—Prospects who 
are ready to buy often get behind 
the wheel of their new car in five 
minutes at Neil Norton Motors, 
(Chevrolet-Buick-Cadillac) because 
its large new-car stock is displayed 

in ready-to-roll condition. 

“We try to keep all models in 
stock and all cars displayed on 
the floor have gone through our 
predelivery service,” Neil Norton 
said. 


“We direct a lot of our selling 
effort then on a particular car,” 
Norton continued, “and, if the pros- 
pect takes a ride in a car he thinks 
he likes, he gets that car, We try 
to get prospects to ride in the car 
of their choice rather than a dem- 
onstrator, although we have plenty 
of demonstrators of all our makes 
always available.” 

This 100 by 60-foot building, de- 





Choosing media which offer you precise selec- 
tion of prospects can give each of your adver- 
tising dollars more sales punch. And that is 
exactly what you can do when you match 
your markets and outlets with State and 
Local Farm Papers. Here’s why: 

You can eliminate waste circulation, com- 
mon to regional and national media, when 
you can select your advertising audience on 
a state-by-state or area-by-area basis. If you 
sell animal feed, for instance, you can tailor 
ads for each product and area, and hit where 
there’s a good market and where you have 
adequate distribution. Farming practices 
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Match your markets and outlets 
with 
STATE and LOCAL FARM PAPERS 


Precise selection of prospects can 
up ad-budget selling power .. . 


don’t follow regional divisions. Only State 
and Local Farm Papers can closely match 
both your markets and your outlets. 

Check these opportunities: You can hand- 
pick your readers, both geographically and 
according to product need. You can aim spe- 
cific ads at specific prospects. You can list 
dealers or outlets, if you like. And you can 
use local names, and give local examples. This 
means you can build stronger, more specific 
advertisements. 

All this adds up to precise selection of pros- 
pects when you match your markets and out- 
lets with State and Local Farm Papers. 


For further information, write State and Local Farm Papers, Rm. 1600, 28 E. Jackson Blvd., Chicago 
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automobile business and to the 
ideas of the owner, can display 32 
cars on the floor, This is believed 
to be the largest display floor in 
Oklahoma except one, that of Buick 
dealer Mead Norton in Oklahoma 
City, Neil’s father. 

It keeps one man here busy get- 
ting new cars ready to roll. New 
cars get predelivery service as a 
regular routine as fast as this man 
can get them ready. 

With cars ready to roll (deals 
have been completed here in one 
minute flat), the prospect is often 
swayed into a choice more quickly 
because he can get the car and 
drive it away immediately. 

From the standpoint of the sales 
force and the floor traffic, the 
large sales floor is a definite ad- 
vantage in bad weather with a big 
selection displayed under perfect 
lighting conditions. 

In fact, when the weather is bad, 
even more than 32 cars can be dis- 
played in the main sales area. 

During winter months, the best 
cars from the used-car depart- 
ment are cleaned up and made 
ready-to-roll and displayed on 
the main floor. 

This has bolstered used and new- 
car sales during bad-weather 
months, Norton said. 


Chevrolet Tops 
In Ownership 
In 21 Markets 


MILWAUKEE.—Chevrolet is the 
most popular auto among single 
and multiple car owners in all but 
two of 21 markets covered in the 
14th annual edition of the Consoli- 
dated Consumer Analysis. 

The report is a combination of 
figures contained in 2i individual 
survey books published by cooper- 
ating newspapers in these markets. 

Chevrolet was tops in ownership 
in the following areas: Chicago; 
Columbus, O.; Denver; Duluth-Su- 
perior, Wis.; Honolulu; Indianap- 
olis; Newark, N, J.; Omaha; Phoe- 
nix; Portland, Ore.; Seattle; St. 
Paul; Washington; Wichita, and 
Fresno, Long Beach, Modesto, Sac- 
ramento and San Jose, Calif. 

Ford ranked No. 1 in Milwaukee 
and Salt Lake City, with Chevrolet 
placing second, Ford was the run- 
nerup in the other 19 markets. 
Plymouth was third in 18, Buick in 
four. Plymouth ranked behind 
Buick and Oldsmobile in both Mil- 
waukee and Salt Lake City. 

In nine of the markets there 
were more 1955 model cars on the 
streets than any other model. These 
were Chicago, Columbus, Duluth- 
Superior, Milwaukee; Newark, 
Omaha, Phoenix, Washington and 
Wichita, Omaha also had a similar 
number of ’57 models. 

Indianapolis-area residents 
bought more cars in the last 12 
months than any of the other sur- 
veyed communities, followed closely 
by St. Paul, Milwaukee, Phoenix 
and Honolulu. 

The most new cars in that period 
were sold to Washington-area 
people. Salt Lake City, Chicago, 
Honolulu, Columbus and Long 
Beach were next in that order. 

San Jose was tops in used-car 
sales, followed by Seattle, Indian- 
apolis, Portland, Milwaukee, Fresno 
and Modesto. 


Black & Decker Expands 


NEW YORK.—Black & Decker 
Mfg. Co. has opened a new fac- 
tory service branch at 227 Varick 
St. 


ADVERTISEMENT 


SAMPLE COLUMNS 


available for -the 
asking. Your ads 
look like all other 
dealer ads? Here 
are DIFFERENT 
low cost, produc- 
tive ads, rated 
“Best ever used” 





yours. Write * 
Edward Fiske Co., wae Pame n'y. 








Ad Agency Sees... 


























NEW YORK.—A period of inten- 
sive and perhaps chaotic competi- 
tion is ahead for the small-car in- 
dustry, according to a survey of 
the field by the advertising firm of 
Marshall & Coch, 


The introduction of the Big 


competition sharply and may, 
within a few months, even cause 
temporary chaos in the small-car 
field, characterized by large-scale 
price cutting, pirating of dealers 
and unrealistic tradeins.” 


The agency said the intense com- 
petition will lead some marginal 
foreign car makers to withdraw 
from the U. S. market, although it 
is now impossible to predict which 
firms will survive. 

“It is even possible—although un- 
likely—that some or all of Detroit's 
new models will be casualties, (De- 
troit has had notable failures be- 





A Sales Citation— 

Paul Larson, left, Ford division Great Lakes regional manager, awarded a “Men 
of Distinction” plaque to W. W. Cumming, right, Cleveland district sales manager, 
and D. O. Wiggins, center, assistant manager, for leading all other Ford districts 
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Three’s small cars “will intensify - 


Chaos in Small-Car Field 





has come of age and the Big 
Three’s entries in the market “will 
be brilliantly merchandised and 
will offer good value.” 

While some foreign-car enthu- 
siasts will continue to buy im- 
ports because they are imported 
and different, the agency believes 





Buyer Sues Pa. Dealer 


For Cost of ‘Junk’ Car 
ELLWOOD CITY, Pa.—Charging 


that he “paid luxury car prices for| 


a piece of junk,” Jerry G. Cart- 
wright, Ellwood City, has sued 
John Paul and J. P. Motors, for- 


merly Miller Motors, Ellwood City, | 


for the purchase price of the 1957 
Imperial convertible—$6,687. 

He said the car was represented 
as a demonstrator with not more 
than 1,400 miles on it when the car 
“had more than 10,000 very hard 


nationally in sales so far this year. The presentation was made at a breakfast sales 
rally attended by Ford dealers of Cuyahoga and surrounding counties. 





miles on it and was an abused and 
highly defective automobile.” 


fore.)” 
M & C finds that the small car 
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“SPRING-RING” 

BATTERY CABLE TERMINAL 
OFFERS MANY ADVANTAGES 


e Lower Initial Cost ¢ Easier to Install and Remove 

e No Special Tools Required « High Pressure Contact 

e Available for Both Positive and Negative Battery Posts 

e “Spring-Ring” is Smaller Than Conventional Terminals—there 
is less chance of interference with battery filler caps and hold down. 


Packard “‘Spring-Ring” terminals are original equipment 
on 1959 General Motors cars and are available 

for both battery cables and ground straps. 

For full details contact Packard Electric today. 

Branch offices in Detroit, Chicago and Oakland, California. 


Packard Electric 
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‘*Live Wire’’ division of General Motors 


Warren, Ohio 






a 
most consumers are “ 
more sophisticated about automs, 
tive values, They tend more & 
shop around to get the most fg 
their money.” 

A great measure of instabj 
was noted in the market for smaj 
cars, While Volkswagen, Renay} 
and English Ford have been abl 
to hold the first three positions 
since 1957, there has been a decling 
in the share of the market takey 
by the three. 

After the first three places, th 
sales race becomes a scramble, ¥ 
& C observed. Cars which rankeg 
high as recently as 1957 have slip. 
ped while cars which were virtually 
unknown in the U. S. two yea, 
ago are now moving up. 

Marshall & Coch said that these 
five features will be stressed by 
the lines which find success jp 
the small-car field: 

1. A good product, 

2. A reasonably competitive price. 

3. A complete and well-policed 
distribution setup. 

4. Good service facilities, 

5. Advertising and selling de. 
signed not only to create the proper 
image and move merchandise but 
also to keep the customer sold, 


BBB in Chicago 
Makes Complaints 


To 2 U.C. Firms 


CHICAGO.—The Chicago Better 
Business Bureau has reported it 
made complaints to two used-car 
dealerships. 

One ran an ad which had one 
line of type saying “prices slashed” 
and a second line which said “in 
order to reduce inventory.” At the 
end of both lines “50%” was printed, 

The bureau asked whether prices 
were cut 50 percent or the firm 
hoped to cut its inventory by 3 
percent. When it learned that prices 
had not been cut in half, a correc- 
tion of the ad was requested which 
the dealership agreed to. 

A correction has also been re 
quested from a used-car company 
which, the BBB charged, tried to 
“bush” two customers. After the 
customers agreed to prices on used 
cars, they found their bills were 
greatly increased by “delivery and 
handling charges,” the bureau said. 








Universal-Cyclops 
Opens Stainless | 


Strip Plant in Ohio 


COSHOCTON, O.—A new stain- 
less steel strip plant with a capacity 
of 20,000 tons a year has been 
opened here by Universal Cyclops 
Steel Corp., Bridgeville, Pa. 

A spokesman for the firm said 
the plant cost more than $8 million 
and will enable Universal-Cyclops 
to more than double its overall 
strip capacity. 

The plant, located on a 649-acre 
| tract four miles south of Coshocton, 
has 137,000 square feet of space 
completed and an additional 76,000 
under construction. 

Universal-Cyclops, which is ob 
Serving its 75th year in the spe 
cialty steel industry, has been pro- 
ducing stainless strip at its Bridge- 
ville facilities since the late 1920s. 

W. G. Stewart, president, said the 
new plant will permit increased em- 
phasis at the Bridgeville facilities J © 
on all types of specialty steel strip. 


Auto Checks Show } 
32% Have Defects | 


ST. LOUIS.— Fifty-two percent 
of 1,138 cars had one or more de 
fects, according to a tabulation of 
the four-day safety check con- 
ducted by the Safety Council of 
Greater St. Louis. 

Most common defects were lights, 
tires, brakes, exhaust systems and 
mufflers, the Council] reported. 

In a similar check a year ago, 60 
percent of tested cars had defects, 
the Council reported, indicating an 
eight percent improvement, 


Dream for Sale 


ALBUQUERQUE, N. M.—Ralph 
Pool’s Albuquerque Auto Sales, & 
“supermarket” deal, bought and 
sold the GM Motorama show-car 
version of the Corvette, The one 
of-a-kind car had been used by 4 
Detroit dealer for display. 
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If you want to play for big stakes you sient the big hens: 
i Look at this fistful of aces from Willys. The famous 
‘Jeep’ Vehicle line and the dynamic Maverick TV show 
S . : 3 in? 
Fee 418 ah te EE WERMAKLIU URAL PRED a pat hand! How’d you like to deal yourself in 
-d em- . ‘ 
cities | Lhe ‘Jeep’ Franchise The Maverick TV show 


| strip. 
® ‘Jeep’ dealer gross profits average more than $400 per vehicle after washout. @ one of America’s top ten TV shows, (consistently, week after week). 
ow ® about 50% of sales are clean deals. @ more men watch Maverick than any TV show? (and the man decides the auto- 
ts . 7 ; ns motive buy.) 
7 ® high resale value. 2-year old ‘Jeep’ vehicles sell for as high as 90% of original : : 
ercent factory list. . @ more viewers per home than any TV show, plus high sponsor identification? 
re os p (they watch the show, and get the Willys Message). 
ion & | ® substantial extra profits from sales of special ‘Jeep’ equipment, averaging : 
a $249 per vehicle, and sales of parts and accessories. @ 75% of America’s TV homes see a ‘Jeep’ demonstration at least once every 6 
g weeks. Over 15 million homes see one every week. (Does TV sell? Look at the 
lights, | ® great source of new profits, as a dual line! Added to an existing line, a ‘Jeep’ Willys Sales curve... out in front and still climbing.) 
s and vehicle franchise increases profits with little increase of investment or overhead! f ot ; ce 4 os 
1. Neilsen Television Index. 2. Neilsen and Trendex Television Reports. 3. Trendex Television Reports. 
go, 60 > et & 
fects, 


~ on Dealers who qualify for a ‘Jeep’ Franchise as an exclusive line or added to a 
present line, get both the profitable ‘Jeep’ vehicle Franchise, and “Maverick” . .. 
the only top-rated TV show promoting a commercial vehicle line every week. 
Since many dealer points are being closed and Willys Franchises are established 





Jeep 





nae Only on a market potential basis, the number of points still open is limited. Each 
. pe Offers a profitable future to the right man. FF het h els) 
af For complete information write: C. W. Moss, Vice President and General Sales Sy 
by @ | Manager, Willys Motors, Inc., Toledo 1, Ohio. 
4-WHEEL DRIVE VEHICLES ... OUT IN FRONT AND STILL CLIMBING! 
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Congress Asked for Labor Reform . . - 
Dealers Tell of Union Violence 


(Continued from Page 16) 


whether an election could be con- 
ducted under NLRB direction. 

The Machinists’ Union opposed 
such elections on the ground that 
the union did not claim to repre- 
sent the employes of these two 
dealerships, and had not request- 
ed recognition. 

In spite of this fact, the picketing 
continued, 

By Apr: 1, 1957, the Machinists’ 
Union established a picket at Pund- 
mann Motor Co, Here again, the 
Machinists’ Union _ successfully 
avoided our efforts at conducting 
an election on the grounds that 
they were not asking recognition by 
the employer. No union agent ever 
contacted us directly, The NLRB 
ruled that, since the Machinists’ 
Union had not demanded recogni- 
tion, no election was appropriate. 

~ * a 

_— picketing continued, During 

the course of the hearing to 
determine whether or not an elec- 
tion might be held, it was developed 
that one of the union representa- 
tives demanded a union contract in 
exchange for the removal of the 
picket. 

When this was disclosed, the Ma- 
chinists’ Union ostensibly withdrew 
its picket, and the Teamsters’ Un- 
ion substituted one. However, the 
same professional pickets were on 
duty. The only apparent change 
was the legend on the umbrellas 
which they carried. 

We have been picketed continu- 
ously from Apr. 1, 1957, to the 
present date. 

It is worth noting that of all the 
omployes of Pundmann Motor Co., 
only 12 would be eligible for mem- 
bership in the Machinists’ Union, 
and only seven would be eligible 
for membership in the Teamsters’ 
Union. In spite of this fact, the 
Teamsters have been picketing us 
for over two years. 

. 7 : 


Irregular Picketing 

7s hours of picketing have no 
particular relationship to the 

presence of our employes, They 

picketed at night and at times when 

there were no employes on duty. 

The picketing is conducted pri- 
marily at the customers’ entrances 
to our place of business rather than 
at our employes’ entrances. 

The union has not held any 
meetings of our employes for the 
past 18 months, and at the time 
the last invitation was extended 
mone of our employes accepted. 
To the best of our knowledge, not 
one of our employes has been 

signed up by the union, This may | 
also be said of the picketing of 
the other dealerships to which I | 
have previously referred. 

Deliveries of our new automobiles 
to our dealership have been 
stopped; the transport drivers have 
been forbidden to unload, 

The pickets have accosted our 
customers and dropped veiled 
threats against them. The license 
numbers of our customers have been 
recorded by the pickets, and they 
have been told by union agents that 
they should stop doing business at 
Pundmann Motor Co. 


W= HAVE been unable to replace 
«broken plate glass, and to per- 
form other necessary repairs upon 
our place of business because the 
union has told the repairmen and 
glaziers we have sought to employ 
mot to cross “the organizational 
picket line.” 

Parts and accessories we order 
eannot be delivered to our place 
of business because the union 
truck drivers for these deliveries 
have been instructed not to cross 
“the organizational picket line.” 

Parts customers of our company 

have been contacted by the union 
and told not to patronize us. 

We have been forced to close our 
night service department because 





_the man in charge, who had been 


@ member of a union in another 
state, received so many telegraphic 
warnings from his former union 
that he was frightened into leaving 
our employ. 

* € os 


ECENTLY, we made a contract 
with a pa company to re- 
surface our -car lot. When this 
became known to the union, the 


paving company was persuaded not 
to carry out the contract. 

Another paving company was 
employed to undertake the work. 
As soon as they started on the job, 
union representatives approached 
the employes of the paving com- 
pany and threatened them with 
reprisals if they did not cease work 
immediately. 

Notices have been placed by 
the union on the bulletin boards 
in our customers’ places of busi- 
ness advising the employes of our 
customers that they would be 
fined by the union if they were 
caught doing business with our 
company. 

This union activity of “organiza- 
tional” picketing and secondary 
boycotting has materially and ad- 
versely affected our business opera- 
tion. 

It is our sincere belief that these 
two practices should be outlawed 
by statute, and I urge favorable 
considération of legislation which 


would accomplish these ends. 
I thank you. 
* 


Californian’s Statement 

I AM W. E, Quinlan jr., one of 
two partners trading as Richard- 

son Motor Co., a franchised Chev- 

rolet dealership situated in Salinas, 


Calif, My partner is G, E. Richard-. 


son, the son of the founder of our 
firm, and I am the son-in-law of 
the founder, G. H, Richardson. 

My father-in-law founded Rich- 
ardson Motor Co. in 1923, He died 
in April of this year. Our firm em- 
ployes approximately 40 persons. 
We do an annual dollar volume 
business of $1% million from the 
sale of new Chevrolet cars and 
trucks, used cars and trucks, serv- 
ice repairs and Chevrolet parts 
and accessories. 

Salinas, Calif. is a town of 
approximately 20,000 population 
in an agricultural area. Our’trad- 
ing area includes approximately 





Chevrolet Wins Prize 
For Sales Career Film 


DETROIT. —A Chevrolet film, 
“Career Calling,” to induce more 
young people to enter the sales 
profession, hag been given a top 
prize by the Student Marketing 
Institute. 

Awards in various classifica- 
tions were based on programs 
“best reaching and influencing 
the youth market.” Chevrolet won 
in the industrial category. 





30,000 persons in addition to the 
20,000 residing in Salinas, 

I thank you for the opportunity 
to appear before your committees 
to urge you to take favorable action 
upon legislation pending before you 
which is designed to correct certain 
labor abuses permitted under the 


present law. 
* * 


_ your permission, I wish to 
point out the need for remedial 
legislation by reciting a brief per- 
sonal experience, by no means 
unique, but which nonetheless illus- 
trates the necessity for the enact- 


ment of corrective laws. 
Between 1946 and 1948, organized 


pile 
labor began the active solicitatig, 
of franchised dealerships in 

At that time only two were unig. 
ized. 

Later in 1949, an NLRB repre. 
sentative approached our firm jg. 
dicating they held evidence oy 
employes wanted union repre. 
sentation, At that time, the mag. 
agement of our firm had neve 
been approached by union repre. 
sentatives nor by any of our em. 
ployes to present any such claim 
The NLRB representative 
if we would submit to a volm,. 
tary election without hearing, We 
refused and requested a h 

In December, 1949, the NLRB 
held a hearing in Salinas, On thi 
occasion, we contended we were ng 
participating in commerce with 
the meaning of the act and that the 
NLRB had no jurisdiction, Th 
union contended our Chevrol¢ 
franchise agreement evidenced the 
fact we were engaged in comment 
within the meaning of the act, ang 
the NLRB so ruled. 

* ~ * 
B= upon this decision, the 
NLRB supervised an election in 
our dealership in January, 19%, 
The number of eligible employes 
casting their ballots was approxi- 
(Continued on Page 21, Col, 3) 


“I make good money with 
Texaco, am my own boss 
and have a solid future” 


Mr. and Mrs. Neely and their two children live in this fine 
modern home. He has also invested part of his savings in real 
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says Texaco Dealer H. T. Neely, Houston, Texas 


estate holdings. He drives a new car, finds time for fishing 
and hunting, and is active in clubs and civic affairs. 
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Labor Reform Sought... 


Unionists’ Violence 


(Continued from Page 20) 


Py pe Described to Congress 


A French Background— 


A Parisian street scene forms a background for the French-built Renault at Palmer- 
Hooper Motors, Inc. (Lincoln-Mercury-English Ford), in Nashville. The 15-colot display, 
on the walls of the Palmer-Hooper building by Eric Pedersen, on ladder, is 
ditracting wide attention and adding impetus to sales. A 30-foot replica of the Eiffel 
Tower will be the focal point of the painting. Spectator is Miss Pat Lemmons. 


mately 27. Twenty-two voted for no 
union representation, and five for 
union representation. As a result of 
this vote, we were not unionized. 

From 1951 to 1954, there was no 
indication of any union organiza- 
tion activity in our firm. 

Two days prior to our new-car 
announcements in November, 
1955, officers of the National Assn. 
of Machinists local and the Team- 
sters local called on us and asked 
Richardson Motor Co, manage- 
ment to sign a union contract, 

We asked if the union repre- 
sented the majority of our em- 
ployes. The union replied such was 
not necessary and that they desired 
a union contract. We informed the 
union that the signing of the con- 
tract, similar to the two in evidence 
signed by the two dealerships be- 


tween 1946 and 1948, would have the 
effect of forcing our employes to 
join the union without giving them 
a choice in the matter. 

The terms of the contract, as 
submitted, required all employes to 
join the union within 30 days of the 
signing, or in the case of new em- 
ployes within 30 days of their date 


Repo-Title Policy Defined 

SALT LAKE CITY.— Utah title 
certificates can be obtained for re- 
possessed cars regardless of 
whether the personal property tax 
has been paid, according to the 
Utah Tax Commission. But no 
registration certificates will be is- 
sued until someone pays the tax 
due for the current year, the com- 
mission added. 


Mr. Neely at his busy station. He pumps 
about 30,000 gallons per month, and his 
annual TBA business is around $70,000. 


R. NEELY came out of 
World WarII determined 
to be his own boss. He wanted a 
service station, and picked Texaco. 

“T like the way Texaco cooper- 
ates with its Dealers,” he says. 
“When you’ve got a problem, the 
Texaco people are on the job fast 
to help iron it out. Their experi- 
ence with Texaco’s 40,000 Dealers 
has taught them how sound, profit- 
able service station business is 
developed. 

“Texaco’s national advertising 
brings me a lot of out-of-town 
bonus business, too, because 
motorists from everywhere carry 
Texaco Credit Cards. Half of my 
transient business is done with 
Texaco Credit Card holders. 

“Texaco’s seasonal promotions 
in the spring, summer and fall 
bring me a lot of extra dollars, too. 
And car owners can’t help hearing 
about these promotions, because 
they are advertised in national 
magazines, on TV and radio and 
on thousands of billboards. In 
addition, Texaco supports local 
Dealers with special station-traffic 
building promotions to win new 
customers. 

“I'd advise any man to talk 
with the Texaco people if he wants 
to get into business for himself. 
It sure paid off for me.” 


6 REASONS WHY YOU CAN MAKE 
MONEY AS A TEXACO DEALER 


1. The best petroleum products, 
known and accepted by car own- 
ers nation-wide. Continuous re- 
search and development insure 


that Texaco will always have out- 
standing products. 

2. The best and biggest national 
advertising program...constantly 
selling Texaco Dealers to car 
owners everywhere. 

3. The best point-of-sale promo- 
tion material to help bring cus- 
tomers in and bring them back! 
4. The best customer credit card 
— in fact, the only petroleum 
credit card honored nationally, 
under one sign. 

5. The best retailer policy — 
Texaco helps its Dealers to mar- 
ket nationally-advertised and 
accepted TBA products. 

6. The best opportunity to cash 
in on “touring” business — be- 
cause Texaco customers at home 
like to stop at Texaco stations 
when on the road. This means 
you have more than 40,000 other 
Texaco Dealers helping you. 


A solid future is one of the advantages 
of being a Texaco Distributor or a 
Texaco Dealer. Proof: 683 of our Dis- 
tributors have been with us for 20 years 
or more—some as long as 45 years. 
20,096 Texaco Dealers have been with 
us for 10 years or more — some more 
than 45 years. There may be an oppor- 
tunity for you in the Texaco family. 
Get in touch with the Texaco Division 
Office nearest you. 


ort 
fee}? Oleg.R*St conrury 


Division Offices: Atlanta, Georgia; Boston 16, Massachusetts; Buffalo 5, New 
York; Butte, Montana; Chicago 4, Illinois; Dallas 1, Texas; Denver 3, Colorado; 
Houston 2, Texas; Indianapolis 1, Indiana; Los Angeles 5, California; Minneapolis 
3, Minnesota; New Orleans 16, Louisiana; New York 17, New York; Norfolk 2, 


Virginia; Seattle 1, Washington. 
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of employment, We refused to sign 
such a contract. 
+ * * 


Willing to Sign Contract 


T THAT time we advised the 

union that, if a majority of our 
employes desired to join the union, 
we would sign a contract. 

Two days later, on our new-car 
announcement date, professional 
pickets were placed outside our 
business. Nonetheless, all employes 
continued to work. 

Professional picketing contin- 
ued for 11 months, except for two 
brief periods when injunctions 
preventing the picketing were 
granted, After a formal hearing 
on the injunctions, the court re- 
voked the injunctions and the 
picketing was resumed. 

Next we requested the NLRB to 
assume jurisdiction and to conduct 
an election. The NLRB refused to 

take jurisdiction. 

Richardson Motor Co. then con- 
ducted an election by secret ballot 
under the supervision of a justice 
of the peace court. The majority of 
our employes in this election voted 
against unionization. The union re- 
fused to recognize this election and 
continued picketing. 

* * +. 

nour the entire period 

we maintained the position that, 
if a majority of our employes 
wanted a union contract, we would 
sign one; if the majority did not 
want a union contract, we would 
refuse to sign it, Although we con- 
tinuously sought an NLRB election 
so as to resolve the matter, we were 
denied this action. 

After 11 months of picketing 
the union finally agreed to submit 
to an election conducted by the 
California State Conciliation 
Service. This election was held in 
September, 1956, Twelve employes 
voted for union representation 
and nine against, On May 15, 
1957, a contract was negotiated 
with the union and became effec- 
tive on that date. 

The facts are clear that our 
employes did not wish to join a 
union. Only after their endurance 
had been broken by being subject 
to 11 months of picketing did a 
majority finally vote in favor of 
unionization, Even after experi- 
encing organizational picketing for 
that long period of time, our em- 
ployes evidenced a desire to be 
unionized by a slim majority of 
three votes. 

* * + 

7s recitation of our personal 

experience evidences, in our 
judgment, two glaring deficiencies 
in the present law. First, an ab- 
sence of a prohibition against or- 
ganizational picketing and, sec- 
ondly, the need for abolishing the 
jurisdictional “no man’s land” 
where the NLRB has jurisdiction 
and refuses to exercise it and the 
state courts may not assume juris- 
diction because they are prevented 
from doing so by federal statute. 

Without becoming dramatic or 
emotional, we feel the experience 
to which we were subjected was 
basically wrong by any standards 
of measurement of equity and 
fair play. I need not embellish 
what is obvious to you who have 
so much experience in such mat- 
ters, that we suffered as a result 
of being subjected to 11 months 
of organizational picketing. 

We sincerely urge you to outlaw 
organizational picketing and to 
amend the present law to read that, 
in the case of any labor dispute 
over which the NLRB has jurisdic- 
tion and fails to exercise jurisdic- 
tion, concurrent jurisdiction be con- 
ferred upon the state court or 
agency wherein the dispute arises. 

Thank you for your courtesy and 
attention. 


Bugas to Head Drive 


For Medical Schools 


NEW YORK.—John S§. 
group vice-president, Ford Motor 
Co., has accepted the chairmanship 
of the automotive division of the 
ee Fund for Medical Educa- 
on, 


The Fund, formed in 199, 
awarded grants of $3,000,125 to the 
medical schools last year, bringing 
to just under $19 million the total 
oe since 1951, when the first 
grants were made, This year’s goal 
is $2% million. 
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employers’ groups to report, and 





Roundup from State Capitals... 
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Legislation Affecting Auto Industry 


By Bethune Jones 


Legislative Correspondent 


—— overall action by state legislatures thus far 
this year on proposals in the labor relations field has 
been more negative than affirmative, significant bills are 
still pending in a number of states and a final tally may 
find more important state labor relations laws put on the 


matute bocks during 15000 


forbids employers 
from inducing 
disloyal behavior 
by union repre- 
sentatives. 

It also pro- 
hibits a union 
officer or agent 
from having 
any financial 
interest that 
conflicts with 
his responsibil- Bethune Senes 
ity to his union or acting in any 


than in other recent years. 


Heading the list of meas- 
ures already enacted is a new law 
adopted in New York State on the 
recommendation of Gov. Rocke- 
feller. Aimed at curbing labor 
union abuses, the new act is being 
heralded as likely to set a pattern 
for other states. 

The New York law imposes a 
strict legal responsibility on union 
officers and members for the union 
funds they administer; requires 











| way that favors his personal 


financial profit over the union. 


Other provisions forbid a union 
from protecting its officers or 
agents against the law by ratifying 
his disloyal acts; allow union offi- 
cers to hold up to one percent of 
the regularly traded stock of a 
company with which the union is 
negotiating and receive up to $100 
worth of presents from employers 
in ome year; make violations of 
most provisions of the new statute 
misdemeanors, punishable by a fine 
of up to $1,000 a year or a year 
in jail, or both; and create a three- 
member advisory committee ap- 
pointed by the governor to study 
“ethical practices of labor and 
management.” 

oe * * 


Annual Reports 


ten act requires labor organiza- 
tions to file annual reports on 


To Chrysler Motors Corporation Dealers: 





COMING...GOING 


VACATIONS MEAN MORE BUSINESS FOR YOU! 


Getting a car ready for a vacation trip or checking one just 
returning is easier when you use MoPar products. You 


realize extra profits, too, because... 


MoPar parts install easier and faster 
Your customers are satisfied 
You build up repeat business 


Why MoPar parts? They’re Chrysler-engineered to fit per- 
fectly, take less time to install. And time saved is money 


earned, because you can do more jobs faster. 


Your MoPar Wholesaler has all the materials necessary 
for a successful promotion. Call him today. Profit from 
this Vacation Checkup which includes: Engine tune-up—oil 
filter change—shock absorbers—exhaust system — brakes. 


Ask him, too, to help you analyze your inventory, elimi- 
nate losses through obsolescence with MoPar Dealer Balanced 
Stock Plan. And he’ll show you how easy it is to take your 
own inventory using the MoPar Master Parts Analysis Pad. 


MAKE SURE YOUR MOPAR VACATION CHECKUP 





finances with the state industrial 
commissioner. Such reports will in- 
clude the amounts and sources of 
receipts, the amounts and purposes 
of disbursements, total assets and 
liabilities and other information 
the commissioner may request. 


Labor organizations also are re- 
quired to give members a copy of 
the annual financial report, or an 
approved extract. In addition to 
holding union officials to financial 
account, the measure imposes sim- 
ilar obligations on employers and 
employer organizations, 

Oregon lawmakers repealed that 
state’s controversial 1953 anti-pick- 
eting law, which outlawed picket- 
ing for the purpose of forcing 
employes to join a union, forbade 
both unions and employers from 
attempting to influence workers 
either to join or refuse to join a 
union, and provided for a system 
of holding elections among work- 
ers to determine whether they want 
to be represented by a particular 
union. 

Enacted in New Mexico, mean- 
while, was a bill to prevent pick- 
eting in certain cases and to give 
injunctive relief to anyone harm- 
ed by picketing. Also enacted 
was a companion measure to per- 


aa 
mit lawsuits to be filed againg 
unincorporated associations, 
Gov. Brooks permitted to b 
Nebraska law without his signs. 
ture a bill outlawing secon 
boycotts by labor unions. Altho 
questioning the constitutionality 
the measure and calling it ‘‘a 
package without substantive o, 
fect,” Brooks said he thought th 
courts should have a chance t 
rule on the act and expressed hope 
it would clear the air in the 
on the subject of labor- manage. 
ment legislation. 


The Nebraska governor objecta 
that the bill “does not deal with 
the major causes of labor-m 
ment strife nor the major inter. 
ferences by both employers an 
labor organizations with the right, 
of individual employes.” A Neb. 
raska legislative committee earlie 
balked at a state labor relation 
act bill backed by the governor, 


* * * 


Delete Spouse Rule 


A BILL enacted in Iowa repealej 
a spouse requirement on check. 
off of union dues from a workers 
paycheck. The 1947 state “right to 
work” law had stipulated that ¢ 
worker’s spouse must provide writ- 
ten and notarized permission be 
fore the dues could be deducted, 

In approving a bill to prohibit 
employment discrimination becauge 
of age, Connecticut lawmakers re- 
jected a proposed amendment 
which would have outlawed union 
shops. 

California’s Senate passed and 
sent to the Assembly, where it 
was pending at this writing, a 
bill to require unions to hold a 
specified number of meetings a 
year, conduct elections by secret 
ballot, keep minutes, and file 
their constitutions and bylaws 
with the state department of in- 
dustrial relations. 

Part of Gov. Brown’s labor re. 
form program, the California 
measure also provides for a maxi- 





Be sure to sell MoPar air conditioning, too 


The MoPar “Cool Aire System” can be a 


real profit builder for you. This is the air 
conditioning system desigried specially for 
Chrysler Corporation cars. 







Mo Pa 


PARTS & ACCESSORIES 





INVEST IN YOUR FUTURE ...BUY 100% MOPAR 


MoPar Division, Chrysler Motors Corporation, Detroit 31, Mich. 


PROMOTION MATERIAL IS DISPLAYED 


mum fine of $500 or six months 
in jail, or both, for persons con- 
victed of bribing union members 
or union members convicted of ac- 
cepting bribes. The bill would not 
apply to interstate unions. 

Another of the governor’s pro- 
posals was passed by the California 
Assembly and sent to the Senate, 
where it was tabled in committee. 
It would establish machinery for 
union representation and settle- 
ment of jurisdictional disputes in 
intrastate commerce. It also would 
repeal injunctive provisions of ex- 
isting California anti-jurisdictional 
strike laws. 

ok * ad 


Conflict of Interest 


ROPOSED Ohio legislation 

backed by Gov. DiSalle would 
restrict officers or employes of 
labor unions from conflicts of in- 
terest. Such officers or employes, 
for example, would not be able to 
have financial interests in the firm 
engaged in collective bargaining 
with the union. They would be 
limited to acceptance of only rea 
sonable compensation for services 
rendered to the union. The bill also 
would restrain them from accept 
ing loans or gifts from employers 
or from investing funds in such & 
business. 

Under the Ohio measure, a letter 
setting out the purposes of a union 
would have to be submitted to the 
Ohio secretary of state before 4 
labor union charter could be 
sought. The bill also forbids em- 
bezzlement or conversion of union 
funds. Habitual criminals or those 
who have been members of any 
organization seeking the overthrow 
of the Federal government would 
be banned from holding union o- 
fice. 

Union members and officers, 
and employers and employes 
would be prohibited by the Ohio 
bill from committing acts of vie 
lence during a strike, Violations 
of any of the bill’s 10 sections 
could bring a fine up to $1,000 
and a prison term up te 20 years. 


A bill patterned after the Ohio 
proposal was introduced in the 
Michigan legislature by Rep. Fat 
rell E. Roberts of Pontiac. 

Introduced in the Illinois !egisla- 
ture with the backing of some 
trade, employer and farm orga: 
izations was a bill which w0 
outlaw picketing to coerce an em 
ployer to force his employes to 
join a union. It would permit stale 
courts to issue injunctions @¢ 
such picketing if it was shown 

(Continued on Page 23, Col. 1) 


























































SESS FER SS SR eT 





= 
g 


2 i.ee2@38rerseses 3 


a 
o 


RPoUUsTD AbsZES OO 6 elrkrcselhLlULS=SlULe CO 


wets Rem ze 





ons, 

is Signa. 
‘©condary 
Although 
nality of 


Baudy 
nitive ef. 
ught the 
1AaNce ty 
sed 
the state 


objecteg 
eal with 


or inter. 
ers and 
1e rights 
A Neb. 
e earlier 
relations 
vernor, 


repealed 
n check. 
worker's 
‘Tight to 
that a 
de writ- 
sion be- 
lucted, 
prohibit 
because 
kers re. 
-ndment 
d union 


ed and 
here it 
ting, a 
hold a 
ings a 
secret 
nd file 
bylaws 
of in- 


bor re- 
lifornia 
2 maxi- 
months 
ns CcOn- 
embers 
| of ac- 
uld not 


"Ss pro- 
lifornia 
Senate, 
mittee. 
sry for 
settle- 
utes in 
| would 
of ex- 
ictional 


islation 
would 
yes of 
of in- 
ployes, 
able to 
1e firm 
aining 
uld be 
ly rea 
ervices 
ill also 
accept- 
ployers 
such & 


. letter 
. union 
to the 
fore @ 
ild be 
is em- 
union 
' those 
yf any 
rthrow 
would 
on of- 


ficers, 
yes 


f vio- 
itions 
tions 









ion involved did not represent 
a majority of the employes. 

Also introduced in Illinois was 
a measure seeking a legislative in- 
yestigation of alleged corruption in 
jabor unions. Under this proposal, 
acommission of 10 legislators 
would follow up evidence developed 
by the McClellan committee in Con- 

. which devoted several hear- 
ings to reported gangster infiltra- 
tion of Chicago area unions. 

* * * 


Labor Justices OK’d 

N ADVISORY opinion to the 
BP srassachusetts House of Rep- 
resentatives by the State Supreme 
Judicial Court held that proposed 
jegislation to establish three Supe- 
rior Court justices as a permanent 

el to hear all cases involving 
jabor disputes would be constitu- 
tional. 

Proposed Delaware legislation 
would make it illegal for any per- 
gon convicted of a felony to be a 
lJabor union officer. The measure 
provides fines of $10 to $100 a day 
for both the person violating the 

posed law and the organization 
of which he is an officer. 

A bill pending in the Wisconsin 
legislature with the backing of 
the State AFL-CIO would amend 
the state employment peace act 
to prevent the State Employment 
Relations Board from issuing; or- 
ders against certain union unfair 
labor practices unless the board 
made findings now required of a 
court before it issued an injunc- 
tion in a labor dispute. 

The Wisconsin bill also would 
subject the state board to a “clean 
hands doctrine” in proceedings 
against unions. This forbids a court 
to grant an injunction if the com- 
plainant has failed to comply with 
any legal obligation involved in the 
labor dispute or to make every 
reasonable effort to settle it by 
negotiation. The bill also would 
eliminate a state supervised refer- 
endum now necessary before a 
union shop can go into effect and 
broaden the definition of a labor 
dispute to include any controversy 
over conditions of employment, not 
just those involving an employer 
and a majority of his employes. 

Meanwhile, the Wisconsin As- 
sembly passed and sent to the 
State Senate a bill to repeal a 
law prohibiting political activity by 
labor unions, 

- * - 


Registration Vetoed 


| VETOING an Arkansas legis- 
lative bill that would have re- 
quired labor unions to register with 
the state and make them liable to 
being sued in state courts, Gov. 
Faubus asserted such a measure 
was “unnecessary,” would be “dis- 
criminatory” and would “impair 





8 More Dealers 
In 6 States Get 


Fiat Franchises 


NEW YORK.—Appointment of 
eight more dealers in six states 
has been announced by Fiat Motor 
Co., Inc. They are: 


Barberino Bros., Inc., 505 N. 
Colony St., Wallingford, Conn.; 
Cecil Holland’s All Miami Ford, 
Inc., 2198 N. East 163rd St., North 
Miami Beach, Fla.; Bev Smith 
Ford, Inc., 1520 N. Dixie Highway, 
West Palm Beach, Fla.; Pelican 
Imports, Inc., 3120 Ryan St., Lake 
Charles, La. 

Berger Motors, Inc., Reistertown 
Rd. and Fulton Ave., Baltimore; 

Frederick Motors, Inc., 43 
Washington Blva., Laurel, Md.; Joe 
er, Inc., 24841 Grand River, 
roit, and Emmick Motor Co., 
2020 College Ave., Elmira, N, Y. 

Changes in the names or ad- 
dresses of Fiat dealers are: Bob 
Keefer Imports, 101 W. 120th St., 
Hawthorne, Calif., and Barnett 
Motor Co., 955 Santa Rosa Ave., 
Santa Rosa, Calif. 

The correct name and address of 

’s Hawaiian distributor is 
Packard Hawaii, Ltd., d/b/a Inter- 
National Motors, 1680 Kapiolani 
-- Honolulu, Hawaii. 


Legislative Roundup 


(Continued from Page 22) 


















good relations between manage- 
ment and labor.” 

Faubus further said he was of 
the opinion “that it would cause 
costly and bitter litigation of many 
controversies that are now settled 
by management and labor at the 


conference table many times with| 
the aid of a conciliator, or in medi-| 


ation proceedings.” 

Failing of an enactment in In- 
diana were proposals for labor 
union reforms and a measure to 
repeal the state’s “right to work” 
law, prohibiting the union shop 
and other forms of union secur- 
ity contracts. 

Killed in the Idaho 
were a “little Kennedy-Ives” 
designed to regulate labor unions 
and a so-called “little Taft-Hartley” 
measure, . 


Colorado lawmakers rejected a} 


“little Kennedy-Ives” bill and two} 
bills backed by organized labor. 
One of the latter would have eased 








restrictions on union certification 
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and union shops. The other would 
have placed original jurisdiction of 
unfair labor practices complaints 
with the State Industrial Commis- 
sion. 

A so-called “little Taft-Hartley” 
bill was rejected in Texas. Turned 
down in Missouri was a bill] to re- 
peal the state’s antipublic utility 
strike law, known as the King- 
Thompson Act. 

Proposals for both new “right to 
work” laws and repeal of such ex- 
isting measures resulted in nega- 
tive action in states in which they 
were raised as issues. 

o * ed 


Texas Bill Tightens 


Law on Auto Theft 


A bill passed in the closing 
days of the 1959 Legislature is 
expected to curb car theft in 


| Texas. 


legislature | 
bill | 


It makes it a felony to drive a 
car belonging to another without 
permission and sets the penalty 
at three years in prison, Under 
the old law, the plaintiff had to 
prove that the defendant stole 
the car with the intention of 
keeping it permanently and the 
theft was counted as a misde- 
meanor. 









With land prices as high as $600 an 
acre, the good farmer protects his soil, and 
his investment. Corn and grains take a 
heavy toll of soil nutrients. The same 
field planted in corn yields less every year 
unless soil nutrients are replaced. 

The smart farmer puts hay and pasture 
crops on his sloping land; and plants corn 
every year on his level land — 


tons of fertilizer. 


In 1957, US farmers used more than 22 
million tons of commercial fertilizers, at a 


would fit into any 


with tons and 


cost of $1,265 million. From 1940 to 1957, 


production per man hour of feed grains 
has increased 212%. The Department of 
Agriculture credits 20% of the increase per 
acre in all farm production to fertilizers. 
Aside from the conservation aspect, a 
dollar spent for commercial fertilizers will 
return a minimum of two dollars in crops 


— often three or four. 


SuccessFuL Farminc farms accounted 
for 58% of the corn, 46% of the wheat, 
planted in the US in 1957. Collectively 
‘they are the best customers of the fertilizer 
industry. Their average farm is over 300 
acres. They own more tractors, combines, 
and cornpickers than any similar size group 
of farmers. Their production has risen 


steadily since World War 


recession year of 1958, their estimated 





II. And in the 


Successful 


1947, they have been remodeling and 
repairing, re-equipping their homes, 
installing new bathrooms and modern 
kitchens, and every labor saving appliance. 
They hunt, fish, travel, send their children 
to private schools and to college; build up 
backlogs of insurance and securities; buy 
outboard motors, hi-fi sets, tablewares, 








ee il 


Marshall's Preengineered Steel Building— 


Jack Marshall Chevrolet Co. has moved into this preengineered steel building in 
Claremore, Okla. The Rigid-Frame steel structure, manufactured by Inland Steel Prod- 
ucts Co., Milwaukee, combines masonry, glass and plastic panels with steel frame- 
work and paneling. According to Inland, use of the preengineered steel building 
allowed the dealership to erect the building at less cost than if it had used conven- 
tional construction methods and materials. 





y Two dollars for one 


average cash income, from farming alone, 
was $12,120 — an all time high! 

These SF families spend like other 
prosperous Americans. Their new houses 


sports clothes, second cars, and ponies for 
the kids. If you want buying power—there’s 
a $12 billion plus market in SuccessFut 
Farminc’scompact 1,300,000 circulation. 

And if you want influence — nothing 
matches SF in its field. It isn’t read for 
entertainment, escape, or to kill time. It 
is studied, filed, referred to again and 
again. Because its contents are valuable 
to farm business and farm living — show 
ways to save work, more results, better 
incomes, better homemaking. It has been 
serving the country’s best farm families 
for fifty-seven years, earned a degree of 
respect that gets improved reception, and 
response, for advertising! 

Any SF office can tell you more! 


smart suburb. Since 


Meredith of Des Moines . . . America’s 
biggest publisher of ideas for today’s living 
and tomorrow’s plans. 


630,000 cans of frozen soup 
--.oyster, clam chowder, shrimp, pea, 


other varieties were bought 

in 30 days in mid-winter, 1958-59 

by Successful Farming families— 

an average of 474 cans per M families! 
The nation’s best farmers live well, 

buy higher priced brands, luxuries! 


Average estimated farm cash income 


around $10,000 for the past decade 
...and an all-time high of 
$12,120 in 1958 makes the SF 


family a prime prospect for 

all quality merchandise. 

For more sales, better balance in 
national advertising effort, and 
influence, you need SF! Call any office. 


Farming . . . Des Moines, New York, Chicago, Atlanta, St. Louis, 


Cleveland, Detroit, Philadelphia, San Francifco, Los Angeles, Minneapolis. 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Sioux City, Ia. 

May saw an increase of 17 per- 
cent in new-car registrations in 
Woodbury County (Sioux City), Ia. 
The total was 345, compared with 
the previous month’s 294, 

By makes, sales were: Ford, 
108; Chevrolet, 91; Pontiac, 23; 
Plymouth, 20; Oldsmobile, 18; 
Rambler, 18; Buick, 12; Dodge, 
8; Cadillac, 7; Chrysler, 6; Stude- 
baker, 6; Volkswagen, 6; Mer- 
cury, 4; Vauxhall, 4; DeSoto, 3; 
Renault, 3; Lincoln, 2; Edsel, 1; 
Imperial, 1; Hillman, 1; DKW, 1, 
and Triumph, 1. 

New-truck registrations, num- 
bering 72 in May, were down from 
the 82 counted a month earlier. By 
makes, they were: Chevrolet, 30; 
Ford, 20; International, 13; GMC, 
6; Dodge, 2, and Studebaker, 1. 

* * « 


North Carolina 

According to figures compiled by 
the North Carolina Automobile 
Dealers Assn., a total of 832 im- 
ported new cars were registered in 
the Tarheel State during April, 

By makes, they were: Renault, 
143; Fiat, 99; Volkswagen, 85; 
Vauxhall, 75; Opel, 74; English 
Ford, 73; Simca, 60; Hillman, 48; 
Volvo, 31; Austin, 25; Morris, 20; 
Peugeot, 15; Triumph, 15; MG, 14; 
Mercedes-Benz, 13; Goliath, 11; 
Borgward, 6; Sunbeam, 5; DKW, 
2; Jaguar, 2, and miscellaneous, 16. 

* *& * 


Omaha 


A total of 1,189 new cars were 
sold in Omaha in May, compared 
with 1,322 a month earlier. 

Chevrolet was on top, with 376. 
Other top sellers were Ford, 281; 
Plymouth, 97; Oldsmobile, 67; Pon- 
tiac, 62; and Rambler, 55. 

Imported-car sales numbered 
69, with Volkswagen in the lead 
with 25. 

Truck sales in May were 152, a 
drastic dropoff from April’s 239. 
Ford edged out Chevrolet, 44 to 43, 
while International had 33.—(Ar- 
thur R. Oleson.) 

= 


* * 


Milwaukee 

April was the best new-car sales 
month in Milwaukee since May, 
1956, with registrations totalling 
4,344. 

By makes, the count was: Ford, 
1,037; Chevrolet, 886; Rambler, 491; 
Oldsmobile, 384; Pontiac, 332; 
Plymouth, 256; Buick, 243; Dodge, 
149; Cadillac, 111; Mercury, 69; 
Studebaker, 58; Chrysler, 29; De- 
Soto, 26; Edsel, 22; Lincoln, 11; 
Willys, 9; Imperial, 6; Packard, 1, 
and miscellaneous, 224.—(John E. 
Hubel.) 


Birmingham, Ala. 

New-car sales in Birmingham, 
Ala., slowed up in the closing period 
of May, but the month’s final count 
of 1,378 wound up near the previous 
month’s total of 1,438. 

By makes, May registrations 
were: Ford, 438; Chevrolet, 374; 
Pontiac, 73; Plymouth, 60; Buick, 
56; Oldsmobile, 55; Rambler, 49; 
Volkswagen, 34; Renault, 27; Cad- 
illac, 26; Dodge, 26; Mercury, 24; 
Studebaker, 17; Opel, 15; English 
Ford, 14; Chrysler, 9; DeSoto, 9; 
Fiat, 8; Hillman, 8; MG, 6; Morris, 
6; Simca, 5; Vauxhall, 5; Volvo, 5; 
Lincoln, 4; Metropolitan, 4; Tri- 
umph, 4; Austin-Healey, 3; Contin- 
ental, 3; Jaguar, 3; Edsel, 2, and 


miscellaneous, 2.—(Stuart Riddle.) 
~ x * 


* * 


Cincinnati 

May new-car registrations num- 
bered 3,168 in Cincinnati, compared 
with 3,255 in April and 3,731 in 
March. 

By makes, registrations were: 
Chevrolet, 800; Ford, 776; Oldsmo- 
bile, 304; Rambler, 229; Pontiac, 
221; Buick, 165; Plymouth, 153; 
Mercury, 73; Studebaker, 62; 
Dodge, 61; Cadillac, 55; Renault, 
37;° Chrysler, 32; Opel, 26; Volks- 
wagen, 19; Metropolitan, 17; Simca, 
17; Fiat, 16, and Lincoln, 13. 

DeSoto, 11; MG, 11; Edsel, 10; 
Triumph, 10; Austin, 7; Imperial, 
7; English Ford, 5; Mercedes- 
Benz, 4; Vauxhall, 4; Volvo, 4; 
Alfa Romeo, 3; Peugeot, 3; Taun- 
us, 3; Checker, 2; Jaguar, 2; Mor- 





ris, 2; Willys, 1, and miscellane- 
ous, 3. 

Used-car sales numbered 4,299 
during May, compared with 4,268 
a month earlier, 

New-truck registrations were 403, 
compared with 379 the previous 
month. By makes, they were: Ford, 
92; Chevrolet, 91; White, 55; Inter- 
national, 45; GMC, 43; Volkswagen, 
26; Mack, 25; Dodge, 8; Willys, 8; 
Divco, 3; Reo, 2; Studebaker, 1; 
FWD, 1, and miscellaneous, 3. 

Used-truck sales totalled 181, 
compared with 187 a month earlier. 
—(Frank Kappel.) 


* * * 


Youngstown, O. 

A total of 1,076 were registered 
in Mahoning County (Youngs- 
town), O., during May, compared 
with 1,009 a month earlier. 

Used-car sales numbered 2,158, 
compared with 2,261 in April. 

By makes, new-car registra- 
tions were: Ford, 225; Chevrolet, 
219; Pontiac, 165; Plymouth, 99; 
Buick, 68; Rambler, 56; Dodge, 
42; Oldsmobile, 41; Mercury, 26; 
Studebaker, 22; DeSoto, 18; Cad- 
illac, 16; Volkswagen, 15; Chrys- 
ler, 14; Edsel, 3; Lincoln, 1, and 
miscellaneous, 46. 

New-truck sales amounted to 101 
in May, compared with 102 in April. 
May sales were: Ford, 29; Chevro- 
let, 23; GMC, 14; International, 8; 
Dodge, 7; White, 3; Willys, 3; 
Volkswagen, 2; Mack, 1, and mis- 
cellaneous, 11. 

x ok * 


Columbus, O. 


New-car sales continued strong 
in Franklin County (Columbus) O., 
during May. Registrations totalled 
2,442, compared with 2,462 in April 
and 1,754 in May, 1958. 

Sales for the first five months 
totalled 11,956— nearly 32 percent 
ahead of last year’s 9,069. 

Soaring sales of Rambler and 
Studebaker are shown dramatically 
in May sales figures. Rambler sales 
more than doubled the year-ago 
month, and brought its 1959 total 
to 512—more than triple the total 
last year. In fact, sometime in 
June Rambler sales almost cer- 
tainly will exceed the entire 12- 
month total last year (577). 

Studebaker sales in May (57) 
contrasted with only four in the 
same month last year. Its sales so 
far this year (247) are nearly 
double the 12-month total last year 
(145). 

By makes, May new-car regis- 
trations were: Ford, 679; Chevro- 
let, 538; Plymouth, 216; Oldsmo- 
bile, 149; Pontiac, 144; Buick, 101; 
Rambler, 100; Dodge, 97; Mer- 
cury, 61; Studebaker, 57; Cadil- 
lac, 50; Volkswagen, 42; Chrysler, 
21; Renault, 21; Simca, 18; Opel, 


20 Years Later— 


The setting is the same as 20 years 
ago but, otherwise, these pictures tell a 
graphic story of two decades of station 
wagon development. The photograph at 
top was taken at the Wyandotte (Mich.) 
station in 1939 as Chevrolet introduced 
its first station wagon model—a unit fea- 
turing a body made of wood and steel. 
In contrast below is a 1959 all-steel 
Nomad with luggage rack, wraparound 
windows, folding seats and electrically 
operated tailgate window. A further note 
on station wagon history .. . in 1939, 
less than seven out of every 1,000 cars 
built was a station wagon. Today, about 
every sixth car is a wagon. 





15; Metropolitan, 14; DeSoto, 12; 
Fiat, 12; Edsel, 11; Goliath, 10, 
and miscellaneous, 74. 

Used-car sales totalled 6,422, com- 
pared with 7,072 in April and 5,609 
in May, 1958. For the first five 
months, used-car sales totalled 30,- 
053, compared with 26,843 last year. 

New-truck sales in May totalled 
256. By makes, registrations were: 
Chevrolet, 85; Ford, 82; Interna- 
tional, 34; GMC, 17; Reo, 12; Dodge, 
10; Volkswagen, 7; Lloyd, 4; White, 
2; Divco, 1; English Ford, 1, and 
Goliath, 1—(Ernest L. Arms.) 


* * * 


Houston 
A total of 4,393 new cars were 
sold in the Houston area in May, 
compared with 4,439 a month 
earlier. 
The foreign-car count was 403, 


compared with 446 the previous | 


month. 

By makes, registrations were: 
Chevrolet, 1,217; Ford, 1,043 (a 
month earlier, Ford led Chevrolet, 


1,252 to 1,148); Pontiac, 293; Olds-| 
mobile, 292; Buick, 289; Rambler, | 
92; | 
Re-| 
47; | 


257; Plymouth, 171; Cadillac, 
Studebaker, 79; Mercury, 74; 
nault, 72; Dodge, 61; Opel, 
Volkswagen, 47; English Ford, 40; 
Simca, 39; DeSoto, 31; Hillman, 25; 
Chrysler, 20; Austin-Healey, 17, and 
Lincoln, 16. 

Edsel, 15; Volvo, 15; Metropoli- 
tan, 13; MG, 11; Peugeot, 11; 
Taunus, 11; Continental, 10; Fiat, 
10; Imperial, 10; Vauxhall, 10; 
Triumph, 9; Morris, 8; Sunbeam, 
7; Willys, 7; Citroen, 4; Mercedes- 
Benz, 3; DKW, 3; NSU, 2; Alfa 
Romeo, 2; Wartburg, 2, and mis- 
cellaneous, 8. 

New-truck registrations totalled 


684 in May, compared with 845 a| 


month earlier. By makes, they 
were: Chevrolet, 310; Ford, 238; In- 
ternational, 50; GMC, 30; Dodge, 
24; Mack, 5; Willys, 5; Autocar, 3; 
English Ford, 3; Reo, 3; White, 3; 
Studebaker, 2; Volkswagen, 2, and 
miscellaneous, 6.—(Ruby Fenoglio.) 
cd * ~ 


St. Louis 

Registrations of new cars in St. 
Louis and St. Louis County were 
18 percent greater for the period 
of Jan. 1 to May 22 than for the 
same period in 1958, according to 
a tabulation by the Greater St. 
Louis Automotive Assn. New-truck 
registrations were up 28 percent. 

Chevrolet led with 6,156 regis- 
tered, Ford was second with 5,344, 
and Plymouth third with 1,796. 
These three makes accounted for 
60 percent of the total, which was 
22,276, compared with 18,810 in the 
1958 period. 

Foreign-car sales constitute 9 
percent of the sales so far this 
year, 
(L. H. Houck.) 

= 


* * 


Indianapolis 
May saw 3,099 new cars regis- 
tered in Marion County (Indian- 
apolis), compared with 2,927 in the 
previous month. 

Chevrolet led Ford in May by 
a count of 816 to 765, while in 
April Ford had been ahead, 795 
to 585. 

Other May registrations by 
makes were: Oldsmobile, 252; Pon- 
tiac, 236; Plymouth, 213; Buick, 
126; Rambler, 126; Dodge, 104; 
Studebaker, 72; Mercury, 68; Cad- 
illac, 53; DeSoto, 33; Chrysler, 27; 
Volkswagen, 24; Opel, 20; English 
Ford, 16; Renault, 14; Volvo, 13, 
and Edsel, 12. 

Imperial, 10; Simca, 9; Lincoln, 
8; Continental, 7; Fiat, 6; Austin- 
Healey, 5; Hillman, 5; Metropoli- 
tan, 5; Saab, 5; Triumph, 5; 
Mercedes-Benz, 4; Goliath, 3; 
Isetta, 3; MG, 3: Packard, 3; 
NSU, 3; Porsche, 3; Alfa Romeo, 
2; Peugeot, 2; Taunus, 2; Vaux- 
hall, 2; Willys, 2, and miscellane- 
ous, 6. 

New-truck registrations were 336 
in May, compared with 245 a month 
earlier. By makes, they were: 
Chevrolet, 93; Ford, 83; Interna- 
tional, 56; GMC, 30; Dodge, 27; 
White, 15; Mack, 9; Studebaker, 6; 
Volkswagen, 4; Willys, 4; Reo, 2; 
Autocar, 1; Diamond T, 1; Divco, 
1; and miscellaneous, 5.—(C. L. 
Kern.) 


with Volkswagen leading.— | 


A Mass Demonstration— 


| luxury cars to more than 500 members 


demonstrations were given at the mass 
British Automobile Manufacturers Assn. 


Sunbeam-Singer; Alan Bethell, Triumph, 


the fourth annual British Press Trials Day at Lime Rock, Conn. 


|22 different makes are leading members of BAMA. 
| Rolls-Royce; Gordon Munro, Rover; J. Eerdmans, Jaguar; John Panks, Hillman-Humber. 


British automobile manufacturers turned over all their latest economy, sports ang 


of the press, radio and television 
More than 150 
“drive-it-yourself"’ event organized by 


Shown here in front of the cars representing 


From left are Richard Y¢ 


and John Dugdale, 


BAMA vice-president, 





Chicago Area 
7 Dealerships 


CHICAGO.—Cook County gained 
three franchises but lost seven 
dealerships during the first quarter 
of 1959, according to the Chicago 
Automobile Trade Assn. 

The association said there were 
404 dealerships in operation on 
Apr. 1, compared with 411 at the 
beginning of January. The county 
has suffered a net loss of 31 deal- 
erships since Jan. 1, 1958, when 
there were 435 on the books. 

Today’s 404 dealerships hold 516 
franchises. At the beginning of this 





513 franchises. 


The CATA attributed the fran- 
chise increase to the fact that more 
Edsel franchises have been dis- 


dealers. 


The association said that during 
the first quarter, 18 Cook County 
dealers resigned or were cancelled, 
and 11 dealers were appointed to 
replace them. 


Of the 18 that went out of busi- 
ness, 10 were in the city and 
eight were in the suburbs. Of the 
11 replacements, five were in the 
city and six were in the suburbs. 


The April franchise compilation 
found the totals for the five Gen- 
eral Motors makes unchanged from 
the first of the year. Chevrolet had 
51 Cook County outlets; Buick had 
33; Oldsmobile and Pontiac had 32 
each, and Cadillac had 14. 

Other makes fared as follows: 
Ford, 54 (no change); Chrysler, 26 
(down two); DeSoto, 21 (down 
one); Dodge, 26 (down one); Plym- 
outh, 64 (down seven); Rambler, 48 
(up two) and Studebaker, 37 (up 
one), 

As of Apr. 1, the CATA said 
there were 27 Mercury, 23 Edsel 
and 17 Lincoln outlets in Cook 
County. There were 55 M-E-L 
spots on Jan. 1, with the increase 











Tea & Bonnets 
L. A. Scribes Treated 
To Car Party 


RIVERSIDE, Calif.— Eight new 
British imported cars were pre- 
viewed by 165 members of the 
radio, newspaper, magazine and 
foreign press corps at the second 
annual California British press 
trials and driving day. The event 
is ‘tailored after the Lime Rock 
(Conn.) show for eastern writers. 

The event, a traditional British 
salute to the press, offered South- 
ern California press men (and 
women) an opportunity to test- 
drive more than 100 new imported 
cars. The track on which the trials 
took place is an international race 
course 2% miles in length. 

Among the newer cars available 
was the Peerless Gran Turismo, 
luxury sports car, with Triumph 
TR3 sports car engine and running 
gear, fiberglas body in a two-door 
model with full four-passenger 
capacity. 

Other featured cars were the 
MGA twin-cam sports car, Austin 
A40, Singer Gazelle, Jaguar Mark 
IX sedan, Aston Martin Mark III 
and Land Rover. 


year, the 411 establishments held| 


tributed among Lincoln-Mercury | 


enn} 


Loses 
in Quarter 


| due to the merging of Edsel with 
| L-M establishments. 

| The CATA considers Willys a 
| passenger make. There were il 
| such deals in Cook County on Apr. 
|1, compared with 12 on Jan. 1, 

| 


Studebaker Adds 
'39 More Dealers 
‘To Handle Lark 


SOUTH BEN D.—Studebaker- 
Packard announced that it has 
signed 35 dealers. They are: Went- 
worth Motors, Inc., Lebanon, Ore; 
Remensperger Bros., San Fran- 
cisco; Kelly Wilson Buick Co., Mal- 
| vern, Ark.; Thrower Motor Co., Inc, 
Dexter, Mo.; Moore-Crisp, Henri- 
etta, Tex. 

Love Pontiac, Pell City, Ala; 
Stark Motor Co., Dickinson, N. D.; 
Dorschel Studebaker Sales & Serv- 
ice, Rochester, N. Y.; Clyde Grimes 
Motors, Pauls Valley, Okla.; Kauf- 
man Garage Co., Inc., Frederick, 
Md. 

Acree Pontiac, Salem, N. J.; Wil- 
liam J. Taylor & Son, Inc., West- 
field, Mass.; Colonial Motors, West 
Concord, Mass.; Lee Motor Co, 
Rusk, Tex.; Missouri Valley Motors, 
Bismarck, N. D.; Dependable Mo- 
tors, Inc., Seymour, Ind.; Oster- 
berg’s Studebaker, Minneapolis. 


Kirkpatrick Pontiac Co., Metrop- 
olis, Ill.; Coney Island Motor Sales, 
Stevens Point, Wis.; B & D Motors, 
Inc., San Angelo, Tex.; Harris Mo- 
tor Sales, Kokomo, Ind.; John Well- 
ford Co., Memphis; R, M. John 
Motor Co., Inc., Grove City, Pa. 


American & Foreign Motors, 
Crystal Lake, IIl.; Bellefontaine 
Motors, Inc., Chesterfield, Mo; 
Tomko Buick Co., Inc., Ironton, 0.; 
Rodewald Buick Co., Inc., Sheboy- 
gan, Wis.; Sande Auto & Implement 
Co., Thief River Falls, Minn; 
Walker GMC & Pontiac ©, 





Waynesboro, Miss.; Lebanon Motor 
Inn, Lebanon, O. 

Ritway Motors, Inc., Brooklyn, 
N. ¥.; Gerber-Downing Motor Co, 
North Kansas City, Mo; H. L 
Reed, Blythe, Calif, Bastiem 
Weakly-Sloan, Inc., Havana, Il; 
Harris-Rogers Studebaker Cos 
Yazoo City, Miss. 


e 
Anxious Moments 
Fisher Body Model Cars 
In Judges’ Hands 

DETROIT. — Automotive design- 
ers are judging the entries in 
annual model-car competition 
sponsored by the Fisher Body 
Craftsman’s Guild. State and re 
gional winners will be announ 
early in July, and the winners 
18 university scholarships will be 
disclosed July 28 at the guild ban- 
quet. 

Four scholarships, valued at 
$2,000 to $5,000, will be awarded 
in both the junior (12 to 15 years 
old) and senior (16 to 19) divisions. 
Ten -additional $1,000 scholarships 
will be awarded on the basis 
styling and design achievement. — 
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©q¥ audience for new cars 
US 


k e a 


These 30 advertisers 
have discovered it. 


See inside... 
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Want more sales at less cost? 


You can reach the largest and best 
audience available anywhere in Reader's Digest 


FS\ 





In the past 12 months many more automotive advertisers have turned to 
the one best place to sell new cars and accessories—the 35,000,000 
market reached each month by Reader’s Digest. The extra values these 
advertisers get for their money can also mean extra sales for you. 


Are you interested in present auto owners only? 


The Digest has 30,000,000 readers in car-owning 
families—more than read any other publication 
or watch the average nighttime television program. 





Want to reach recent car buyers primarily? 


Thirty per cent of all Digest readers—nearly 10,000,000 
people—live in households that bought a new or used car in 
a 12-month period. Of these car buyers, more than half 
bought new cars. 


Prefer to reach higher-income families? 


Nearly 60% of all families in the U.S. earning $10,000 or 
more read an average issue of the Digest. Where can you find 
a better market for a medium- or higher-priced first car and 
for a lower-priced second car? 


Need to reach 
upper and middle incomes both? 


That’s where most new car sales are made—and three-fourths 
of all Digest readers are in those two income groups. 





If your product has quality and your advertising has conviction, 

Digest readers will be interested in it. You will know in advance that 

your climate for selling is ideal. For people read the Digest with belief 

and acceptance, with the urge to better themselves by acquiring new ideas, 
new inspiration, new means, new products. 





Reader's Digest offers these 
extra benefits to its advertisers: 


1) The largest proven audience that 
can be bought anywhere. It is larger 
than any other magazine, weekly, fortnightly 
or monthly; larger than any newspaper or 
newspaper supplement; larger than the aver- 
age nighttime network television program. 


2) Largest quality audience that can 
be found. The Digest has more readers in 
every income and educational group than 
any other magazine. The higher the income 
group, the greater the Digest’s share of it. 





3) Discrimination in the advertising 
accepted. The Digest alone of major adver- 
tising media accepts no alcoholic beverages, 
no cigarettes or tobacco and no patent medi- 
cines—and for any product, it accepts only 
advertising that meets the highest standards 
of reliability. 


4) Belief in what the magazine pub- 


lishes. Millions of people have faith in 
Reader’s Digest, in its editorial and advertis- 
ing columns alike. 


And your advertising dollars will 
work harder than ever when you 
take advantage of these seven unique 
features fully available only 


in Reader's Digest: 


* 4-color advertising for only 13.1% more than black and white 
* Half pages in 2 and 4 colors, as well as black and white 


* 2-color advertising at the same cost as black and white 


e All advertising placed adjacent to editorial matter 


e Bleed-page advertising—40% more space—at no extra cost 


3 11,750,000 circulation rate base 


e Lower cost-per-thousand for 4 colors than any other leading 
general magazine offers for black and white 








Here is the kind of lasting, active life 
your advertisement will get—through 
repeat exposures—in Reader's Digest 


The impact of a single advertisement in Reader’s Digest lasts 
longer than it will anywhere else. For example, your advertisement 
in the June issue (out May 21) “‘lives’”’ through June, July... 

and receives more than 2,000,000 potential exposures in the first 
four days of August when it is 10% weeks old! 


In the first week, 20,690,000 
potential exposures! Reader’s Digest 
appears on or about the 21st of each 
month. In the first week after publica- 
tion, a single issue is picked up and read 
a minimum of 20,690,000 times. 


In the first month, 90,329,000 


potential exposures! Each issue of 
Reader’s Digest is read by an average of 
35,000,000 people. In the first month of 
each issue’s life, people pick it up at least 
90,329,000 times. 


In 2% months, 1 68,21 O, 000 
potential exposures! Each issue of 
Reader’s Digest has an active reading life 
of 10.7 weeks—or 75 days. Politz Research 
shows it is read a minimum of 168,210,000 
different times during this period. 


Here’s how Reader’s Digest accumulates exposures week after week! 


Your advertising in Reader’s Digest gets off to Digest will be picked up and read more often 


a head start . . . and it stays ahead by an ever- 
widening margin. Research shows that the 


MILLIONS OF READING DAYS 


during the first week of its life—and every week 
thereafter—than any other magazine. 


ACCUMULATED READING DAYS 


s2evtoeouaun-— 


People have faith in 


fReaders Digest 


Largest magazine circulation in the U.S. 
Over 11,750,000 copies bought monthly 


(at end of given week) 
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ic hways & Safety . 


reed Stresses Need 
or Driver Education 


Fe “Youth needs our help in assur- 
i that complete driver-education 
rses, including classroom and 
tice driving instruction, are 
vided in all our nation’s high 
hools,” Charles C, Freed told the 
eprnational convention of the 
“Meneral Federation of Women’s 
‘Glubs in Los Angeles. 
. Freed spoke as chairman of 
Inter-Industry Highway 
afety Committee. 


bs outh dealer in Salt Lake 
City. 

Freed declared that “in the jet- 
@ge tush to develop a highly spe- 
@alized nation of future techni- 


Dayton Firm Sells 
Specialty Unit 
In Small-Car Field 


DAYTON, O—A new entry in 
the “small-car” field has been an- 
founced by a Dayton manufacturer, 


i Luzern Custer of the Custer! 


Specialty Co. 


Although he admits it will not| 
Give the automotive “Big Three” | 
much competition, he feels that the | susente. 


§00-pound Custer Backboard can | 8.676 cars during the 1957-58 school | 


'term, which was 71 percent of the} 


fill a definite need. 

“Tt is useful for all types of 
fansportation not always practical 
With modern motor cars,” he said. 

Equipped with either an electric 
Or a gasoline motor, Custer de- 


Signed the electric vehicle for use| 


on country estates, around airports, 
motels, nurseries, trips to beaches, 


golf courses and to use for short) 


shopping trips. 


"The gas and electric models retail | 


for $695, he said, pointing out that 


id possession of David Eisen- 
er, grandson of President 
hower, who uses it to get 
— on his grandfather’s Gettys- 
(Pa.) estate, 

The Custer two-passenger elec- 
ffic-powered vehicle has two for- 
Ward and two reverse speeds with 
& maximum speed of 18 miles per 
hour. It must be recharged about 
@very 20 miles and can be done by 
Plugging into a light socket. 

The gasoline-engine Backboard 


Froud Pos Backboard already is a| 


fas two forward and one reverse | 


Speed with a maximum speed of 
#0 miles per hour. It will travel 
ahout 80 miles on a gallon of gaso- 
dine. It is equipped with an electric 
@tarter and generator. One of the 

seats is removable and a pack- 
ge carrier can be installed. This 
type can be used for unlimited trips 
and delivery service. 


The delivery service idea is par- | 


in 1899, his father, Dr. L, E. 
r, a Dayton dentist, built a 
H-pound electric tricycle vehicle 
Luzern. The electric motor’s 
Output was a whopping one-sixth 
power but it enabled Luzern 
to deliver packages for a depart- 


Back in close to Custer’s heart. 


| tween 15 and 24 were killed in traf- 


A former | 
ADA president, he is a DeSoto- | 





| nation’s high schools. 





cians, many well-meaning persons 
overlook the fact that the future 
value of our young people depends 
upon their being alive.” 

He added: “Those who attach the 
word ‘frill’ to drive r-education 
courses are overlooking the fact| 
that an estimated 8,400 persons be- 


fic accidents in 1958, and 350,000} 
were injured. 





“How many of them were our} 
‘gifted’ young Americans?” he} 


| asked. “How many of them had the | 


answer to cancer control or other | 
scientific questions of our age? 

“How many had dormant execu-| 
tive abilities which never will con-| 
tribute to the American economy ?” 

Freed said the record of ade- 
quately trained young drivers 
shows they are involved in 50 
percent fewer accidents and vio- 
lations than nontrained drivers of 
the same age group. 

Discussing the growth of driver! 
education in high schools, he said | 
that in 1935 only three cars and 
no qualified teachers were available 
for this activity. 

Last year, Freed said, 15,000 cer- 
tified instructors trained 1,250,000 


Auto dealers, he added, supplied 


driver-education cars in use in the 
Freed said | 
these cars were valued at more} 


than $20 million and were made} 


available on a free loan basis. 
Freed urged the clubwomen to 
“speak up for driver education in 
your home town.” 
He asked them to contact school 


officials, PTAs, local safety organi-| 


zations and other interested groups 
to make certain a complete driver- 
education course is Made available | 
to all eligible students. 

* * *# 
Point System on Licenses 


Is Adopted in Colorado 
Colorado Gov. Steve McNichols 


has signed a bill which requires| 


photographs on all drivers’ licenses | 
and sets up a point system for| 
denial, suspension or revocation. 

The point system provides that 
anyone accumulating more than 12 
points in a year may have his 
license suspended or revoked, Con- 
viction of hit-and-run or drunk 
driving is a 12-point offense. Other 
convictions carry lower penalties. 

* * * 


New Expressway Link 


Ends Toledo Bottleneck 


A major Toledo traffic bottleneck 
was eliminated with the opening of 
a newly completed, 7%-mile section 
of the Detroit-Toledo Expressway. 

The section provides a 50-mile 
long limited-access route between 
the Stoney Ridge Interchange of 
the Ohio Turnpike and the north- 
erly terminus of the Detroit-Toledo 


REPUBLIC PARTS BINS 


and Planned Storage... 
control parts inventory 


Ment store. Expressway (US-24 A). 


Inventory control is easy with Republic’s Planned Storage. Factory-trained experts 
use Republic Flexi-Bilt Parts Bins to plan a place for everything and everything in 
its place. You speed parts service, improve customer relations. 





Easy shelf adjustment permits complete flexibility to meet any stock storage 
problem. Shelves can be rearranged in seconds. Simply lift, pull, and reposition. 


Call your Republic-Berger representative for planned storage scientifically 
designed for maximum efficiency. Or, send coupon today. for additional information. 


ois Motor Sales Company, Towson, Maryland 
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REPUBLIC STEEL CORPORATION 

BERGER DIVISION 

DEPT. C-7780 

1078 BELDEN AVENUE e CANTON 5, OHIO 
I am interested in more information on: 

0D Republic Planned Storage Service 

© Republic Fiexi-Bilt Parts Bins 


NT ccintanitindesbsciiahcanaetltieetitiiidasneiuiin 
Firm ! 


cialty Small Car— 
Address 


is is one of the two Custer Backboard models built by Custer Specialty Co., 
- Dayton, ©. Designed for specialty uses, the gasoline-powered version is said to be 
ble of speeds up to 40 miles per hour. 
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Curcuru and His Men— 







left are Julivs Shell, Art Hays, Curcuru and Herb Fortgang. 













































NEW JOYCE QUICK SPOT LIFT 









U.S.A.: 





Robert Curcuru (holding pencil) makes a suggestion to three of his engineers at 
the research and design division of Jim Robbins Co., Warren, Mich. Curcuru formed 
this outside engineering organization after 21 years with Chrysler Corp. 


From 


216,759,000 JOBS 


66% OF ALL SERVICES ARE 
PERFORMED ON FRONT AREAS 
OF CARS...completely unob- 
structed by QUICK SPOT.* 


27,748,000 JOBS 


ONLY 8% OF ALL SERVICES ARE 
PERFORMED IN MIDDLE AREAS 
OF CARS...QUICK SPOT 
moveable arms do not ob- 
struct any of these services.* 


85,463,000 JOBS 


26% OF ALL SERVICES ARE 
PERFORMED ON REAR AREAS 
OF CARS...completely un- 
obstructed by QUICK SPOT.* 


Quick Spot provides relaxed wheel suspensions 
allowing wheels to drop below fender wells for 
4 fast removal, tire and brake work. 


Axle engaging type lifts crowd wheels under 
fender wells. This makes it necessary to use 
additional, expensive equipment for wheel, tire > 
and brake work. 


*Percentages computed from 1958 Service Job Analysis pub- 
lished by Motor Service Magazine. The percentages allow for 
type of service as well as the total number of times the serv- 
ices were performed. 


2027 &. 
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TURNINGS ... 


Dissatisfied Engineer 


Happy in His Own Shop 


By Joseph M. Callahan 


Engineering Editor 
NE of the weaknesses of the U. S. auto industry is that 
many of its engineers and designers, especially if they’re 
with one of the Big Three, get little satisfaction from their 


jobs. 


These creative minds often are given little opportunity 
o_O 


to create, except for some 
part of one component which 


they work on as a member of 
the “team.” If they want to ad- 
vance, they frequently must leave 
engineering and go into largely 
administrative work. Their true 
value as engineers or designers 
often is not known by the man 
who controls their salary. 


Other complaints from auto en- 


gineers are that they receive little | 
personal recognition and that) 





abilities, 

Robert Curcuru, 
a Chrysler Corp. 
engineer for 21 
years, harbored 
many of these 
sentiments until 
two years ago 
when he quit his 
job and formed 


J. M. Callahan an outside engi- 


they’re given little real opportunity | neering concern with a long-time 


FIRST 








Undercar Comparison Proves 
JOVCE Deecck Spo€ litt 
Frees More Profit Areas! 


FORE AND AFT TYPE 
TWO-POST LIFT 


DON’T SAY “TWO-POST,” SAY JOYCE “QUICK SPOT”! 
write for descriptive literature Bul. 155-L 
THE JOYCE-CRIDLAND COMPANY 


Designers and buliders of lifting equipment since 1873 
STREET, DAYTON 3, OHIO 
Canada: Midiand Foundry & Machine Co., Ltd., Midland, Ont. 


to learn and to| 
improve their} 






———— 
friend, Jim Robbins, an indus 
parts supplier. The resuits have 
been gratifying, so far. 

Curcuru said, “ A lot of engi- 
neers think they’d like to have their 
own engineering shop. I thought 
about it more seriously for four or 
five years. I got to talking with 
Jim Robbins. We decided to risk 
our friendship and to form this 


| organization. 


The result was the research and 
design division of Jim Robbing Co 
Warren, Mich., which now employs 
52 consulting and production engi- 
neers and detailers who provide as- 
sistance to the auto makers, sup. 


pliers and other firms, 
* * * 


Source of Extra Taleni 


eo who was managing 


engineer of advanced truck 
chassis design when he left Chry- 
sler, declared, “We're an overload 
activity. Engineering budgets have 
been tight and often we can do a 
job cheaper. About 20 percent of 
our business comes from Chrysler 
Corp. and Ford Motor Co. 

“The auto manufacturers can 
take care of some engineering ac- 
tivity peaks by overtime, but a 
creative man often gets stale on 
overtime, Also, the big companies 
can buy talent in this way that is 
not available on the inside.” 

Among the jobs that his men 
do are broad concept engineering 

(working up a bunch of wild 
ideas), cost-reduction studies, de- 
veloping complete new model de- 
signs, designing complete trucks 
and taking a set of specifications 
and making them compatible in 
a single package, Curcuru also 
likes to take an item now in pro- 
duction and try to take some of 
the cost out of it. 

When the division was organized 
it just took engineering and draft- 
ing work, but last September 





Curcuru’s men began building pro- 
totypes. He said that consulting 
work isn’t enough to sustain an 
engineering firm “unless you're a 
Kettering.” 

Determined to give his engineers 
a little of the satisfaction that’s 
denied them at the big companies, 
Curcuru spends considerable time 
around the drawing boards, giving 
advice, making sure that his engi- 
neers get together with the custom- 
er’s engineers and “just roaming 
the ship,” making a suggestion now 


and then. 
* ed * 


Paying the Engineer 
“J FEEL that it’s important that 
the man with the purse oc- 
casionally note his engineers’ pro- 
gress,” he said. “It makes the work 
important to them, It’s this old 

business of recognition. 
“One of the most important moti- 

(Continued on Page 32, Col. 1) 


Reo Is Offering 
Torque Converter 
Automatic Shift 


LANSING.—Allison fully auto- 
matic truck transmissions, the MT- 
30 and the MT-40, now are available 
in Reo trucks and tractors, it is 
announced by John C, Tooker, gen- 
eral manager of Reo division. The 
name “ReoMatic” will designate 
the transmissions, 


The ReoMatic incorporates 4 
torque converter, constant mesh 
planetary gearing, hydraulic con- 
trol system, hydraulic retarder and 
converter-driven power takeoff po- 
sitions. 


The converter delivers the great- 
est amount of power when needed, 
from a starting position to get the 
load under way, Tooker said. “It 
absorbs shock loads and automatic- 
ally locks up in every forward gear 
after the converter has furnished 
the required power boost, thereby 
Ba additional economic bene- 

ts.” 


Tooker said full power shifting 
with no interruption of power to 
the wheels is a feature of the con- 
stant mesh planetary gear train. 

“The hydraulic control system, or 
‘Automatic Brain’,” Tooker ex- 
plained, “virtually eliminates abuses 
such as engine lugging or over- 
speeding an engine because the 
ReoMatic shifts at the precise mo- 
ment demanded by load, speed oF 
terrain.” 

Featured on the ReoMatic is 4 
hydraulic retarder—a built-in com- 
ponent which, when needed, uses 
oil to control truck speed, partict- 
larly on downhill runs. 

















industry 
‘ts have 


f engi- 
ve their 
thought 
four or 
18 With 
to risk 
™m this 


rch and 
bins Co,, 
employs 
on engi- 
Vide as- 
rs, sup- 


anaging 
d truck 
ft Chry- 
overload 
ets have 
an do a 
rcent of 
Chrysler 


ers can 
ring ac- 

but a 
stale on 
mpanies 
; that is 


is men 
1eering 
f wild 
ies, de- 
del de- 
trucks 
cations 
ible in 
u also 
in pro- 
pme of 


‘ganized 
i draft- 
ptember 
ng pro- 
nsulting 
fain an 
ou’re a 


igineers 
| that’s 
ipanies, 
le time 
. giving 
is engi- 
>ustom- 
oaming 
on now 


nt that 
rse oc- 
rs’ pro- 
ie work 
his old 


it moti- 


3 it is 
r, gen- 
n, The 
signate 


rates a 
mesh 
c con- 
er and 
off po- 


great- 
1eeded, 
zet the 
id. “It 
matic- 
d gear 
nished 
hereby 
bene- 


hifting 
wer to 
e con- 
rain. 

em, or 


$e Mo- 
ped or 


c is a@ 
» com- 
, uses 
articu- 


You don’t have to wait for tomorrow 
to profit from today’s 


> exploding < compact car market... 


Ze wr NNR 
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NOT IF YOU SELL 








RAMBLER: 



























RAMBLER DEALERS CAN SELL 


FOR AS LITTLE AS 





1959 Rambler American Deluxe 2-Door Sedan at full suggested factory delivered price, 
equipped with Reclining Seats, White Sidewall Tires, and Windshield Washers— 
including finance charges at 6% on a 36-month contract, one-third down, for $41.37 a 
month. Does not include freight, insurance or state and local taxes. 







We Have the Product for the 
Exploding:Compact Car Market... 
YOU Have the opportunity! = 


Rambler Franchises Also Available in Canada and Important Export Markets. 
In Canada Write to: American Motors (Canada) Lid., 2951 Danforth Ave., Toronto. 






AN AMERICAN-BUILT CAR @ 





Rambler Is No. 1 In The Compact Car Field — The 
Fastest Growing Segment Of The New Car Market. 
Sales More Than Double — Model Year To Date vs. 
Same Period of 1958. 


Rambler Dealers Sell The Only Complete Line Of 
Compact Cars. 


WOULDN'T YOU LIKE TO 
GO AND GROW. 


WITH RAMBLER? 


MAIL THIS COUPON TODAY 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


| 
| 
I 
| 
| 
Dear Sir: Will you please provide me with more complete informa- ie 
tion about the Rambler franchise. | understand that | am under no | 
obligation and my inquiry will be held in the strictest confidence. | 
| 
| 
! 
| 
| 
j 


I i ciiccsieg tasiicinsentbcraicipeegmnenipuetniianinraipemateasiaghiagitiie cine asteninids 
i 
ive ceriarertticiisisessettininidiataisticniguenloncnin se ei neicl -inahsietceeiidiieeiacnatialad 
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Turnings » 0 ce « By Joe Callahan 


(Continued from Page 30) 


vations of most people is that 
they’re going to learn something 
from their superior. That’s the only 
reason some of my men came here. 
They see an opportunity to learn 
chassis design, This work takes a 
little more and pays a little more 
than ‘inside.’” 

Discussing remuneration for 
engineers, he said a basic problem 
in engineering is that talent along 
other than administrative lines 
is often not reimbursed suffici- 
ently, However, he noted that in 
certain highly scientific areas this 
is being done now. It’s being 
made worthwhile for a specialist 
to stay with his slide rule or in 
his lab, he said. 


Curcuru commented, “I believe 
strongly in engineering specializa- 
tion. If a man gets too broad, you 
often find he doesn’t know what 
he’s talking about. Now, if only 10 
percent of your people reach the 
worthwhile administrative posts, 
the other 90 percent are not moti- 
vated correctly, and there’s a big 
drain on your efficiency. 

“Many times a detailer is worth 
a designer’s salary and he should 
be paid well above normal. But this 
definitely is not done in the auto 
industry. Of course, you can’t put 
a tag on creativity. Some creative- 
ness is rewarded in the industry, 
but not enough of it. 

“Too often, the man with the 
purse doesn’t know if an engineer 
is good or not. The pyramid gets 
built up too high, The top man 
can’t tell what the man on the 
bottom row is doing.” 

* * ok 


‘Close to the Boards’ 


URCURU said one of the fasci- 
nating things about his present 
position is the challenge of deciding 
when he can hire more men profit- 
ably. 

Asserting that he’s not far from 
adding an administrator for the 
division, he said, “Administration 
around here used to consist of a 
little mail and a few phone calls, 


Top ’59 Retailers 
Sought in Contest 
By Brand Names 


NEW YORK.—The 12th annual 
search for the nation’s top retailers 
in 26 categories of retailing is now 
under way, according to Henry E. 
Abt, president of Brand Names 
Foundation, Inc., sponsor of the 
competition. 

Hundreds of entries have been 
received, he said, and merchants 
with a year-round program of 
brand advertising, promotion and 
sales training for makers’ adver- 
tised brands are invited to compete. 

Abt said retailers wishing to 
enter may write for entry forms to 
Fred B. Newell jr., director of re- 
tail relations, Brand Names Foun- 
dation, Inc., 437 Fifth Ave., New 
York 16. 


There is no entry fee and no 
samples are initially required. Late 
in 1959, Abf said, each store will be 
requested to submit a “formal” re- 
port, outlining its year’s advertising 
and promotion. These reports form 
the basis for the selection of final- 
ists. 

Then full presentations are sub- 
mitted which include samples of 
these year-round activities, includ- 
ing newspaper tear sheets, radio 
and TV scripts, other advertising, 
photographs of displays, sales train- 
ing programs and other evidences 
of brand name promotional] activi- 
ties. 

Selection of the 140 winners is 
made by a panel of the first-place 
winners 





1960. 


Tags for Antiques 


TALLAHASSEE, Fla.—The Flor- | 
ida Legislature has adopted a bill | 


providing for permanent license 


plates for antique (over 20 years) 
‘ old) cars for display purposes, Cost | 


of the tag will be $5. 








in each category of the} 
prior year’s competition, The} 
awards will be presented on May 4, | 





but now it’s getting out of hand. 
Also, I’ve begun to appreciate what 
a purchasing man can do, It’s im- 
portant to know when you've got 
a bargain. 

“And I’ve got to stay close to 
those boards. I’ve got to give 
ideas. I’ve got to keep informed 
and up-to-date. However, I’ve 
learned to move slowly in hiring 
help. You have to work overtime 
yourself for awhile, And you've 
got to hire the right people.” 
During the first five months after 

Curcuru left Chrysler, his organiza- 
tion was a one-man operation, He 
then sold Chrysler on giving him a 
development program and he began | 
working with 10 men. 

“Things are now picking up nice- 
ly,” he said. “We're hiring a couple 
of people each week and we hope} 
to have 75 soon. There’s plenty of | 





help available and we have collec- 
tive bargaining here every day| 


(with new employes), We also rent 
some people out.” 
+ * aa 


Panel System Advocated 


SKED to comment further about 

the management of engineers, 
he said that his own experience and 
that of friends at other companies 
has convinced him that too many 
people want to discuss things, in- 
stead of organizing forces to get 
the right decisions. 

He asserted, “Many important 
areas get overlooked—particular- 
ly the development of talent. One 
improvement is that engineers 
are being made more budget- 
conscious. Six or seven years ago 
this wasn’t so. 

“There’s too much pedestrian en- 
gineering — more people trying to 
decide something than is necessary. 
Too much time is spent picking on 
the other guy and passing the} 
buck.” | 

He said the ideal way to operate | 
would be to have a top manage- 
ment committee listen to a panel 
discussion on how a job should be 
done, much like the Society of 
Automotive Engineers panel discus- 
sions, Then, he said, the top people 





could make a fairly quick decision. 


Parking charges in London, 
England, are one shilling (15 
cents) for the first two hours 
and then 10 shillings for the next 
two hours, or 70 cents an hour. 


NEW FROM CARTER 


the LZiolit 


CARBURETOR 


Ignition Checks 
Urged to Spare 


Carburetor Wear 


DETROIT.—The best cura fop 
“carburitis” is to check a vehicle's 
ignition system first in cases of 
engine failure, and its carburetion 
last, according to the April issue of 
the Paul-Marsh Automotive Tech- 
nical Information Service. 


“Carburitis” was defined as the 
wearing out of a carburetor due to 
its being taken apart too many 
times for cleaning when it wasn’t 
necessary. 

“More often than not, the fault 
lies in the ignition system,” the 
publication said. “Many more road- 
side failures are due to the ignition 
system than carburetion.” 

Shop managers also were urged 
to look into the service potential of 
foreign cars and were reminded 
that preventive maintenance serv- 
ice on Hydra-Matics is big business, 

One of every four GM cars built 
since 1939 has been equipped with 
a Hydra-Matic transmission, the 
publication said in pointing out 
that more than 10 million Hydra- 
Matics have been built to date. 
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Simca Dealers Attend Auto Show— 


Long Island Simca dealers met for dinner prior to attending the World Auto Show 
at the Roosevelt Raceway. From left are Dick Winkler, Joe Schneider, Henry Pase, 
Irwin Katz, Marvin Kalkstin and Jim Hoke. Front row: A. M. Dolza, president, Simca, 
Inc.; Al Marzelli, Simca Eastern area sales manager, Chrysler Motors Corp.; Sam 
Rush, Ben Miller and Mort Gallub. 


Rootes Sales Climb... 


Import-Car News Notes 


Lt ye and Sunbeam sales in| Rootes Group, has announced the 
the U. S. in April climbed to a| opening of an extensive new central 
new high of $6,272,000, according to | parts depot at Birmingham, Eng- 
John Panks, managing director of| jang. 
mneten Stenews, ame, Housing 60,000 different vehicle 
Panks said April sales were UP| parts worth $28 million, the ware- 
ain apm ch i. "ae Barry ag | house is the new headquarters of 
Humber and Singer were not an-| Rootes parts division, the hub of an 
nounced. | intricate network which distributes 


| parts for Hillman, Singer, Sunbeam 


Panks said Rootes is making | S 
available a factory designed and | and Humber cars to America and 
engineered air conditioner for its 


automobiles, manufactured in | 


| 162 other countries, 
The new streamlined system at 


Texas. This is the largest single 
component to be made for a Jeepers! 


Roo id. 
roe See os eee: we ae MONTROSE, Colo.— About 1,000 
_it is claimed that engine acces-| Joep enthusiasts are expected to 
sibility is not impaired with the| attend the San Juan Mountain Jeep 
installation of this unit and its| Caravan here Aug. 22-26. Jeep clubs 
compact size allows maximum lug-! operate in many Colorado moun- 
gage space in the trunk. _ | tain towns. A new club at Gunni- 
Geoffrey Rootes, managing di-| son has more than 300 Jeep-owning 
rector, manufacturing division, | members. 


40 FASTEST-MOVING CARTER CARBURETORS NOW 
AVAILABLE IN THE FABULOUS NEW Z7*/. SERIES! 


TAKE ADVANTAGE OF 
WITH THE NEW CARTER 


ANOTHER PROFIT-MAKER: 
Carter Zip-Kit Carburetor Clean-Out Kits! 


So: & RF. eR Cc A R 


DIVISION OF 


QCf INDUSTRIES, incorPoRATED - 


IMPORTANT NEW PROFIT OPPORTUNITIES 
CARBURETOR! 


es a 


ST. LOUIS 7, MISSOURI 


33 


Birmingham processes 10,000 orders 
daily. 


* * * 


Panhard 


OBERT JOLLIET, president of 

Vendome Motors Corp., an- 
nounced the appointment of Ward 
& Wallace Co., Brunswick Me., as 
sole distributor for Panhard in 
New England. 

Vendome Motors was recently 
appointed national distributor of 
the French car by Jean Panhard, 
president of Panhard, Paris, France. 

Harry Ward, Ward & Wallace 
president, said, “We’re excited 
about handling the Panhard, We 
handled it before for the old 
distributor, but because of the ex- 
tensive new promotion plans ar- 
ranged by Vendome, we’ve al- 
ready ordered twice the number 
of Panhards for the current pe- 
riod as we did last year, 

“We are sure that since Vendome 
has lowered the car’s price several 
hundred dollars to $1,697 p.o.e., New 
York, the Panhard will now make 
a startling invasion of the im- 
ported-car market in the U. 8S.” 

ok * * 


Prince Skyline 


AMERON PONTIAC, INC., Sac- 

ramento, Calif., has signed a 
contract to import 60 Prince Skyline 
autos per month from Fuji Pre- 
cision Machinery Co., Japan. 

It becomes the third Japanese 
car on the U. S, auto market, join- 
ing the Toyopet and the Datsun, 
West Coast prices for the Prince 
Skyline were announced as $2,200 
for a model with a 1,500-cubic- 
centimeter engine and $2,300 for 
one with a 1,900-cubic-centimeter 
engine, 

ad od cad 


Citroen 


_ new Citroen emblem—gold 
chevrons on a white oval back- 
ground—will be distributed among 
the firm’s 25 foreign subsidiaries 
and more than 200 U, S. dealers 
within a few months, according to 
Citroen Cars Corp., U. S. importer 


of the French car. 
~ * * 


Volvo 


_— Volvo 122-S, newly intro- 
duced in America, continues to 
build up its collection of trophies in 
European events. 

At the Silverstone meeting, spon- 
sored by the British Racing Drivers 
Club, the four-door Volvo domin- 
ated its class of production sedans, 
taking first, second and fourth in 
class. 

* * * 


Renault 


y= Renault displayed its 
Caravelle in a lily pond at the 
International Automobile Show in 
New York, the pond was not men- 
tioned as a wishing well. 

However, when the show closed 
and the water was drained, work- 
men found $18.94 in coins in the 
pond, The money was turned over 
to the Cancer Fund, 

A record 6,816 Renault cars were 
sold by dealers in April, compared 
with registrations of 6,401 in March, 
according to General Manager 
Robert E. Valode. He claimed de- 
liveries of 25,067 Renaults for the 
four-month period this year in the 
U. S., compared with 10,723 in the 
like 1958 period. 

a 


Downing Tells 
How Imports Plan 
To Fight Big 3 


ATLANTA.—European makers 
are planning to meet the Detroit 
small-car challenge through a var- 
iety of devices, Tom Downing, 
president of Southeastern Sports 
Car Center here, said after return- 
ing from a tour of European auto 
plants. 

Downing said Europeans plan to 
build dealer strength in the VU. S., 
increase parts inventories, encour- 
age improved service and step up 
general advertising programs, 

The 1960 European models will 
appear in the U. S, around Oct, 1, 
Downing said. They are already in 
production and are in continental 
showrooms now, he said. 

European manufacturers hope to 
capture 50 percent of total U. S, car 
sales, Downing said, Those he 
talked to, he added, are not too con- 
cerned about competition from the 
American-made small cars. 


































Dispiay Room for Goliath Dealers— 


Foreign Motor Distributors, 6700 Allentown Bivd., Harrisburg, Pa., newly appointed 
distributor for the German-built Goliath, features this dealer product display room in | 
@ separate area of its building. Within this area, dealers may inspect all passenger 
and express models, the construction of the chassis, the unit steel body, the engine, 
the transmission, and the front-end suspension. Other requirements for a Goliath | 
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dealership operation also are displayed. 


In the past few years, automatic transmission 
servicing has grown by leaps and bounds. And 
the work is so easy with a Snap-on automatic 
transmission tool set. You can handle all the 
simple, routine servicing, which accounts for 
75 percent of automatic transmission work. 


A Solid Money-Maker 


One operator handled 29 automatic transmission 
jobs in the first two months with his new Snap-on 
equipment. These jobs brought in $410, plus an 


OL PRESSURE GAUGE SET AT-67-MB. 
in prechecks to localize trou- 
ble area, eliminate waste time. 


Cc oOo R 






PROFIT BIG witH THESE 
AUTOMATIC TRANSMISSION TOOLS 


OIL SEAL DRIVE SET A-1413-B. Helps you cor- 
rect automatic transmission fluid leakage. 
Includes slide shaft, slide hammer and var- 
ious oil seal drivers and pullers. 


8082-F 28th Avenue . 


Auto Personnel 





William H. Smith has been|New York and Northern New 
named manager of Ford Motor | Jersey; Gene A, Castle, Northern 
Co.’s Indianapolis steering-gear and Indiana and Northwest Ohio; Rob- 
cold-heading plant, Transmission|ert H. Tiers, Maine, New Hamp- 
and Chassis division, He succeeds} shire, Vermont, Massachusetts, 
R. T. Thornton, who has been pro- | Connecticut and Rhode Island; 
moted to general manufacturing} Bauer Co., Fort Worth, all of Texas. 
managér for the Hardware and) * * «* 


Accessories division. Brady, Enka Chairman, 


ik x cd 
Chevrolet Moves Mitchell | Named Temporary President 
Edward C. Mitchell has been ap-| _,Villiam Gage Brady jr., chairman 

pointed Chevrolet city manager for | <. cnek sac ian ot ae a — 

Minneapolis and St. Paul. He for-| 5 aay will serve in both capac- 

— Mitehell ee ae ities until the end of this year, at 

iieciiinaih now cane manager at which time the company expects 

F z N.D |to name a new president as suc- 
ee an e | cessor to John E. Bassill, who died 

° | Apr, 17. 
4 More Representatives . * * & 
Are Appointed by Techline | Vickers Names Shapiro 


Four more representatives have Establishment of a corporate 
been appointed by the Techline di-| market research department for 
vision, Wheelabrator Corp, They| Vickers, Inc., Detroit, a division of 
are: Sperry Rand Corp., has been an- 

Lester R, Albert jr., Metropolitan | nounced. Milton Shapiro was named 


* * 


















AUTOMATIC TRANSMISSION 
TOOL SET 2035-AT-S 


Handles band and linkage adjustments on 
HydraMatic, Dynaflow, Powerglide, Ford- 
omatic, Cruise-O-Matic, Merc-O-Matic, Ed- 
sel, Flightomatic, PowerFlite, TorqueFlite 
and Turbodrive transmissions. Snap-on 
booklet with close-up photographs and easy, 
step-by-step instructions make these jobs 
extra simple. 


4 out of 5 


NEW CARS 
plies wag yi sole 


have automatic transmissions 
® 





extra $180 in other repair work he spotted while 
servicing the transmissions. And this case is 
just one of hundreds. 


Yours on easy payments 


Get in now and reap the profits. You can own 
these Snap-on automatic transmission tools for 
a little down and a little each week — pay for 
them out of profits. Ask your Snap-on man 
for full details the next time he calls at 
your shop. 





Tach scale 
checks engine rpm. Used in pre- 
check and during adjustments. 


TACHOMETER MT-415A. 
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Kenosha, Wisconsin 
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manager. He has headed market 
research for Vickers’ divisions since 
1952. 


* * * 


Chrysler Joins ’Lasticolor 


Clement 8S. Crystal jr. has been 
named maanger of product serviceg 
for ’Lasticolor division of Taussig 
Paint Sales Co., Jenkintown, Pa, 

* * * 
Fram Promotes Benton 


To Account Vice-President 


Charles B. Benton has been 
named vice-president in charge of 
national accounts for Fram Corp, 
Providence, R. I. He formerly wag 
sales vice-presj- 
dent and a direc. 
tor of Fram Can- 
ada, Ltd. 

Benton has had 
a long career 
in the oil filtra- 
tion field, start- 
ing with Fram in 
1946. He has been 
awarded two dis- 
trict manager’s 
cups and the 
sales manager's 
trophy for being “the most efficient 
district manager” and later, “the 
most efficient sales manager of a 
subsidiary company.” 

* * 





C. B. Benton 


Grey-Rock Appoints 5 
To Field Sales Posts 


Five appointments to the sales 
organization of Grey-Rock division, 
Raybestos-Manhattan, Inc., Man- 
heim, Pa., have been announced. 
The appointees and their territories 
are: 

Leonard L. Lewis jr., Pittsburgh; 
Keith A, Terwilliger, Northwestern 
Pennsylvania-Northeastern Ohio; 
Edward C. Gilbertson, Wisconsin- 
Northwestern Illinois; Thomas W. 
Brooks, Louisville-Cincinnati-Day- 
ton, O., and John C. McCullough, 
Philadelphia. 

x 





* 
Motors Insurance Names 


Four District Managers 


Motors Insurance Corp., a unit of 
General Motors, has appointed 
managers of four district offices. 

They are: James T, Poulos, Tren- 
ton, N. J.; Woodrow J. Walter, 
Abilene, Tex.; Arlo L, Bradshaw, 
Lubbock, Tex., and John R. Lieb- 
eler, Gary, Ind. 

ok 


ak * 
Cain Succeeds Johnson 


As President of Snap-On 


Victor M. Cain has been elected 
president of Snap-On Tools Corp, 
Kenosha, Wis. He 
succeeds Joseph 
Johnson, who 
was elected board 
chairman. 

With the com- 
| pany since 1929, 
Cain was elected 
a director in 1954, 
and in 1955 was 
named vice-presi- 
dent in charge of 
controls and ac- 
counts. He was 
subsequently named vice-president 
and controller and later executive 
vice-president before being elected 
to the presidency. 

a x 





Vv. M. Cain 


* 
International Harvester Ups 


Walls and Setser 


R. G. Walls has been named At- 
lanta district manager for motor 
truck division, International Har- 
vester Co. He is succeeded as 
Louisville district manager by O. R. 
Setser. 

Walls began his Harvester career 
at Charlotte, N. C., in 1936. Setser 
joined the Harvester organization 
in 1937 at the Springfield (Mo.) 
branch. He formerly was appointed 
assistant general supervisor of 


fleet and manufacturer sales. 
~ * * 


Boas Elected Budd V-P; 


Named to Policy Committee 


Herbert A. Boas jr. has been 
elected a vice-president of Budd 
Co. He joined the company last 
year as director of marketing. 

Boas also was named a member 
of Budd's top-level policy commit- 
tee. 





Riley, McBrian, Ragsdale 
Are Promoted by Ternstedt 


Three appointments have been 
announced by GM’s Ternstedt divi- 
sion. They are: 

Frank O. Riley, director of engi- 


(Continued on Page 35, Col, 1) 
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ing representative for Divco-Wayne| equipment for the tire retreading 


Auto Personnel 





(Continued from Page 34) 


neering and sales; John D. Mc- 
Brian, chief engineer, and Laverne 
B. Ragsdale, sales manager in the 
engineering and sales section. 

+ * * 


Meserve Moves Up 


Donald R. Meserve has been ap- 
pointed sales manager of the or- 
ganic coatings division, Metal & 
Thermit Corp. He has been with 
the company for 17 years. 

* * * 


Redmond Names Lindberg 


Edward Lindberg jr. has been ap- 
pointed to the new position of field 
gales manager of Redmond Co., Inc. 
manufacturers of fractional horse- 
power electric motors, 

* * * 


Wilkening Promotes Quinn 


Robert L. Quinn has been pro- 
moted from district to division 
manager for Wilkening Mfg. Co.’s 
Replacement division. He will 
supervise district managers in In- 
diana, Illinois, Wisconsin, Minne- 


sota and most of Iowa. 
* ca cd 


Rohloff Joins Dana 


Ronald J. Rohloff has been ap- 
pointed sales engineer for Dana 
Corp. He had been with L. H. 
Flaherty Co., Grand Rapids (Mich.) 
manufacturer’s representative, as a 
sales engineer. 

+ * * 


White Promotes Mesick 


Herman H. Mesick has been ap- 
pointed conventions manager and 
coordinator of national account 
sales for the White Truck division. 
He had been territory manager in 
Los Angeles. 

* 


* * 


L-O0-F Appoints Plant 
Industrial Sales Chief 


A. P. Plant has been named in- 
dustrial sales vice-president by 
Libbey-Owens-Ford Glass Co., To- 
ledo, in a realign- 
ment of sales re- 
sponsibilities. He 
joined L-O-F in 
1940 after 17 
years with Lock- 
wood Glass Co., 
Ottawa, IIl. 

Clinton F. Hegg, 
who was with 
L-O-F Glass 
Fibers Co., as 
general manager 
prior to its sale 
to Johns-Manville, is the new sales 
vice-president of L-O-F, and E. R. 
Pierce is distributor sales vice- 
president. E. M. Everhard, for sev- 
eral years sales vice-president, will 
devote his major attention to 
L-O-F Export Co., a wholly-owned 
Subsidiary, of which he is presi- 


dent. 
* * +” 


Sunnen Succeeds Father 


August Sunnen has been named 
to succeed his late father, Gus 
Sunnen, as general manager of 
Sunnen Products, Ltd., Chatham, 
Ont. He is a company director 
and formerly was vice-president 
of Ramsden Mfg., Ltd., a perman- 
ent mold aluminum foundry in 
London, Ont. 

* 


* * 


Nicolay Heads Sales 


A. D. Nicolay has been named 
Sales manager for Ross & White 
Co., Chicago, maker of bus, truck 
and train washers, sand handling 
Plants and cyclone cleaners. 

* * x 
MacLean Succeeds Otis 


As Dodge Mfg. President 


J. Allan MacLean has been named 
President of Dodge Mfg. Corp., suc- 
ceeding Joseph E. Otis jr.. who has 
been elected chairman. 

MacLean had been group execu- 
tive and general manager of Ben- 
dix Products division, Bendix Avia- 
tion Corp. 

* * 


“” 
Schmidt Names LaGassey, 


Teague Executive Stylists 
William M. Schmidt Associates 
has appointed Homer C, LaGassey 
jr. and Richard A, Teague executive 
stylists in the automotive design di- 
1i0n,. 
LaGassey had been chief stylist 
at Plymouth, and Teague was chief 





stylist for both DeSoto and Chry- 
sler division. 
* oa ” 


Mardigian Elevates Hornung 

John R, Hornung has been ad- 
vanced from comptroller to finance 
vice-president of Mardigian Corp. 
He will continue to serve as a 
director and secretary of Mardigian 
and its affiliate, Marco Mfg. Corp. 


* * * 


Indiana Standard Ups Hawk 


Paul C. Hawk has been named 
assistant administrative and opera- 
tions general manager in the sales 
department of Standard Oil Co. of 
Indiana. He had been manager of 
the tires-batteries-accessories de- 
partment. 


* * * 
Divco-Wayne Names Bush, 


Bonnell to Marketing Posts 


Robert D. Bonnell jr. has been 
named Western regional market- 


Corp. He formerly was sales man-| industry. 


ager for the Western division of 
Displaymakers, Inc. 

Melvin E, Bush has been ap- 
pointed Eastern regional marketing 
representative. He had been with 
American Viscose Corp, and 
American Home Products Co. 

* cd + 


Truarc Names Nielsen 


Western Division Manager 


Mel S, Nielsen has been appointed 
Western division manager under a 
realignment and expansion of the 
sales organization of the Truarc 
Retaining Rings division, Waldes 
Kohinoor, Inc, 

Other new sales engineers are 
Paul W. Vapnek, William W. Curtis 
and William Peterson. Paul E. 
Wolfe & Associates and J, O. King, 
Inc., have been appointed Truarc 
representatives. 

* * * 


Pullen Joins Bandag 


Bandag, Inc., Muscatine, Ia., has 
appointed Howard Pullen to its 
sales force. He will represent 
Bandag in Illinois, Wisconsin and 
southern Michigan. The company 


* * * 
Ramsey Promotes Siverts 


To General Sales Manager 


Hans Siverts has been appointed 
general sales 
manager of Ram- 
sey Corp. St. 
Louis. 

Siverts came to 
Ramsey in 1957, 
from American 
Brakeblok divi- 
sion, Detroit, 
where he started 
as sales repre- 
sentative in 1948. 

a. He was appointed 
Hans Siverts manager of the 
replacement division in 1952. 

ae * oe 





Chrysler Promotes Sims 
Edward J. Sims has been named 
DeSoto-Plymouth manager for the 
Eugene (Ore.) district. He succeeds 
C. R. Allbee, who has been shifted 
to the Montana district. 
* OK * 
General Contract Ups 2 
Cleve F. Phipps, director of loan 


makes cold process topcapping! operations for General Contract Fi- 
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nance Corp., St. Louis, has been 
elected a vice-president, and Wil- 
liam D. Rund, who heads the legal 
department, has been elected sec- 
retary. 
+ * + 
Mathieson Ups Andersen 
John P. Andersen has been ap- 
pointed assistant manager of alu- 
minum distributor sales for the 
Metals division, Olin Mathieson 
Chemical Corp. He had been as- 
sistant to the director of aluminum 
field sales. 
a * 


* 
Gale Heads Lee Branch 


Edwin Bryant Gale has been 
named manager of the Lee Rubber 
& Tire Corp.’s factory branch in 
Washington. He will direct the 
sales and service in the District of 
Columbia, lower Maryland and 
Northern Virginia. 

* a * 


Tung-Sol Names Schulte 


And Rieben to Top Jobs 


Milton R, Schulte, executive vice- 
president of Tung-Sol Electric, Inc., 
has been elected president and 
Louis Rieben, president, has been 

(Continued on Page 54, Col, 3) 





ONE HAND OPERATION — Air Control 
Valve and Safety Lock Release operated 
with one hand 

SAFETY LOCK — Operates in 6 height 
locking positions 

HIGH LIFT — 24” lifting stroke 

SADDLE ADJUSTMENT — from minimum 
of 19” inside-to-inside to maximum of 
56%" outside-to-outside 

FORWARD REACH OF SADDLES — 1412” 
from cylinder to front of saddles 
SADDLE LOW — 8%” 

SADDLE HIGH — 32%” 

CAPACITY — 3000 Ibs. 





positioning handles.) 








ABOVE Jack locks in any one of 
6 positions (Note rear wheels for 
easy positioning.) 


points. 


WEAVER 


AIR-OPERATED 


BUMPER 
JACK 


Here’s the jack that will speed up shop work and 
increase profits for you. Lifts entire end of car for 
faster tire changing, brake service and the many 
other services for which one end of vehicle must be 
raised. Each saddle has 25 square inches of lifting 
) surface . . . will not dent or mar bumper. Forward 
reach of saddles is 1442” — giving ample room to 
contact frame or special lifting pads on some cars. 





4 wheel load carrying feature allows jack to move 
fore and aft during raising and lowering of vehicle. 
This prevents tilting and undue strain on jack or 
bumper. By tilting jack backwards to bring rear 
positioning wheels in contact with floor, operator 
can easily turn jack from side to side for easy 
maneuvering and positioning under vehicle lifting 


Compare and you'll agree, feature for feature, 
Weaver is the ultimate in jack design and utility. 
Don’t delay, act today — contact your nearest jobber 
or write us direct for bulletin on the WA-56. 





SERVICE EQUIPMENT 


LEFT Air Control Valve and Safety 
Lock Release Mechanism operated 
with one hand. (Note two offset 


WEAVER MANUFACTURING CO. 
SPRINGFIELD, ILLINOIS, U.S.A. 


Division of Detroit Harvester Company 


Complete line includes: 
. . . Triple Post Lifts . 


Twin Post Lifts 
. « Single Post 


Roll-on, Free-Wheel and Frame Type Lifts 
. « » Bumper Jacks . . . Car Washers... . 


Wheel Alignment Equipment . 
. « Brake Testers 


. » » Headlighy Testers . 


- + Jacks 


. » « Wheel Balancing Equipment . . . 
Wheel Dollies . . . and Air Compressors. 
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Backshop 


..» by Jack Weed 





Dealers Must Think Twice 
Before Hiking Repair Cost 


nee repair costs have 
risen less than all other cost-of- 


some sober reflection over the situ- 
ation will discourage such a move 
quickly. 

Many dealers are in trouble now 
with the competition they are get- 


ting from the independent repair 


living categories in the last 25 
years, according to the Bureau of 
Labor Statistics of the Department 
of Commerce. 


While food has gone up 135 per- 
cent, transportation fares 139 per- 
cent and hospital rates, 294 per- 
cent, auto-repair costs have gone 
up only 95 percent during the 
period. 

While this might encourage some 
dealers to think about hiking their 
flat-rate charges, especially those 
who are having difficulty showing 
a profit in their service operation, 





Service Expert 
Lists Safety Rules 
For Tire Mounting 


DAYTON, O.—Careless tire- 
mounting practices may cause 
serious injury to the serviceman, as 
well as destroy the tire, warns Mel 
Musselman, tire service manager, 
Dayton Rubber Co. 

This has always been true, but 
the hazard is greater with tubeless 
tires, both 14 and 15-inch, because 
their beads are designed to fit 
tighter against the rim. The hazard 
also is greater with the hump or 
safety-type wheel, Musselman said. 

According to Musselman, if left 
wide open, a 185-pound compressor 
tank will release nearly that much 
pressure into a tire in less than 25 
seconds. When that happens, if the 
bead is not properly seated it will 
snap against the rim edge and the 
bead will probably break. 

If the top bead breaks first, only 
the tire will be ruined. But if the 
bottom bead breaks, the tire and 
wheel may blow as much as 60 feet 
in the air, causing possible serious 
injury to the serviceman, Mussel- 
man said. 

To prevent this, Musselman urges 
(1) always lubricate the bead thor- 
oughly; (2) never inflate a tire to 
more than 40 pounds pressure dur- 
ing mounting, and (3) always 
mount 14-inch tires with the short 
side of the rim up. 


men and the filling stations. And 
regardless of what the dealer 
thinks, these repair sources are the 
guide as to what the traffic will 
bear on repair costs. 

* * * 


IGHT now most dealers get} 
more for the same services | 


than their nonfranchised competi- 
tion, due mainly to the feeling on 
the part of a large proportion of 
the driving public that they have 
more confidence in the work turned 
out by a dealer in the make of car 
driven than they have in most 
independent garages. 

Of course there are exceptions, 
and the army of “exceptions” has 
been increasing by leaps and 
bounds over the past five years 
due mainly to at least three fac- 
tors. These include poor handling 
by far too many dealer service 
departments, overcharging and 
poor workmanship in dealer 
shops and the lack of sufficient 
good technicians in dealer service 
operations. 

The impact of programs such as 
GM’s Guardian Maintenance and 
Ford Motor Co.’s plan can’t help 
but go a long way toward eliminat- 
ing the poor-handling problem. 
Once the dealer gets out in his 
service department and sees how 
his customers are shoved around, 
only the most callous “wheel-and- 
deal” boys will let such conditions 
go on. 

Most overcharging, other than 
that promoted by the shortsighted, 
grasping type of dealer who is so 
impressed with his own importance 
that he doesn’t see that this is one 
of the basic factors that have given 
franchised dealers a black eye in 
the eyes of the public and rebounds 
to his own detriment in vehicle 
sales and good will, is done pri- 
marily by the dealer either de- 
manding that the shop make more 
money without digging into the 
cause of why it isn’t profitable or 
because of a weak service manager 
who thinks he can get by with 
such practices. 

* + * 


Poor Management Blamed 


Ber service experts feel that the 
most important reason for the 
dealer not being able to make more 


money in his shop is directly caused | 


by lack of proper management, 


hooked up with a scarcity of good | 


workmen who know their jobs. 


One reason why many dealers | 


are not able to get and hold good 


men is because of the “take- 
home” pay they are able to fur- 
nish their mechanics. 

Some dealers, and unfortunately 
some dealer association managers, 
think the only answer to this prob- 
lem is to increase the flat rate in 
the area, rather than to study the 
operation to find out why the me- 
chanics working for franchised 
dealers leave retail service work 
for other jobs. 

The same Bureau of Labor Sta- 





Tire Changing— 


Dayton Rubber Co. demonstrates three 
rules for mounting 14-inch tires without 


tion that shows that the average 
auto mechanic is seventh in all 
skilled trades serving the public. It 


risk of injury. 1. Always lubricate the (Continued on Page 47, Col. 1)’ 


bead thoroughly. 2. Never inflate to more 
than 40 pounds pressure in mounting. A 
pressure control valve on air line is good 
insurance against a careless mental lapse. 
3. Mount 14-inch tires with short side 
of rim up. 


Service New Products, 


Page 48 





tistics is the source of the tabula-| 





Vacation Specials Offer 
Inspection Opportunities 





4 herpes second phase of the Guard-| nounced in full-page advertisements ; ond transcribed radio announce- 


ian Maintenance program which 
General Motors divisions are pro- 
moting through their dealers Wil 
emphasize the services that are de- 


| 


that will appear in the June 20) 


issue of the Saturday Evening Post, 
the June 29 issue of Life and the 
July 7 issue of Look. 


Announcement ads also will ap- 





signed to prepare customers’ cars 
Ss prep | pear in 154 newspapers across the 


ments will be used. 
* * * 


National Ad Theme 
T= corporate advertising pro- 


gram will be augmented by 


for vacation and summer driving. 
These items will be pushed in July 
and August. 

Dealers will offer specials on lu- 


| 


brication, front-end adjustment, en-| 


gine tuneup and a combined wheel- 


balancing and tire-rotation service. | 


Each of these operations will 
give the dealer’s servicemen a | 


chance to inspect the car thor- 
oughly for other needed services 


that might cause the customer | 


trouble if neglected. 


They also will provide more serv- 
ice profits and—if the work is prop- 
erly sold and properly done—should 
provide the customer with carefree 
driving during the summer months 
when most people use their cars 
more, 

The package that is going out to 
the more than 11,000 dealers who 
have signed up for the Guardian 
Maintenance program includes a 
sign to be placed on the shop 
bulletin board or in some other 
spot where all the servicemien will 


see it. The sign emphasizes that) 


Guardian Maintenance “depends 
upon the quality of your workman- 
ship.” 


* * * 


Pledge for Dealers 


Aw in the package is a loose-| 


leaf binder containing good 
merchandising ideas for building 
dealer service profits. 

Another innovation is a dealer 
pledge which the dealer can hang 
in his showroom and any other 
place where the customers can see 
it. 

This pledge reads: “As your - - - 
dealer, we pledge ourselves to pro- 
vide you with Guardian Mainten- 
ance, Guardian Maintenance is 
educated service that has been es- 
tablished to help protect our cus- 
tomer’s investment in his General 
Motors vehicles. 

“We further pledge ourselves to 
maintain the highest standard of 
quality workmanship at a fair 
Price.” 

The second phase of the Guardian 
Maintenance program will be an- 





country on June 22, followed by| local newspaper advertisements 
two additional newspaper ads that|and radio commercials sponsored 
will appear during the weeks of | by the dealers themselves, The “va- 
July 20 and Aug. 17. | cation free from mechanical worry” 
As in the initial announcement of | appeal also will be emphasized by 
the program, 60-second and 30-sec- | (Continued on Page 51, Col. 1) 
* ca ok * * + 





VACATION -TIME 
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Vacation Service Specials— 





Front-End 
SC euCe 


ENGINE 
Se 


Wheel Balance 


Rotate Tires 


The second phase of General Motors’ Guardian Maintenance program will con- 
centrate on vacation service specials—tubrication, front-end adjustment, engine tuneup, 


wheel balancing and tire rotation. 
July and August. 


The vacation theme will be promoted during 





Mufflers, Tailpipes Tops 
In Jobber Parts Sales 


urate and tailpipes now 
are the top selling automotive 
parts, according to a survey of job- 
ber members by the Motor and 
Equipment Wholesalers division of 
the Automotive Service Industries 
Assn. 

These two items are followed 
by spark plugs, ignition parts, 
batteries and motor and chassis 


PROFIT IDEA OF MONTH .. . 


‘Express’ Service Line 








INDIANAPOLIS.—A new experiment in customer service and 
public relations has been undertaken here by John W. Hedges, 
president of Hedges Pontiac, Inc., 3215 E, Washington St. 

The dealer has taken steps to offset the customers’ biggest gripe— 
waiting long periods to get a small, 15-or 20-minute repair job 
done. Hedges has set up an “express service” designed to eliminate 
the long waits. 

Hedges said the company made a survey of customer peeves. It 
found that in spite of comfortable waiting rooms and other facili- 
ties, the customer just didn’t like to loaf around. 

“So we borrowed the idea of the supermarket, where customers 
with a small number of items use a special check-out counter,” 
Hedges said. “We now have a special department check-out for 
minor service problems, These problems are taken care of im- 
mediately.” 

If a customer wants a newly purchased headlight installed; for 
instance, he will be serviced in the special department. This satis- 
fies the customer, and at the same time allows mechanics tied up 
on major repairs to remain on the more complicated jobs. 

A full-time inechanic is assigned to the quick-service department. 
Unlike other mechanics, he is on salary to make him available for 
any job as it comes up. 








parts in that order, the study 
showed. 

In a second grouping, the best- 
selling items were antifreeze, oil 
filters, fan belts and hose, brake 
lining and paints, lacquers and 
thinners, 

Surveys of this type provide 4 
comparative guide for dealer parts 
men and service managers, and also 
indicate to a certain extent the 
things service men should look for 
when checking cars to put them in 
shape for the summer. 

According to the AAA, 82 percent 
of all vacation travel is by automo- 
bile. 

* oe * 

HUS with mufflers and tailpipes 

as the No. 1 replacement items, 

the exhaust system should be given 
a most thorough check for leaks 
and possible weak spots if the 
dealer and his employes wish to 
keep their customers happy when 
they go on vacation. 

Spark plugs, ignition points and 
batteries take the next three sales 
spots, so a prevacation check also 
should be made on batteries, 
cables, voltage regulator, genera- 
tor, ignition, coil and condenser. 

The AAA says these parts repre- 
sent 35.9 percent of all car troubles 
and are the most likely to give the 
tourist trouble when he is away 
from home. 

While tires and tubes show UP 
in 18th place in the survey, tire 
troubles account for 21.1 percent of 
all breakdowns. Thus, tires 2” 

(Continued on Page 46, Col. 1) 








CHEVY, PONTIAC, OLDS, BUICK, CADILLAC AND GMC 
DEALERS ROLL OUT THE RED CARPET FOR SERVICE! 


CGruardian 
Maintenance 


Guardian Maintenance brings customers back! 


HERES WHAT GM 
DEALERS ARE DOING 


e@ CHECKING FACILITIES for better custémer 
service. 


e TRAINING MECHANICS in the latest serv- 
ice methods. 


e@ CHECKING EQUIPMENT for the most 
efficient tools. 


e INSTALLING DISPLAYS to merchandise 
monthly Service Specials. 


e@ ADVERTISING LOCALLY through news- 
papers, radio and direct mail. 


The new Guardian Maintenance program 
has GM dealers across the country talk- 
ing ...and acting! They’re really behind 
this big campaign and they’re organizing 
to make good service pay off in added 
volume and owner goodwill. 


A constant barrage of radio spots, news- 
paper and magazine advertisements is 
telling millions of General Motors owners 
why they should bring their cars back to 
their GM dealer for quality service. 


GENERAL MOTORS 


Thousands of GM dealers throughout 
the U.S.A. and Canada are taking direct 
action by using the promotional ma- 
terials and alerting their people to the 
service opportunities for increased profits 
in Guardian Maintenance. 


Now’s the time to get to work and build 
service traffic and profits with Perform- 
ance Services during July and August 
while owners are vacation service-minded. 
Do it the Guardian Maintenance way! 


(guardian 


Maintenance 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 

Attorney at Law 
HE information and knowledge 
should be published and broad- 
cast over all the land that the 
buyer of a stolen automobile always 
stands a good chance of losing his 
investment in one way or another. 
With this general 
knowledge at 
hand, stolen au- 
tomobiles would 
go begging for 

buyers. 

For illustration, 
in Grant V. U. S., 
255 Fed. Rep (2d) 
341, the testimony 
showed that a 
man named Grant 
purchased 

L, T. Parker a stolen Cadillac 
at a very low price from one Hes- 
son, the man who had stolen it. 

Grant complained to Hesson that 
he had neglected to alter a motor 
number on the frame of the vehicle. 
Hesson then took the car with him 
in order to alter the number, but 
he failed to redeliver it to Grant. 

Since both Grant and Hesson 
had violated criminal laws, Grant 
could not threaten Hesson. Fi- 
nally a “friendly” settlement was 
agreed on and Grant accepted a 
stolen Oldsmobile, 

Later the law caught up with 
both Grant and Hesson, Hesson was 
sentenced to serve time, and the 
court ordered Grant to give up 
possession of the Oldsmobile to its 
rightful owner. 

* 





* * 


Wrecker Loses License 


HIGHER court recently ren- 

dered an unusually important 
decision to the effect that a firm 
which is in the business of wreck- 
ing or dismantling automobiles au- 
tomatically forfeits its license by 
any failure to comply with laws of 
the state. 

For example, in J P B Wreckers 
v. Department of Motor Vehicles, 
327 P. (2d) 123, the testimony 
showed: 

A state law specifies that if any 
automobile wrecker decides to dis- 
mantle or wreck any motor vehicle 
he must immediately forward to 
the state department of motor vehi- 
cles the certificate of ownership, 
registration card and license plates 
for such vehicle. 

J B P Wreckers purchased a 
wrecked automobile and did not 
forward to the department of 
motor vehicles the certificate of 
ownership and license plates for 
the vehicle until a few days after 
it had disassembled or wrecked it. 

The higher court suspended the 
license of J B P Wreckers, and 
said: 

“Once a wrecker has the desire or 
intention to dismantle, he is re- 
quired immediately to send the doc- 
uments and plates to the depart- 
ment, before commencing such dis- 
mantling. That this is the meaning 
intended by the legislature is shown 
by an examination of the reason- 
ing underlying the statute. 

“The primary purpose of the law 
is to prevent the theft of motor ve- 
hicles and the traffic in stolen ve- 
hicles and their parts. The statute 
is intended .to frustrate criminals.” 

* * * 


Buyer Guilty of Fraud 
HIGHER court has held that 
an auto dealer can recover 

damages from one who practices 


any kind of fraud. 
For instance, in Alver v. Broad- 


Moore to Address 
Ohio Dealer Group 


COLUMBUS, 0O.—James C. 
Moore, NADA executive vice-presi- 
dent, will speak at a dinner after a 
one-day meeting of the Ohio Auto- 
mobile Dealers Assn. June 24 in 
the Neil House. 

The annual business meeting will 
include election of trustees and re- 
ports of the legislative committee. 
Part of the session will be devoted 
to dealer profits. 

State senators and representa- 
tives will be guests of the associa- 
tion at cocktails and dinner, ac- 
cording to R. H. Zimmerman, 
OADA executive secretary. 





way Buick Sales Co., 152 N. E. (2d) 
614, the testimony showed that 
Broadway Buick sold an automo- 
bile to one Alver who delivered as 
part payment a used Buick. 


Later testimony showed that 
Alver had placed additional chrome 
on the Buick automobile, so as to 
give it the appearance of a more 
expensive model than it really was. 

In subsequent litigation, the 
higher court held that Alver must 
pay to Broadway Buick $500 in 
addition to the tradein allowance 
made by the dealership. 

This court said: 

“On the ground of fraud, because 
buyer allegedly represented that 
his old automobile, which was 
traded in on a new automobile, was 
a more recent and expensive model 
than it really was, evidence sus- 
tained finding that dealer was en- 
titled to recover $500.” 

Of course, this same rule of law 
is applicable where one sells a used 





car and in any way represents that 
it is a later model than it really is. 
The purchaser may recover dam- 


ages from the seller. 
oe * * 


Legality of Maine Law 
On Sales Is Questioned 


AUGUSTA, Me.—Doubt has been 
expressed as to the constitutionality 
of a newly enacted amendment to 
Maine’s unfair sales act, prohibit- 
ing retail or wholesale sales of 
merchandise at less than cost with 
intent to injure or destroy competi- 
tion, 

The act originally required that 
in prosecutions evidence of adver- 
tisement, sale or offer to sell at 
less than cost should be prima facie 
evidence of intent to injure com- 
petitors. Effect of this was that, 
instead of forcing the prosecution 
to prove a violation, it forced the 
defendant to prove he hadn’t vio- 
lated the law. 

The Maine Supreme Court, how- 
ever, several years ago ruled that 
the prima facie clause in the act 
was unconstitutional, It reaffirmed 
this view in an advisory opinion to 
the 1957 Legislature, As a result, a 
special State legislative session last 


fil 


“.. . and, looking at it still fur- 
ther from a woman’s point of 
view,—” 





year repealed the prima facie 
clause. 

This year Senator Andrew Four- 
nier introduced an entirely new 





| draft which, among other things, 
contained the same prima facie 
clause that had been nullified by 
the court, 

The measure finally passed 
the 1959 Legislature and signed by 
Gov. Clinton A, Clauson wag a 
redraft of Fournier’s bill, issued by 
the State legislative committee op 
business legislation. 


This redraft did only one thing— 
it inserted a new prima facie clauge 
in the old law. The difference jg 
that, under the new act, prima 
facie evidence would be proof of 
“repeated and consistent” adver. 
tisements, sales or offers to sell at 
less than cost, which formed a 
“pattern of sales below cost.” 


James L. Reid, Augusta attorney 
and former state senator who 
helped the committee draft the new 
clause was quoted as conceding 
that it may be unconstitutional, 
But if it is, he said, then there’s no 
possible way of drafting a prima 
facie clause for this law that would 
be constitutional. 


Jameson Adds Pontiac 
KREMMLING, Colo.—Jameson 
Chevrolet Co. (Chevrolet-Oldsmo- 
bile) has added Pontiac. 
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* No construction or maintenance expense 


AT LAST—ALIGNMENT CAN BE A PROFITABLE SERVICE 


FOR YOU...WITH THESE ALEMITE ADVANTAGES: 


* Gives accurate results anywhere . .. even on floors that are not absolutely level! 


»-. no pit or ramp needed! 


* 100% accurate ... handles caster, camber, 


toe in, toe out! 


* Easy to use... no special training required! 


* Only Alemite offers a full One-Year Warranty... 
nation-wide service facilities... factory training! 


* Costs only 20% as much as 
pit or rack type installations! 
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How Competition Does It... 
Personal Touch Sells Customer 


AUSTIN, Tex.—Modern tools and 
equipment do double duty for 
Ham’s Auto Service, independent 
garage, owned by John Ham. 


They increase the efficiency of 
the mechanics and the garage in 
general, said Ham, and they help 
to sell the customer on more 
needed service, the garage and its 
reliability. 

Three years ago Ham installed a 
twin-post lift to which customers 
are asked to drive their cars. It 
ties in with Ham’s policy of en- 
couraging customers to remain in 
the shop and watch mechanics work 
on their cars. 

The owner of the first car enter- 
ing the garage after installation of 
the twin-post lift said he wanted 
some minor adjustment. Ham asked 
him to wait while a mechanic 
placed the car on the new lift. 

A thorough check of the car 
in the presence of the customer 
revealed several other needed ad- 
justments, As they were pointed 
out, Ham said, the customer in- 


structed that the work be done. 
Cost of the badly needed work 
totalled $28.80, he said. 

“If the customer had not seen 
these things for himself, he might 
have doubted a mechanic’s word 
when he was told that the work 
was needed;” Ham said. “But see- 
ing it himself, there was no doubt 


New Body Group 
Headed by Moore 


TORRINGTON, Conn. — Herbert 
E. Moore, Laurel Auto Body, is 
president of the new local associa- 
tion of auto body repairers, Mem- 
bership includes independent and 
dealer body shops. 

Mario D’Addario, a vice-pres- 
ident of the Connecticut Automotive 
Trades Assn, and president of the 
Bridgeport body-repair group, and 
Steve Rio, of the New Britain as- 
sociation, assisted in establishing 
the Torrington association. 





and he showed no hesitancy in 
ordering the additional work.” 
“The work for which he brought 
his car in would have amounted 
to $2,” Ham said. 


we inspected the car, made the 
difference.” 


Ham estimated that use of this}; 
twin-post lift on every car that|» +> 


comes in means an additional $100 
of service work for every 10 cars. 
A conspicuous sign encourages 
the owner to remain and watch 
the mechanics work on his car. 


The sign particularly — to 
the new customer, Ham sai 


“Often I see a new alee: come 
in, leave his car and tell us his 
troubles, then start toward the 
door. Seeing the sign, he stops, 
reads it, turns around and comes 
back to the shop. 

“There is a new expression of 
confidence on his face as he walks 
back to where the mechanic is 


t | profits passing you by? 
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MORE THAN EVER — YOUR CUSTOMERS 
ARE IN NEED OF ALIGNMENT SERVICE! 


© 70 per cent of all cars need alignment — at 


least twice a year! 


@ Wheels must be aligned at regular intervals, to 
correct hard steering, wander, shimmy, darting 
and weaving, excessive tire wear! 


HERE’S WHY ALIGNING HEADS THE LIST OF 
NEW PROFITABLE SERVICES FOR YOU... 
With today’s high-powered engines — and sensi- 
tive front ends — wheel aligning is needed more 


often than: 
e brake adjustment 
e spark plug changes 


e shock absorber replacement 
e muffler replacement 
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Completely portable . . . space-saving! Moves 
directly to the job—indoors or outdoors! Works 
on both American and foreign cars and light 
trucks—fits 13-inch through 18-inch wheel sizes. 


Alemite Division, Stewart-Warner Corporation, Dept. AP-68 
1850 Diversey Parkway, Chicago 14, lilinois 
(0 Please send me literature on the new Alemite Cross Sight Aligner 


(0 Please have an Alemite Representative arrange a no-obligation 
demonstration. 
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“The twin lift,| ~~ 
plus the customer’s presence while| — . 












veering GEAR 
wal Sroce ABSORBERS 
} winasuseLd WIPERS 
~ — qunpsutted WASHERS 
BRAKES ADJUSTED 


UGMTS ABSUSTED 
B00Y TIGHTENING 


MUFFLER © TALL PIPE 


For the Customer's Eyes— 


Does You Car Need Any 0 


PARKING BRAKE ADJUSTED 


CLEAM & REPAIR SOOLING SYSTEM 


MOTOR TumE CARBURETOR CLEANED 






=a These Repairs? 


paca ¢aosust TRANSMISSION 


CREASE SEMLS 

BRAKES RELINED 

CLUTCH ABIUSTED 

WHEELS BALANCED 

FAN BELT ADJUSTED 

SPARE FAN BELT 

PACK FRONT WHEEL BEARINGS 
PACK UNIVERSAL JOINT 

FUEL PUMP 


These signs are located near the entrance to Ham's Auto Service, Austin, Tex. 
One invites the customer to wait for his car and watch mechanics make the repairs. 


The other gives him a rundown on repairs that his car might require. 


Customers are 


asked to remain while the car is checked for any badly needed work and these are 


pointed out to him on the spot. 
* ¢ ®@ 

starting to work on his car,” Ham 
said. 

He said he encourages this prac- 
tice for purely business reasons. 

“In the first place, it builds con- 
fidence. No man who sees what a 






cancel testianincnsccepaitansniniantie 


* * * 


mechanic does to his car is going 
to doubt the need for the work nor 
that it is being done right. The 
practice has accomplished more 
than any other one thing for us to 
keep regular customers coming 
back. 

“In the second place—and just 
as important—when the mechanic, 
in the course of the job, discovers 
that additional work ought to be 
done, if the customer is right 
there watching, he shows him the 
trouble and tells him what should 
be done to correct it. The cus- 
tomer says yes or no on the spot. 


“That saves time,” Ham said. 
“Otherwise we would have to con- 
tact the customer by telephone, if 
possible, explain the additional 
work to him and wait for his deci- 
sion. With him right here watching, 
he can see for himself that the 
work is needed and can give the 
go-ahead at once.” 

To make the garage even more 
inviting for customers, there is a 





Watchful Wait— 


A customer watches as a mechanic at 
Ham's Auto Service, Austin, Tex., removes 
a bearing for the owner's inspection. 
John Ham, owner of the independent 
garage, encourages customers to watch 
the work being done on their cars, The 
policy increases business, he claims. 


pleasant waiting room _ upstairs, 
where women, particularly, find it 
desirable to remain while minor 
work is being done. It is supplied 
with comfortable seats and ample 
current magazines. 

Ham employs five regular me- 
chanics, When he considers hiring 
@ new man, Ham said, the first 
thing he asks about is the appli- 
cant’s marital status. 

“He must be a happily married 
man,” Ham said. “The second ques- 
tion is whether or not he objects 
to customers watching him work. 
If he does, regardless of his marital 
status or his mechanical ability, he 
does not get the job.” 

The garage does about $100,000 
worth of business yearly, said Ham, 
who is in his 13th year as owner 
of the business. 


Movie on Brakes 


MANHEIM, Pa—A 30-minute 
dealer-clinic motion picture in 
color, “Your Lucky Brake,” has 
been announced by Grey-Rock di- 
vision, Raybestos-Manhattan. It is 
intended as a refresher course on 
brakes on older cars. 














STATION WAGON LIVING 
SHOP—An unusually attractive 
display of camping gear, sports 
equipment and other items keyed 
to the enjoyment of “Station 
Wagon Living.” 


TYPICAL DEALERSHIP— 
An impressive reminder to all 
motorists that ‘Wherever you go 
—quality sales and service” awaits 
you at all dealerships represent- 
ing the Ford Family of Fine Cars. 


IMPORT SHOP—An impressive 
reminder of Ford Motor Company’s 
world-wide operations, the import 
shop permits visitors to view a 
selection of imported gifts repre- 
sentative of the craftsmanship of 
twenty-two foreign countries hav- 
ing Ford Motor Company offices. 


TRAVEL BUREAU — Visitors can 
receive complete tourist informa- 
tion at the Rotunda Travel Bureau. 

i travel personnel will help 
plan vacation itineraries to points 
of interest throughout the nation. 


CENTER COURT —All Ford Motor Company station wagons, 
complete with camping accessories, are featured in this breath- 
taking tribute to Alaska—‘‘A New Adventure on the American 
Road.” Natural grandeur of our 49th state is realistically 
captured in this 3-D picture showing Mt. McKinley, an a 
waterfall, full-size animated wildlife and colorful wildflowers 
of the Tundra. 


HURRICANE ROAD—A minia- 
ture working model of the auto 
industry’s largest wind tunnel 
shows how Ford Motor Company 
engineers simulate extreme weather 
conditions in order to test durabil- 
ity and operating efficiency of Ford 
otor Company products. 





GIANT ROBOT—Professor Cy 

Clopedia, a giant electronic ‘“an- 

swer man’’ magically responds to 
ACTOR DISPLAY—An audi- questions regarding engineering 
~ participation display demon- development and testing of all Ford 
ating the new Ford Tractor Motor Company products. Visitors 
lect-O-Speed transmission. may ask any of a number of 
appropriate questions shown on 
display panel. 


STYLING & SCIENTIFIC RESEARCH DISPLAY—A fabulous exhibit of 
future transportation, dominated by a giant flying saucer! Visitors will see stylists 
sculpturing clay models of futuristic cars and creating new designs on drawing 
boards. As a climax to the show, the audience will see the first public demon- 
stration of Ford Motor Company’s Levacar Mach I, the amazing jet-propelled 
vehicle of tomorrow that runs without wheels on a film of air! 


Ford Rotunda summer spectacular 


blends eye appeal—buy appeal ! 


Between May 21 and September 7, an estimated half million tourists will view 
the most spectacular presentation in the history of the Ford Rotunda summer 
shows! Called ‘‘New Adventures On The American Road,’’ the show incorporates 
the entire Ford Motor Company line in a series of animated exhibits that picture 
the vast and exciting possibilities of travel—both today and in the future. 


Again, in 1959, the Ford Rotunda— showplace of the auto industry —will build 
goodwill and product acceptance for the Ford Family of Fine Cars and our 
thousands of dealers throughout the nation. 


Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY COs» 
CONTINENTAL MARK IV + INE + 

TRUCKS » FARM AND INDUSTRIAL TRACTORS AND DEARBORN, MICHIGAN 
IMPLEMENTS « INDUSTRIAL ENGINES Te denedattinn 


FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 139 OF A SERIES 


i 
wet TRACK—As in former 
a) - ios test track will 
= itors an opportunity to 
sea test drive in the Ford Motor 
mmipany passenger car of their 
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Auto Dealer Changes 


ASHEVILLE, N, C.—J, L, Can- 
non Motors; Greenville, S, C., is 
opening a Volkswagen outlet here. 
A $70,000 brick-and-glass building 
will be erected, the firm said. 

* *” = 


BMC Lines for Burien 


BURIEN, Wash.—Burien British 
Cars, Ltd, has been appointed a 
dealer for British Motor Corp. 
products. Stan Long is president of 
the company which will handle 
Austin, Austin-Healey, MG, Morris 
and Riley. 


* * 


S-P Signs Island Auto 


SCRANTON, Pa.—Island Auto, 
Providence Rd. and N. Main Ave., 
headed by Robert J. and Constant 
F. Skaluba, is now a Studebaker 
outlet. ‘ 

* * 


Witbeck Property Sold 


ALBAN Y.—Witbeck Chevrolet, 
Inc., Ravena, has been sold for $23,- 
025 to John Kearney, Ravena Ford 
dealer, at a mortgage-foreclosure 
sale, The dealership was closed 
earlier. 


Triumph dds 
37 Dealers to 
U.S. Sales Force 


NEW YORK.— Addition of 37 
Triumph dealers has been an- 
nounced by Guy Fox, executive 
sales vice-president of Standard- 
Triumph Motor Co., Inc., U. S. dis- 
tributor. They are: 

Cauirorniu: Kazan Motors, Gar- 
dena; Motor Mart, Ventura; 
Wilshire Imports, Santa Monica; 
Linder Triumph Sales, Tulare; C-A 
Auto Sales, El Monte. 

Connecticut: Putnam Motors Co., 
Putnam; Norwalk Motor Sales, 
South Norwalk; Barberino Bros., 
Wallingford. 

Firorma: B & M Motor Co., De 
Funiak Springs; Florida Auto 
Sales, Panama City; Bob Lincoln 
Oldsmobile, Fort Myers. 

Inurnows: Hal Opper Plymouth, 
Inc., Chicago. 

Iowa: Imported Car Division, 
Davenport. 

Lovisuna: Stephens Imported 
Cars, New Orleans. 

Maine: Portland Motor Sales, 
Portland. 

Massacuvusetts: Clark Motor Co., 
Inc., Andover; Merit Motor Mart, 
Fall River; Pioneer Valley Foreign 
Cars, Springfield; Wilmington 
Motor Sales, Wilmington. 

Micuican: Auto Europe, Inc., 
Pontiac; Michigan European Car 
Corp., Dearborn. 

New Hampsume: Woodward Mo- 
tors, Inc., Keene; Meredith Motor 
Co., Meredith. 

NortuH Carouina: Central Service 
Motor Co., Inc., Goldsboro. 

New Jersey: Roger Motors, Inc., 
Burlington. 

New York: Stock Motors, Inc., 
Huntington; Schuman Goren Motor 
Corp., Brooklyn. 

Onto: Universal Sales Co., Ports- 
mouth. 

OxiaHoma: Davis Automobile 
Center, Claremore; Leveridge Mo- 
tor Co., Oklahoma City. 

SoutH Carona: Francis Motors, 


Florence. 

Texas: Wilshire Motor Co., 
Austin; Clark’s Imported Cars, 
Waco; Love Motors, Inc., Dallas; 
Mingle Motor Co., Port Arthur; 
Mastin Motor Co., Fort Worth. 

Vermont: Stillson Motors, Wood- 


stock. 
* * * 


Frontier Ford to Build 


ALBUQUERQUE, N. M.— Fron- 
tier Ford has received a permit to 
erect a $198,995 sales and service 
building at 1600 Lomas NE. Upon 
completion the firm will vacate 
present quarters at Marquette and 
First NW. 

* * . 


Al-Warren Expands 


MANCHESTER, N. H.—Alan 
|. Kaufman, Albert Marcotte and 
_ Warren Lindeman, owners of Al- 
| Warren Ford, biggest Ford agency 
in this area, have purchased the 
Ford dealership in Derry, N. H. The 
property includes a 10,000-square- 
foot garage, building and 15 acres 


of land with a 600-foot frontage on 
the Londonderry Turnpike. 


McMillian Buys Dad’s Deal 


HOUSTON.—Don MeMillian has 
purchased control of Earl Mc- 
Millian, Inc. (Ford) from the estate 
of his father, the late Earl Mc- 


Millian, The son has headed the| 


firm since 1955. 
a. * + 


Studebaker Adds Blakeley 
CLAYTON, N. M.—F. M, Blakeley 


John Deppe, and has added the 
Edsel to his present Lincoln, Mer- 


cury, Continental and English Ford |* 


lines. 
* + > 


Snider Motor to Build 


KNOXVILLE, Tenn—Snider|!. 
Motor Co., an import dealer, has|y 


purchased a site for a new dealer- 
ship. Harrison Snider said a three- 
| floor concrete, brick-and-steel 
| building will be constructed on the 
| site within the next two months at 
an estimated cost of $75,000. 

+ * * 


Paddock Pontiac Sold 


LOUISVILLE. — James L. Pad- 
| dock has sold Jim Paddock Pontiac, 
|Inc., 8389 E, Broadway, to Colonial 
| Pontiac, Inc, Officers of the new 
| firm are Walter K. Witherbee, pres- 
ident, and Robert A, Klemenz, vice- 


has been appointed a Studebaker! president and general manager.| Ford Honors Rice— 


dealer and has opened Blakeley 
Auto Service at 1001 S, First. He 
had been in the auto-repair busi- 
ness. 

* * * 


Deppe Sells to Sams 


ASHEVILLE, N. C.— Edwin L. 
Sams, president of Sams Motor 
Sales, Inc., 11 N. Market St., has 
purchased Deppe Motors from 


| Klemenz formerly was sales man- 
| ager for Koster-Swope Buick, Inc., 
| Louisville. 


* + a 
Littrells Buy Deal 
ATHENS, Ala.—C. W. James, 
owner of James Chevrolet Co., has 
sold the business to Marvin and 
Hershal Littrell, former Ford deal- 
(Continued on Page 43, Col. 3) 


Floyd Rice, left, Detroit, here receives 
Ford Motor Co.'s highest dealer honor— 
the Ten-Year Four-Letter Award — from 
Chase Morsey jr., Ford Detroit district 
sales manager for Ford Division. Only 
about one percent of the nation’s Ford 
dealers have received the citation. Rice, 
president, Floyd Rice Sales & Service, Inc., 
has been a Detroit Ford dealer since 
1944, 


Dealer Skeptical — 
Over Birmingham 
Auto-Repair Law 


BIRMINGHAM, Ala.—The City’s 
new “accident-sticker”’ law, which 
went into effect June 1, will be “too 
bunglesome” to work, some dealers 
contend. 

They also fear it will drive a lot 
of auto-repair business out of town, 

Under the ordinance motorists 
whose cars are involved in acci- 
dents on Birmingham streets must 
report to police immediately. Acej- 
dent investigators will fix “dam- 
aged-vehicle” stickers to car wind- 
shields at the scenes before releags- 
ing them for repair. 

If an auto brought in for accident 
repairs does not have a sticker, the 
dealer or garage owner must check 
with police to determine whether 
the car is being sought in a hit- 
run case. 

Mayor James W, Morgan said he 
and the City Commission were will- 
ing to discuss the measure with 
dealers and garagemen at any 
time prior to June 1 to iron out 
difficulties. 
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ers here and Edsel dealers in 
Huntsville, Ala. The new owners 
are operating the business as Litt- 
rell Motor Co. 


* * 


Gil Webber Builds 


KANSAS CITY. — Gil Webber 
Motor Co., recently appointed Ram- 
bler dealership, is constructing a 
sales and service building at 7712 
Wornall Rd. Gilbert E. Webber 
heads the firm. 

a 


* ® 


Heaston Adds Outlet 


ALBUQUERQUE, N. M.—Joe 
Heaston, who handles Mercury, 
Edsel, Lincoln and Fiat, has opened 


Audience Participation— 


Willard A. Pleuthner, seated, right, vice-president, Batten, Barton, Durstine & Osborn, 
Inc., used a portion of the audience attending his talk, “43 Ways To Improve Company 
Communications," before the DeSoto Dealers Assn. of Southern California, as models N — outlet at 200 Truman, 
for prop hats used to symbolize the eight different communication audiences. Stand-|  * ~~" ee 
ing, from left, are C. D. Colley, Los Angeles; Lou Jabro, executive secretary-manager, ° 
Plymouth Dealers Assn. of Southern California; George Kari, Pasadena, and M, R. Olds Dual in Oklahoma 
Mackaig, Los Angeles. Seated: Fred Potruch, Los Angeles; J. B. Sparkes, Los Angeles YUKON, Okla.—Quality Oldsmo- 
Plymouth-DeSoto regional manager, and Tom Dalbey, Huntington Park. bile-Cadillac has been formed here 


DELCO-REMY WATERPROOF 
REGULATORS NOW AVAILABLE 
FOR ALL POPULAR AMERICAN 





Better electrical performance and greater dependability in any weather 
are important user benefits found in Delco-Remy’s waterproof standard 
generator regulators, now available for general replacement use. 


And here are the features that make them the right regulators for all 
popular American cars and trucks. 


New overhanging one-piece formed steel cover and mating base 
shed road splash . . . convenient attaching screws are outside the 
enclosed area. Molded soft rubber gasket seals out harmful oil 


and water vapors. 


Integral sleeves of molded nylon insulator form permanent seal 
around rivets—assure watertight base. 


New, longer, more flexible armature contact spring on voltage 
regulator unit assures more positive closing of contact points for 
smoother operation. 


Welded electrical connections and highest quality tungsten and 
non-tarnishing precious metal contact points assure minimum 
resistance, maximum durability. 


0000 9 


Special fine thread screw-type controls allow easy, highly ac- 
curate adjustment of all three units. 


Always replace with Delco-Remy waterproof regulators. Built to 
highest quality standards by the world’s largest original equipment 
manufacturer, these improved regulators are available from your car 
or truck dealer or the United Motors System. 


DIVISION OF GENERAL MOTORS «+ 


DELCO-REMY - 





Auto Dealer Changes 


(Continued from Page 42) 


ANDERSON, 









by Don Smith, Elk City, Okla.; 
Jack S. Cooper, Yukon, and J. W. 
Pope, Tulsa. 

* * * 


Penney Buys Rambler Deal 
DECATUR, Ala. — Bill Penney, 
owner of Bill Penney Motor Co. 
(Rambler), Huntsville, Ala., has 
purchased the Rambler-M e tr o- 
politan dealership here from 
Peek Oldsmobile. Peek earlier 
acquired the Cadillac outlet in 
Decatur from Maynard Motor Co. 
Penney’s Decatur deal is oper- 
ating as Bank Street Rambler 
Sales & Service, 317 Bank St. 


* * * 


Peffley Expansion Completed 


DAYTON, O.—A $100,000 expan- 
sion of facilities at 1530 E. Third 
St. has been completed by T, D. & 
P. A. Peffley, Inc. (Ford). The 
project included a new used-car de- 
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partment, a lot across Third from 
the main office, and a brick sales- 


| room, 


* + * 


Dwyer Opens Deal 


ROCHESTER, N, H.—Dwyer Mo- 
tor Sales (Buick-Pontiac), owned 
by Richard Dwyer, has been opened 
at 68 South Main St. in the building 
formerly occupied by Indian Head 
Motors. 

* * +. 


Williams Sells to Clark 


BLUEFIELD, W. Va.—Andy 
Clark of Princeton, W. Va., has 
purchased Andy Williams, Inc. 
(Ford), from Andy Williams, and 
is operating the business as Andy 
Clark Ford, Inc., at the same 
location—2004 Princeton Ave. 

* a * 


Johnson Signs with Toyopet 

BUFFALO.—Sheridan Motors, 

Inc., has been appointed the Buf- 

falo-area dealer for the Japanese- 

built Toyopet. William S, Johnson 
is president of the firm. 
* * * 


Mugg Buys Teague Deal 


INDEPENDENCE, Ore.—Art 
Mugg has acquired Emerson 
Teague Chevrolet Co., Second and C 
Sts., and will operate as Mugg 


Chevrolet. 
* 


Mercedes-Benz 


Adds 17 Dealers 


SOUTH BEND. — Studebaker- 
Packard has added 17 Mercedes- 
Benz dealers, They are: Paramount 
Motors, Inc., 1930 Van Ness Ave., 
San Francisco; Anderson Motors, 
Inc., 611 S. Capitol Blvd., Boise, Id.; 
Russ Buick Co., 722 N. Second, 
Fargo, N. D.; Spitzer Motors of 
Lorain, Inc., 2158 Broadway, Lo- 
rain, O.; Midwest, 240 W. Wood, 
Decatur, Ill. 

Richardson-P u r d y-McCullough 
Motors, 2515 E. Eleventh, Tulsa, 
Okla.; Martin Motor Sales, 19 
Rowley, Winsted, Conn.; Lloyd 
Oliver, Inc., 450 Exchange, Akron; 
Quinn-Connelley Pontiac, Inc., 1006 
Ave. Q, Lubbock, Tex.; American 
& Foreign Motors, Country Park, 
Route 2, Crystal Lake, Ill.; Nance 
Buick Co., 1030 Texas St., El Paso, 
Tex. 

Tindall Pontiac, Inc., 3915 San 
Pedro, San Antonio; George “Pon- 
tiac” Pattison, Inc., 102 E. Beach, 
Biloxi, Miss.; Pelican Imports, Inc., 
3120 Ryan, Lake Charles, La.; Race 
Motor Sales, Inc., 22525 Woodward, 
Ferndale, Mich.; Dormont Stude- 
baker Co., 3200 Ww. Liberty, Pitts- 
burgh, and Judson T. Minyard, 533 
N. Pleasantburg, Greenville, S, C. 


* * * 


Lacher Opens Rambler Deal 


SHAKOPEE, Minn.—Valley Ram- 
bler, Inc., has opened in the build- 
ing formerly occupied by a Buick 
dealership. Joe Lacher, in the auto 
business for 13 years at Blue Earth, 
Minn., heads the new dealership. 

= 


Ruckdashal Adds 2 Lines 


DULUTH, Minn.—Ruckdashal 
Motors (Dodge) has added Chrysler 
and Imperial to its line. The deal- 
ership, owned by Marshall Ruck- 
dashal, formerly handled Plymouth. 

¥ = * 


Colman VW Opens 


AUGUSTA, Ga.—Colman Motors, 
Inc. (Volkswagen), 2415 Milledge- 
ville Rd., held its formal opening 
recently. 

oe *” ~ 


Dean Buys Out Gerardot 

DENVER.— Robert Gerardot has 
sold his interest in Bob Gerardot 
Buick to Richard Dean, former 
Buick factory man. Joe Fadely is 
general manager of the new opera- 
Gon. ~ 7 * 


Import Deal Moves 


HAMBURG, N. Y.—Arnold R. 
Milks, owner of Hamburg Raceway 
Foreign Cars, has moved to newly 
constructed facilities on McKinley 
Parkway. The firm handles Tri- 
umph, Volvo, BMW-Isetta and Jag- 
uar. 

* 7 * 
Triumph for Hamlin 

MEDFORD, Ore.—Hamlin Motor 
Co. has been granted a Triumph 
franchise. 

” * os 
Vincel Adds Taunus 

ST. LOUIS.—Fred Vincel Co. 
(Continenta]-Lincoln-Mercury- 
Edsel) has added the German-built 
Taunus line. 
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Financial 


International truck sales, includ- 
ing parts and service, for the first 
six months of fiscal 1959 ended Apr. 
30 totalled $288,096,000, compared 
with $253,287,000 for the like period 
a@ year ago, a 13.7 percent gain. 

Frank W. Jenks, president, said 
that in the second quarter the 
company set new alltime records 
for both sales volume and net in- 
come, 

Total company sales for Febru- 
ary, March and April amounted to 
$425,543,000, a 47.5 percent increase 
over the same period last year, 
Jenks said, Net income for the 
quarter was $34,989,000, compared 
with $12,435,000 in 1958, 

Monthly sales records were 
broken twice in the quarter. March 
established a new high, only to be 
surpassed by April, which produced 
a total of $158,776,000. 

Jenks reported that sales during 
the first six months of fiscal 1959 
totalled $598,543,000, compared with 
$509,737,000 in the corresponding 
period of 1958, an increase of 17.4 








Front 





percent. Net income for the period 
was $31,383,000, compared with $19,- 
245,000 a year ago. 

* * +” 


Flintkote Earnings Soar 


On Sales Increase of 21 Pct. 


Flintkote Co. has reported that 
first-quarter sales rose 21.6 percent 
over a@ year ago and net income 
was up sharply. 

Sales amounted to $42,543,791, 
compared with a revised volume of 
$34,996,435 in the first three months 
of 1958, the firm said. Net income 
totalled $1,515,963, compared with 


a revised net of $471,331 a year ago. 
+ * ca 


McLouth Quarterly Net 


Zooms to $4.6 Million 


McLouth Steel Corp., Detroit, re- 
ported that net income for the 
first quarter of 1959 was $4,663,652, 
compared with only $37,501 for the 
first quarter last year. 

Sales were about double for the 
1959 period, totalling $57,802,749, 
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compared with $29,224,971 a year 
ago. 
+ * 


* 
Federal-Mogul Earnings 
Top Any Previous Quarter 


First-quarter earnings of Fed- 
eral-Mogul-Bower Bearings, Inc., 
Detroit, were the highest of any 
quarter in company history, ac- 
cording to G, S. Peppiatt, president. 

Earnings were $2,966,000, com- 
pared with $1.6 million in the year- 
ago quarter. The previous record 
was $2,841,000 in the fourth quarter 
of 1958. First-quarter sales were 
$29,959,000, compared with $23,388,- 
000 in the first quarter last year. 

- +” ” 


Napco Reports Red Ink 


Despite Gains in Sales 


Napco Industries, Inc, reported 
that 1958 sales were up 37 percent 
over 1957 sales. It was the biggest 
year in the company’s history. M. 
E. Rappaport, chairman and pres- 
ident, said that the company has 
been in the black since August, 
1958, but that fourth-quarter profits 
were not enough to offset losses 
incurred in the first three quarters. 

In a letter to stockholders, he 
reported 12-month losses at $693,007, 
compared with a 1957 deficit of 








Phila. Dealers Warned 


On Speedometer Rollback 


PHILADELPHIA.—Any dealer 
caught turning back speedometers 
or otherwise misrepresenting 
used cars will be prosecuted, 
District Attorney Victor H. 
Blanc has informed the Philadel- 
phia Automobile Trade Assn, 

Blanc said his office can check 
the actual mileage by contacting 
the last station to inspect the car 
or the former owner. 





$750,150, The 1958 deficit, Rappaport 
noted, was figured after deprecia- 
tion of $725,189. 

* 


General Finance Reports 


Record Quarterly Profit 


Record first-quarter earnings of 
$855,853 were reported by General 
Finance Corp, The corresponding 
period of 1958 produced earnings of 
$810,720. 

Retail volume in the quarter 





| with $23,244,000 a year ago. 
* * * 
Thor Power Tool 


Thor Power Tool Co., first quar- 
ter, 1959 vs. 1958: Sales, $7,233,751 











YOU START 





BETTER WITH BENDIX 


For nearly fifty years Bendix* Starter Drives have been the recognized standard drive for all types 
of internal-combustion engines. Besides their more than 125,000,000 automotive installations, 
these units have also been given top preference in such diversified fields as aircraft, locomotives, 
earth movers, inboard and outboard marine engines. The reason has to be that Bendix drives deliver 


superior performance and are more reliable. In other words you can start better with Bendix. 
*REG. U.S. PAT. OFF. 


Bendix-Elmira By, 


ECLIPSE MACHINE DIVISION 


ELMIRA, NEW YORK 





amounted to $29,462,000, compared | 


————_, 


lane $6,425,330; earnings, $402,217 
and $300,063. 
* 


Rubbermaid 


Rubbermaid, Inc., first gix 
months, fiscal 1959 vs, fiscal 1958: 
Sales, $11,524,172 and $10,191,168: 
earnings, $609,039 and $464,104, ’ 

* + * 


General Acceptance Reports 
Record Volume and Profit 


First-quarter income of Genera] 
Acceptance Corp. set a record $600,- 
871, compared with $424,924 in the 
corresponding 1958 quarter, 

Volume totalled a record $51,155,- 
452 in the quarter, compared with 
$43,162,701 in the corresponding pe- 
riod a year ago. 

* * * 


Thompson Ramo Wooldridge 


Reports Sales Up 5 Percent 


Sales of Thompson Ramo Woold- 
ridge, Inc. increased about 5 per- 
cent to $91,281,091 in the first quar- 
ter, compared to $86,842,286 a year 
|} ago, according to J. D. Wright, 
chairman. 
| Net income after Federal income 
taxes was $2,236,704, compared with 
$2,039,835 in 1958, he said. 

i & * 


General Acceptance Reports 


41% Increase in Earnings 


General Acceptance Corp., Allen- 
| town, Pa., reported its earnings in 
the first quarter amounted to $600,- 
871, a gain of 41 percent over the 
$424,924 earned in the like period 
of 1958. 

The volume of business acquired 
rose from $43,163,000 in the first 
three months of last year to $51,- 
155,000 in the like period of this 
| year, a gain of 19 percent. Presi- 
dent F. R. Wills said the company 
now appears to be heading for the 
best year in its history. 

” x * 


Highway Trailer 
Highway Trailer Co., first quar- 
ter, 1959 vs. 1958: Sales, $4,859,294 
and $2,051,447; earnings, $402,343 
and net loss of $8,173. 
7 * * 





Profit Increases 
At Pacific Finance 


A profit of $1,711,515 was reported 
for the first quarter by Pacific Fi- 
nance Corp., an increase over the 
$1,483,515 earned in the like period 
of last year. 

The volume of business acquired 
in the first quarter was $189,896,145, 
compared to $123,721,878 a year ear- 
lier. Credit outstanding on March 
31 totalled $431,407,220, up from the 
aes outstanding a year ear- 
ier. 


Black & Decker 


Black & Decker Mfg. Co., first- 
half report (six months ended 
March 29), 1959 vs, 1958: Sales, 
$24,273,219 and $21,905,821; earn- 
ings, $2,055,450 and $1,580,392, 

*« 


* * 


First-Quarter Sales Set 


Record, Seiberling Reports 


First-quarter sales of Seiber- 
ling Rubber Co. were the highest 
in the company’s history, Presi- 
dent J, P. Seiberling said at the 
annual meeting. 

He estimated sales would ex- 
ceed $11 million, compared with 
$9,343,477 in the like period a 
year ago. Profits are expected to 
top $200,000, as against a $200,644 
loss a year ago, he said. 

* * ~ 


Weekly Car, Truck Fees 
Top $1 Million for Hertz 


Walter L, Jacobs, Hertz Corp. 
president, told shareholders that 
weekly volume of the company’s 
car rental and truck leasing opera- 
tions each have topped the $1 mil- 
lion mark this year for the first 
time in company history. 

He said the first million-dollar 
week in the rent-a-car division was 
completed March 5, and the first 
million-dollar week in the truck- 
|lease division on Apr. 30, Three 
times in the last 90 days the com- 
bined weekly revenue of these two 
divisions exceeded $2 million, Hertz 
added. 


Globe-Wernicke on Big Board 


Common shares of Globe-Wer- 
nicke Industries, Inc., Toledo, have 
| been admi<ted for public trading on 
|the New York Stock Exchange 
under the symbol GWI, according 
| to William D, Hahn, president. The 
| firm reported consolidated net ea:n- 
| ings of $1,364,446 for 1958. 
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Maintenance Hints... 





Here’s How Experts Do It 


Bearing Grease Problem 


HEEL bearing greases com- 

monly contain either sodium 
or lithium soaps and, therefore, are 
not compatible. Mixing these two 
types of greases may result in a 
gemi-liquid that has very poor 
lubricating qualities. 

Wheel bearing greases made with 
either substances are satisfactory 
when used alone. However, inas- 
much as it is not always possible 
to know what the greases contain, 
it is strongly recommended that 
greases never be added to that al- 
ready in the wheel bearings. 

When additional grease is 
needed or upon reaching the 10,- 
000-mile inspection period, all 
greases should be washed out of 
the hub and bearings with clean 
solvent and the parts dried with 
compressed air. 

CAUTION: Never spin bearings 
with compressed air while drying 
or damage to the race and rollers 
will result due to close fits and lack 
of lubrication. 

After cleaning, 
and races for cracking, 
brinelling or excessive wear; 


inspect bearings 
flaking, 
if 


found satisfactory, thoroughly re-| 
pack bearings and hubs with new} 


grease. 

CAUTION: Leave some space in 

hub between inner and outer bear- 

ings for grease expansion or grease 

will leak out of seals.—Dopce TrcH- 
NicAL SERVICE BULLETIN 
*” * * 


Chevrolet Wipers 
INGLE-SPEED electric wind- 
shield wipers are used as stand- 


ard equipment on the 1959 Chevro-| 


let, while a two-speed unit is of- 
fered optionally. 


The wiper motor is mounted in| 


the engine compartment and pro- 


vides approximately 100 strokes per | 


minute. An automatic reset type 


circuit breaker is located internally | 
on the motor brush plate to pro-| 
tect the motor windings from over-| 


heating. 

The design of this new wiper 
does not provide for depressed 
parking of the windshield wiper 
blades. When the switch is turned 
off, the motor continues to run 
until the blades reach the inboard 
limit of the wiper arc. 

If parking of the blades near the 
windshield reveal moulding is de- 
sired, it will be necessary to re- 
position the wiper arms. This 
action will, of course, result in 
decreasing the wiper blade out- 
board travel—CHEVROLET SERVICE 


News 
* * * 


Buick Wheel Bolts 


HE bolts that secure the wheels 

to the drums on the 1959 Buick 
cars are not interchangeable front 
and rear. 

The thicker aluminum front 
brake drum requires a longer bolt 
than the thinner cast iron rear 
drum. If the front bolt is used on 
the rear drum, it will press against 
the parking brake strut and, if the 
rear bolt is used in the front, it 
will not thread deeply enough into 
the hub to safely attach the wheel. 

For purpose of identification 
the bolts ta be used on the front 
wheels are marked on their heads 
with either the letter “F” or the 
word “Front,” they are finished 
with a dechromatic plating which 
is yellowish in color, and they 
have an overall length of approx- 
imately 134 inches. 

The bolts to be used on the rear 
wheels are marked on their heads 
with the word “Rear” although 
other markings may be used, they 
are finished with a cadmium plate 
which, of course, is silver in color, 
and they have an overall length of 
approximately 1% inches. 

The difference in overall length 
is probably the surest method of 
identification. 

This caution is of particular im- 
Portance when rotating tires since 
all the wheels may be removed 
from the vehicle at the same time. 
—Cuexk-Cuart Service BuLLetin 

* * ae 


Check Valve Torque 


1959 air-suspension cars, the 

bore for the ball in each air- 
dome ball check-flow valve is 
drilled from the threaded end of 
the fiow valve, thus reducing the 





thickness of the thread wall. It is| 


essential, therefore, not to exceed 
the recommended 5 to 10-foot} 
pounds torque when installing the | 
flow valve in the air dome. If over- | 
torqued, there is a possibility of the 
fitting being broken.—THE CapiLLac 
SERVICEMAN 
* * * 


Adjusting Push-Button Cable 


O PROVIDE a more accurate 
method of making the push but- 
ton cable adjustment, a control- 


cable adapter plug and locking} 


screw assembly was incorporated 
on approximately 3,000 Torque-Flite 
transmissions during the last of 
the 1958 production and all 
Torque-Flite transmissions. 


The plug and lock screw assem- 


| bly, which replaces the conven- 


tional %-inch pipe plug in the 
control-cable adapter housing, is 
used for cable adjustment in the 
following manner: 

1. With the control cable removed | 
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from the adapter housing, and the/|curely to prevent a possible oil leak. 
locking screw in the unlocked| 6. In order to expose the cable 
| (counter-clockwise) position, using| locking spring on the adapter for 
| @ small drift or rod, push the con-|control-cable removal, loosen the | 
| trol-cable adapter all the way back locking-screw plug from the hous- 
| into the “reverse” position on the|ing and remove the entire locking- 
| manual valve. screw and plug assembly as you 





the locking screw into the control- | pipe plug.— Curysier Service But- 
cable housing until the screw head | LETIN 

| forces the control-cable adapter | » rl 

| against the side of the housing, this |(Jenerator Pulleys 

firmly locking the adapter in the | 
reverse position. 

3. With the reverse “R” button | 
| pushed in and held firmly in place, 
| install the control cable into the) 
| housing until the cable end is clip- move a multiple-groove pulley, it 
| ped to the adapter. |can be removed by the use of the 

4. With the locking screw still | Power-steering pump puller, Tool 
in the locked position and the re- | C-3615. 
verse “R” button held depressed, | TO remove a single-groove 
move the control cable in and out | Pulley, the same puller (Tool C- 
of the housing and note the | 3615) may be used if it has an 
amount of cable free movement. | unthreaded shank 1% inches long, 
Then push the cable all the way | °F if it has been modified. 
into the adapter housing and pull The overall length of the puller 
out one half of the total free | screw is 4% inches, with a straight 
movement travel. Tighten the (shank at the end of the threads 
control-cable clip in that position. 


5. Loosen the locking screw by 
turning it counter-clockwise all the | 
way until the screw head bottoms 
on the inside end of the locking 
screw | Plug. Tighten the screw se- 


| fit on the armature shaft. 





| pulley the threads interfere with 
the pulley hub as it is being re- 
moved. 


HE 1958 4% and 5-inch frame | 
generator pulleys are now press | 


When it is found necessary to re- | 


1% inches long. On a single-groove | 


| 








portion by grinding % of an inch 
from the threads increasing its 
|length to 1% inches. This will not 
interfere with the puller’s original 
use and will add to its usefulness. 
Note: A %-inch thick, %-inch 
O. D. spacer inserted at the end of 


2. Using the screw driver, turn | would have normally removed the|the screw, next to the armature 


shaft, may also be used in place of 
grinding. 

INSTALLING Putters (rear bush- 
ing-type generator): Remove the 
through bolts and remove armature 
and front end frame assembly from 
generator frame. 

Position pulley and armature 
assembly in arbor press and press 
pulley on shaft until it just seats 
firmly against the crinkled 
washer. 

Caution: If a hydraulic press is 
used, do not exceed 6,800 pounds. If 
as much as 7,200 pounds is used, the 


| shaft may bend and cause perma- 


nent damage to the shaft. 
INSTALLING Putters (rear ball- 
bearing-t ype generator): Remove 
rear-bearing cover. Support arma- 
ture shaft at this point in press and 
follow the same procedure for 


| pressing on pulley as outlined for 


bushing-type generators as men- 


To provide proper clearance, it is| tioned above.—Dopce TrcHNICAL 
necessary to lengthen the shank! Service BULLETIN 





Even a complete shop costs as little as '73¢ 


an hour* ... modernize with Block & Deckers 


Imagine putting every tool you see here—a completely 
modern tool set-up—in your Service Department for 
73c an hour. You’ll see work speed through your shop. 
You'll reduce labor costs. Increase your profits. With- 
out spending a penny of your capital. 

The reason is simple: every Black & Decker tool is 
built for peak performance over a long, long time. You 
select from 39 cost-cutting, profit-making Black & 
Decker tools—each designed to do best the job for 


which it was built. 


LEADING DISTRIBUTORS EVERYWHERE SELL 
QUALITY ELECTRIC TOOLS BY BLACK & DECKER 
TOWSON 4, MD. (IN CANADA: BROCKVILLE, ONT.) © 


And, in modernizing your shop, you keep your cap- 
ital intact. You pay for your new cost-cutting tools just 
as you pay your mechanics—as they produce for you. 
No interest or carrying charges. Take twelve months, if 
you like. Call your local automotive distributor today. 
*Based on 40 Hr. Wk.—12 months to pay. 
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Sales... 


Mufflers, Tailpipes 
Tops in Parts Sales 


(Continued from Page 36) 


front end should be checked for 
wear or unbalanced conditions and 
corrected. 

Oil filters, fan belts and hose rank 
seventh and eighth in sales and are 
important items to put on the 
checklist for any preholiday special 
the dealer might offer. Many times 


Atlanta Warehouse Opened 
Formally by Dayton Rubber 


ATLANTA.—Dayton Rubber Co. 
has formally opened its new re- 
gional warehouse and sales outlet 
in Atlanta. 

The new facilities will serve the 
company’s industrial, automotive 
and foam divisions. It is the second 
new consolidated warehouse to be 
opened this year, the other being 
in Dallas. 





these items are overlooked or not 
inspected thoroughly, and will 
cause trouble on long trips and 
hard driving. 
* * * 
ND, of course, brakes, lights, 
wipers, horns, mufflers, shocks 
and the fuel pump should be check- 
ed closely to make certain they are 
operating properly and do not show 
evidence of near-future failure. 
Headlamps should be aimed prop- 
erly as an essential safety measure. 
According to AAA, a thorough 
check of these items will turn up 
plenty of business for the shop 
and save the car owner from at 
least 60 percent of his breakdown 
possibilities. 
Checking the list of the top 36 
items reported as best selling prod- 
ucts in 1958 and 1955, it is easy to 


(LIKE THIS IDEA 
OF A 40,000- 


Comparisons of 


Past Parts-Sales 


Surveys 


A comparison of top-volume parts lines in surveys of past years 
show trends of certain items to grow or diminish in importance. 


1958 
Mufflers and tailpipes 
Spark plugs 


Motor and chassis parts 
Antifreeze 

Oil filters 

Fanbelts and radiator hose 
Brake lining 

Paint, lacquer, thinner 


* x + 


see where design changes or im- 
proved quality have played their 
part in the replacement market. 
For instance, mufflers and tail- 
pipes, which led in sales volume in 
1958, were in ninth place in 1955, 
while batteries, which led in jobber 
volume in 1955, have dropped to 
fourth place in today’s sales. Im- 


National Position 
1947 1945 1 


1 


1954 3 1 


94 
2 
4 
5 
1 
2 
8 


2 1 
8 10 
11 8 
11 


+ * * 
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proved finishes have dropped paints 
and lacquers from seventh place in 
1955 to tenth place today. 
* * + 
—— parts, which were sixth 
in volume of all replacement 
parts in 1955, have crept up to third 
place in today’s service needs. 
The following table shows the 


AND DON'T FORGET TO KEEP 
YOUR VALVOLINE 
GUARANTY IN FORCE! 


RIGHT! 
WE'LL BE 
BACK! 


AND THEY'RE STILL 
COMING BACK, THEY 
LIKE OUR SERVICE 


| AND WE'LL SELL THEM 


= 


THEIR, NEXT NEW CAR! 


Find out how thousands of Automobile Dealers are using 
VALVOLINE’S 36,000-MILE GUARANTY* 1t.— 


* SELL MORE NEW CARS! 
* BOOST SERVICE DEPT. PROFITS! 
* MAKE MORE NEW CAR REPEAT SALES! 


Write today for Valvoline New Car Guaranty Brochure 


VALVOLINE OIL COMPANY 


DIVISION OF 


Freedom, Pennsylvania 
ASHLAND OIL & REFINING COMPANY 


volume sales parts as reported on 
a national basis by the nation’s 
leading jobbers of all sizes: 


National Average 
Mufflers & tailpipes. 
Spark plugs 

Ignition parts 
Batteries 

Motor & chassis parts.. 


_ 
Soonnesell 


Fan belts & hose 
Brake lining 

Paint, lacquer, thinner.. 
Equipment (shop) 
Grease & oil 
Chemicals 

Brake parts 
Equipment (lube) 
Piston rings 

Gasket & oil seals 


Se ete «RRS ea 


Bearings (motor) 
Tools (power) 
Carburetors & parts .... 
Lamps & sealed beams 
Clutches 

Tools (hand) 
Refinishing materials.... 
Fuel pumps 

Bearings (antifriction).. 
Jacks, hoists, lifts 
Battery chargers 
I shit ac hiaccicactniedbatcis 
Wire & cable 

Air compressors 

Grease & oil 

Brass fittings, fuel lines 
Springs 

* New category added in 1958. 


Long Lube Period 
Cuts Oil Efficiency, 
API Report Says 


CHANDLER, Ariz.—Tests made 
with a fleet of 81 taxicabs in 
Cleveland indicate the average mo- 
torist is-not realizing maximum 
performance of his motor oil or 
filter if crankcase drain intervals 
are extended excessively, the 
American Petroleum Institute was 
told. 

The report was presented by R. 
K. Williams, Lubrizol Corp., Cleve- 
land, and W. S. James, of W, S&S. 
James Associates, at a meeting of 
the lubrication committee of API's 
division of marketing. 

Williams said there is a direct 
relationship between engine clean- 
liness and drain intervals. He.said 
the amount of sludge and varnish 
in crankcase oils increases with 
the extension of drain intervals 
and that the effectiveness of the 
oils decreases proportionately. 

Noting that some auto manufac- 
turers are recommending longer 
oil-change intervals, Williams said 
that one result of this is that the 
average interval for oil drains in- 
creased from 1,900 miles in 1952 to 
3,100 miles in 1958. 
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Barnett to Manage 
Southwest Show 


DALLAS.—A. L. Barnett, Dallas, 
has been appointed manager of the 
Southwest Automotive Show, to be 
held here next March 24-27. 

Barnett will take office Aug. 1 
and will be a fulltime manager 
until after the show, said Yancy 
Robertson, Dallas jobber and show 
president. 

Barnett was treasurer of the 
show in 1952 when it was held in 
Houston. Since that time he also 
has served as a director. 


VX-6 Sues Motor Trend 


Over Product Report 


NEW YORK.—National Dynam- 
ics Corp., manufacturer of VX-6 
liquid battery saver, has filed 4 
$2% million damage suit in the 
New York Supreme Court against 
Peterson Publishing Co., publisher 
of Motor Trend magazine, The suit 
contends that a recent issue of 
Motor Trend pictured VX-6 as 
worthless and intended to deceive 
the purchasing public. 

Elliott Meyer, president of Na- 
tional Dynamics, said that VX-6 
“has saved its millions of users 
countless hours of trouble and 
more millions of dollars in repait 
bills, We have an obligation to the 
public and to our distributors to 
stop this smearing of our product.’ 


McDavid Rambler Opens 


HOUSTON.— McDavid Rambler, 
Inc., has opened for business here 
jat 2200 N. Shepherd St., 
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Backshop e e e By Jack Weed 


AUTOMOTIVE NEWS, JUNE 15, 1959 


(Continued from Paage 36) 


seems a sad commentary on the 
automobile business that plumbers, 
electricians and masons, who do not 
have to have as many facets to 
their skill as the automobile me- 
chanic, all enjoy a higher wage 
ratio than the mechanic who has 
to be a real technician to do his 
job efficiently on today’s compli- 
cated vehicles. 
* * * 


Cc IS equally sad that every fac-| 


tory with sound training pro- 
grams that are offered free to men 
working for franchised dealers 
have to really put pressure on their 


dealers to keep these courses even | 


j 





reasonably filled, while schools that | 


charge for the same 
have much less difficulty filling 
their classes with men working for 
independents who must pay their 
own way to get the instruction. 

It is pathetic that the dealers 
of this great industry also sit 
back complacently and allow to 


get away the young men who | 


have selected auto mechanics in 
their vocational schools, have put 
in two years or more learning 
what makes an automobile “tick,” 
and have a desire to make auto 
repair their life work. 

At least two sound basic pro- 
grams to capture these boys for the 
retail end of the industry have been 
struggling along for several years 
trying to get sufficient support 
from the dealers to be an essential 
and basic source of injecting young, 
eager-to-learn blood into the retail 
automobile-repair industry. 

William Walton of Ford Motor 
has worked diligently each year on 


@ program in the Detroit area to! 


capture the best of these vocational 


school graduates for the Ford and| 


Mercury dealers in the area, but 
with a very real lack of proper 
support for his efforts. 

George Cutler, director of service 
for Plymouth, developed another 
program of tremendous possibilities 
years ago when he was West Coast 
Service Manager. Since being 
brought into the home office he has 
been trying to revive the program 
on a national basis. 

This program, called a “Trouble 
Shooting Contest,” pits teams of 
boys from different vocational 
Schools in an area against each 





‘Partnership’ Plan 
In Purchasing 


Pays for Avisco 
CHICAGO. —The purchasing de- 


partment of American Viscose} 
Corp. has taken local industrial | 


distributors into “partnership” by 
following a new concept of buying 
which establishes cost rather than 
price as the key consideration, ac- 
cording to Abbott M. Smith jr., 
Avisco purchasing executive. 

“Price can be an illusion—cost is 
the important factor,” he told the 
Automotive Sales Council. 

“We believed it would be possi- 
ble, by becoming ‘partners’ with 
our distributors, actually to get our 
costs down and the distributor's 
Profits up. And so far it has been 
working just that way,” he said. 

American Viscose now “con- 
tracts” with local distributors on an 
annual basis for those parts the 
company has determined the dis- 
tributor is best able to supply. 

Price is established prior to this 
agreement as a certain equitable 
Percentage off list price, and the 
distributor is given full responsi- 
bility for the lines he is to supply. 

On our part,” Smith said, “be- 
Sides giving the distributor the op- 
Portunity to furnish 100 percent of 
the plant’s requirements in those 
lines, we undertake to keep him 
thoroughly informed on inventory 
and consumption, order uniformly 
throughout the year, cut paper 
Work to an absolute minimum and 
keep him as fully informed as 
Possible about our operation. : 

“On the other hand, we expect 
the distributor to supply items 
Within the agreed delivery time, 
advise us on items which are obso- 

or obsolescent, ship and bill 
Complete, inspect stores and advise 
the storekeeper on methods of 
king, packaging and receiving 
s.”” 


instruction | 








other to see which can find and 
fix a number of maladjustments in 
cars, working against time, 
+ oa a 

Big Potential Is Seen 
oo program, if properly con- 

ducted, seems to have great 
publicity potential and community 
interest possibilities, as well as 
being an automatic selector of the 
best embryonic mechanics in each 
area, 

Yet despite the fact that this 
program now is “put on the road” 
by the factory, it still lacks the 
dealer support that it deserves. 


Certainly, many of the dealers 
who operate efficient and very prof- 
itable service operations across the 
country would not go out of their 
way to develop their own mechan- 
ics from young men who have a 
love for working with tools unless 
they had found it a profitable ven- 
ture. 

Yet here are programs with great 





merit that pre-select the “best of 
the crop” in a field that needs re- 
placements for the men who have 
grown old in the service. The pro- 
grams are having a tough time 
getting the slight support that each 
needs to become a real factor in 
helping keep our mechanic force 
somewhere in line with the need of 
just the franchised dealers. 
* * a 


‘ year the “Trouble Shooting 
Contest” was held in six cities 
from coast to coast. In Oakland, 
Calif., where the contest was run 
May 6, 15 schools and 30 teams of 
contestants were involved. 

In Boston on May 13, 21 schools 
and 21 teams were entered; in 
Los Angeles, held May 15 and 
where the dealers did an out- 
standing job, 60 schools entered 
85 teams; in San Diego, run on 
May 8, 18 schools and 20 teams 
competed; in Buffalo, run on 
May 23, some 15 schools and 15 
teams were involved, and in De- 
troit, run June 5, there were 16 
teams from 16 schools, 

Here at least are 374 boys who 
have demonstrated the qualities so 
sorely needed in dealer shops, diag- 

| nosticians of demonstrated ability, 
‘who would make top-flight order 





Family Car Called 


Biggest Rust Headache 


EVANSTON, Ill.— The biggest 
rust problem around the house 
isn’t in the house at all—it’s the 
family car, according to a survey 
of 6,100 homeowners conducted 
by Rust-Oleum Corp., producer of 
rust-preventive coatings. 

The auto was named the No. 
One cause of “rust headaches” 
by 36 percent of the persons in- 
terviewed. Other chief rust offen- 
ders and the percentage of per- 
sons naming them were: Gutters 
and downspouts, 27 percent; 
screens, 21 percent and garden 
tools, 17 percent. 





writers or could be trained to be 
expert mechanics. 

But they will be lost to the car 
make that made the contest pos- 
sible unless the dealers in each city 
step up to the opportunity and hire 
these boys on a basis that will give 
them sufficient time to be indoctri- 
nated into retail service work with- 
out being “kiiled off” by mishan- 
dling at the very start of what can 
be a life career for these boys. 

Experience in the past has 





47 


proven that most dealers who hire 
a vocational school boy do so on 
the basis that he is a finished me- 
chanic and do not watch his pro- 
gress from the time he is turned 
over to the service manager. 

* Oo ok 


Indoctrination Plan Needed 


N INDOCTRINATION proced- 

ure should be developed in 
which both the dealer and his serv- 
ice manager face up to the fact 
that these boys, without commer- 
cial experience, cannot be consid- 
ered mechanics but just good basic 
timber that must be brought along 
slowly and encouraged for weeks 
or perhaps months so that they do 
not get disgusted with the treat- 
ment they receive and quit before 
they “learn the ropes.” 

Some day, and perhaps not too 
far away, this industry is going 
to regret the waste of good me- 
chanic timber it has permitted to 
slip through its hands for the 
past 10 years or more. 

With a little direction, a com- 
paratively little money, and the aid 
of the dealer councils, both of these 
programs could be made vital me- 
chanic replacement factors, I be- 
lieve. 





Happy Day when You Switch 









THIS IS ONE OF EIGHT——_——_ 
mal 


standard sections available. Each 
one is quickly adjustable to meet 
practically every need. Or you can 
have ‘“‘custom-built’”’ sections by 
starting with basic shells and add- 
ing whatever parts you want. 





FOR AUTOMOBILE DEALERS 


from a 


HAS-BIN 


SLIDING SHELVES. 





Slide easily into 


to this new Lyon 


Sliding Shelf Bin 


position in upright slots on 1)” cen- 
ters—automatically lock in place. 
Merely lift shelf at front to release and 
slide shelf out for relocation. Ends are 
flanged for extra strength and to lock 
uprights into one rigid unit. 





ADJUSTABLE DIVIDERS. Dividers snap 
firmly into place and stay that way 
without the use of nuts, bolts or 
springs. Dividers are quickly and 
easily adjusted without tools. You can 
re-position them whenever, wherever 
you like—in a few seconds. 
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LYON METAL PRODUCTS, INC. * 690 Monroe Ave., Aurora, Ill. 


(0 Send me LYON SLIDING SHELF SHELVING 
BULLETIN 165-A 


(0 Also send me 84-Page LYON CATALOG covering over 
1500 other Lyon Steel Equipment products 
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SHELF BOXES. Flush, finger-grip fronts 
have no projecting handles— provide visi- 
bility of contents. Safety sto 
vents spilling. Box fronts and dividers are 
embossed for labels. There are two adjust- 
able dividers in each box. 


at rear pre- 


COMPANY 
ADDRESS—————________-+» +»§ ee 


ZONE——_ STATE—___—____ 

















CAM ANGLE METER—A cam angle- 
dwell meter has been announced by Fox 
Valley Instrument Co., Cheboygan, Mich. 
The unit is said to offer maximum speed 
and accuracy in adjustment of distributor 
point spacing. For use on automobiles 
with four, six, or eight-cylinder motors 
and ignition systems of six through 24 
volts inclusive, the tester can be used 
without removing the distributor from 
the car, thus simulating actual operating 
conditions, it is said. The large 41-inch 
square meter face shows readings of cam 
angle in degrees dwell, marked for four, 
six, or eight-cylinder engines. It is con- 
structed in an 8 by 5 by 2%%-inch plastic 
case, equipped with five-foot insulated 
leads, and has rubber feet for resting 


on fender while testing. 
‘8 


Hydro-Seal Bench Kit 


Gunk Laboratories, Inc., 630 N. 
Harlem Ave., River Forest, IIl., has 
introduced Gunk Hydro-Seal in a 
three-gallon bench kit for cleaning 
carburetors and other small parts. 
It is a paint stripper and metal 
cleaner. 


+ 


* * 





BENDING BRAKE—The unusual design 
of this 18-inch bending and forming 
brake is said to enable the forming of 
chassis, boxes, covers, trays, etc. One-inch 
deep slots in brake-bar allow corners to 
fold in. Provides flange edges up to one 
inch on bend. Forms up to 90 degrees. 
Albert J. Tatu, Inc., Dept. 59, 5473 Main 


St., Williamsville 21, N. Y. 
oie, 





AIR CONDITIONER—M o Par Division, 
Chrysler Motors Corp., 7000 E. Eleven 
Mile Rd., Center Line, Mich., has an- 
nounced the MoPar Cool Aire air condi- 
tioner for 1957, 1958 and 1959 Plymouth, 
. Dodge, DeSoto and Chrysler cars. The unit 
is designed for Chrysler Corp. cars. This 
is said to result in easier installation and 
no major alterations are needed under 
the hood or in the front compartment. 
The Cool Aire's cooling coil fits under the 
instrument panel, out of the way and pro- 
tected from engine heat, it is said. Other 
components are installed in space avail- 
able under the hood. ' 

* 


Mobile Cleaning System 
Introduced by Acoustica 


A mobile ultrasonic cleaning sys- 
tem, mounted on rubber-tired 
wheels, is being manufactured by 
Acoustica Associates, Inc., 26 Wind- 
sor Ave.,.Mineola, N, Y., or 10400 





Aviation Blvd., Los Angeles 45, 
Calif. 

The systems are intended for 
such applications as cleaning 
power-demand meters, tools, insu- 
lators and parts, the firm said, and 
cleaning time for most items is less 


than one minute. 
* 


* * 
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NEW PRODUCTS 




















TOP CARRIERS—Foxcraft Products Corp., 
Huntingdon Valley, Pa., has introduced 
a line of all-purpose ‘‘Carri-All’’ auto top 
carriers. Model TC 101 rack bars feature 
specially designed rubber pressure pads 
adjustable to all cars, eliminating suction 
cups and gutter straps, it is said. The com- 
plete Foxcraft line includes several types 
of rack bars and basket models. 

a a” ok 


the design of a parachute and per- 
mits a child to be seated upright, 
to be seated with freedom to lie 
down, to stand upright or stand 
with freedom to sit down or lie 
down, 




























SANDBLASTER — A sandblaster, weigh- 
ing less than 12 pounds, designed to 
remove rust, paint, dirt, grease and 
stains from any surface, has been intro- 
duced by Malray Products, Inc., 2458 N. 
W. Seventy-eighth St., Miami, Fla. Known 
as Sandy Jet Sandblaster, the vunif can 
be used with any standard tank-type 
air compressor, it is said. The sandblaster 
operates at from 90 to 180 pounds pres- 
sure, with an abrasive capacity of 12 
quorts. Since Sandy Jet Sandblaster op- 
erates under controlled pressure, it will 
not nick, slice or penetrate metal and 
can be used to clean upholstery and 
greasy floors, and to spray whitewash as 
well, it is cleimed. ‘ P 


Dry-Lube Display Card 


Reardon Products, 305 Cass, Pe- 
oria, Ill., has developed a counter 
and wall-rack display card for its 
Dry-Lube lubricant. The card fea- 
tures consumer uses of the prod- 
uct. Reardon claims Dry-Lube will 


not soil hands or clothes. 
7” * 
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CAR TRAY—The Snap-a-Tray is designed 
to hold snacks, drinks, lunches in cars. 
It is said to be adjustable for height and 
always level positioning. It features rust 
resistant nickel-plated brackets and plastic 
tips to protect delicate materials. Paul 
Hess Products, 1935 West North Ave., 
Chicago 22, lil. ae Sh 


Tubeless-Tire Sealant 


H. B. Egan Mfg. Co., P. O. Box 
1406, Muskogee, Okla. has added 
a tubeless-tire sealant to its line 
of Camel tubeless-tire repair ma- 
terials. Called Camel No. 40-S 
Tubeless-Tire Sealant, it is pack- 
aged in gallon cans. 

* * * 





FENDER SKIRT—The “Sports Cruiser" 
fender skirt has been introduced by Fox- 
craft Products Corp., Huntingdon Valley, 
Pa. The “Sports Cruiser" is almost four 
feet long and will fit most older cars, 
including four-door models, and also many 
of the 1959 autos, it is said. It is in- 
stalled or removed with a locking . me- 
chanism operated with a turn of the wrist. 
The skirt is complete with rubber molding 
attached. 


Hand Protector 


Vanfaire, which is said to protect 
the hands of industrial workers 
against rashes when exposed to 
chemicals, oils, plastic and paint, 
has been introduced by Vanfaire 
Co., 10732 Riverside Drive, North 
Hollywood, Calif. 





WIY 


WORK TABLES—A production line of 
work tables with basic design features 
that provide adaptability for customizing 
has been announced by Johnson Products, 
Inc., Wilton, Conn. The benches and ac- 
cessories are for use singly or in unified 
multi-position assemblies. Trad e-named 
Swaptops, these benches feature quick- 
release work tops for rapid product and 
methods changes. Included are a formed 
steel top support frame, latch-on leg 
assemblies, g variable back service panel 
and optional shelves plus skirts and wir- 
ing. Four, five and six-foot frames, 24 
and 30-inches deep, are standard. 

ss «@ 
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Auto-Radio Switches 


Following up its introduction of 
a line of replacement auto-radio 
controls, G-C Electronics Mfg. Co., 
400 S. Wyman, Rockford, IIl., has 
announced a companion line of 
auto-radio on-off switches, 

7*« 
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PRESSURE SEALING KIT—A cooling sys- 
tem repair method that is said to seal 
cracks, leaks and sand holes in blocks 
and radiators under pressure has been 
placed on the market by Miraco Mfg. Co., 
Dept. D-2, 6445 E. Jefferson, Detroit 7, 
Mich. According to the company, the 
Miraco method reduces repair and break- 
down time. A layman can repair a 
cracked block or radiator by following the 
directions gecompanying each Miraco Kit 
and without removing parts from the 
vehicle. As an added feature the Miraco 
Kit can be used as a pressure testing 
unit, it is said. 

; * 
Child’s Safety Harness 
Ready for Production 


Plans for production of safety 
harness specially designed to pro- 
tect children in auto accidents was 
announced by Edward R. Dye, 
Orchard Park, N. Y. 








ACCOUNTING MACHINE—The 
31A accounting machine is the latest unit 
in the line of accounting equipment pro- 


Class 


duced by National Cash Register Co., 
Dayton 9, O. Features are said to include 


electrically controlled mechanisms for 
determining and initiating the proper 
posting program or automatic machine 


operations; automatic totalling, sub- 
totalling, repeat or date printing as the 
carriage moves in either forward or re- 
verse direction, and increased number 
of automatically. controlled selections for 
both forward and reverse carriage tabu- 
lations. Twenty-three different models, 
with or without builtin electric typewriter, 
have been introduced. 

2. = 


Poster Holder 


The Thomas Poster Holder, re- 
sembling a picture frame and fea- 
turing a back of sheet aluminum, 
has been announced by Mulhol- 
land-Harper Co., 5820 Tacony St., 
Philadelphia 24, Pa. Available in 
all sizes, the frame has spring- 
loaded aluminum moldings that 
snap down over the edges of the 
poster to hold it firmly, it is said. 

7 * 
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TISSUE DISPENSER—The Pull-Eze tissue 
dispenser, designed to hold a 200-tissue 
box, has -been announced by Rainbow 
Plastics, 3232 N. Meeker Ave., El Monte, 
Calif. The unit attaches to the headliner 
of the car interior with spiral pins that 
will not damage the headliner, it is said. 
Available in black, white, red, green, 
yellow and blue. 


* * 


Emeri-Epox Flooring 


Superior resistance to chemical 
attack and mechanical abuse are 
claimed for Emeri-Epox, a fast set- 
ting flooring material introduced 


‘| by Walter Maguire Co., Inc., 60 


E. Forty-second St., New York 17, 
N. Y. The Emeri-Epox product 
combines a specially graded emery 
and an epoxy resin. 

* 





Dept. B, Box 5087, Tulsa, Okla., has an- 
nounced a carburetor float valve said to 
stop flooding, correct rough idling, give 
quicker starts, improve acceleration and 
fuel economy. Called the “Master Car- 
buretor Float Valve,"’ the needie-and-seat 
design is said to be unique in its utiliza- 
tion of a neoprene-to-metal closure. In 
this way, the closure is positive and com- 



















ENGINE STARTER — Designed for use 
with portable electric drills to start small 
gas engines, the Fastarter is distributed 
by Jon-Raynor Co., P. O. Box 218, North 
End Station, Detroit 2, Mich. Two design 
features are said to make it possible for 
the Fastarter to work with all engines, 
First, the shaft end has two diameters— 
one to fit a \%-inch drill for starting 
engines with engines up to 21, horse- 
power, another to fit a ¥% or ',-inch drill 
for engines over 2% horsepower. The 
second feature is that the unit will work 
with any engine by changing the socket 
wrench to fit the flywheel shaft nut, it 
is said. 

* 


* * 


Grease-Stain Eradicator 


Chemco, Inc., Tulip and Auburn 
Sts., Philadelphia, Pa., has intro- 


duced “Vanish” for removal of oil 
and grease stains from all porous 
surfaces. 
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CURRENT INDICATOR—Auto-Test, Inc., 
600 S. Michigan Ave., Chicago 5, Ill, has 
announced a generator current indicator 
designed to show charging rate at any 
point along the cable. Designated as GC- 
1, this instrument is 2% inches in diam- 
eter and 1 1/16 inches thick, The back 
is equipped with a 134-inch channel strip 
to permit laying the unit over the cable 
or, current-carrying wire as close to the 
generator or regulator as three inches, it 
is said. The unit has a range of 75-0-75 
amperes. It can be used to show the gen- 
erator charging rate, bad regulator action, 
individual battery condition, and hidden 
short circuit conditions, it is said. 

ix 6-2 


Protective Coating 


Adhesive Products Corp., 1660 
Boone Ave., New York 60, N. Y., 
has announced the development 
of Zipcote Stik-Pruf Coating, The 
product is said to protect surfaces 
from glue or paint. 
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fuel 
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CARBURETOR VALVE—Stone Bros. Buick, | the RediFit Kit has been introduced by 


FUEL LINE PARTS KIT—A 
fitting assortment and parts 


| Milemaster, Inc., 1550 E. Seventy-fourth 
| Place, Chicago 19, Ill, to enable im- 
| mediate installation of new fue! lines, 
| fuel pressure regulators, filters, etc. for 
| practically every car and truck. The kit 
| consists of 38 fuel line fittings, each 
| identified by letter so selection for par 
ticular cars can quickly be made, The kit 
also contains five replacement ports for 


plete even if the valve is out-of-level or | Milemaster units, all being packaged in 


foreign material finds its way into the 


The harness is patterned after | assembly, it is claimed. 


a styrene plastic case with individual 
} compartments for each of the parts. 














for use 
irt small 
tributed 
, North 
design 
ible for 
engines, 
neters— 
starting 
horse- 
rch drill 
er. The 
ill, work 
> socket 
nut, it 


or 


\uburn 
intro- 
of oil 

porous 





Inc., 
ill, has 
ndicator 


it, 


at any 
as GC- 
1 diam- 
e back 
el strip 
e cable 
to the 
ches, it 
75-0-75 
he gen- 
action, 
hidden 


1660 


pment 
. The 
rfaces 


/” 


9 8 Bi) 


>| line 
called 
ced by 
y-fourth 
le im- 
| lines, 
otc. for 
The kit 
, each 
or par- 
The kit 
irts for 
ged in 
Jividual 


arts. 











| News to Note... 





£ 


> HARTFORD, Conn.—Tire dealers 
pposed a bill on recapping, claim- 
that it would be unenforceable. 
kesmen said they sympathized 
with the intent, but Samuel Ep- 
stein, president of the Connecticut 
Tire Dealers Assn., said he knew 
ef no complaints that anyone had 
kmowingly capped a defective tire. 
It was asserted that the only way 
to control the situation effectively 
is for people to patronize reputable 
dealers and to have frequent tire 
inspections. Dealers said there 
never can be adequate protection 
for people who buy tires on price 
lone, because defects can be con- 
cealed and it is almost impossible 
to prove intent to defraud. 
* * * 


7 Replacement Batteries 


Are Offered by White 


CLEVELAND.—Seven heavy- 
duty commercial batteries—four 
six-volt and three 12-volt units, each 
available with wet or dry charge— 
are being marketed under the 
White brand name by White Motor 
Co. through its U. S. branches, dis- 
tributors and dealers. 

W. L. Pepin, service director, said 
the batteries have the same specifi- 
cations as those used as original 
equipment in White and Autocar 


= trucks. Six-volt batteries are avail- 


able with 15, 17, 19 and 23 plates 
per cell. There are two 12-volt bat- 
teries with 11 plates per cell and 
one with 13. a 

* 


Hygrade Wall Chart Aids 


In Carburetor Tuneups 


LONG ISLAND CITY, N. Y.—A 
trouble-shooting chart for carbure- 
tor tuneups is offered to distribu- 
tors and dealers by Hygrade Prod- 
ucts division, Standard Motor 
Products, Inc. 37-18 Northern 
Bivd:, Long Island City 1, N. Y. 

Hygrade said the chart gives 
causes of and remedies for seven 
common types of carburetor trouble. 
It is 17 inches by 22 inches and is 


printed in three colors. 
* a * 


Buffalo School to Graduate 
75 Young Technicians 


BUFFALO.—The Automobile 
Department of Burgard Voca- 
tional High School will graduate 
about 75 boys Friday (June 19) 
and many will be available for 
employment in service depart- 
ments of Buffalo automobile 
dealerships. 

Thomas A, Chad, chairman of 
the automobile department at 
Burgard, told the Buffalo Auto- 
mobile Dealers Assn. he would be 
glad to recommend the graduate 
with the proper qualifications for 
the job dealers may have avail- 
able. He said that while the boys 
have received sound basic in- 
struction, they will need addi- 
tional on-the-job training. 

x oe ~ 


Rayco Offers U. C. Dealers 


Interior-Decoration Service 


PATERSON, N. J.—Interior dec- 
Oration, and convertible-top service 
is available for used-car dealers, 
according to. Joseph Weiss, presi- 
dent of Rayco Mfg. Co. 

Upholstery service includes in- 
terior inserts of original fabric, 
hew carpeting, panel boards, trunk 
mats, headliners, windlace replace- 
Ments, Weiss said. 

cs * * 


Garagemen Name Maxam 


MINNEAPOLIS. — Donald E. 
am jr., Brainerd, has been ap- 
Pointed executive secretary of the 
Independent Garage Owners of 
Minnesota, He had been an adver- 
tising salesman for the Brainerd 
Daily Dispatch. 
* a * 


Fletcher Joins Board 

BEDFONT, England.—S. H. 
Fletcher, general manager of V. L. 
Churchill & Co. Ltd., maker of 
Specialized service tools and equip- 
Ment for the British motor indus- 

» has been appointed a director 
of the firm. 


New York City Orders 


9,600 Tires from Vanderbilt 


NEW YORK.—Vanderbilt Tire & 
Rubber Corp. has been awarded a 














| Auto News in Brief 


contract for 9,600 passenger units 
by the City of New York for 1959, 


according to Don Leitman, Vander-| 


bilt president. 

Mr. Leitman said that 98 percent 
of the bid calls for nylon tires. 
Tube and tubeless types were split 
roughly 50-50, he added. 


McLaughlin in High Gear 


PETOSKEY, Mich.—McLaughlin 
Co. announced that it has reached 
full production at its new 35,000- 
square-foot plant here, The com- 
pany makes fastening devices and 
nut assemblies and has general 
offices and a sales organization in 
Birmingham, Mich. 

* am * 


One-Hour Brake Shops 
Open in Los Angeles 


LOS ANGELES.—Five brake- 
service shops have been opened in 





RODGER WARD . 


winner of this year’s “500” 
says this about Monro-Matics: 


“It takes more than speed to 
win races. It takes absolute 
control over the car you’re 
driving, and Monro-Matics 
help provide that control. 

I have them on my family 
car as well as my race car, for 
comfort as well as safety.” 


on the 


MONROE AUTO EQUIPMENT COMPANY - Monroe, Michigan 


the Los Angeles area by Nation- 
wide Safti-Brake Centers. 


Yale Rice, head of West Coast 
operations, said the five centers 
are the start of a chain of such 
shops “soon to be opened” on the 
Pacific Coast. The shops advertise 
that they can turn out complete 
brake jobs in one hour and that 
the work carries a written guar- 
antee. 
| * * *” 


15,000 Manufacturers’ Reps 
Listed in 1959 Directory 


NEW YORK. — Publication of 
the 1959 Verified Directory of 
Manufacturers’ Representatives 
has been announced by Manufac- 
turers’ Agent Publishing Co, 

The directory lists more than 
15,000 manufacturers’ domestic 
and export representatives in the 
U. S., Puerto Rico, Virgin Islands 
and Canada. 


” * * 





MEMA Appoints Four 


To IASI Show Committee 
NEW YORK.—The Motor and 
Equipment Manufacturers Assn. 
has named four representatives to 
the joint operating committee for 
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Service Industries Show. 

They are: V. B. Day, Bear Mfg. 
Co., Rock Island, Ill; H. R. La- 
Towsky, E. I. DuPont deNemours 
& Co., Wilmington, Del.; J. R. Mc- 
Govern jr. Raybestos division, 
Raybestos-Manhattan, Inc., Bridge- 
port,’ Conn., and W. A. Raftery, 
Signal-Stat Corp., Brooklyn, N. Y. 


* * * 


Dayton Opens Warehouse 


ATLANTA.—A new regional 
warehouse and sales outlet has 
been opened in Atlanta by Dayton 
Tire & Rubber Co, Robert G, Bur- 
son, vice-president of the industrial 
products division, said the new fa- 
cilities will service the industrial, 
automotive and foam divisions. 

* * * 


Model Antifreeze Statute 
Is Prepared by CSMA 


NEW YORK.—Counsel for the 
Chemical Specialties Manufactur- 
ers Assn. has approved the final 
wording for a Model Antifreeze 
Statute. It will be sent to states 
expressing an interest in this type 
of legislation. 


Copies of the model statute may 


49 
the 1960 International Automotive| be obtained free by writing the 





Chemical Specialties Manufactur- 
ers Assn., 50 E. Forty-first St., New 
York 17, N. Y. 


Ed % * 


Rambler Catalog Available 


TORONTO.—A new parts cat- 
alog is available for Rambler 
dealers across Canada, accord- 
ing to Leo E. Fenn, vice-presi- 
dent of American Motors 
(Canada), Ltd, The catalog is 
especially designed to simplify 
and expedite the ordering and 
procuring of Rambler parts by 
dealers and shops inside and out- 
side the AMC organization, he 
said. 


* * * 


Owatonna Forms New Unit 


OWATONNA, Minn.—A new 
Precision Hydraulics division has 
been formed by Owatonna Tool Co. 
to concentrate on the hydraulics 
part of the regular OTC line of 
tools and hydraulic maintenance 
equipment and to design and manu- 
facture complete hydraulic pump- 
ing units, 


INDIANAPOLIS 500” 


Each year since 1952, the winner of the Indianapolis 
“500” has driven to victory on Monro-Matic shock 
absorbers. Each year more and more drivers have 
installed Monro-Matics and this year, 1959, every 
car was equipped with Monroe. 

Racing cars roaring around the speedway at 
Indianapolis need all the stability and control that 
can be built into them ...and so does every car 


highway today. 


CASH IN ON 60 DAY FREE RIDE PLAN! If your customer is not fully 
satisfied with Monro-Matics after 60 days’ use, just re-install his worn 
shocks. Through your jobber, you receive—free—a new set of Monro- 
Matics to replace the one returned by the customer. Monroe will also 
send you a $4.00 labor adjustment to guarantee your profits. 


MONRO-MATIC SHOCK ABSORBERS ON EVERY CARI 


Sell Safety—Sell More—with Monro-Matics— 
the only shock absorbers that automatically adjust 
to all road and load conditions. They reduce side 
sway, improve steering control, deliver a smooth, 


‘“‘better-than-new-car’”’ ride, 


in Canada, MONROE-ACME LIMITED, Toronto, Ontario 
World’s largest maker of Ride Control Products, including famous Load-Levelers 


safety that’s so important in today’s high-horse- 
power driving. ‘‘500”-proven Monro-Matics lead in 
replacement sales, and are original equipment on 
more makes of cars than any other brand. © 












and provide the extra 


monro-matic 





SHOCK 
ABSORBERS 
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Safety Booklet 
Is Published by 
Channing Bete 


GREENFIELD, Mass.—A_ book- 
let titled “Your Next Accident— 
and How to Avoid It” has been 
published by Channing L. Bete Co., 
Inc. It is a do-it-yourself approach 
to the problem of highway safety 
and tells what the driver can do 
to prevent accidents. 

The booklet uses the scripto- 
graphic style of few words and 
many illustrations. It describes five 
ways in which a person can reduce 
his chances of having an accident 
—by driving defensively, courteous- 
ly, skillfully, with himself under 
control and with a safe car. 

The booklet is intended for use 
in driver-education courses, safety 
campaigns, fleet-owner training 
programs and by any organization 
interested in reducing the highway 
toll. 

Single copies are available from 
the publisher for 25 cents each, 100 


by the sponsor. 


WORK OUTPUT 
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Training Auto Technicians— 


Three ‘59 Auto chassis are used by the trade and industrial division of Ferris 
copies for nine cents each and_| Institute, Big Rapids, Mich., for instruction in front-end alignment, frame and collision 
1,000 copies for eight cents each.| work and wheel balancing. More than 300 students have participated in the program 
The back cover may be imprinted|which began in June, 1957. Equipment is furnished by John Bean division, Food| added, if sales are up 11 percent| 


| Machinery & Chemical Corp., Lansing. and purchases 8 percent, only 8/| 


SOARS 


UNIVERSAL 
REFINISHING 
PRODUCTS 


6 APS-402 (RED) 
APS-403 (GREY) 


UNIVERSAL UNDERCOATS 


A true Combination Primer— 


Surfacer—Sealer. Top-coat with 

< either Lacquer, Acrylic or Enamel. 
Minimizes sand scratches. Su- 
perior hold-out. 


© No. 852 (WHITE) 
UNIVERSAL 
HAND RUBBING COMPOUND 


All purpose. Fineness of abrasives 
produces glistening lustre on all 
finishes. No disccloration; re- 
news old colors. 


eS No. 888 
COMBINATION 
THINNER 


Ideal solvent to reduce Lacquer 
and Acrylic colors plus under- 
coats. Companion product for 
new APS Universal Undercoats. 
Excellent solvency, flow, gloss. 


(@ Ne. 854 (WHITE) 
<2 COMBINATION 
WHEEL POLISHING COMPOUND 
Used on automotive production 
lines for both Acrylic and Lacquer 
wheel polishing. Fast controlled 
cutting action. Quick cleanup. 
High lustre. 





RINSHED-MASON CO., 5935 Milford Ave., Detroit 10, Michigan 


Send me information on the following: 
No. 854 
L) No. 883 


DC APS-402 
0 APS-403 


NAME 
COMPANY _ sccieicabidasinseall 
ADDRESS. 


CJ No. 850 
© No. 852 


Re siikcinoteeiiarsancitiiedeicinmaecig ans, 


Ci No. 888 
L} R-M Color Coats 


jena TUT cet cha eels 


0 No. 900 





@ No. 883 
COMBINATION 
RETARDER 


Designed for use in both Lacquer 
and Alpha-Cryl colors. Improves 
flow, eliminates blushing. 


- UNIVERSAL 
FLATTING CONCENTRATE 


Produces non-giare flat finish 
when added to regular Lacquer, 
Acrylic or Enamel colors. Effec- 
tively used on interiors, including 
buses, mobile homes, etc. 





manufactured by 











Two-Month Profit Builder ... 


Ford Spotlights Parts 


DEARBORN. —In line with its 
drive to put dealers in a better 


service-profit position, Ford divi-| 


sion’s parts department has devel- 
oped an “Extra Dividend” contest 
for all Ford dealers’ parts and serv- 


ice managers. The contest will run | 


through June. 

Merchandise valued at $400,000 
will be distributed among man- 
agers whose dealerships achieve 
the greatest percentage increases 
in dollar sales of parts (whole- 
sale, counter retail and shop) 
during May and June over the 
comparable months a year ago. 
However, Ford said recognition 

of sales increases will be limited 
to the extent of percentage gains 
in combined dollar purchases of 
FoMoCo and Ford authorized re- 
conditioned parts. 


As an example, the division 





No. 900 
UNIVERSAL 
PRE-KLEANO 


Safely removes silicone, wax, 


grease, tar from Lacquer, Acrylic 
and Enamel. Conditions old sur- 
face for better adhesion. 


6 COLOR COATS 


R-M PeR-Max Enamel 
R-M Alpha-Cryl Acrylic Finishes 
R-M Lacquer 


RINSHED-MASON COMPANY 


Detroit 10, Mich. 
Anaheim, Calif. 


Windsor, Ontario 
Canada 








percent of the increase wil] be 
| recognized. 


Likewise, credit will be given 

for percentage increases in pur. 
chases only to the extent of per- 
centage gains in sales, Ford con- 
tinued. If sales are up 12 percent 
and purchases 14 percent, only 12 
percent of the sales increase wil] 
be recognized, it was explained, 
Parts and service managers of 
| dealerships having similar sales 
volume will compete among each 
other. The dealerships will be 
grouped by the division’s district 
sales office according to sales vol- 
ume, and there will be five win. 
| ners in each group. 
There will be a total of 3,500 win- 
| ners, with 350 in each contest plac- 
ing first, 350 winning second place 
and 1,050 placing third. 

The division suggested that 
dealers tie their efforts to the 
national “Circle of Safety” ve- 
hicle-check campaign held an- 
nually in May and June. 

Dealers also were urged to: 

1. Give cash bonuses to sales- 
men and mechanics for selling ad- 
ditional parts and service. 

2. Inspect every car closely for 
| obvious and hidden work. 

3. Stress fast in-and-out service. 
4. Promote specific Safety Check 
service at special prices, 

5. Try to sell related items ag is 
done in drugstores, step up outside 
solicitations to local garages, fleet 
operators and other service sources. 


Free-Wheel Lifts 
‘Are Described 
‘As Obsolete 


NEW YORK. — Free-wheel lifts, 
|which employ the axle-engaging 
principle of lifting cars are becom- 
| ing obsolete, according to the Auto- 
motive Lift Institute. 


The particular type of lift evalu- 
ated by the institute is the old 
style single-post lift using parallel 
“H” beam superstructures topped 
by sliding axle contacting blocks 
or supports. 


This design was the first used by 
manufacturers when lifts were in- 
troduced to the motor car servic- 
ing industry more than 30 years 
ago. It was catalogued and offered 
to the trade for many years. 


Two design innovations in mod- 
ern passenger vehicles militate 
|against this axle-engaging method 
|of lifting, say ALI spokesmen. 

First, the ground-hugging design 
of present passenger cars no longer 
offers sufficient clearance for the 
rails and jacks. Second, on some 
of the newer cars the suspension 
apparatus is placed close to the 
axles, offering little or no area of 
clear contact for the axle supports. 

Lift manufacturers report that 
lifts currently offered to the trade 
are designed to handle all pas- 
senger cars, old and new, and also 
the increasing number of foreign 
cars. 

The axle-engaging principle is 
still suitable to the lifting of trucks 
and buses. 


Buyer of Import 


Sues Pa. Dealer 


READING, Pa—A Kutztown 
dealer has been sued by a resident 
of Phillipsburg, N. J., who charged 
that a used car he bought was mis- 
represented to him on the model 
year. 


The defendant, Nicholas Ciliberti, 
operates Nick Ciliberti Pontiac, 
Kutztown, and a foreign-car deal 
in Reading. Frederick C. Rufe, the 
plaintiff, charged that a 1954 for- 
eign car was sold to him as a 1955 
model. 

He asked the court to void the 
sales agreement, order the dealer 
to return his 1949 car, on whic 
he was allowed $400, or allow $330 
difference between a 1955 and @ 
1954 model, and to order the dealer 
to return a total of $446 in pay- 
ments. Rufe also asked the court 
to stop the firm from seeking fur- 
ther payments. 
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mailing pieces and other promo- 





—_— 


(Continued from Page 36) 


tion by individual dealers, 

The theme of the national ad- 
vertisements for this period is 
“Here’s where the fun starts,” 
explaining that summer driving 
pleasure “starts and lasts longer 
with Guardian Maintenance, the 
quality concept in automotive 
service offered by your GM 
dealer.” 

The program again emphasizes 
the importance of quick service 
and advises the dealer to check 
the layout of equipment and avail- 
able work space. 

It suggests that the dealer’s serv- 
ice department may need some re- 
organization to permit efficient han- 
dling of quick service, but it warns 
him not to overlook quality in 
plugging for quick service. 

x = 
Cash Prizes for Ideas 
— into the program be- 


ginning with this second phase 


is a contest for employes of GM} 


dealers. They will receive $10 for 
submitting winning ideas on how 
they keep customers happy, sell 
extra service or develop better serv- 
ice customers for the dealer. 
Although the Guardian Mainten- 
ance program is only two months 
old and is planned on a long range 
basis, many dealers already have 
come up with variations which they 
have instituted in their own areas. 
Some dealers are giving their 
+ * * 
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Service Staff Memo— 


“Guardian Maintenance depends upon 
the quality of your workmanship” reads 
@ memorandum that is appearing on the 
service department bulletin boards of 
General Motors dealerships. More than 
11,000 dealers are promoting the Guard- 
ian Maintenance program. 


3,000-Mile Periods 
For Lubes Called 
Harmful to Engines 


CHANDLER, Ariz.—Extension of 
crankcase drain intervals to 3,000 
miles or more not only nullifies im- 
provements in modern lube oils, but 
it also causes rapid increases in 
the rate of engine wear, according 
to R. H. Albrecht, of Standard Oil 
Co. (Ohio). 

Albrecht presented his case in a 
technical paper at a meeting of 
the lubrication committee of the 
American Petroleum Institute’s 
Marketing division. 

API said the report was “a direct 
reply to automotive industry re- 
quests for specific data on oil-drain 
intervals.” It was co-authored by 
J, M. Musselman, W. H. Krause 
on W. R, Tuuri, all of Standard 





Albrecht said tests show extended 
n periods can reduce engine 
life by more than 30 percent on 
cils for API service MS (severe) 
and by more than 50 percent on 
- for API service MM (moder- 
“In the last 15 years,” Albrecht 
Said, “the petroleum industry has 
Made significant improvements in 
oil formulation which resulted in a 
Teduction in wear, This improve- 
Ment in wear is eliminated, how- 
ever, if the drain interval is ex- 
tended to 3,000 miles. 
“As drain intervals are extended 
to 4,000 or 5,000 miles, in line with 
recent recommendations of certain 


auto manufacturers, wear rates in- 
Crease to such an extent that we 
&re worse off with our improved 
Motor oil than we were in 1945.” 


Byproduct of GM Program .. . 
Specials Offer Opportunities 


customers a six-lube coupon book 
free to insure repeat calls, One 
dealer has created a “Guardian 
Maintenance Club” with members 
receiving a 10 percent discount on 
service; another has charge ac- 
counts for his regular customers, 
and another throws in a free 
service with each “special.” 

The radio commercials evidently 
are clicking. One radio station man- 
ager wrote the advertising people 
who placed the business with him 
that “the commercials have brought 
the station more comment than any 
we have had on the air in years.” 

His letter continued: “When I 
was in my local bank yesterday, the 
manager remarked on the freshness 
of the commercials and, within a 
matter of minutes, three or four 
| people in the bank also commented 


| favorably.” 
ok ok * 


More Interest in Equipment 

MANUFACTURERS of shop 
equipment say their field men 

are getting a more favorable re- 
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action from dealers of all makes, 
and they attribute much of it to 
the GM program, They also say 
that their jobbers are getting a 
good reaction. 


One company said that within 
the last two months its dealer 
business has increased 28 percent 
although it is just now really 
beginning to get requests in 
quantity for a special brochure 
it brought out tieing its equip- 
ment in with this program. 
Another said its.men are just be- 

ginning to feel the impact of the 
program, From the number of in- 
quiries its men have received, this 
company feels that GM and other 
dealers are getting very interested 
in modernizing their shops and 
developing more service revenue. 

Another equipment maker said 

its men were reporting more serv- 
ice shop expansions and more serv- 
ice area in new dealership buildings 
than they have noticed in the past 
five years or more. 












Chevrolet Trains Shop Personnel— 


Seven service managers, two assistant service managers and two shop foremen 
of Chevrolet dealerships received graduation certificates at the General Motors Insti- 
tute in Flint. The event marked their completion of a two-week course in manage- 
ment and increased the number of Chevrolet supervisory personnel trained at the 
school to 1,000. With Shores A. Walker, far left, Chevrolet assistant service manager, 
are, seated, from left, Neil N. Nesheim, Bothell, Wash.; Harlan C. Akins, Milwaukee; 
Joe R. Jolly, Cordele, Ga.; Thomas E. Ferris, Harvard, Ill.; John J. Hayes, Haddonfield, 
N. J., and Dean E. Gascoigne, Huron, S. D.; standing: Samuel Polverino, Freehold, 
N. J.; Cleburn W. Ward, Las Cruces, N. M.; Medford R. Plante, Milwaukee, and 
Phillip B. Finewood, East Rochester, N. Y. 





Wagner Lockheed LINED B 





come to you ready fo be installed 


You have three choices to meet your needs. “WEB” Sets; 
“WB” Sets; or the Wagner Shoe Exchange Program . . . Shoes 
are available in two oversize lining thicknesses. 


“WEB” CoMaX BONDED SETS bonded with “CoMaX” premi- 


um quality wire-back flexible molded Hining. 
universal use, this lining provides quick, safe, 


Designed for 
smooth stops 


and extra long operating life on most popular cars and com- 
mercial vehicles. Also available with riveted lining. 

“WB” SETS BONDED WITH “WP” dry-mix rigid molded seg- 
ments of finest grade, engineered to give smooth positive 






Waencr Lockheed 


LOCKHEED BRAKE PARTS, FLUID, EXCHANGE SHOES and LINING © AIR HORNS 
AIR BRAKES * TACHOGRAPHS © ELECTRIC MOTORS © TRANSFORMERS © INDUSTRIAL BRAKES SM SR Gaal] GG GOES GE GE Se Ge ee Ge Gee ee 





fade-resistant action with quick recovery characteristics. On 
high horsepower vehicles with or without automatic trans- 
missions and power brakes, “WP” provides long-lived, 
superior braking performance. Also available with riveted 
lining. 

WAGNER SHOE EXCHANGE PROGRAM lets you take full ad- 
vantage of mass production facilities when you exchan 
shoes for Wagner Lockheed lined shoe sets. No tedious 
lining and relining shoes. Sets come ready to be installed— 
saving you up to 14 hours per job. 





FOR DETAILS consult your nearest Wagner 
Distributor, or mail coupon to us for free 
copy of CATALOG BU-579, © 


ES ee ORNS INE RN RK Ge Ge Go ae 
Wagner Electric Grporation 
6393 PLYMOUTH AVE., ST. LOUIS 33, MO., U.S. A. 
(Branches in principal cities in U.S. and in Canede) 
Please send us Catalog BU-579 on Lined Brake Shoe 
Sets. We understand there is no charge or obligation. 





City & Stote__ 


we59-48 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AvuTo- 
MOTIVE News. 


For Make Servicemen 


FORD DIVISION—From June 25 
to July 25, the 35 Ford district 
school instructors will be conduct- 
ing courses in Fordomatic, air 
conditioning, four-wheel drive, 
transmatic transmission, and car- 
buretors. 


GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures using the latest 
tools and equipment is available 
(free of charge) to all service per- 
sonnel sponsored by a GMC truck 
dealer, or a GMC truck fleet opera- 
tor. The following courses are 
offered: 1. rear axles, 2. standard 
transmissions, 3. automatic trans- 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4. 





diesel engine (one-week tuneup 
class or two-week overhau)), 5. 
gasoline engine tuneup, 6, gasoline 
engine overhaul, 7, power steering 
(in-line or booster type), 8, carbure- 
tion, 9, four-wheel drive, 10. air- 
suspension, 11, hydraulic brakes. 
GMC maintains classrooms in the 
following cities: Atlanta, Jackson- 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 
New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 

INTERNATIONAL HAR- 
VESTER — Atlanta motor truck 
technical training center is con- 
ducting training for dealer and 


fleet servicemen. Includes territor- 
ies of Birmingham, Ala., Cincinnati, 
Louisville, Memphis, New Orleans, 
Atlanta, Charlotte, N. C., Jackson- 
ville, Fla., and Richmond, Va, 

Dallas motor truck technical 
training center is conducting train- 
ing for dealer and fleet servicemen. 
Includes territories of Denver, 
Dallas, Houston, Lubbock, Tex., San 
Antonio, Kansas City, Little Rock, 
Ark., St. Louis, Tulsa, Okla., and 
Wichita. The training center in- 
structions includes engine overhaul 
procedures emphasizing the fitting 
of pistons and rings, 
bearings and the importance of 
valve reconditioning. 

Gasoline and LPG engine per- 
formance, diagnosis, ignition, and 


carburetion together with minor | 
Hawk models as well as Mercedes- 


and major tuneups is part of the 


training provided, The electrical | 
isystem highlighting generators, | 
| dealer mechanic needs and grouped 


starters and voltage regulators, is 


taught. Automatic, Select-O-Matic | 
and Roadranger transmissions, the | 
| pairs, 
| heavy repair procedures and special- 


new International Harvester rear 
axles as well as air and hydraulic 
brake systems are included. Also 
included is an introduction to 


Cummins diesel engines covering | 
| the similarity of service procedures 


between diesel and gas engines. 
The training is conducted by the 


crankshaft | 





Tell-Show-Do method. As each 
serviceman performs the various 
service operations, correct diagno- 


| sis, service procedures and the use 


of special tools are emphasized. 
Atlanta classes are limited to 16 
men per week and Dallas classes 
to 20 men per week to allow the 
instructors to give individual at- 
tention to each serviceman. Fleet 
maintenance supervisors and serv- 
icemen—Classes especially designed 
for fleet maintenance operations 
covering the above subjects are 
conducted at regular intervals at 
both training centers. . 
STUDEBAKER -PACKARD— 
Technical training centers in New 
York, South Bend, and Los Angeles 
have scheduled courses on all 
phases of the Studebaker Lark and 


Benz passenger cars for June 25- 
July 24. The courses are tailored to 


in relation to basic requirements 
(1) elementary, (2) overhaul re- 
(3) advanced classes on 


ized unit rebuilding. A special two- 
week course on Studebaker models 
has been established for newly ap- 
pointed dealer servicemen. Subjects 
cover a brief history of prior mod- 


‘els and provide a working knowl- 


It’s Like a Salesman in Your Showroom 
and Another in Your Shop 


KENDALL 


SUPER 


B* BUILDS LUBRICATION AND 


SERVICE VOLUME PLUS REPEAT CAR SALES 


KENDALL SUPERB | 
ALL-WEATHER SAE 10W-30 


Prevents combustion chamber deposits 
Eliminates hydraulic valve lifter failure 
Minimizes mechanical and corrosive wear 
Protects bearings under all conditions 
Improves gasoline mileage 

Reduces oil consumption 

Keeps engine free from varnish and. 


sludge deposits 


KENDALL REFINING COMPANY - 


Car dealer experience proves that 


Kendall SuperB Motor Oil completely satisfies the special 


lubrication needs of modern engine design. By assuring 


new engine performance for thousands of miles, it builds 


invaluable owner loyalty. You profit in three ways. 


More regular lubrication customers. “More opportunity 


to increase your service volume. More chance of repeat car 


sales based on owner satisfaction with the make you sell. 


* Refined from 100% Pennsylvania 
Crude Oil, world’s richest, with nature’s miracle molecule 
at its best. Patent applied for. 


Lubrication Specialists since 1881 


BRADFORD, PENNA. 


es 


edge of the current passenger carg 


and trucks. A dealer development 
program is now under way and ywijj 
include a course on service ‘4 
agement. Training will be conduct. 
ed at New York by F. X 
lan, at Los Angeles by L. J. Yo 
and at South Bend by A. S. Kidder. 

WHITE MOTOR CO—G : 
school—June 15-19 (White); 
school—June 1-15 (Cumming), 
Schools will be held at the White 
Motor factory, Cleveland. 


For All Servicemen 


ALLEN ELECTRIC and EQUIP. 
MENT CO., Kalamazoo, Mich— 
The Allen Power-Tune course, coy- 
ering diagnosis and electricag] 
performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition ejr. 
cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 

A nominal fee is charged. For 
starting dates, contact local Allen 
representative or write directly to 
Educational Department, Allen 
Electric & Equipment Co., 2101 N. 
Pitcher St., Kalamazoo, Mich, 


AMMCO TOOLS, Inc., North Chi- 
cago—Brake Servicing instruction, 
Contact Richard Stevenson, Ammco 
Tools, Inc., 2128 Commonwealth 
Ave., North Chicago, Ill. Instrue- 
tion facilities available through 31 
mobile units manned by factory- 
trained technicians. No instruction 
charge. 

AUTO MECHANICS INSTITUTE, 
Los Angeles, Calif—Seven courses 
starting the first Monday of each 
month; automatic transmission re- 
building, master tuneup, engines 
and automotive fundamentals, parts 
counterman and parts salesman, 
brakes, body and fender, service 
Station attendant. Evening classes 
are run continuously on power 
steering and power brakes and 
automotive air conditioning. Con- 
tact Frank O. Bregnard, Auto Me- 
chanics Institute, 50th & S. Ver- 
mont Ave., Los Angeles, for further 
information. 

JOHN BEAN DIVISION, Lan- 
sing — Continues classes on wheel 
alignment, wheel balancing, frame 
straightening and collision repair. 
Address all inquiries to John Bean 
Division, Automotive Department, 
P. O. Box 840, Lansing, Mich. 

BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 

BEAR MFG. CO., Rock Island, 
Iil.—School offers training in align- 
ment, balancing and frame 
straightening for four-week pe- 
riods. Next class June 22-July 17. 
Address all inquiries to Mildred T. 

(Continued on Page 56, Col. 4) 


Ist Class Finishes 
Auto-Lite Course 
For Field Force 


TOLEDO.—The first graduates of 
an intensive training school estab- 
lished by Electric Auto-Lite Co. 
have been added to Auto-Lite’s 
replacement sales and service field 
organization. 

The six graduates successfully 
completed a special six-week course 
and, according to Auto-Lite Direc- 
tor of Marketing W. E. Blank, can 
immediately provide full service in 
their assignments to openings in 
the field force. 

In addition to thorough orienta- 
tion in the complexities of the auto- 
motive aftermarket and Auto-Lite 
sales and service policies, the men 
studied basic engineering and pro- 
duction operations pertinent to Oop- 
timum service for the wholesalers 
and dealers they will be contacting. 


Following this training, the stu- 
dents attended classes conducted by 
Auto-Lite merchandising, sales, 
service and advertising executives. 


Assignments of the graduates are 
John A, Sullivan, Seattle, and Don- 
ald J. Janowiecki, Pittsburgh, serv- 
ice specialists; Gerald A. Schafer, 
Dallas, John L, Twells, Knoxville, 
Tenn., and William H. Lucas, De 
troit, spark plug representatives, 
and Joseph V. Mockensturm,. Balti- 
more, battery district representa- 
tive. 
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THIS IS THE 14 MILLIONTH CAR 


...1TO BE SAFETY-CHECKED IN NATIONAL PROGRAM SPONSORED BY LOOK 
AND THE INTER-INDUSTRY HIGHWAY SAFETY COMMITTEE 


Right now, in more than 2,000 communities from coast to coast, eee a Aside from making a significant contribution to highway safety, 
long lines of cars, trucks and buses are taking part in the na- eee the checks provide a tremendous stimulus to sales of automo- 
tion’s biggest voluntary vehicle-safety-check program. tive parts and to dealership repair business. In 1958 alone, 
Originated in 1953 by LOOK, the community-wide SAFETY 5 CHECKED over 600,000 cars—one of every five inspected—were found 
checks are held annually under the co-sponsorship of 1 page acer to be defective. Of these, 75% underwent repairs and later 
LOOK and the Inter-Industry Highway Safety Commit- crepes. alan returned to pass the test. 
tee. With 3,000,000 vehicles inspected last year and an- Check Accidents! In sponsoring annual safety checks . . . in publishing 
other 4,000,000 expected in 1959, the vehicles-checked ui frequent articles on cars and highway travel .. . in 
total for the seven years exceeds 14,000,000. attracting one of the largest audiences of any communi- 
cations medium (27,900,000 readers— more than one of 
every five people in America aged 10 and over), LOOK has 
established itself solidly as the showcase magazine for automo- 
tive advertising. 


Participating actively in the 1959 program is 
every major car manufacturer in the United 
States ... along with thousands of retailer and 


civic organizations. 
i 


é For details on how your company can tie in with the annual vehicle- 
safety-check gram, tact Dick Harmel, M 2 f Market 
PLO XO SS THE EXCITING STORY OF PEOPLE muiiierinentintte Loon ase Madison Avenue, New York 28,N-Y. 








SERVICE CONTROL 





Of Control 


CASHIER AND DISPATCHER 


INSTALLED ON A 60-DAY TRIAL PRIVILEGE 


FLASH-A-CALL SERVICE CONTROL 


Sah ahs Mea Oe eee Wea eh 
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For Dealer Doings 


ee * 800 OUTSIDE ROOMS WITH BATH 
DINNER PARTIES GRENADIER DINING ROOM AND LOUNGE 
- POPULAR PRICED COFFEE SHOP 
14 Air Conditioned 
Function Rooms Convenient Expressway, LANSON M. BOYER, Gen. Mgr 


3 Banquet Halls Convention Hall Phone WOcdward 2-2300 


Access. 
AMPLE PARKING <(/agareN Teletype DE 1062 
=) 


CONVENTIONS 
BANQUETS 


“Tii> 














i ep Home of the Detroit Press Club 



















¢” FOR FIAT PARTS 


contact America’s imported 





car parts leader... 


COLUMBIA MOTOR CORP. 


419 E. 110 St., New York 29, N.Y. 


« LIBERAL DISCOUNT STRUCTURE 




















They Come 
to You First 
When They Know 

Your Musical Trade Mark 


Music builds memory—memory that your dealership is the place to 
go for new and used cars, or service. You can have prospects singing 
and whistling your name. 


Your own EXCLUSIVE musical signature, with TOP QUALITY production, 
large orchestras and well-known singers. 


It's All Yours — It’s All Yours 


Say it With Music 
It Never Feils 

Your Musical Trade Mark 
Will Bring in the Sales 


FOR COMPLETE INFORMATION—SEND COUPON 


AUTOMOBILE DEALERS BROADCAST SERVICE, INC. 
59 EAST 54TH STREET, NEW YORK 22, NEW YORK 

Orientations 

ADDRESS 
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(Continued from Page 35) 


elected chairman of the board of 
directors. 

Schulte will be the chief execu- 
tive officer, Rieben succeeds the 
late Harvey W. Harper, founder of 
the firm. 

* * 


Arvin’s Marshall Retires; 


Bridges Named Successor 


John C. Marshall, Arvin Indus- 
| tries, Inc., vice-president and gen- 
eral manager of the Consumer 
Products division, has retired. He 


member of Arvin’s board of direc- 


tors. 
* * + 


DuMont Appoints Connell 


| Sales Operations Manager 


David M. Connell has been ap- 
| pointed sales operations manager 
| for automotive test equipment at 
| Allen B, DuMont 
Laboratories, Inc., 
Clifton, N. J. 


ganization since 
1957, Connell was 
technical sales 
engineer for 
DuMont’s auto- 
motive products 
before his new 
appointment. 
D. M. Connell From 1946 to 1957 





dustries and Heyer Products Co. 
as a field engineer and service and 
| test engineer. 

* * 


IH Names Harmon 


International Harvester Co, an- 
| nounced the appointment of Robert 
W. Harmon as assistant motor 
truck district manager in Buffalo. 
He succeeds A. L, Metz, now Buf- 
falo district manager. 

* * * 


Detroit Harvester Names 


Costa Vice-President 


Election of Eugene A. Costa as 
vice-president of Detroit Har- 
vester Co. is announced by J. 
Thomas Smith, company pres- 
ident. 


Costa is also executive vice- 
president and general manager of 
Weaver Mfg. Co., Springfield, ITIL, 
a producer of automotive service 
equipment which was acquired by 
Detroit Harvester as a wholly 
owned subsidiary in April, He 
joined Weaver in 1933. 


* ok * 
Commercial Credit Ups 
Reice, Lambeth, Williams 


Promotion of three executives has 
been announced by Commercial 
Credit Corp. They are: 

David S. Reice, Trenton (N. J.) 
| office manager; William D. Lam- 
| beth, Durham (N. C.) office man- 
ager, and Herbert H. Williams, 
|claims manager for the Kansas 
| City, Des Moines and St, Louis di- 
vision, 








* oe * 


Chrysler Names Pfeiffer 


Gordon M. Pfeiffer has been ap- 
pointed assistant zone manager in 
Quebec for Chrysler Corp. of Can- 
ada, Ltd. 

* * ca 


Knutson Replaces Wallace 


As Ford Traffic Director 


E. S. Knutson has been appointed 
director of traffic for Ford Motor 
Co. , 

He succeeds John A, Wallace, 





who resigned to join the New York 
Central Railroad as assistant vice- 
president in charge of freight sales 
and service in the Detroit area, 

* CJ * 


United Motors Announces 
Six Appointments 


Realignments in its sales staff has 
been announced by United Motors 
Service Division, General Motors 
Corp., Detroit, Appointments in- 
clude: 

Clarence E, Grosch, former Mem- 
phis zone manager, to Delco-Remy 
marketing manager; Harold W. 
Dunton, former Chicago zone man- 

(Continued on Page 55, Col. 1) 


had been with the firm since 1929.) 

Marshall has been succeeded by| 
Orphie R. Bridges, who had been| 
new-product-development vice-pres- | 
ident. Marshall will continue as a} 


A member of| 
the DuMont or-| 


he was associated with Heyer In-| 
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BRINGS YOUR CUSTOMERS | 
BACK...AGAIN AND AGAIN 
LUBRIPLATE LUBRICANTS are different . . . they are so much 


better that your customers will feel the difference in the way 
their cars ride and handle. You make more money, too. You 
can charge more for a LUBRIPLATE grease job because it is so 
much better. And remember . . . the guy up the street doesn’t 
sell LUBRIPLATE. 


c= LUBRIPLATE H.D.S. MOTOR OIL 
\ is made especially for use in today’s high 

? speed, high compression engines, both gaso- 
line and diesel. Has high film strength, re- 








sists oxidation. Fully detergent. Available 
in all S.A.E. numbers. 


LUBRIPLATE LUBRICANTS are nationally 


advertised. Point-of-sale material available. 
Write us for dealer’s proposition and name 
of a nearby supplier. 


LUBRIPLATE DIVISION, Fiske Brothers 
Refining Company, Newark 5, N. J., Toledo 5, Ohio. 


THE GREATEST ADVANCEMENT 
OW IN PARTS WASHERS SINCE 1947 
" the New GRAYMILLS 



















New Fusible Link 
amon One hand 
No-Fotigue Operation 
Working Level 
Parts Cleaning 
_ Flexible Metal 
Flush Hose Pistol Grip 
Exponded Metal ee On. 
Flush Nozzle 
and Hose 
3-Way Cleaning 
Action 
Selector Vaive 
Totally enclosed - 
Heavy Duty Groymi 
16 ond 14 Gouge Puenping Unit 
Construction 


Eight exclusive new features that mechanics, service 
managers and owners need for greater convenience 
and safety; easier, faster parts cleaning; low cost 
maintenance and on-the-job versatility. All of these 
features can be yours at less than you would pay for 
ordinary parts washers. 

GRAYMILLS CORPORATION (3761 N. Lincoln Avenue « Chicago 13, Illinois 

ee _ Phone: GRaceland 7-4100 


| LEAN-O-MATIC 


PARTS WASHERS 


\U/ LESS CLEANING TIME «+ MORE PROFIT TIME 
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r, to central regional manager; 
Armour O. Kohls, Indianapolis zone 
manager, to succeed Dunton; M, T. 
Anderson, former assistant Boston 
gone manager, to succeed Kohls; 
; ; R, Keesee, former Dallas 
gone manager, to succeed Grosch, 
and Gareld G. Hein, former assist- 
ant Denver zone manager, to suc- 
ceed Keesee. 

* 


* * 


Dodge Moves McMillan 


To Detroit Sales Region 


Robert A. McMillan has been 
named Dodge assistant regional 
sales manager of the Detroit 
region. 

McMillan joined Dodge in 1948 
and has served in distribution, 
sales analysis and sales adminis- 
tration positions, Prior to his 

nt appointment he was as- 
sistant regional sales manager at 
Cincinnati. 


* * * 


Red Star Ups McNamara 


Jack L. McNamara has been 
named sales vice-president of Red 
Star Transit Co., Inc. He had been 
sales director. 

* 


Snyder Promotes Goodman 


Mert Goodman has been pro- 
moted to administrative assistant to 
Ben Snyder, president of Snyder 
Mfg. Co., Inc, Goodman formerly 
was assistant in the company’s 
sales department. 


* * * 


Hennessy Names 4 Reps 


Four new sales representatives 
have been appointed by Jack P. 
Hennessy Co., Inc. They are: Rob- 
ert Eastman, who will cover New 
England; E. J. Roelandt, Pennsyl- 
vania and West Virginia; Charles 
Heimbach, Florida and Alabama, 


Fraud Writs Name 
New-Car Agent 
In Albuquerque 


ALBUQUERQUE, N, M.—George 
W. Randall, owner of New Mexico 
Auto Buyers Service, has been 
mamed in four criminal com- 
plaints and warrants charging that 
he took money under false pre- 
tenses and issued checks without 
sufficient funds. 

H, Leslie Williams, assistant 
district attorney, said his office had 
received at least 15 complaints 
against Randall in connection with 
buying new cars below list prices 
for New Mexico purchasers. Ran- 
dall did not have a dealer’s license, 
Williams said. 

Randall reportedly obtained his 
cars from a Midwest dealer. The 
Price to the purchaser was said to 
be about $200 over dealer cost, 

Williams said some new cars 
were being held by banks to whom 
a draft for payment was sent after 
the car was delivered. He said per- 
Sons who claimed they dealt with 
Randall charged they gave him 
downpayments and that the quoted 
Price of the cars was less than the 
amount of the draft being held at 
the banks. . 

“Randall usually took a downpay- 
ment on the promise that he would 
find the purchaser a car at a dis- 
count price,” Williams added, “In 
Most cases, Randall never ordered 
the car.” Some of the complaints 
charge that ordered cars never 
were delivered. 


Dayton to Open 
2 District Offices 


DAYTON, O.—Formal opening of 
& new district sales office and ware- 
house in Portland, O., late in May 
and another in St. Louis in June 
has been scheduled by Dayton Rub- 
ber Co.’s Tire division. 

The division also announced the 
appointment of E. W. Rayburn, 
district operations manager, to the 
Newly created post of assistant to 
the vice-president. 

Harry T. Goodenberger, tire sales 
Vice-president, said the firm also is 
stepping up plans for district sales 
and service facilities in key market 
areas not already served by Dayton 

tributors. 
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and William Kitchens, Georgia and 
South Carolina. 
+ 


* * 


Gronauer in New Post 


Roy W. Gronauer has been named 
sales manager of industrial fittings 
for Clayton Mark & Co., Evanston, 


Til, 
| oe 


Conlon, Wood Named V-Ps 


R, E. Conlon has been elected 
vice-president and sales manager of 
Park Chemical Co.’s Automotive 
Chemicals division. W. G. Wood 
has been named research and 
laboratory control vice-president, 

* * am 


Ford Motor Co. Elects Hill 


A Company Vice-President 


Merritt D. Hill has been elected 
a vice-president of Ford Motor Co. 
Hill is general manager of the 
company’s tractor and implement 
division which has 
its headquarters 
in Birmingham, 
Mich. 

An executive in 
the farm equip- 
ment industry for 
the last 18 years, 
Hill joined Dear- 
born Motors Corp. 
in 1947. Until 1953, 
he was a vice- 
president and di- 
rector of Dear- 
born Motors, the former marketing 
organization for the Ford tractor 
and Dearborn farm equipment, He 
was named general manager of the 
company’s tractor and implement 
division in 1957, after having served 
as assistant general manager. 

oe + * 


K-D Mfg. Advances Myers 


To Sales Vice-President 


K-D Mfg. Co., Lancaster, Pa., has 
promoted C. Paul Myers from mar- 
keting director to sales vice-pres- 
ident. 

Prior to joining K-D, Myers was 
with Raybestos-Manhattan, Inc, 

x * 


M. D. Hill 


Long Promotes Rowe 


To Manufacturing V-P 


W. E. Rowe has been named 
manufacturing vice-president of 
Long Mfg. Division, Borg-Warner 
Corp. 

Rowe, who had been director of 
manufacturing for all Long plants 
in Detroit, joined Borg-Warner at 
Detroit Gear division in 1927. When 
Detroit Gear and Long were 
merged, Rowe became factory man- 
ager. 


Sharp Named to Sales Post 


H. C. Sharp has been appointed 
national sales consultant for Alex- 
ander-Tagg Industries, Inc., Hat- 
boro, Pa. 


* 


* * * 
LaGassey and Teague Join 


Schmidt Design Firm 


William M. Schmidt Associates 
has appointed Homer C. LaGassey 
jr. and Richard A. Teague as ex- 
ecutive stylists in the firm’s auto- 
motive design division. 

LaGassey was most recently chief 
stylist at Plymouth, Teague was 
chief stylist for both DeSoto and 
Chrysler divisions prior to his ap- 
pointment by Schmidt. 

” 7 oo” 


Chrysler Shifts Longon 


J. Russell Longon has been ap- 
pointed assistant managing director 
of Chrysler International, S. A. He 
has been staff executive-finance on 
Chrysler Corp.’s international op- 
erations group staff in Detroit, 

a” oa x 


Morris Gets AMC Post 


Darwin A. Morris has been 
named Salt Lake City area manager 
for American Motors Corp. The 
area covers most of Idaho and part 
of Wyoming. 

* 7 * 
Williams Joins Big Boy 

Big Boy Products division of 
Dalton Foundries, Inc., Warsaw, 
Ind., has appointed N. A. Williams, 
Atlanta, as sales representative in 
Florida, Georgia, Alabama, Missis- 
sippi and Tennessee. The division 
makes trailer hitches, couplers, 
trailer accessories and air pumps. 












you never saw any bin catalog 
like it before .. . and it’s yours 


for the asking! 





every page chock-full of bin data, 
from cover to cover—it’s a catalog 
that will save you time and money! 





These Borroughs warehouse distributors are at your service... 


ATLANTA: 


BROOMALL, PA.: 


BUFFALO: 


DETROIT: 
FARGO: 


FORT WORTH: 


Bins & Equipment Co., Inc. 

1918 Buford Highway, N.E. 

East Coast Distributing Co. INDIANAPOLIS: 
2010 Boxwood Dr. 

Automotive Bin Service Co., Inc. JACKSONVILLE: 
20 East North St. 

Felix F. Loeb., Inc. KANSAS CITY: 
8810 S. Vincennes Ave. 

Automotive Bin Service Co., Inc. LOS ANGELES: 
1220 Richmond 

Automotive Bin Service Co., Inc. LOUISVILLE: 
8905 Lake Ave. 

W. W. Cannon Co. MEMPHIS: 
9739 Denton Dr. 

Sparkman-Barker Co. NEW ORLEANS: 
421 Santa Fe Dr. 

Automotive Bin Service Co., Inc. NEW YORK: 
10040 Freeland Ave. 

Adams, Inc. OAKLAND: 
6 North 13th St. 

W. W. Cannon Co. OKLAHOMA CITY: 
P. O. Box 464 


HOUSTON: W. W. Cannon Co. 


1901 Winter St. 


Automotive Bin Service Co., Inc. 


54 West 30th 


Bins & Equipment Co., Inc. 
2610 Ligustrum Rd. 

Siggins Co. 

706 Broadway 


Green-Penny Co. 
4180 E. Noakes St. 


Automotive Bin Service Co., Inc. 


204 Builders Bidg. 


Metal Products Co. 
359 Madison Ave. 


Edco Metals, Inc. 
73 S. Wren 


Borroughs Mfg. Corp. 
121 Varick St. 


William A. Gore Co. 
1834 Adeline St. 


W. W. Cannon Co, 
P. O, Box 7317 


OMAHA: 
PHILADELPHIA: 
PORTLAND: 

ST. LOUIS: 

ST. PAUL: 


Siggins Co. 

1236 S. 13th St. 

East Coast Distributing Co. 
780 S. 52nd St. 

The Brower Co. 

1633 N.W 2lIst 

Siggins Equipment Co. 
1410 Pierce Ave. 
Borroughs Mig. Co. 
Factory Branch and Warehouse 
809 Hubbard Ave. 

The Brower Co. 

114 Virginio St. 

William A. Gore Co. 

214 3rd Ave., S. 

Tacoma Asbestos Co. 
25th and Holgate 


“Louis A, Alexander Co. 


264 N. Beacon St. 
Wickware-Stackbin, Ltd. 
P.O. Box 740, Perth, Ontario 
Hunters’ Office & Industrial 
Equipment Company 

538 Reed Lane, Honolulu 





BORROUGHS MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


ami). KALAMAZOO, MICHIGAN 


3026 NORTH BURDICK ST. 
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Successful Salesman 


Exploits Full Potential 


By Ernest W. Fair 
Staff Correspondent 

BOULDER, Colo.— The automo- 
bile salesman doesn’t have to be 
handsome or endowed with spec- 
tacular physical assets to be suc- 
cessful. The trick is to make the 
most of what he has and to be 
at peak efficiency all the time. 


Successful selling in the auto 
field takes a lot of ability and 
practice but no man ever has 
achieved success by disregarding 
these physical tools. 

What are they? What can the 
individual salesman do about 
them? Here are the answers based 
on a study of several score suc- 
cessful automobile salesmen, not a 
one of whom failed to give these 
daily attention. 


Groomine: This is all important. 
It calls for neat and orderly hair, 
being clean shaven, nails groomed, 
etc. In other words, the assets 
which make it a pleasure for any 
customer to welcome a salesman. 


PuysicaL APPEARANCE: The way 
one walks and moves about is im- 
portant. Impressions are created in 
the prospect’s mind as the sales- 
man approaches him, A dragging, 
shuffling walk can arouse an un- 
favorable impression that will take 
an enormous amount of sales talk 
to overcome. 

Walking erectly and confidently 
with an assured pace and retaining 
this appearance throughout the 
sales effort is as important as any 
trick the good salesman ever 
learns. 

Steadiness of Nerves: Con- 
fident and fixed eyes as the sales- 


tant. Unsteadiness physically 
makes the prospect nervous, It 
also creates a feeling of sus- 
picion or mistrust. 

Care and attention to living hab- 
its, getting a reasonable amount of 
sleep and periodic checks with 
one’s doctor can assure such 
steadiness. 

Heattu: The sickly individual is 
never pleasant to do business with. 
He is very easy to turn away if 






LIFETIME 





SPARKLING §S 
A REPLACEMENT PANEL of stainless 


steel that can positively be installed in one 
hour. Just the thing for busy New Car 

“ Dealers, Used Car Dealers and Body Shops. 
Saves costly time and labor. 


PLEASE YOUR CUSTOMERS with a 
beautiful panel of dazzling stainless steel 
on rocker panel sills. SAVES YOU BIG 
MONEY. The greatest aid to a body shop 
or car dealer ever invented. Large rust- 
proof ‘‘attach strips" underneath will cover 


he is a salesman. Many prospects 
not only feel uneasy around such 
an individual but downright afraid 
they will acquire what ails that 
man by having anything whatever 
to do with him. 


Coughing and sniffling, dragging 
oneself along as though one should 
be in a hospital] bed, bloodshot eyes 
—these are a few of the symptoms 
we should’ avoid when seeking to 
do a selling job. 

Tue SaLesmMan’s Voice: How it 
sounds, how he uses it, the condi- 
tion in which he keeps it—these 
are always important. The clarity 
and confidence a salesman’s voice 
expresses are always great selling 
aids. 

Training oneself to speak with 
such clarity and confidence and 
seeing to it that we never vary 
therefrom is another physical sell- 
ing tool to which we should give 
constant attention. 

The Picture You Present—All 
of us can create favorable or 
unfavorable impressions on a 
“first-sight” basis before we ever 
have a chance to pass judgment 
on details. 

How the salesman dresses, 
whether his clothes are clean and 
neat and everything about him 


Chevrolet H onors 
3,100 25-Yr. Vets 


DETROIT.—In a series of spring 
meetings, Chevrolet is presenting 
watches or clocks to more than 
3,100 workers across the nation 
who completed 25 years of service 
in 1958, 

At the largest ceremony 1,017 
employes of the Flint operations 
were honored, Timepieces went to 
553 workers at the Detroit gear and 
axle and forge plants in the second 
largest gathering. 

“The unusually large number of 
workers completing 25 years in 
1958 results from 1933 being our 
biggest hiring year in history, said 
Norman J. Ellis, general personnel 
director. 
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GIVES NEW 


one hour! Four 


through 1959. 


TAINLESS §S 


long rusted out holes. The top moulding 
telescopes for the longest or shortest cars. 





which adds to that first picture 
can be tremendous assets or liabili- 
ties, Many smart salesmen always 
take a moment out, now and then, 
through the business day to check 
themselves for such details. 

How Sates Ams Are Kept: Neat- 
ness, cleanliness, freshness—all are 
selling assets with respect to sales 
literature and sales aids of every 















kind that we may be using to sell| g¥*) 


the car to the prospect. 


A moment spent here and there 
between sales contacts for a little 
“good housekeeping” will help pro- 
duce results for any auto salesman. 


CONFIDENCE AND ASSURANCE: 
These are physical elements we use 
in our sales effort. They should be 
a part of every salesman on every 
sales contact he makes. 


How We Can HANDLE OURSELVES 
Wuue Seine: The physical ac- 
tions we use during the selling 
interview can add to or subtract 
from the good sales points we have 
been putting over, Our posture and 
our confidence affect the results we 
hope to obtain. 


It is all too easy to become care- 
less as the sales interview pro- 
gresses. Relax too far, and you 
usually will find a near positive 
sale vanishing into a negative one. 


Manners: Boisteroug laughter 
has its place but never in a sales 
conversation. Slapping the pros- 
pect on the back or touching him 
always are negative. 

SHARPNESS OF THE SENSES: Mental 
alertness helps keep one’s five 
senses sharp and responsive. 


The man who fails to catch a 
comment the prospective customer 
makes can throw off the best-plan- 
ned sales line. Vanity which sets 
aside the use of needed eye glasses 
also can detract from one’s ability 
to do the selling job. 


Not only are these important 
from the standpoint of their value 
to the individual, but any lack of 
sharpness is quickly detected by 
the prospect and banked on the 
minus side of his making the pur- 
chase. 

Sharpening one’s physical tools 
and keeping them at “razor edge” 
is just one more way of adding to 
one’s efficiency as an automobile 
salesman. Neglecting any one alone 
can decrease sales results for even 
the best-endowed individual. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 
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CARS THAT SUPER- 


DELUXE LOOK! Made of dazzling stain- 
less steel, with screws fastening on the 
bottom of the rocker panel. No screws 
visible. Only tools required are a drill and 
screwdriver. Anyone can install a pair in 


sizes, 2%, 3% and 4 inch 


widths fit 95% of all cars made 1949 


Be Prepared for Those Rocker Panel Jobs . . . With 4 Sizes Only! 








Buy from your local jobber, if he cannot supply, write to: 


GROBOSKI INDUSTRIES, INC. 


4344 S. WESTERN AVE., CHICAGO 9, ILL. 


























Goliath Make-Ready Operation— 


This is the room where workmen of Foreign Motor Distributors, Harrisburg, Pa 


prepare Goliath cars for display on dealers’ showroom floors or for delivery to cus- 


tomers. 









Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 52) 


Clark, registrar, 2103 Fifth Ave., 
Rock Island, Ill. 

BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools 
sponsored by authorized Bendix 
distributors. The schools provide 
the basic service and sales training 
for automotive servicemen required 
in the development of service deal- 
ers. Classes are scheduled by each 
distributor to meet local needs and 
the length of an individual course 
is three or four evenings or one 
full day. No tuition fee is charged. 
Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 

BINKS MFG. CO., Chicago— 
Classes are held for a period of one 
week once a month, Anyone inter- 
ested in spray painting and spray 
equipment may attend. No tuition. 
Next class will be held June 1-5. 
Contact William R, Brooks, in- 
structor. 


INLAND MEG, CO., Omaha— 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$200 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring: Use 
and maintenance of equipment; 
fundamentals of merchandising, ad- 
vertising and pricing. Write to 
J. V. Grasso, 1108 Jackson St., 
Omaha, Neb. 

RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located in Stratford, Conn. 
This course will consist of five con- 
secutive daily sessions, each session 
going from 8 am. to 4 p.m. All 
phases of brake service work such 
as major adjustments, minor ad- 
justments, and complete brake 
overhauls of all types of both new 
and old brake systems will be cov- 
ered. Personal instruction is aug- 
mented by two technical, sound, 
color, motion pictures showing ad- 
justment procedure and trouble 
shooting procedure as well as 
changes made in 1959 brakes. 
Individuals who successfully com- 
plete the course will receive a cer- 
‘tificate showing that they are qual- 
ified to work on all types of auto- 
motive brakes. The course will be 
conducted by A, D’Andrea, director 
of service training. For further in- 
formation, write to J. W. Hefferon, 
Raybestos Division, Bridgeport 2, 
Conn. 

SUN ELECTRIC CORP., Chicago 
—Training courses are available in 
the operation and application of 
automotive test equipment. Two 32- 
hour evening classes are to be held 
each month. Courses will be con- 
ducted in Sun’s Automotive Divi- 
sion Training Center, Harlem and 
Avondale Aves., Chicago, Ill. For 
further details, write R. C. Heidrich. 

THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N. J.— 
Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 

UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 





starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye), (4) auto- 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 

WALKER MFG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from _ installations. 
Harry Liebendorfer is conducting 
the clinics on a fulltime basis and 
instructs in proper tools and tech- 
niques. 

WEAVER MFG. CO.— Spring- 
field, IL, offers a complete wheel- 
alignment instruction course. 
Classes are conducted in the com- 
pany’s laboratory garage the first 
full week of each month. A one- 
week advance notice is required. 
Address all inquiries to the Weaver 
Mfg. Co., (Division of Detroit Har- 
vester Co.), 2171 S. Ninth S&t, 
Springfield, Ill. 


Union Curb Held 
Key to Growth 
Of U.S. Economy 


NEW YORK.—The problemof 
“monopoly unionism” will have to 
be met and solved before the U.S. 
can confidently take off on the next 
big cycle of economic growth and 
progress, in the opinion of Edward 
J. Hanley, president of Allegheny 
Ludlum Steel Corp. 

Speaking here at the annual 
meeting of the American Iron and 
Steel Institute, Hanley defined 
“monopoly unionism” as “the ex- 
clusive privilege of certain individ- 
uals and/or organizations to carry 
on a traffic in the organizing and 
control of unions of working, oF 
laboring, persons.” 

Monopoly unionism has been fos- 
tered by the U. S, Government and 
its growth has been promoted by 
the nation’s laws, Hanley stated. 

The steel executive said that 
monopoly unionism breeds corrup- 
tion and manifests itself in many 
ways contrary to the public inter- 
est, even as business monopoly did 
earlier. 

“Unfortunately, the American 
public is not yet aware of the prob- 
lem of monopoly unionism, but it 
is becoming very familiar—eve® 
painfully familiar—with one of its 
byproducts, namely, wage-push in- 
flation,” Hanley said. 

“Hardly anyone has the temerity 
to assert that the obvious way 
stop cost-push inflation is to Te 
strict the labor monopoly power 
behind the push, in the same fash- 
ion that America has always re- 
stricted other monopoly power 
threatening its welfare.” 
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Standard Motor Co.’s new 
car, the more expensive 
mph TR3-S, were tested in the 
our race in Le Mans. 
' Production of the British car, 
which has a 150 horsepower, two- 
: ead-camshaft engine, will 
: start until its performance in 
; race has been completely 
ed, the company said. 
"Bavarian Motor Works intro- 
sed its new 700 cc sports coupe 
jn Feldafing, Bavaria, early in June. 
It will sell for about $1,300 f.o.b. 
Perkins Engines, Ltd., British 
manufacturer of diesel engines, has 
divided its sales department into 
two sections—one for West Europe 
and the other for East Europe. The 
latter includes such countries as 
Communist East Germany, Soviet 
Russia and Israel. 


New Magirus Bus Bows 


AGIRUS-DEUTZ, German 

maker of air-cooled diesel en- 
gines, buses and trucks, has come 
up with a new type Saturn 2 bus 
which has independently suspended 
front wheels. 

Each wheel is carried by a 
um-type long half axle. 
this results in a slight 

camber change when springing, 

Magirus claims it will provide 
greater riding comfort. 

The vehicle has an air-cooled 
¥-6 diesel in the rear and the pas- 
genger car has been insulated 
against noise and odors, the com- 
pany said. 

Easy servicing of such items as 
battery, oil and tank gas outlets is 
assured by their location on the 
right side of the bus, Magirus 
added. er ae 


Bus Is Air Sprung 


_ bus is air sprung and will 
cause less damage to road sur- 
faces, the firm reported. The ex- 
haust gas is mixed with air before 
it leaves the tailpipes, which extend 
to the roof of the bus. 

In Bremen, Germany, Borgward 
announced that its spring orders 
are up 101 percent over those in 
1958. Preparations are being made 
to boost production accordingly, 
the firm said. 

x 


+ * 


Common Market Taboo 


. HEINZ NORDHOFF, man- 
aging director of Volkswagen, 


AMC Calls In 
District Force 


DETROIT.—The second in a 
series of four week-long conferences 
for the automotive district man- 
agers of American Motors opened 
here last Monday, with top com- 
pany officials on hand to conduct 
the meetings. 

One-fourth of the district man- 
agers from across the country are 
being brought in each week for 
Meetings in Wayne State Univer- 
sity’s McGregor memorial building. 
The district managers complete 
the conferences with a trip to the 
Rambler plant in Kenosha, Wis. 





espondent George L. Glaser Writes .. . 


Auto Letter from Europe 


E MANS, France.—Prototypes of | has no use for the European Com- 


mon Market. 
It’s not the free market that 
it claims to be, he said in a 
scathing denunciation of the 
economic program set up re- 
cently by West Germany, France, 


Used-Car Notes 


TORONTO.—A used-car manager 
has been fined $50 for pointing a 
pistol at a dissatisfied customer. 

Robert Bruce Williams, 24, Can- 
terbury Rd., Etobicoke, was con- 
victed by Magistrate Thomas Wolfe 
of pointing a gun at Frank Thom- 
son. Police said Williams went to 
the Danforth Ave, office of a car 
company, now out of business, to 
complain that he couldn’t get his 
money back when a car deal fell 
through. 


* * * 


Cleveland Facilities 


Remodeled by Ferguson 


CLEVELAND.—H. M. Ferguson 
announced completion of a $15,000 
improvement program at Ferguson 
West Side Used Car Center, Inc., 
17605 Lorain Ave. 

The improvements include re- 


modeling of his display building 
and paint shop and the installation 
of new lighting. Ferguson is a 
former Mercury, Studebaker and 
imported-car dealer. 
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Italy, Belgium, The Netherlands 
and Luxembourg. 

France and Italy were the chief 
targets of his criticism. 

He said France is planning to 
allow only about 500 foreign cars 
to be shipped into the country this 
year at duties totalling 62 percent. 

Renault alone expects to ship 40,- 
000 cars from France to Germany 
over the 12-month period, Nordhoff 
continued. 

+o + * 


Fiat Plans Cited 


H= SAID Italy has established a 
quota of 1,600 units per year 
from Germany, while Fiat alone is 
planning to export about 100,000 
vehicles to Germany. 


Turning to Volkswagen produc- 
tion, Nordhoff said 700,000 units 
will be produced this year. This 
figure will be boosted by 150,000 
in 1960, he added, with plans for 
increases of 100,000 each addi- 
tional year. 

He said VW profits and short- 
term bank loans will be used to 
finance an expansion of facilities 
required for production increases. 


There will be no new models for 
several years but improvements in 
the Volkswagen will be made from 
time to time, Nordhoff explained. 
He said 45 percent of the firm’s 
sheet metal still comes from for- 
eign lands. 

He added that VW’s truck busi- 
ness has reached its peak and pro- 
duction will be levelled off at 500 
units a day. 


How They're Pushing Sales... 





Dealer Ad Ideas 


A Numbers Game 


DVANCE Auto Sales, Inc. (Plym- 
outh-DeSoto-Simca-Morris-MG), 
Auburn, Me., attracted considerable 
attention with a four-day event in 
which prizes were awarded 
On these days the firm’s late- 
model used cars had cardboard 
license plates with a number on 
the back, If this number was the 
same as the registration number 
of a visitor’s car, he was given a 
prize. 
Prices on all late-model cars were 
slashed for the event. 
> * + 


The Whole Town Knows 


URCHASERS of new cars from 

Neil Norton Motors (Chevrolet- 
Buick-Cadillac), Miami, Okla., soon 
find that everyone in town knows 
about it. 

The dealership photographs the 
owners and their cars and uses 
the pictures in daily newspaper 
advertisements. 

Neil Norton said reception of the 
idea has been excellent. He is the 
son of Mead Norton, Oklahoma City 
Buick-Studebaker dealer and the 
state’s NADA director. 

+ * om 


Dachshunds Are Prizes 


oo dealers in Hopkins, Minn., 
a suburb of Minneapolis, rented 
a lot and staged a joint sale dur- 





Cadillac Cyclone Introduced in Detroit— 
The Cadillac Cyclone, the latest word in experimental automobiles, made its 


Detroit debut in the showroom of the Cass 


Ave. Cadillac Detroit Branch. The 


Cyclone is 44 inches high at the top of the plastic bubble canopy, shown as it is 
Starting to retract. This two-passenger “laboratory on wheels” is said to incorporate 


the advanced mechanical and engineering features of the car of tomorrow. 
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aenmeeeeeeeeeeeeee see 





ing which 500 cars were offered at 
reduced prices. Participating deal- 
erships were Dahlberg Ford, Hop- 
kins Dodge-Plymouth, Town’s Edge 
Oldsmobile and Suburban Chevro- 
let. 

As an added sales builder, 10 
dachshunds were given away to 
persons who registered at a draw- 


















Testing Exhaust Fumes— 


Here a technician inserts a filter paper 
into Bosch-Stuttgart's new tester for diesel 
exhaust fumes. 












76,000 Planning 
To Purchase °59s 
In Phila. Area 


PHILADELPHIA. — Approxi- 
mately 76,000 families in the Dela- 
ware Valley are planning to pur- 
chase new automobiles, according 
to the Philadelphia Inquirer’s “con- 
tinuing study of. buying expecta- 
tions and product use.” 

Projections also disclose -that 
there are about 1,189,000 Delaware 
Valley households with automobiles 
and 950,000 of these are one-car 
households. Approximately 203,000 
families have two cars and 29,000 
have three. 

Other estimates in the Study 
show that, of 1,477,000 automobiles 
owned in Delaware Valley, 241,000 
are 10 years old or older. About 
743,000 cars were purchased when 
new, and 706,000 were used. Ap- 
proximately 195,000 cars are ’55 
models and 186,000 are ’57s, 


Willys Adds 37 Outlets 
To Jeep Dealer Group 


TOLEDO.—The appointment . of 
37 Jeep dealers has been announced 
by C. W. Moss, vice-president and 
general sales manager, Willys Mo- 
tors, Inc, 

They are: Surrey Motors Corp., 
Long Island City, N. Y.; Baxter 
Motors, Inc., Cedar Rapids, Ia.; 
Erie County Motors, Erie, Pa.; 
Pal Motors, Ltd., Roseburg, Ore.; 
Dunil’s Jeep Auto Sales, Bremer- 
ton, Wash.; Moreen Murphy Mo- 
tors, Cut Bank, Mont. 

Stewart Motors, Hanford, Calif.; 
Stephens Implement Co., Stuttgart, 
Ark.; Central Motor Sales, Inc., 
Latrobe, Pa.; B & J Farm Service, 
Inc., Great Meadows, N. J.; Mar- 
shall Stone Motors, Inc.,. Rock Is- 
land, Ill.; Aman’s Sales, Navarre, 
O.; Glenn Walker, Inc., Detroit. 

Mauldin Motors, Fairfield, Calif.; 
White Motors, Albion, Neb.; Bick- 
ham Motors, Inc., Franklinton, La.; 
Service Sales, Inc., Rocky Mount, 
N. C.; Pasak Motor Co., Sioux City, 
Ia.; Ferry Street Garage, Hudson, 


ing. The dachshund has been used|N. H.; Rush-Gondrezick Motors, 


in advertising as the symbol of the 
dealers’ “low overhead.” 


Inc., Boulder, Colo. 
Ross Motors, Inc., Rockland, Me.; 


Hines Motor Co., Bonners Ferry, 
Id.; McClure Motor Co., Inc., El 
Dorado, Kans.; Bayonne Motor Co., 
Bayonne, N. J.; Clarence Fox Lake- 
wood, Inc., Cleveland; Skyline Mo- 
tors, Inc., Denver. 

Brainard Motor Sales & Serv- 
ice, Sharon, Pa.; A. D. Ramsey 
Motor Co., Hayward, Calif.; Dana 
Motors, Stockton, Calif.; V & H 
Motor Sales, Inc. Cheboygan, 
Mich.; Balderson Motor Sales, 
Zanesville, O.; Economy Motors, 
Inc., Wilmington, Del. 

S & M Jeep Inc., Leonardtown, 
Md.; Deering Jeep Sales, Middle- 
burg, Va.; Bayer’s Auto Sales, 
Martinsburg, W. Va.; Fenner Mo- 
tors Inc., Washington; Dexter R. 
White Co., Inc., Niagara Falls, N. Y. 





Cleveland Eyes Smog 


CLEVELAND.—The City Council 
adopted a resolution asking the 
City air-pollution division to in- 
vestigate the effects of diesel and 
gasoline exhaust fumes on human 
health. 








Now Meet MORE f yf 


ind-cralt 


Maine, Vermont. 

New York Area—New York, 
Pennsylvania, New Jersey. 
Southern States—Georgia, 


South Carolina, Alabama, 
Mississippi, Florida. 


Distributor applicants should 
submit information on your 
background and strength in 
the area you can service, 
Minimum capital needed — 
$250,000. 


Now accepting applicants for automotive 
distributors for the fabulous Moretti. 


New England States—Connecticut, Rhode 
Island, Massachusetts, New Hampshire, 





THE J. F. R. COMPANY—SOLE IMPORTER 
587 East Washington Street, Route 1, North Attleboro; Mass. 








750 c.c. 
Spyder 
Convertible 
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New Miami Office 
Opened by Hertz 


MIAMI.—Hertz Corp. has opened 
its new $175,000 South Florida 
headquarters at Biscayne Blvd. and 
Seventh St. The building has 6,000 
square feet of floor space and gives 
Hertz more than a dozen stations 
in the Miami area. 

Hertz is spending $3% million for 
59 autes for its Florida stations, 
and 1,250 new cars have been ear- 
marked for delivery to Hertz sta- 
tions in the Greater Miami area. 

Hertz said its Florida fleet con- 
sists of 3,500 cars operating 
through more than 100 locations. 
The company has 1700 offices in 
1,075 cities throughout the world, 
including 257 cities in 31 foreign 
countries. 
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Emotional Flop? . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Advertising of new cars is not 
only misleading, dishonest, all 
wrong and just plain doubletalk, 
but is a flop emotionally once the 
consumer buys a certain brand, ac- 
cording to the findings of a moti- 
vational research study conducted 
by Motivation Research Associates, 
New York. 

A depth sampling of 83 consum- 
ers in New York, Chicago, Phila- 
delphia and Boston led to the fol- 
lowing conclusions: 

1. Approximately 73 percent of 
the sample felt car ads were dis- 


Lasting Impressions— 
The AUTOMOTIVE NEWS 


Almanac offers your advertisement 


chance to sell 
long. 


for you all year 


Referred to time and time again, 


the Almanac is a must on any auto- 


motive advertising schedule. 


— Plan On It For 1960 — 


Publication Date — April 25, 1960 


Automatiue News 


965 E. JEFFERSON e 


DETROIT 7, MICH. 


WOodward 3-9520 


YOU'LL SELL MORE WHEN 
YOUR SERVICE DEPARTMENT 
IS EQUIPPED - aan 


Bartord Chevrolet, Clayton, Mo. 


- ah — le kt 


Pee tt hee " 
— = <2 


honest, misleading, all wrong, 
double talk or all say the same 
thing. 

2. Evidence was found that 
certain images were perceived by 
these people from the advertising 
they rejected. 

3. Nearly two-thirds indicated 
they might switch makes, 30 per- 
cent to higher priced cars, 15 per- 
cent to lower and the remainder 
to others at the same price level. 

4. Car owners read ads about 
their makes more intensely than 
others. 

5. While projective tests show the 
dream car still to be “youthful and 
sporty,” less than half chose one 
when permitted to purchase a car 
at any price. Of these, 40 percent 
said they would actually buy a 
standard car next. 

6. The image of foreign-cars as 
for sportsmen is gradually chang- 
ing. Imported cars were seen as 
used by lower and upper income 
persons, but not for the middle 
classes. 

7. Plymouth, Ford and Chevro- 
let were the only cars seen as 
acceptable for most income and 
status levels. 

8 Pontiac, Oldsmobile, Ford, 
Dodge, Plymouth and Chevrolet 
were seen as both upper middle 
and middle class cars. 

9. Exclusively upper class and 
upper status cars included Merce- 
des-Benz, Cadillac, Jaguar, Porsche, 
MG, Simca and Volkswagen. 

10. Most ads failed to meet emo- 
tional expectations of consumers 
that they would provide “mental 
rehearsal” of ownership and also 
be pleasurable entertainment. This 
applied less to television ads. 

11. Power, once a highly rated 
buying emotion, was near the 
bottom of a list of 10 emotional 
satisfactions sought by car buy- 
ers. 

12. Buick and Chevrolet were in- 
dicated as cars “most likely to be 


switched from.” 
* cm * 


Followup on Advertisement 


Saturday Review, in a followup 
to an advertisement appearing in 
Automotive News, is sending out a 
booklet containing letters from 
readers requesting information on 
the small or foreign car. 

The magazine also is offering to 
supply information about any of 
the small cars, foreign or domestic, 
now on the market. Inquiries 
should be addressed to Readers’ 
Service Department, Saturday Re- 
view, 25 W. Forty-Fifth St. New 
York 36, N. Y. 

* 


* * 


K&E Gets English Ford 


Ford Motor Co. has awarded 
the United States advertising for 
its line of English Fords to Ken- 
yon & Eckhardt, Inc., according 
to informed sources. 

The agency has the Ford insti- 
tutional advertising account and 
also works on the advertising for 
Mercury and Edsel. 

* * * 


Redbook Linage up 49% 
Redbook magazine’s July issue 
closed with 49 percent more dis- 
play advertising linage than the 
same issue last year, according 
to Charles S. Thorn, publisher. 


Ford Dealer on Radio 








four million of the magazine’s 

six million circulation, Schruth 

said. 

The 2,000,000 or 4,000,000 copies 
will be distributed evenly over the 
country in proportion to the Post’s 
total circulation, Schruth said. 

An advertiser under this plan 
will benefit from coverage of every 
city and town in the U. S. For the 
first time, a manufacturer with 
national distribution but with a 
limited number of outlets can buy 
full pages with continuity and fre- 
quency, Schruth said. 

* cd * 


SM&S in New Offices 


Scolaro, Meeker & Scott, Inc., 
newspaper representatives have 
moved from the General Motors 
Building to 528 Fisher Building 
in Detroit. 

+. * + 


Deadline Change for Esquire 


Esquire magazine has announced 
the latest four-color closing dead- 
line of any major magazine—five 
weeks prior to date of issue—for 
the October, November and Decem- 
ber issues, according to Jerry 
Jontry, advertising director. 


The new policy was designed as/.. 


a@ special convenience to automo- 
bile accounts scheduling new-model 
announcement advertisements, Jon- 
try said. 


Import Dealers Like Papers 


A survey of 600 dealers in im- 
port automobiles showed that 93 
percent use their daily newspapers 
as their major advertising medium. 

Conducted by Arnold & Co., 
Denver advertising agency, the 
survey also showed that 59 percent 
of the polled dealers use radio as 
a second medium and 29 percent 
use television. 

* * * 


Dodge Renews Welk Party 


Lawrence Welk has signed an 
exclusive radio and television dual 
agreement with Dodge and Ameri- 
can Broadcasting Co. 

The Saturday night “Lawrence 
Welk’s Dodge Dancing Party” will 
start its fifth year on the ABC-TV 
network this fall. 

* * t= 


Renault Ups Ante in West 


Renault, distributed in the West 
by John Green Corp., has upped its 
television campaign and currently 
is using 395 spots per month in 
California. 

The heavy schedule is coincident 
with the arrival of large shipments 
of Renaults at both Los Angeles 
and San Francisco ports of entry, 
Green said. 

« * * 


Name Change for TBA Mag 


Tires-TBA Merchandising, the 
magazine for the TBA dealer and 
retreader, has changed its name 
to Modern Tire Dealer. 


* * * 


Tyrex Sponsors Stunt Unit 


The automobile stunt show 
“Tournament of Thrills” is now on 
the road under the direction of 
Tyrex, Inc., the nonprofit organiza- 
tion formed by the five major pro- 


Radio Station WOWO in Fort|§ 


Wayne, Ind., went on all-night op- 
erations May 29 and Fort Wayne 
Motors (English Ford) picked up 
the tab for 3% hours on weekdays 
and five hours on Saturday. 

The show is known as “Sam’s 
Place,” mythical workshop created 
by Sam DeVincent, WOWO disc 
jockey. 


* * * 


Post “Select-A-Market”’ 


The Saturday Evening Post has 
announced a Select-A-Market pro- 
gram that will give advertisers 
flexibility in their market planning. 

The new program, according to 
Peter E. Schruth, advertising direc- 
tor, will make it possible for re- 


Founders Honored— 


ducers of Tyrex certified yarn for 
tire cord. 
All of the cars have tires made 


of Tyrex viscose tire yarn. 
* * * 


Personnel Changes 

John P. Finneran from account 
executive for Kenyon & Eckhardt, 
Inc., to service representative on 
the Plymouth acocunt for N. w, 
Ayer & Son., Inc . Mary P. 
Green from editorial staff of the 
Michigan State edition to promo. 
tion representative of TV Guide's 
Detroit and Michigan State edj- 
tions... KR. M 
Parks from as. 
sistant advertis- 
ing Manager of 
Bendix Radio di- 
vision’s avionics 
product group to 
advertising man- 
ager of the diyi- 
sion’s industria] 
electronics prod- 
ucts group... 
. David Wilder 

J. P. Finneran from Topics 
Publishing Co. to Chicago advertis- 
ing sales staff of Look magazine 
. Ross M, Sutherland from execu- 
tive vice-president for sales and 
service of John Sutherland Produc- 
tions, New York, and Midwest 
sales manager of MPO Productions, 
Inc., Detroit, to account executive 
in Midwest sales division of Wild- 
ing, Inc., Chicago . . . John MeNa- 
mara, from copywriter for McCann- 
Erickson, Detroit, to copywriter for 
Fuller & Smith & Ross., Inc., New 
York . . . Walter Bryon jr. from 
Foster & Kleiser Co., Oakland 
(Calif.) outdoor advertising firm, to 
West Coast advertising sales staff 
of Look magazine ... Charles 
Campbell from Los Angeles Mirror- 
News to West Coast sales staff of 
Look ... Donald J. Von Drasek 
from newspaper work to creative 
staff of Brooke, Smith, French & 
Dorrance advertising agency ... 
Walter Meyer and Donald Bowdren 
from Dancer-Fitsgerald-Sample ad- 
vertising agency and Curtis Pub- 
lishing Co. respectively to senior 
project directors at R. H. Bruskin 
Associates, market research firm in 
New Brunswick, N. J.... Alfred M. 
Frederick from advertising and 
sales promotion supervisor to man- 
ager of the advertising and sales 
promotion departments of Acme 
Steel Co., Chicago. . . James M 
Ashley, with the company for 2 
years, to public relations vice-pres- 
ident of Libbey-Owens-Ford Glass 
Co. ... Frank J. Kilcheski from 
chain store manager to sales op- 
erations manager of the Bureau of 
Advertising of the American News- 
paper Publishers Assn. . . . John 
G. Hagan jr. from Buick public 
relations department to public re- 
lations staff of AC Spark Plug di- 
vision of General Motors . . . Rob- 
ert F. Henry from printed ma- 
terials coordinator of Plymouth to 
advertising production supervisor 
of Dodge .. . Vance Johnson from 
assistant manager of public rela- 
tions services for Chrysler Corp. to 
public relations director of the 
Chicago Daily News. 


gional advertisers in every section 
of the country to use the Post. 
Also, this development will en- 
able advertisers with national 
distribution but with limited vol- 
umes to buy either two million or 


To mark the 25th anniversary of MacManus, John & Adams, Bloomfield Hills, 
Mich., Ernest Jones, president, commissioned Bradshaw Crandell to do portraits of 
the three founders of the agency—T. F. MacManus, W. A. P. John and James ® 
Adams. Sitting with Jones in front of the portraits are John, second from right, the 
only tiving member of the founding trio, and John R. MacManus, left, and Charles’ F 
Adams, sons of the other founders and MJ&A executives. 
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Service Merchandisers and Desks, Work Benches, 
Cabinets, Portable Corts and Cabinets, Wall 
Paneling and Dispicy Fixtures. Also Custom- 
Built Equipment to specifications. 

WRITE FOR COMPLETE CATALOG 


Sg fic 


MANUFACTURING CORPORATION 


1601 S. HANLEY RD. + ST. LOUIS 17, MO. 
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Fire-Protection Manual 


“NFPA Inspection Manual”’—320 
es, $4. National Fire Protection 
Assn., 60 Batterymarch St., Boston 
10, Mass. 


* * 


Ignition Parts Catalog 


Illustrated 1959 catalog of auto- 
motive ignition service parts — 84 
pages, free. Wells Mfg. Corp., Fond 
du Lac, Wis. 

* 


* * 


Materials-Handling Data 


Bulletin describing materials- 
handling equipment—free. Tri-State 
Engineering Co., 295 W. Beau S&t., 
Washington, Pa. 


* * 


Foreign Ad Agencies 


“A Directory of Foreign Adver- 
tising Agencies and Market Re- 
search Organizations” —135 pages, 
4 cents, Superintendent of Docu- 
ments, U. S. Government Printing 
Office, Washington 25, D. C. 


* * * 


Shipping Schedule 


Daily schedule showing pickup 
and delivery dates for shipments to 
cities in 35 states—40 pages, free. 
TIM.E., Inc., Box 1120, Lubbock, 
Tex. 


* 


* * * 
Spray Equipment 
A guide to selection of spray 
painting equipment—eight pages, 
free. Binks Mfg. Co., 3122 Carroll 
Ave., Chicago, Ill. 


* * * 


Sales Planning Aid 


Sales presentation planning aid 
(Book R63)—50 cents. Elbe File 
& Binder, Inc., 649 Alden St., Fall 
River, Mass. 

* 


* * 


Grey-Rock Catalog 


A catalog giving condensed list- 
ings with Grey-Rock recommenda- 
tions for all passenger cars and 
popular light trucks—8 pages, free. 
Grey-Rock, Manheim, Pa. 


* * * 
Hercules ‘Fact Portfolio’ 


“The Big Squeeze’—16 pages, 
free. Hydro E-Z Pack Division, 
Hercules Galion Products, Inc., 
Galion, O. 


* * * 


Oil and Air Filters 


“Master Catalog of Wix Oil and 
Air Filter Cartridges’—110 pages, 
free. Wix Corp., Gastonia, N. C. 

* cd Oo 
Galion Equipment 

Data on 20-foot Galion excava- 
tor-type dump trailers and twin- 
cylinder underbody telescopic 
hoists used on road-building job 
by Greco Contractors, Inc., Chi- 
cago—free. Available from Gal- 


Bulletin Board 














ion Allisteel Body Co., Galion, O. 
(Ask for Greco Company Job 
Study JS-1.) 

* 


* * 


Rich Valve Catalog 


Catalog on valves and valve com- 
ponent part applications —free. 


In the Letterbox 





(Continued from Page 10) 


pistons, etc, is conducted by 
thermal bridges to more accessible 
metallic surfaces where air blows, 
to effect “direct-air-cooling.” 
Advancements in metallurgy, 
high-temperature oils, carburetion 
and fuels, etc., have made possible 
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Rich Mfg. Corp., Battle Creek, 
Mich. 


* * * 
Muffler Tips 
A book illustrating and describ-| 
ing the muffler market and outlin-| 
ing sales tips—16 pages, free. AP | * 
Parts Corp., Toledo 1, O. 4 


* * * 


Power Transmission | 


A review of power transmission 
machinery—eight pages, free. 
Dodge Mfg. Corp., Mishawaka, Ind. 


| elected as a director, our treasurer 
|is Mr. Abraham Maltz, Boston. 


| 
| We would appreciate it very 
|much if you would help us correct 
| our error by publishing Mr. Maltz’s 
| name as treasurer.— WiIL.iaM 
| A, PLunKett, Executive Vice-Presi- 








Early Air-Cooled Engine— 


Erwin L. Schwatt is shown in an early auto with a direct air-cooled engine. The 


more powerful direct-air-cooled en-| gent, Massachusetts State Automo-| car was developed in the early 1920s by Fox Motor Car Co., Philadelphia, where 


gines. Despite these advantages, in| bile Dealers Assn., 205 Park Square} Schwatt was an experimental engineer. The car is shown with its false radiator 
the old en-bloc job we were able| Building, Boston 16, Mass. 


to control cylinder head tempera- 
tures quite effectively. 

Many of the original problems 
still must exist, including difficul- 
ties with the old “coefficient of ex- 
pansion” which expressed itself in 
many ways, sometimes audibly.— 
Erwin L. Scuwatt, P. O. Box 384, 
Atlantic City, N. J. 

* * * 


Error in Cost Corrected 

In my letter of May 15, 1959, 
where I had protested the proposed 
spin-off of GMAC from General 
Motors, I showed a.comparison of 
credit life costs from one of the 


independents with GMAC. Here is| 
the example I used: On a $2,000! 


balance financed for 36 months the 
cost of credit life insurance on a 
GMAC contract would be $46.25. 
The same deal from one of the 
major finance companies is $60. I 
erred and wish to make this cor- 
rection. On the above example 
GMAC credit life charge would be 
$21.93; the independent finance 
company’s is $60. 

This shows even further that 
GMAC customers get more for 
their money when they deal with 
GMAC than from the independents. 
—WiuaMm J. Lippe, Bill Liddie 
Buick Co., 344 W. Main St., Owos- 
so, Mich. 


* * * 


Name Error Corrected 

Due to the extra work load on 
our office help, we were obliged to 
take on some temporary help. We 


jare sorry to say that we have! 


really made an unforgiveable error 
as far as our officers are concerned. 

In your June 1 edition of AvurTo- 
MoTive News on the front page 
you stated under the picture that 
our new treasurer was Benjamin 
Abrams. This is not so, he was 


Automotive Sales Council .. . 


Aftermarket Unit Formed 


FREMONT, O.—The Automotive 





“Bales Council, composed of execu- 
fives of manufacturing firms in the 
‘@utomotive aftermarket, has been 
med as a round-table discussion 
oup. It meets twice a year. 

The group said its purpose is 

provide a forum for the inter- 


Chevrolet Leads 
In NASCAR Events 


’ DAYTONA BEACH, Fla.—Chev- 
; is leading both the Grand 
] onal and Convertible division 
mm NASCAR car-point standings, 
_ Ford, the Thunderbird, Oldsmo- 
Sle, Pontiac, Mercury and Plym- 
i follow in that order in the 
d National car-point standings. 
__ In the Convertible division, Chev- 
Tolet is followed by Ford, Thunder- 
Oldsmobile and Mercury. 
Chevrolets have finished a total 
of 53 times in the first 10 in 
NASCAR-sanctioned Grand Nation- 
al events, and 40 times in the first 
10 in the Convertible circuit. 
e runnerup. Fords have 30 
in the first 10 in Grand Na- 
1 competition and 30 in the 
vertible, 












change of ideas regarding the 
needs of the automotive trade 
and to encourage study and re- 
search into ways of expanding 
the automotive service market, 

R, L. Nardi, Thompson Products, 
Inc., Cleveland, is president of the 
council, and Jack L, Roberts, 
Master Parts division, Fairfield, 
Ill., is vice-president. 

Other officers are: A..R. Harding, 
Lempco Products, Inc., Bedford, O., 
secretary; J. W. Kern, Perfect Cir- 
cle Corp., Hagerstown, Ind., treas- 
urer, and Colman O’Shaughnessy, 
Fremont, O., executive secretary. 

The Board of Governors in- 

cludes: G. H, Goehrig, Blackhawk 
Mfg. Co., Milwaukee; R, P. Hall, 
Timken Roller ; R, M. 
Harris, Westinghouse Electric 
Corp.; R, W. Lackner, Pennsyl- 
vania Co., Cleveland; H. 
R. LaTowsky, Du Pont. 

Also, E. J. Muldoon, New Britain 
Machine Co., New Britain, Conn.; 
Walter E. Nash, Monroe Auto 
Equipment Co., Monroe, Mich.; H. 
C. Stivers, AP Parts Corp., Toledo; 
F. G. Wilson, Wagner Electric 
Corp., St. Louis; Carl E. Vaughn, 
Hoof Products (o., Chicago, and 
R, F. Dusenberry, American Ham- 
mered division, Muskegon, Mich. 


shell and screen which was used to support the hood on the finished car. 
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| AT THIS 


| LOW PRICE 
| EVERY SHOP 
| CAN AFFORDA 


CONTROLLED TILT MAKES 

REMOVAL & REPLACEMENT 

é, EASY... FITS ALL CARS, LIGHT 
SE XQ | TRUCK TRANSMISSIONS- 


THE AUSCO 
HI-RANGE 
DOES EVERY- 
THING OTHER 
TYPES CAN 
DO, BuT Costs 
FAR LESS! 


ONLY SEVEN 
POUNDS PULL ON 
THE HAND WHEEL 
RAISES HEAVY 
TRANSMISSIONS... ALL 
MOVING PARTS RUN ON 


54 aT) 


| TRANSMISSION _ 





re wy 
eoF 


AUTOMATIC — 
LOWERING IS - 
CONTROLLED BY 


P A CONVENIENT 


AUTO SPECIALTIES MFG. CO., INC. St. Joseph, Michigan N 


FOOT-PEDAL 
RELEASE.” 


Other Plants in Benton Harbor and Hartford, Mich. and Windeer, Ont., Can. 


Hydraulic Hand Jacks, Saf-Lift Jacks, 


Hydraulic Service Jacks, One End Lifts, Transmission Handlers, Shop Cranes, Garage Horses 
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es, 


495* (ps). 
°49 Windsor (6) club coupe, $120, 
+ . DeSOTO—’57 Firedome 4-dr., $1,580* (pg), 
ver e Pri e of d 56 Firedome 4-dr., $1,215* (ps). 
c se ars 5O a uction 55 Firedome 4-dr., $865°, 
‘53 Firedome 4-dr., $300*. 
D O D G E—’57 Royal (8) 4-dr., $1,360; 
(Compiled by Automotive News from Auction Reports.) Coronet (8) 2-dr., $1,215°. 
’55 Coronet (8) 4-dr., $720*. 
53 Coronet (6) club coupe, $325*, 
*52 Coronet (6) 2-dr., $195*. 
FORD—’59 Thunderbird Hardtop, $3,859 
(ps); Galaxie (8) conv., $2,585* (ps); 
(8) Ranch wagon, $2,390; Fairlane 509 
(8) 2-dr., $2,185*. 

'58 Thunderbird Hardtop, $3,365* (pg); 
(8) Country sedan, $2,045* (ps), $1, 
945*; Fairlane 500 (8) Victoria 4-dr, 
$1,890* (ps), $1,875" (ps); Victoris 
2-dr., $1,675*; Fairlane (8) 2-dr., $1,. 
750* (ps), $1,365. 

"57 (8) Country sedan, $1,600*, $1,560*, 
$1,550*; (8) Ranch wagon, $1,375; 
Fairlane 500 (8) Victoria 4-dr., $1,. 
645* (ps); Victoria 2-dr., $1,5 90" (ps); 
4-dr., $1,485* (ps), $1,430* (ps); Cus: 
tom 300 (8) 4-dr., $1,235, $1,225, $1,. 
195, $1,140; Main (8) 4-dr., $975*, 

’56 Fairlane (8) Victoria, $1,180; 4-dr,, 
$1,170*, $940*; 2-dr., $905*. 

’55 Fairlane (8) 4-dr., $815* (ps); Vie. 
toria, $700*; Custom (8) 4-dr., $750*, 
$705, $660*; Main (8) Ranch wagon, 
$795*. 

54 Custom (8) conv., $655, 4-dr., $649, 

’53 Custom (8) conv., $455*. 

61°58 57 58 57°58 57°58 58°59 58°59 58°59 58°59 a ee HUDSON—'52 Wasp (6) 2-dr., $115* (ps), 
dune Aug. ‘ . . Nov. Dec. Jan. Feb. March April May dune nants? ton ee ee 
To Date “wen W "Re I 
Prices of ’58s added and '50s dropped in December, 1957. Prices of 59s added and ’51s dropped in December, 1958. a oe cea, Montclair Sport coupe, §2,. 
Figures alongside bars represent dollars. (Copyright, 1959, by Automotive News) ’57 Commuter station wagon, $1,795* 
(ps); Monterey Sport coupe, $1,350* 
) 
Prices marked with an asterisk 460*; Two-ten (8) 4-dr., $1,100, $920. Custom 4-dr., $325*. 345* (ps). 156. Monterey Sport coupe, $1,335* (ps): 
; : ; 56 Bel Air (8) 4-dr., $1,150*, $1,100;| NASH—’55 Ambassador 4-dr., $600. , , $1,140° ” $1,035° ° 
indicate id unit equipped with an 2-dr., $890*, 2 at $880*; Two-ten (8) | OLDSMOBILE — ’58 (88) Housay 2-dr., +38 ‘Special Hardtop ean ; ‘018° Suan * rp Baws ees D8) = 
automatic transmission or over- 2-dr., $910, $905, 2 at $855, $820. $2,410* (ps); (88) Holiday 2-dr., $2,-| °54 Special 2-dr., $515. P 153 Monterey 4-dr., $470*; Custom 
drive, and (ps) indicates power “ine 23h Wien Gaede. nae.” ae ’52 Special 4-dr., $295. ‘dr., $295*. i thar 
: arc 2-dr., § ; : -dr., *57 (88) Holiday 2-dr., $1,510*. al ~ 4 - e 
steering. $920*, $915° 2 at $800° (ps), $695:| °56 (98) conv. fo Suis’ toa): (88) Hon- | CADELLAC—'59 (62) coupe, $3,600* (ps). OLDSMOBILE—’57 (88) 4-dr., $1,390*, 
i ae ft > or, PS); 56 (62) sedan de Ville, $2,475* (ps). 56 (98) Sport coupe, $1,405* (ps). 
Two-ten (8) 2-dr., $775, $670, $600, day 4-dr., $1,040*. '55 (62) coupe, $1,690" ( 54 (88) 4-dr., $700* (ps); Sport coupe, 
NASHVILLE. TENN $585; One-fifty (8) 2-dr., $600. '55 (88) 4-dr., $800*; Holiday 2-dr.,| +47 (69) 4-de $130 _ $565* . ; 
: : ’54 Bel Air Hardtop 2-dr., $680°; 4-dr., $780*. ) eee PACKARD—’55 (400) Hardtop cou 
Nashville Auto Auction, Sale every Wed- $515*; Two-ten 2-dr., $575. 54 (88) Holiday 2-dr., $580*; (98) 4- | CHEVROLET—’59 Impala (8) sport coupe, $995* (ps); Clipper Sport coupe Prt A 
nesday. Prices are for sale of June 3. | CHRYSLER—'53 Windsor (6) Hardtop 2- dr., $540* (ps). ; $2,610* (ps); Bel Air (8) 2-dr., $2,- PLYMOUTH__’SS Senveder (8) rae $2,. 
Prices paid indicate a very firm market dr., $280*. PLYMOUTH—'57 Savoy (8) 4-dr., $975, 265°. eea* (on): Saver (8) 4-ar., Sia 
on all makes and models. Sold 160 cars| DeSOTO—’57 Firedome 4-dr., $1,350*. $895, $800*, $795. "58 Nomad (8) station wagon, $2,155* 157 Tec (8) caation wagon, $1,490*: 
from 275 consignments. DODGE—’58 Coronet (6) 2-dr., $1,420*. 56 Belvedere (8) 4-dr., $900. (ps); Brookwood (8) station wagon, Belvedere (8) Sport wune, $1,475*: 
BUICK—’57 Special Riviera 4-dr., $1,350*,| °56 Coronet (8) 4-dr., $850°. 55 Plaza (8) 2-dr., $525. ater a ato i — —— =. Savoy (8) 4-dr., $1,100*, $1,095*, 
$1,130*. FORD—’58 Fairlane (8) 500 Skyliner, $1,-| PONTIAC—'58 Chieftain station wagon, 25°’ ( s) $1 over (os s “- s , 56 Belvedere (8) 4-dr., $795*, $690. 
'56 Special 2-dr., $1,005", $1,000*, $895°*. 925*: Custom (8) 300 4-dr., $1.345*,| ,,31-905* (ps). $1,875" tre), Ps); Sport coupe,/ .55 Belvedere (8) 4-dr., $685*; Plaza 
'54 Special 2-dr., $830*, $765°*, 2 at $1,290°. 57 Chieftain 4-dr., $1,250* (ps). ’ ps). (6) 4-dr., $555, $445. 


. , “ ’57 Bel Air (8) Hardtop 4-dr., $1,790*, ’ 5* 
54 Special 2-dr., $420* (ps). BT Fairlane (8) 500 4-dr., $1,550°, $1,-| .f5 Gini Catalina 2dr., §980°. $1,715", $1,695* (ps), $1,555%, $1.455¢;| '53 Cranbrook 4-dr., $300, $245 


CADIELAC—’57 (62) Hardtop 4-dr., $2,- 285*, $1,080*; Victoria 2-dr., $1,450*; . f. : *52 Cranbrook 4-dr., $250. 
650* (ps). ' conv., $1,360. 54 Star Chief (8) os $550*; Chieftain eeden - eas tonne” ei tee*: ’51 station wagon, $310; Sport coupe, 
56 (62) Hardtop 2-dr., $1,900* (ps),| °56 Country sedan (8), $1,085; Fairlane Special 2-dr., $355°. M Two-ten (8) station wagon. §$1.700°: $295. 
$1,890* (ps). (8) 4-dr-, $1,035, $950, ‘$826; Custom | RAMBLER—'s8 DeLuxe 4-dr., $1,205°. 4-dr., $1,285, $1,275, $1245. | PONTIAC—'59 Bonneville Hardtop 4-dr., 
'55 (62) Hardtop 2-dr., $1,490°. (8) 2-dr., $725, 2 at $690, $640, $530. | STUDEBAKER '53 Regal (6) Hardtop 2-| 56° Rei Air (8) Hardtop 4-dr., $1,425°; $3,195* (ps). 
’54 (62) coupe de Ville, $1,350* (ps), ’55 Fairlane (8) conv., $990*, $965, $910* r., $300; 4-dr., $210. Sport coupe, $1,170* (ps): Two-ten ’57 Chieftain station wagon, $1,790*; 
$1,325*; Hardtop 2-dr., $1,025*. | (ps), $900; Victoria, 2 at $985*, $925*; | WILLYS—’55 station wagon (6), $635. (6) station ‘wagon $1,145" (ps) Sport coupe, $1,495*. 
CHEVROLET—’59 Impala (8) conv., $2,- Custom (8) 2-dr., $645, $525*; Main 55 Bel Air (8) 2-dr., $965*; Two-ten 7 Chieftain station wagon, $1,200; 
660; Hardtop 2-dr., $2,490%, $2,465*;| ,_ (8) 2-dr., $485, $430, $360. SEATTLE (6) 2-dr., $705. wee at., $740*. A 
Bel Air (8) 4-dr., $2,290*. 54 Crest (8) 4-dr., $435, $390, $380; °54 Bel Air 4-dr., $735, $620; Sport 54 Chieftain (6) station wagon, $625°; 
°58 Impala (8) conv., $2,100*; Bel Air _ conv., $390; Custom (8) 2-dr., $325; South Seattle Auto Auction. Sale every coupe, $710*; Two-ten (6) Delray 2- Chieftain (8) 4-dr., $590* (ps). 
(8) 4-dr., $1,730; Biscayne (8) 4-dr., Main (8) 4-dr., $310. Wednesday. Prices are for sale of June 3. dr., $720; One-fifty (6) 2-dr., $355. RAMBLER—’58 Super (8) station wagon, 
$1,700* (ps); Delray (8) 4-dr., $1,360, | MERCURY—'57 Montclair 4-dr., $1,600*. | Real strong market on '56s and older with | +52 SL, Deluxe Bel Air, $345*. ogo 885°. : 
$1,350, $1,345, 2 at $1,330. '56 Custom Hardtop 2-dr., $760*, | late models off—except for cleaner units. 51 SL Deluxe 2-dr., $205*. 57 Super (8) station wagon, $1,570*, 
57 Bel Air (8) conv., $1,550*; Hardtop| °'55 Custom Hardtop 2-dr., $615*. | Sold 162 cars from 361 consignments, 50 SL Special 4-dr., $115. $1,415*. 
-dr., $1,515*, $1,495* (ps), 2 at $1,- "54 Monterey 2-dr., $600*; 4-dr., $540*; ' BUICK — ‘58 Super Hardtop 4-dr., $2,- | CHRYSLER—’57 Windsor Sport coupe, $1,- (Continued on Page 61, Col. 1) 


W100 














Refer contet Went Ad Dept. Ae 


COLORADO | INDIANA MISSOURI NEW YORK PENNSYLVANIA 
| INDIANAPOLIS—Indianapolis Auto 


COLORADO AUTO AUCTION | 
LITTLETON, COLO. SOUTH DENVER AM Dak Ring Citapel 49546 ST. LOUIS AUTO Minutes from New York City MANHEIM 


sale Every Mendey—11100em.  |-———seiigay | AUCTION BARN, INC. SKYLINE AUTO AUCTION, INC. 


Owners: Francis R. Cassell—Carroll Kopfer Manheim, Penn. 
Phone Denver: SUnset 1-7821 3807 Easton Ave. 


olorado o Auction FAX | | . n Route No. 
ee” Denver, cole | Flint Auto Auction, Inc. St. Louis, Mo. AUTO AUCTION 5 miles am az odie Turnpike 


ROM, MEER Phone Franklin 1-3845 . : 
Exclusively for Dealers Sale Every Friday—10:00 A.M. 


wood Exclusively for Auto Deal 
All cars pela tor by our - = check through “DUAL RING” 2 lines running simultane- BIG SALE EACH FRIDAY ee eta ae * *% *& Triple Lane Selling 
ae — 300 TO 400 CARS INSURED PICKUP AND ¥%& Auction Checks Issued 


Conveniently located in the heart of the 
automobile worid. We Issue Our Checks and Insure Titles DELIVERY SERVICE %& Titles Guaranteed 


Denver Auto Auction _ acres of completely fenced parking | Owned and Operated by 
4595 South Santa Fe Littleton, Colo. Always a fine selection of sharp cars. BILL McCRACKEN and ee Se ween Oe 
Phone: SU 1-6673, Ed. G. Smith Friendly relations prevail at all times. ROY McMANAMA We issue auction checks— NATION'S LARGEST AUCTION 
Auction Every Friday Congenial auctioneers, Twin Ring Selling Guarantee titles Phone Manheim MOhawk 5-240! 
at 11:00 A.M. ar Sane EEN: Dual Lane Sale—-4 Auctioneers 


Auctioneers: Geo. Workman—Bill Hauschildt ’ 
Titles and Checks Guaranteed 12:00 SALE EVERY WEDNESDAY 12:00| NE SEESET___||_ Every Thursday at Noon! || CORRY AUTO AUCTION 


¢ M. D. McCollum, Vice-President and M Route 6, Corry, 
CONNECTICUT. —)37 Western Road sans “Thos Cedar 9-4 - Aha a CARS aia bi On Route 46 EVERY FRIDAY—1 00 P.M. 
CAL Guaranteed Checks— 
DWELL TOWNSHIP, N. J. Gueranteed Titles 


NEW ENGLAND'S OLDEST APTCO Preedbciecss ve CApitol 8-0100 for Reservations _||‘“The, friendliest auction with the most ee 














tion.” For reserved numbers call Corry 
AND BEST 36-391. Auctioneers: Ray Austin, C 


Deslers Auto Exchange in our I2th year AUTO AUCTION ‘f 7.¢ D- + Cummings, Odi Adcock. Owner: 


of continuous operation. GREATER NEW YORK 
Sale every Wednesday - 11:00 AM. DETROIT'S AUTO AUCTION, INC. 


SOUTHERN AUTO SALES, INC. , i" na: i i TENNESSEE 
Warehouse Point, Conn. Oldest, Largest end Very Best (Exit 31—Merrit Parkway) 


Bedford-Banksville Road, Banksville, N. Y. 
Wednesday at Noon ao SNe r y rN my Sadie Senay Veneta Noon JOHNSON AUTO 
FLORIDA 19241 Dix—Toledo Highway—Route 25 Gnessteaath Aaah and Titles. 
DAYTONA BEACH — Florida Auto|] ust ‘2 mile from Detroit City Limits splplehheennbeteaphedeleed mene Saree Seer areas 


Auction. City Airport. Tues. 11 MELVINDALE, MICHIGAN DEALERS EXCHANGE ————| Lawrenceburg, Tenn.—Tuesday 


RE. Desler-rmaed. Dealers caly. INSURED CHECKS and TITLES ; NEW YORK STATE'S OLDEST Huntsville, Ala.—Friday 
PHONE: DUnkirk 3-0150 ; 2 100% Insured—No Registration Fee 
Crossroads : hs TIM ANSPACH INC. 
+ + + Where they meet . . . buyers MISSISSIPPI NEW YORK Albany 5, N. Y. —_—ee_ 
and sellers . . . new and used car || JACKSON — Greater Jackson Auto | LAFAYETTE—Syracuse Auto Auction, —— eee SOUTH SEATTLE AUTO AUCTION 
dealers. They meet at the dealer auc- Auction, Wilmington St., Box 8468.| Center of Empire State. Check and All Titles and Checks Guaranteed 10044 E. Marginal Way Seattle 88, Wash 
tions of the notion,. . . and on the Wed., 12:30. Check, Title Guarantee.| Title Protection. (Wed.). Phone PArkway 5-6490 


pages of Automotive News. a . ne? 5 "WORTH CAROLINA — SALE EVERY WED. 11 A.M. 
North-East-South-West Automotive News ______ NORTH CAROLINA HIGH MARKET AREA 


You will reach both groups through “4eadin RA — Mann’ 
, g Used-Car Auction Directory" gives the sale day and time of top Auto LEIGH s Auto Auction| write ¢ rts. 
an ad in Automotive News. Auctions EVERY WEEK. Sale, Rt. 5. Ph. 3-1564, Titl & p grt adeingg accurate en 4 


checks guaranteed. Mon. 10 A. M. an 


— 








AUTOMOTIVE NEWS, JUNE 15, 1959 


61 





Used-Car Auction Prices 





(Continued from Page 60) 


Riviera 2-dr., $1,400*. 

’56 Century Riviera 4-dr., $1,200* (ps), 
$900*; Special 4-dr., $860*. 

’55 Super conv., $860 (ps); Riviera 2- 
dr., $630* (ps); Special Riviera 2-dr., 
$720*; 4-dr., $560*; 2-dr., $435; RM 
4-dr., $550. 

’54 Special Riviera 2-dr., $335*. 

53 Super 4-dr., $185* (ps); Special 2- 


’56 Bel Air (8) conv., $1,250*; Bel Air 
(6) 2-dr., $1,150*; Two-ten (8) sta- 
tion wagon, $1,200*; 2-dr., $950; Two- 
ten (6) station wagon, $1,050; 2-dr., 











i 
» $120, 
$1,580* (ps) 

(ps). : 
ir., $1,369; 
$325°, 
top, _ $3,859 DEBAKER—’53 Champion 4-dr., $165*. 
2,585* ( ) STU . $125* 
Fairl ; "50 Champion Sport coupe, ‘ 

Fiane 50) ELLANEOUS — ’58 Ford (8) Custom 

ne Ranchero, $1,595. 

3.365 (ps); "51 Ford (8) Ranchero, $1,325. 

‘ps), $1,- 156 GMC (8) %-ton pickup, $1,000. 
ctoria 4-dr., 55 Ford (8) %-ton pickup, $745; GMC 
3); Victoria (6) %-ton pickup, $725, $600. 

) 2-dr., $1, 

0°, $1,s00° FLINT 

7 $1,375*: Flint Auto Auction, Inc, Sale every Wed- 
a $1,- msday. Prices are for sale of June 3. 
590° (ps); slipped a little on ’58 and ’59 

(ps); Cus Prices SlIPP' cam ; 
$1 225 models and on rough ’55 and °'56 models. 

somgeee” Consignment on real sharp merchandise 
180: 424 gown a little. Sold 198 cars from 315 con- 
yous) &OEy dgnments. 

(ps); View K—’59 LeSabre 2-dr., $2,285* (ps). 
-dr., $750° 58 Special station wagon, $2,370* (ps); 
nch wagon, Hardtop 4-dr., $2,155* (ps); Super 
. Riviera 2-dr., $2,175* (ps). 
4-dr., $640. ‘57 Super Hardtop 4-dr., $1,605* (ps); 
: 4-dr., $1,545* (ps); Special Hardtop 
$115* (ps) 4-dr., $1,560*; conv., $1,565; Riviera 
‘dtop 4-dr, 2-dr., $1,130*. 
- 56 Century Hardtop 4-dr., $1,050*; Rivi- 
. coupe, §$2,. era 2-dr., $1,025*; RM 4-dr., $1,040* 
° (ps), $925* (ps); Special Riviera 2-dr., 
n, . $950". 
pe, pay 65 Super Riviera 2-dr., $850* (ps); Cen- 
tury Hardtop 4-dr., $795*; Riviera 2- 
,335* (ps); dr., $725; Special Riviera 2-dr., $785*, 
,035* (ps): $570*; 4-dr., $565, $500°. 

(ps), : 54 RM Riviera 2-dr., $650* (ps); Cen- 
Custom 2 tury Riviera 2-dr., $335, 

53 RM 4-dr., $315* (ps). 
$1,390, GADILLAC—’55 (62) sedan, $1,475* (ps); 
* (ps), Eldorado conv., $1,375* (ps). 
port coupe, CHEVROLET—’59 Bel Air (8) 4-dr., $2,- 

050. 

> coupe 58 Corvette conv., $2,600; Impala (8) 
upe, $695*, conv., $2,200*, $2,150*; coupe, $2,075*, 
conv., §2,- $2,030* (ps), $1,955*; Biscayne (8) 
r., $1,490*, sedan, $1,715*; Biscayne (6) 4-dr., $1,- 
n, $1,490*; 665*; 2-dr., $1,565*, $1,525. 

p, $1,475*; ST Two-ten (8) station wagon, $1,615*, 
1,095*, $1,515* (ps); 2-dr., $1,195; 4-dr., $1,- 
*, $690. 115; Two-ten (6) Sport coupe, $1,220*; 
85*; Plaza Bel Air (8) 4-dr., $1,470*, $1,380*. 

"56 One-fifty (6) 2-dr., $700; Two-ten (8) 
45*, 2-dr., $600*. 

65 Bel Air (8) 4-dr., $865*, $605, $475; 
ort coupe, 2-dr., $730*; club coupe, $755*, $730*; 

Two-ten (8) station wagon, $810*; 4- 
itop 4-dr., dr., $800; Two-ten (6) 2-dr., $590. 

‘54 Two-ten station wagon, $635*; 4-dr., 

$1,790°; $315, $310*, $200* (ps); 2-dr., $255; 

Bel Air 4-dr., $370*, $370, $345*; 
$1,200°; conv., $525*. 

63 Bel Air conv., $400, $250*; 4-dr., 
on, $625°*; $225*; Two-ten 4-dr., $310*; 2-dr., 
(ps). $275°. 
ion wagon, CHRYSLER—’58 Windsor 4-dr., $1,945* 

(ps). 
1, $1,570°, ‘57 Saratoga Hardtop 2-dr., $1,645* (ps). 
DeSOTO—'57 Firedome 2-dr., $1,425. 
ol. 1) ‘55 Fireflite 4-dr., $355*. 


DODGE—’57 Coronet (8) station wagon, 
$1,525*; conv., $1,360* (ps); Royal 
(8) Hardtop 2-dr., $1,215*. 

"66 Coronet (8) Hardtop 2-dr., $780*. 

‘55 Coronet (8) station wagon, $585°. 

EDSEL—’58 Villager station wagon, $1,- 
660*, $1,625*. 

FORD—'59 Galaxie (8) 4-dr., $2,600* (ps), 
$2,335* (ps); conv., $2,475* (ps). 

"68 Thunderbird, $3,125* (ps), 2 at $3,- 
035* (ps), $2,500*; (8) Country sedan, 
$1,950*, $1,915* (ps); Fairlane (8) 
Hardtop 4-dr., $1,825* (ps), $1,480* 
(ps); Fairlane 500 (8) conv., $1,825* 
(ps); 2-dr., $1,550*; (8) Del Rio sta- 
tion wagon, $1,700* (ps). 

‘57 Fairlane 500 (8) 2-dr., $1,480* (ps), 
$1,115*, $1,015*; club coupe, $1,445*; 
Fairlane (8) 2-dr., $1,175* (ps), $905°; 
(8) Country sedan, $1,390*, $1,340; 
Custom 300 (8) 4-dr., $1,220*, $1,100*; 
Custom (8) station wagon, $1,085*; 4- 
dr., $1,055* (ps); Custom (6) business 
coupe, $775. 

"56 Fairlane (8) 4-dr., $960*%, $745; club 
coupe, $925* (ps); Custom (8) 4-dr., 


75. 
55 Fairlane (8) 2-dr., $590*, $550, $440*, 
* $260*; Custom (8) 4-dr., $500, $465; 
Turnpike 2-dr.,' $405, $350. 
M. "54 Custom (8) 4-dr., $250, $180; 2-dr., 
, $160*. 
53 Custom (8) 2-dr., $305. 
MERCURY — ’58 station wagon, 
(ps); Monterey 4-dr., $1,600*. 
"57 Monterey 4-dr., $1,120*. 
"56 Montclair conv., $1,005* (ps); Cus- 
tom station wagon, $955* (ps); 4-dr., 





NC. 


$2,190* 
sued 


$690. 
‘55 Monterey 2-dr., $855*; Montclair club 
coupe, $770*; station wagon, $725*. 
NASH—’55 Ambassador 4-dr., $565*. 
OLDSMOBILE — ’58 (88) 4-dr., $2,050*, 
$1,880". 

"57 (98) conv., $1,875; (88) 4-dr., $1,- 
555*, $1,520* (ps). 

"56 (88) Super 4-dr., $950*; Hardtop 4- 
dr., $905* .(ps), $835; (88) 2-dr., 
$880*, 

"55 (98) 4-dr., $885* (ps); (88) club 
- coupe, $865*, $750*; 2-dr., $625*. 
54 (88) 2-dr., $250*; club coupe, $225*. 
"53 (88) 4-dr., $200*. 

YMOUTH—’57 Belvedere (8) 4-dr., $1,- 

260* (ps), $1,220* (ps); Sport coupe, 

$1,100*. 


-TION 
2401 








56 Suburban Sport station wagon, $1,- 
? 000*; Plaza (8) 4-dr., $580*. 

55 Savoy (6) 2-dr., $390; Belvedere (8) 
$2,230* 


2-dr., $345*, $250*. 
pert 56 Bonneville 2-dr., 
Ps). 
"ST Star Chief 4-dr., $1,535* (ps); Chief- 
tain club coupe, $1,500* (ps), $1,260*; 
Station wagon, $1,355*; 4-dr., $1,330*. 
55 Star Chief club coupe, $775*; 2-dr., 
$760*; Chieftain 2-dr., $675*; 4-dr., 
$525*. : 
"54 station wagon, $370*. 

LER—’58 Cross Country station 
_J7280n, $2,030*; Custom 4-dr., $1,640*. 
"56 station wagon, $965*; 4-dr., $515*. 
55 Cross Country station wagon, $680*. 

STUDEBAKER—'57 Scotsman 4-dr., $800. 
(56 Commander 4-dr., $725*. 
54 Commander 4-dr., $335. 

ELLANEOUS—’56 Chevrolet stake 

truck, $800. 
55 Ford %-ton pickup, $605. 


ALBANY 


Tim Anspach Dealer’s Auto Auction, Sale 
fvery Monday. Prices are for sale of June 
1, Car quality not up to standard. Extra 

grade cars are still very high in price. 

ther: cloudy and cool, Sold 132 cars 
175 consignments. 
—'57 Special conv., 


$1,550* (ps); 








dr., $170. 
’51 Super 2-dr., $110*. 
CADILLAC—’57 (60) 
600*. 

’56 Eldorado 2-dr., $1,900*, 

"55 (62) 2-dr., $1,470* (ps). / 

"54 (62) 4-dr., $1,240*, $1,190* (ps), 

CHEVROLET—’58 Impala (8) conv., $2,- 
100* (ps). 

’57 Bel Air (8) conv., $1,700*; Hardtop 
2-dr., $1,650*; Hardtop 4-dr., $1,520* 
(ps); 2-dr., $1,420* (ps); Two-ten (8) 

$1,650*, $1,540* (ps), 


Special 4-dr., $2,- 


dr., 
station wagon, 


$1,400* (ps). (8) 





*53 Coronet (6) 4-dr., $150*. 


EDSEL—’58 Pacer 4-dr., $1,400* (ps). 
FORD—’58 Fairlane 
’57 Fairlane (8) 500 conv., 
$1,370*; 
Country sedan 
Victoria 2-dr., 





Model Breakdown 








’56 Fairlane (8) 4-dr., $1,000*; Country 
sedan (8), $900; Main (8) 4-dr., $700; 
Custom (8) 2-dr., $700*. 


Mr. Used Car Manager: 


’53 Custom (6) 2-dr., $270. 
’562 Ranch wagon (8), $220. 


LINCOLN—’55 Capri Hardtop 2-dr., $770*. 





‘56 Bel “Air (8) 2-4 900*, $790* : Of Auction Averages a ee crema 
Me tks earn aiaees “eee June, 1959 May, — April, '56 Monterey 4-dr., $860*; 2-dr., $850* 
Bel Air (6) 2-dr., $820 Two-ten (8) 
2-4 * 2: . . . Model To Date 1959 1959 (ps); Hardtop 2-dr., $850*. 
r., St7S", $725; station wagon, $700; ’55 Montclair 4-dr., $1,050*; Monterey 2- 
sian (6) — One-fifty (8)| 1959.............. $2,536 $2,572 $2,739 dr., $800* (ps). : 
s on wagon, . ~ . 
’54 Two-ten San, $570, $450. uw. 1,876 1,890 1,956 NASH—’55 Ambassador Hardtop, $390*. 
’53 Bel Air conv., $430; 4-dr., $370*, 1,320 1,343 1,352 | OLDSMOBILE—’57 (88) Super 4-dr., $1,- 
$210*; Two-ten 2-dr., $235*. 929 966 988 800* (ps); Holiday 2-dr., $1,750° (ps); 
’52 Special 2-dr., $245*, $100; 4-dr., "14 7138 748 (88) station wagon, $1,770* (ps); 4- 
$160; Deluxe 4-dr., $185. 457 461 dr., $1,550* (ps); Holiday 2-dr., $1,- 
’51 Deluxe 2-dr., $190. 468 400*. 
CHRYSLER—’57 Saratoga Hardtop 4-dr., 301 298 | ee ee 
2, -. ” . 
156 Windsor 2-dr., 9000° 192 218 194 | +55 (88) Super Holiday 4-dr., $1,025* 
y _ , Overall (ps); 4-dr., $810* (ps); (98) Holiday 
DeSOTO— 57 Firesweep Hardtop 4-dr., $1,- Ave e $1,041 $1,062 $1,091 2-dr., $860*; (88) Holiday 2-dr., $750*. 
375*. rag 54 (88) Super Holiday 2-dr., $700*; (88) 
DODGE—’ 57 Royal (8) Hardtop 4-dr., $1,- 4-dr., $475*. 
435* (ps). PACKARD—’56 Cli r custom 4-dr. 
’55 Royal (8) Hardtop 4-dr., $675*, 4-dr., $1,085*; Ranch wagon (6), $1,- $740*. ae ; 
*54 Coronet (6) 4-dr., $280*. 050; Custom (6) 300 2-dr., $900. PLYMOUTH — ’58 Belvedere (8) Hardtop 


4-dr., $1,700* (ps). 
"57 Savoy (8) 2-dr., $930. 
56 Custom (6) station wagon, 


$950°*; 


(8 2-dr., 1,430* ; 
Custom (8) 300 aa. e110" ’55 Fairlane (8) Victoria 2-dr., $950* ver laze (8) 4-dr., $700°. 
$1,500*; 2- (ps), $610; Country sedan (8), $750* 55 Plaza (8) 4-dr., $460; 2-dr., $320; 
Victoria 2-dr., $1,290*; (ps); Custom (8) 4-dr., $690; 2-dr., 7 Plaza (6) 4-dr., $460. 
(8), $1,425*; Fairlane $685*; Ranch wagon (8), $660. 54 Plaza station wagon, $250. 
$1,265", $1,050*; 54 Custom (6) station wagon, $480. (Continued on Page 62, Col, 1) 





Here's a low-cost way to get 
fast used car turnover! 


Many a shiny, dent-free car stays on the lot because the engine is noisy, or 
ragged and sluggish in performance. Mechanical reconditioning may be too 


expensive—but a price mark-down eats up profits, too. Often a cure can be 
affected economically without a trip to your shop. 





Utilizing the latest proved chemical discov- 
eries, our Casite division has developed and 
perfected scientific correction and protection 
for the three vital areas of car performance... 
the firing zone, the friction zone and the 
transmission zone. Each requires specific 
treatment to keep the car’s “power plant” 
clean, friction-free and at peak operating 
efficiency. 


Var 7 ae. 

Three completely new Casite products now 
perform these specific functions. Each is a 
liquid concentrate additive . . . for gasoline— 
for crankcase oil—for transmission fluid. 

You can use them to advantage—right on 
your lot—without mechanical labor cost or 
expensive parts dismantling or replacement. 
A few minutes of any intelligent handyman’s 
time, and the job is done. 

The cost is small—(only two or three dol- 
lars at the most)—and the results are in- 
stantly noticeable. You have added little to 
your investment in the car—and have trans- 
formed it from a costly space eater into a 
piece of salable merchandise. 





Thousands of new and used car dealers 
are already using Casite additives, to their 
profit and to the satisfaction of their car 
purchasers. The following information about 
Casite’s 3-Zone engine correction and pro- 
tection will be of interest to you and your 
salesmen: 


1. Improved Casite—for the firing zone. 
The nation’s favorite “tune-up in a can” is 
now vastly improved with spark plug and 
carburetor cleaner and acid inhibitor. 





Recommended for use in the gas tank or 
carburetor air intake to free valves and rings, 
and clean carburetor and spark plugs. Also 
for use in crankcase oil for quicker starting, 
less start-up wear and to break-in new or 
rebuilt engines. The list price is $1.25. 


2. Casite 3-C—for the friction zone. This 
is a new heavy duty crankcase concentrate 
with Barimen and acid inhibitor. 





Recommended for use in crankcase oil to 
quiet noisy engines, reduce friction and oil 
consumption, stop hydraulic lifter noises, 
smooth out and pep up engine performance, 
clean and protect engine parts from wear and 
corrosion. The list price is $1.50. 


3. Casite “Smooth-Seal”—for automatic 
transmissions. ““Smooth-Seal” reduces jerks 
and roughness, and assures smooth, quiet 
operation. It stops and prevents leaks due to 
hardening or shrinking of the transmission 
seals. It reduces shock and wear and enables 
delicate parts to last longer. The list price is 
$1.95. 





We suggest that you call your local Casite 
Distributor, who can give you prompt de- 
livery of all Casite products. Or—if you'll 
write us on your company stationery, we'll 
send you free a can of each additive, so you 
can see for yourself how they can really solve 
your headaches. 


Casite Division 
' HASTINGS MANUFACTURING COMPANY 
' HASTINGS, MICHIGAN 


Casite Additives + Piston Rings 
Oil Filters « Spark Plugs 








Used-Car Auction Prices 


(Continued from Page 61) 


’53 Belvedere 2-dr., $230. 
PONTIAC—’57 Star Chief Catalina 2-dr., 
$1,530* (ps). 
’56 Chieftain 4-dr., $820*; 2-dr., $590. 
’55 Star Chief Catalina 2-dr., $900* (ps), 
$820*; Custom 4-dr., $480. 


'57 Two-ten (8) 2-dr., $1,080. 

56 Bel Air (8) station wagon, $1,300", 
$1,060*; 2-dr., $960; Two-ten (6) 2- 
dr., $755, $740. 

’55 Bel Air (6) 2-dr., $615; Two-ten (6) 
2-dr., $530, $495*, $415. 


’ ens 7 
gf Bains otal 3, 426%, | oneal ‘le Maron", OO" (om 
. i ; -dr., . 
ty ino gio 4-dr., $990*.| 153 Bel Air Hardtop 2-dr., $250*; 2-dr., 
, $300. $235°. 


STUDEBAKER—’55 Champion custom 2- 


dr., $300; Deluxe 2-dr., $225. CHRYSLER—’57 Saratoga 4-dr., $1,510* 
MISCELLANEOUS — '55 Ford %-ton de- ’55 NY Hardtop 2-dr., $770*; Windsor 
livery, $245. Hardtop 2-dr., $750*, $725* (ps); 4- 


dr., $705* (ps), $650* (ps). 
DeSOTO—’57 Fireflite Hardtop 4-dr., 
525* (ps); 
$1,330* (ps). 
’56 Fireflite Hardtop 4-dr., $875* (ps). 
DODGE—’57 Coronet (8) Hardtop 2-dr., 
$1,370". 
56 Custom Royal (8) 4-dr., $860*- (ps). 
’55 Royal (8) Hardtop 2-dr., $690* (ps), 
$635*; 4-dr., $500*. 
FORD—’ 59 Galaxie (8) Victoria 2-dr., $2,- 
470* (ps); Country sedan (8), $2,425*; 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of June 3. 


BUICK—'57 Special Riviera 4-dr., $1,600* 
(ps); Riviera 2-dr., $1,495* (ps); RM 
Riviera 4-dr., $1,565* (ps). 

’56 Special Riviera 2-dr., $870*. 

’55 Special Riviera 2-dr., $710*; 2-dr., 
$535*, $530*, $500*; 4-dr., $460*; Cen- 
tury 4-dr., $500* (ps). 


$1,- 
Firedome Hardtop 2-dr., 


CADILLAC—’58 (62) Hardtop 2-dr., $3,- Fairlane (8) 500 Victoria 2-dr., $2,- 
: 475* (ps). x 380* (ps); 4-dr., $2,280*. 
57 (62) Hardtop 4-dr., $2,450* (ps); ’58 Thunderbird (8) 2-dr., $3,000* (ps), 


Hardtop 2-dr., $2,375* (ps). 


CHEVROLET—’'59 Impala (8) Hardtop 4- 
dr., $2,430* (ps). 


$2,910° (ps), $2,845*; Fairlane (8) 500 
conv., $1,965* (ps); Victoria 2-dr., $1,- 
710* (ps); Ranch wagon (8), $1,600*; 


58 Impala (8) conv., $2,100* (ps), $1,- Country sedan (8), $1,525*; Fairlane 
940*; Biscayne (8) 4-dr., $1,550*, $1,- (8) 4-dr., $1,480*, $1,400*, $1,000*. 
’57 Country Squire (8), $1,550*; Ranch 


465°, $1,325. 


Faster, easier balancing— 

to build your service profits 
with these exclusive advantages 

of Alemite Wheel Balancing: 


e Fastest, most accurate wheel balancing ever 
— without adding or removing anything from 
wheels. 


e New damage-proof extra sensitive dual 
vibration pick-up ¢ Powerful spinner turns 
wheels at speeds up to 100 m.p.h. ¢ Dual hand 
and foot controls for both spinner and brake, 
for easier, more convenient operation e 
Feather-touch safety brakes for positive, 
time-saving stops e New folding handle 
S takes less storage space. 


a 
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HUDSON —’56 Hornet Super (8) 
LINCOLN—’58 Capri Hardtop 2-dr., 


OLDSMOBILE—’58 (88) Super conv., 


PACKARD—’55 Clipper 4-dr., 
PLYMOUTH — ’58 Belvedere (8) Hardtop 


wagon (8), $1,395*, $1,350*; Fairlane 
(8) 500 4-dr., $1,350* (ps); Victoria 
2-dr., 2 at $1,325* (ps); conv., $420; 
Custom (6) 300 2-dr., $1,040; Custom 
(8) 300 2-dr., $995; Custom (6) 2-dr., 
$765. 

°56 Fairlane (8) 500 conv., $1,175*; sta- 
tion wagon, $1,000*; Custom (5) 300 
4-dr., $890*; Fairlane (8) 4-dr., $850*. 

’55 Country sedan (8), $710; Fairlane 
(8) conv., $650*; 2-dr., $567; Custom 
(8) 2-dr., $615. 

’54 Crest (8) Victoria 2-dr., $415*; Main 
(8) 2-dr., $280. 

’53 Custom (6) 2-dr., $160. 

4-dr., 


$2,- 
860* (ps). 
’57 Premiere Hardtop 2-dr., $1,990* (ps). 


$675". 


MERCURY—’58 Monterey Hardtop 2-dr., 


$1,760* (ps). 

56 Monterey Hardtop 2-dr., $885*. 

’55 Custom 4-dr., $615*. 

’54 Monterey Hardtop 2-dr., $460*. 

$2,- 
405* (ps); (88) Holiday 4-dr., 2 at $2,- 
250* (ps). 

’56 (88) Holiday 2-dr., (ps); 
conv., $1,125* (ps). 

’55 (88) Holiday 2-dr., $820* (ps), $775*; 
(98) 4-dr., $725* (ps); (88) Super 2- 
dr., $575*. 

’54 (88) Super 4-dr., $490*, 


$1,175* 


$460°. 


4-dr., $1,600* (ps); Savoy (8) 4-dr., 
$1,390*, $1,310*. 

’57 Suburban. (8), $1,425* (ps); Plaza 
(6) 4-dr., $790. 

’55 Belvedere (6) Hardtop 2-dr., $500*; 
Plaza (8) 2-dr., $325*. 


’53 Cranbrook 2-dr., $300. 


PONTIAC—’58 Star Chief Catalina 2-dr., 


$2,100* (ps); Chieftain 2-dr., $1,675*. 


Auction, 
for sale of June 2. 


BUICK—’ 57 Special Estate wagon, $1,695*; 


’55 Chieftain 4-dr., $645*; Catalina 2-dr., 
$550*. 
’53 Star Chief Catalina 2-dr., $170*. 


RAMBLER—’58 Custom (6) station wagon, 


$1,885*. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Sale every Tuesday, Prices are 


Riviera 2-dr., $1,460*; Century Riviera 
2-dr., $1,460*. 
’56 Super Riviera 2-dr., $980* (ps), $950* 


(ps); Special Riviera 2-dr., $880*; 
Century conv., $845* (ps). 

’55 Special Riviera 2-dr., $1,005* (ps), 
$800*; Century Riviera 2-dr., $885* 
(ps); Super 4-dr., $790* (ps). 

°54 Century Riviera 2-dr., $835* (ps); 


Special 4-dr., $640*, $595*; Super Rivi- 
era 2-dr., $635*. 

’53 Super Riviera 2-dr., $360*, $230*; 4- 
dr., $285*, $275*, $220*; conv., $225* 
(ps). 

’52 Super Riviera 2-dr., 

"51 Super 4-dr., $185*; 
$125*. 


$120*. 
Special 2-dr., 


CADILLAC—’58 (60) Special 4-dr., $4,500* 


(ps), $4,485* (ps); (62) sedan de 
Ville, $3,900* (ps); coupe de Ville, $3,- 
600* (ps). 

"57 (60) Special 4-dr., $3,050* (ps), $3,- 
010* (ps); (62) 4-dr., $2,690* (ps). 
56 (62) coupe de Ville, $2,360* (ps), 
$2,095* (ps), $1,950* (ps); sedan de 
Ville, $2,235* (ps), $2,050* (ps); 4- 

dr., $2,100* (ps). 

"55 (60) Special 4-dr., $1,855* (ps); El- 
dorado conv., $1,735* (ps). 

’54 (62) coupe de Ville, $1,620* (ps), 
$1,405* (ps); 2-dr., $1,405* (ps), $1,- 
300* (ps). 

$825* 


"53 (62) coupe de Ville, (ps); 2- 


CHEVROLET—'53 Bel 


’50 (61) 2-dr., $375*. 
"49 (62), $110*. 


CHEVROLET—’59 Impala (8) Hardtop 4. 


dr., $2,685* (ps). 


58 Impala (8) 2-dr., $2,275 (pg). 
Hardtop 2-dr., $2,245* (ps), 2 at 
$2,225* (ps), $2,185*; conv., $2,175 
(ps); Bel Air (8) Hardtop 4-dr.,”g) 
900* (ps); Hardtop 2-dr., gi'grs¢ 
$1,865*; Biscayne (8) 4-dr., $1,g95¢ 
(ps), $1,440; Delray (8) 2-dr., $1,385 

’57 Two-ten (8) station wagon, $1,g95*" 


$1,705*; 2-dr., $1,575*; Hardtop 4g,’ 
$1,500*, $1,400*; Two-ten (6) Hardtop 
4-dr., $1,475*; Bel Air (8) station 
wagon, $1,750*; Hardtop 2-dr., $1, 750¢ 
$1,655, $1,590*; Hardtop 4-dr., $1,700*- 
Bel Air (6) 4-dr., $1,410*. F 
56 Bel Air (8) conv., $1,185*; Two-ten 
(8) Handyman, $1,175* (ps): Hardtop 
4-dr., $1,170*; Hardtop 2-cr., $1,145. 
One-fifty (6) 2-dr., $800, $735*, F 


5S Bel Air (8) Hardtop 2-dr., $1,145 
$1,025*, $825*, $725; 2-dr., $925*- Boj 
Air (6) Hardtop 2-dr., $975*; Two. 


ten (8) Hardtop 2-dr., $900; Two-ten 
(6) 2-dr., $750; 4-dr., $585. 
’54 Two-ten 2-dr., $465*, $450. 
Air 4-dr., . 
$490*; Two-ten 4-dr., $385, Sone 
$275; 2-dr., $270*. e 
"52 Deluxe 2-dr., $265*; 4-dr., $205* 
’51 Deluxe 2-dr., $170*; 4-dr., $165* 
’50 Deluxe 4-dr., $210*, $160*, $135¢. 
Special bus. coupe, $165. E 
’49 Deluxe 4-dr., $115. 


CHRYSLER—’57 NY station wagon, $2,. 


690* (ps); Town & Country, §$2,519* 
(ps); 4-dr., $2,205* (ps). 

’53 NY 4-dr., $205*. 

’51 NY 4-dr., $125*. 


DeSOTO — '57 Firesweep station wagon, 


$1,790* 
(ps). 
’56 Fireflite conv., $1,115* (ps), 


(ps); Fireflite 4-dr., $1,435¢ 


dr., $825* (ps). 
’51 (62) conv., $455*. 





Only an Alemite Wheel Balancer 
corrects both up-and-down and side-to-side 


unbalance...handles all size wheels on-the-car... 
Never becomes obsolete! No attachments to buy! 


‘EXCLUSIVE HAND STROBE LIGHT 


Works indoors and outdoors. Easy 
to operate. Built-in meter shows 


positive proof of balancing. 


EXCLUSIVE PICK-UP 


Dual control for 
both up-and-down and 
side-to-side unbalance. 





WRITE FOR CATALOG — 
OR ASK FOR FREE WHEEL BALANCER DEMONSTRATION 


Dept. AP-69, 1850 Diversey Parkway, Chicago 14, Illinois 


’55 Firedome 4-dr., $775*; coupe s 
artes pe special, 
’53 Firedome (8) 4-dr., $295*. 
’51 Custom (6) 4-dr., $110, $100* 
DODGE—’'57 Custom Royal (8) Hardtop 
2-dr., $1,495*; Coronet (8) 4-dr., $1,. 
390°. . 
’56 Royal (8) Hardtop 2-dr., $1,039° 
(ps); Coronet (8) Hardtop 2-dr., $909 
55 Coronet (6) 4-dr., $520. } 
*53 Meadowbrook (6) station wagon, 


$400; Coronet (8) 4-dr., $240, $195 
"52 Meadowbrook (6) 4-dr., $150* ; 
’51 Wayfarer (6) bus. coupe, $120 
EDSEL—’58 Citation Hardtop 2-dr., $1,- 
905* (ps); Villager, $1,900*; Pacer 
4-dr., $1,600* (ps). 


FORD—’59 Thunderbird (8) conv., $4,100* 
(ps), $4,000* (ps), 2 at $3,900* (ps): 
Country sedan (8), $2,600* (ps). 

’58 Thunderbird (8), $3,450* (ps), $3,- 
345* (ps), $3,335* (ps), $3,300* (ps); 


Country sedan (8), $2,200* (ps), $1,- 
770*, $1,760; Fairlane (8) 500 Vic- 
toria 2-dr., $1,885* (ps); Victoria 4- 


dr., $1,875* (ps), $1,600* (ps); Del Rio 
(8), $1,875*; Fairlane (8) 4-dr., $1,- 
555*, $1,540*. 

’57 Thunderbird (8), $2,750* 
$2,745* (ps), $2,680* 
sedan (8), $1,850* 
785* (ps), $1,725*, 
(8) 500 conv., 
(ps), $1,525*; 


(ps), 2 at 
(ps); Country 
(ps), $1,825*; $1,- 
$1,575*; Fairlane 
$1,735* (ps), $1.700* 
Victoria 2-dr., $1,580*, 
$1,545* (ps); 4-dr., $1,475* (ps), $1,- 
425* (ps), $1,380* (ps); Custom (8) 
300 2-dr., $1,285*; 4-dr., $1,165*, $905; 
Custom (6) 300 2-dr., $1,045. 
*56 Thunderbird (8), $2,030*; Parklane 
(8), $1,430* (ps); Country sedan (8), 


$1,140*; Fairlane (8) Victoria 2-dr., 
$1,125*, $1,060*; 4-dr., $935*: 2-dr., 
$870* (ps); Main (8) bus. sedan, 


$660; Main (6) bus. sedan, $655; Cus- 
tom (6) 4-dr., $600*. 

*55 Country Squire (8), 
$1,010*; Country sedan 
Fairlane (8) 4-dr., $810* (ps), $795*; 
Crown Victoria, $745*; 2-dr., $720*, 
$710*; Custom (8) 2-dr., $700*, $685, 
$675*; Custom (6) 2-dr., $425*. 

"54 Custom (8) 4-dr., $445*, $425*; 2- 
dr., $440°, $395*; Custom (6) 4-dr., 
$355; Crest (8) Victoria, $310*; Main 
(6) 4-dr., $210. 

"53 Custom (6) 

"52 Ranch wagon 


$1,200* (ps), 
(8), $1,005*; 


2-dr., 
(8), 


$200. 
$350; Crest (8) 


Victoria, $300*; Custom (8) 2-dr., 
$225. 
"51 Crest (8) Victoria, $315*; Custom 


(8) club coupe, $185°*. 
"50 Custom (8) 4-dr., $160, $145; 2-dr., 


$145, $140. 
IMPERIAL — ’'58 Imperial 4-dr., $2,585* 
(ps). 

"57 Imperial 4-dr., $2,500* (ps). 
LINCOLN — ’58 Premiere 4-dr., $3,235* 
(ps); Capri sedan, $2,925* (ps). 

* Capri 2-dr., $1,535* (ps), $1,310° 
ps). 


*53 Capri 2-dr., $315* (ps). 
MERCURY — ’58 Monterey 2-dr., $2,075* 


(ps). 

’57 Montclair 4-dr., $1,575* (ps), §$1,- 
525* (ps). 

’56 Montclair Hardtop 4-dr., $1,120° 
(ps); 2-dr., $805* (ps); Monterey 2- 
dr., $1,080*, $1,035*, $650* (ps). 


*55 Custom station wagon, $1,000* (ps); 
Monterey 4-dr., $900*, $650*; Mont- 
clair 2-dr., $785*, $780* (ps), $745*; 
conv., $550*. 

*54 Monterey 4-dr., $375*. 

*53 Monterey 2-dr., $415*, $400*, $340°; 
Custom sport coupe, $285*. 

*52 Monterey 2-dr., $250*, 

°51 4-dr., $135, $120*. 

NASH—’54 Statesman Super 4-dr., $365*. 
*53 Statesman Super (6) 4-dr., $270. 
OLDSMOBILE —’58 (88) Holiday 2-dr., 
$2,350* (ps); Holiday 4-dr., $2,250* 
(ps); (88) Super Holiday 2-dr., $2,350 


$200*. 


pa). 

57 (98) Holiday 4-dr., $2,005* (ps); (88) 
Super Holiday 4-dr., $1,980* (ps). 
’56 (88) Super Holiday 2-dr., $1,375* 

(ps); Holiday 4-dr., $1,300* (ps); (88) 


Holiday 4-dr., $1,305* (ps); Holiday 
2-dr., $1,165*, $995* (ps); (98) Holi- 
day 4-dr., $1,150* (ps). A 
°55 (88) Super Holiday 2-dr., $1,145 


(ps), $1,050* (ps), $800*; Holiday 4 
dr., $930* (ps); (88) Holiday 2-dr., 
$1,055* (ps); 4-dr., $735*. 


"54 (88) Holiday, $820*, $710*; (88) 
Super Holiday, $695*; 2-dr., 
(ps); 4-dr., $495* (ps); (98) Holiday 
2-dr., $650° (ps), $645* (ps). 

53 (88) Super 4-dr., $475; (85) Holiday 
2-dr.,* $450* (ps); (98) 4-dr., $285 
(ps), $275*. 


"49 (98) 4-dr., $130*. 

PACKARD—’58 Hawk Hardtop 2-dr., $1- 

930* (ps). 
50 4-dr., $140*. 

PLYMOUTH—’58 Belvedere (8) Hardtop 
4-dr., $1,850* (ps), $1,805* (ps), $L- 
750° (ps); Hardtop 2-dr., $1,735 
(ps); Suburban (6) 2-dr., $1,500; Sa 
voy (8) 4-dr., $1,425*. . 

°57 Suburban (8) Hardtop 4-dr., $1,485 
(ps); Savoy (8) 4-dr., $1,325* (ps), 
$1,030; sport coupe, $1,315*; 2-dr. 


(Continued on Page 65, Col. 1) 
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ea IRCA develops new |DRIFT| transistors—2N640, 


Ds) 


"" 12N641, 2N642—makes ultra-compact, 





. low-cost 5-transistor automobile radios a reality! 
)0* (ps); 

suse; Electronics engineers are well-acquainted with RCA’s development 
$340"; : of the “Drift” Transistor—originally designed for military 
wae high-frequency equipment where reliability and top-notch 
$270. performance are paramount. They are also widely used in all- 
Feo transistor entertainment radio receivers. These new “Drift” 
(a Transistors are commercially available for the designs of 
‘oar exceptionally compact all-transistor automobile radios! 
lay Want to know more about these new RCA “DRIFT” TRANSISTORS 
ae for AUTOMOBILE RADIOS? Ask your engineering department 
iniay for details. Or write direct to RCA Commercial Engineering, 
Hose Section F-104-NN, Somerville, N. J. 
ir., $L- 

sae RADIO CORPORATION OF AMERICA 
nai Semiconductor & Materials Division 

" sean Somerville, N. J. 





1) 











Here are some of the advantages you gain 
through transistorization: 


Jf freedom in dashboard styling—made possible 
oF Sen compactness of all-transistor 
radios! 


of improved dependability, reduced field failures 
—because transistors are highly resistant to 
damage from shock and vibration encountered 
in automobiles in motion! 


J reduced battery drain—alli-transistor radios 
consume considerably less power than do 
parking lights! 


/ Versatility—ali-transistor radios can be oper- 

Y ated on either 6- or 12-volt systems, negative 

or positive ground, with only the slightest 
change in circuitry! 


af instant play—all-transistor radios require no 
‘“‘warm-up” time! 


All-transistor radios — especiall 
ALL-RCA “DRIFT’’ TRANSISTO 
RADIOS—have high sales appeal be- 


.cause they fit'in perfectly with your 


company’s promotion plans for the 
ultra-modern auto ! 
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Current 


The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 


the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1959, by Automotive News) 

BUICK—LeSabre—4-dr. sed., $2,804; 2- 
dr. sed., $2,740; 4-dr. hardtop, $2,925; 
2-dr. hardtop, $2,849; conv., $3,129; 4-dr. 
2-seat stat. wag., $3,320. Invicta—4-dr. 
sed., $3,357; 4-dr, hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620; 4-dr. 2-seat 
stat. wag., $3,841. Electra —4-dr. sed., 
$3,856; 4-dr. hardtop, $3,963; 2-dr. hard- 
top, $3,818. Electra 225—4-dr. Riviera sed. 
(6-window hardtop), $4,300; 4-dr, hardtop, 
$4,300; conv., $4,192. (Twin-turbine Dyna- 
flow standard on Invicta, Electra and 
Electra 225. Power steering and power 
= standard on Electra and Electra 

) 

CADILLAC — Sixty Two—4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 
$5,455; Sedan de Ville 4-dr. hardtop (6- 
window), $5,498; Sedan de Ville 4-dr. hard- 


top (4-window), $5,498; Coupe de Ville 2-| 


dr. hardtop, $5,252. Eldoradeo—Brougham 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 
top, $7,401; Biarritz conv., $7,401. Sixty 
Special—4-dr. hardtop, $6,233. Seventy-Five 
—8-pass. sed., $9,533; iimousine, $9,748. 
(Hydra-Matic, power steering, power brakes 
standard on all models). 
CHEVROLET — (Prices are for six- 
cylinder models, For V-8s, add $118.) 
-dr. sed., $2,301; 2-dr. sed., 
$2,247; util. sed., $2,160. Bel Air—4-dr. 
sedan, $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,556. Impala—4-dr. sed., $2,- 
592; 4-dr. hardtop, $2,664; 2-dr. hardtop, 
$2,599; conv., $2,849. Station Wagons— 
2-dr. 2-seat Brookwood, $2,571; 4-dr. 2-seat 
Brookwood, $2,638; 4-dr, 2-seat Parkwood, 
$2,749; 4-dr, 3-seat Kingswood, $2,852; 
4-dr, 2-seat Nomad, $2,897. Corvette — 
hardtop cpe. or conv., (V-8 std.), $3,875. 
CHRYSLER—Windsor—4-dr. sed., $3,- 
204; 4-dr. hardtop, $3,353; 2-dr. hardtop, 
$3,289; conv., $3,620; 4-dr. 2-seat stat. 


878. sed., $3,966; 4-dr. 
hardtop, $4,104; 2-dr, hardtop, $4,026. 
New Yorker—4-dr. sed., $4,424; 4-dr, hard- 
top, $4,533; 2-dr. hardtop, $4,476; conv., 
$4,889.50; 4-dr. 2-seat stat. wag., $4,997; 
4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. 
hardtop, $5,318.50; conv., $5,748.50. 
(TorqueFlite, power steering, power brakes 
standard on Saratoga, New Yorker and 
300-E. ) 

CONTINENTAL — 4-dr. sed., $6,845.30; 
4-dr. hardtop, $6,845.30; 2-dr. hardtop, 
$6,598.30; conv., $7,056.20; town car, $9,- 
limousine, $10,230. (Tu rb o-Drive, 


Ignition System Unveiled . . . 
A New Way to Fire Up 


By Stephen L, Ritz 
Staff Correspondent 

YOUNGSTOWN, O.—A new igni- | 
tion and combustion system for| 
automotive engines is being offered | 
to automobile and truck manufac-| 
turers. 

Development of the system was 
announced by L. A. Beeghly, | 
Youngstown industrialist who de- 
veloped the Steckel process of 
cold-rolling steel. 

Beeghly said the new system, in- 
vented several years ago by Frank 
J. and William L. Kaehni, has been 
tested for considerable periods on 
automobiles, trucks and a city bus. 


The new system, he said, elimi- 
nates distributors, condensers, igni- 
tion coils, timer points and other 
parts of an electrical ignition sys- 
tem. | 

The new system, Beeghly said, is 
simpler and cheaper than an ordi- 
nary electrical system and will 
supply more power, increase fuel 
economies and reduce maintenance 
costs. 


The Kaehni continuous spark 
system, named after its inventors, 
consists of a battery, simplified 
wiring, a transistor power unit in- 
cluding a transformer and a spark 
plug circuit. It has been patented. 

Beeghly said tests of the sys- 
tem by Daniels Motor Freight, 
Warren, O., and Youngstown 
Transit Co., Akron, showed it in- 
creased gasoline mileage and re- 
duced operating costs, 

Tests also have been made on a| 
fleet of five concrete delivery 
trucks, two fleet cars of a business 
firm and Beeghly’s personal car. 

Beeghly said the Kaehni system 
will retain only the conventional 
battery and the spark plugs, which 
are inserted in an antechamber. He 
added that the firing is automatic 
and the system uses high voltage 
and low amperage. 

Because of the more efficient 
combustion, there is a reduction of 
gases and other harmful products 
of auto exhausts, he said. This 
could become beneficial in smog- 


| 


| noted. 


| Massachusetts 
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Prices on U. S. Cars 


power steering, power brakes standard on/| 902.10. Premiere—4-dr. sed., $5,594.20; 4- 
| all models.) dr, hardtop, $5,594.20; 2-dr. hardtop, $5,- 
| DeSOTO—Firesweep—4-dr, sed., $2,904; 347.10. (Turbo-Drive, power steering, power 
4-dr, hardtop, $3,038; 2-dr, hardtop, $2,- | brakes standard on all models.) 
| 967; conv., $3,315; 4-dr, 2-seat stat. wag.,| MERCURY— Monterey —4-dr. sed., $2,- 
$3,366; 4-dr. 3-seat stat. wag., $3,508. | 831.50; 2-dr. sed., $2,767.50; 4-dr, hardtop, 
| Fire -dr. sed., $3,234; 4-dr. hard-| $2,917.50; 2-dr. hardtop, $2,853.50; conv., 
| top, $3,398; 2-dr. hardtop, $3,341; conv., $3,149.50. Montelair—4-dr. sed., $3,308; 4- 
| $3,653. Firefiite—4-dr. sed., $3,763; 4-dr.| dr, hardtop, $3,437; 2-dr. hardtop, $3,- 
| hardtop, $3,888; 2-dr. hardtop, $3,831; | 356.50. Park Lane—4-dr. hardtop, $4,031; 
| Conv., $4,152; 4-dr. 2-seat stat. wag., $4,-| 2-dr, hardtop, $3,954.50; conv., $4,206. 
| 216; 4-dr. 3-seat stat. wag., $4,358. Ad-| Station Wagons—2-dr, 2-seat Commuter, 
venturer—2-dr. hardtop, $4,427; conv., $4,- | $3,144.50; 4-dr, 2-seat Commuter, $3,215; 
749. (Torquefiite standard on Fireflite and | 4-dr, 2-seat Voyager, $3,793; 4-dr. 2-seat 
Adventurer. Power steering and power! Colony Park, $3,932. (Mere-O-Matic stand- 
brakes standard on Adventurer.) ard on Montclair, Voyager, Colony Park. 
DODGE—Coronet Six—4-dr. sed., | Multi-Drive, Merc-O-Matic, power steer- 
586.50; 2-dr. sed., $2,515.50; 2-dr, hard-| img, power brakes standard on Park Lane.) 


top, $2,643.50. Coronet V-8—4-dr. sed., j 
SMOBILE—Serites 88—4-dr. sed. ° 

$2,707; 2-dr. sed., $2,635; 4-dr, hardtop,| ,.0UDSMOB . Gr. sed., $2, 
$2.841'50: 2-dr. hardtop, $2,764: conv 902; 2-dr. sed., $2,837; 4-dr. hardtop, $3, 
a ’ , . : -’ | 036; 2-dr. hardtop, $2,958; conv., $3,286; 


$3,089. Royal—4-dr. sed., $2,934; 4-dr. 
hardtop, $3,068.50; 2-dr, hardtop, $2,990, | *~@- 2-seat stat. wag., $3,365. Super 88 


Custom Royal—4-dr. sed., $3,144.75; 4-<r. | 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; 
conv., $3,421.50. Station Wagons—4-dr. 2- 
seat Sierra, $3,103; 4-dr. 3-seat Sierra, 
$3,223.50; 4-dr, 2-seat Custom Sierra, $3,- 
318; 4-dr, 3-seat Custom Sierra, $3,438.50. 


EDSEL—(Prices are for V-8 models. 
Deduct $83.70 for six-cylincer Rangers; | 
deduct $96.50 for six-cylinder stat. wags.) 
Ranger—4-dr. sed., $2,683.50; 2-dr. sed., | 
$2,629; 4-dr. hardtop, $2,755.50; 2-dr. 
hardtop, $2,690.50. Corsair—4-dr. sed., $2,- 
812; 4-dr, hardtop, $2,884.50; 2-dr. hard- 
top, $2,819; conv., $3,072. Station W: 
—4-dr., 2-seat Villager, $2,971; 4-dr., 
seat Villager, $3,054.70. 


FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $118.) Custom 300— 
4-dr. sed., $2,273; 2-dr. sed., $2,219; busi- 
ness sed., $2,132. Fairlane—4-dr. sed., $2,- 
411; 2-dr. sed., $2,357. Fairlane 500—4-dr. 

-» $2,530; 2-dr. sed., $2,476; 4-dr. hard- 
top, $2,602; 2-dr. hardtop, $2,537. Galaxie— 
4-dr. sed., $2,582; 2-dr. sed., $2,528; 4-dr. 
hardtop, $2,654; 2-dr. hardtop, $2,589; 
conv.,. $2,839; retractable hardtop (V-8 
standard), $3,346. Station Wagons—2-dr., 2-| _ 
seat Ranch Wagon, $2,567; 4-dr. 2-seat| Georgia 
Ranch Wagon, $2,634; 2-dr. 2-seat Country 
Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,745; 4-dr. 3-seat Country Sedan, $2,829; 


$2,- 











3- 
‘59 
‘58 | 
59) 
‘58 
"59 
‘58 
59) 
‘58 
59 
‘58 
59 
‘58 
59) 
‘58 | 


| 31 States Previously Reported 
__For April 
Alabama 
Arizona 


California 


Florida 


Indiana 


.sed., 


50) 
29| 


1959 


4-dr, sed., $3,178; 4-dr. hardtop, $3,405; 
2-dr. hardtop, $3,328; conv., $3,595; 4-dr. 
2-seat stat. wag., $3,669. Series 98—4-dr. 
sed., $3,290; 4-dr. hardtop, $4,162; 2-dr. 
hardtop, $4,086; conv., $4,366. (Hydra- 
Matic, power steering, power brakes stand- 
ard on Series 98.) 


PLYMOUTH — (On six-cylinder models, 
add $119.50 for a V-8 engine). Savoy Six 
—4-dr, sed., $2,282.75; 2-dr. sed., $2,232; 
business cpe. (V-8 not offered), $2,142.75. 
Belvedere Six—4-dr. sed., $2,439.75; 2-dr. 
sed., $2,389.25; 4-dr. hardtop, $2,524.75; 
2-dr. hardtop, $2,461.25. Station Wagon 
Six—2-dr. 2-seat Deluxe, $2,574.25; 4-dr. 
2-seat Deluxe, $2,641; 4-dr. 2-seat Custom, 
$2,761.50. Plymouth V-8—(On the follow- 
ing models, a V-8 engine is standard and 
a six-cylinder engine is not available.) 
Belvedere — conv., $2,814.25. Fury — 4-dr. 
$2,690.50; 4-dr, hardtop, $2,771.25; 
2-dr. hardtop, $2,714.25. Sport Fury—2-dr. 
hardtop, $2,927.25; conv., $3,125.25. Sta- 
tion Wagons—2-dr. 2-seat Custom, §$2,- 
$14.25; 4-dr, 3-seat Custom, $2,990.75; 4- 
dr. 2-seat Sport, $3,020.75; 4-dr, 3-seat 
Sport, $3,130.50. 


PONTIA 


-dr. sed., $2,704; 
2-dr. sed. 


$2,633; 4-dr. hardtop, $2,844; 


| 2-dr, hardtop, $2,768; conv., $3,080; 4-dr. 


2-seat stat, wag., $3,101; 4-dr. 3-seat stat. 


195 


13633} 
9415 
| 598 
| __398) 4| 
564 ! 
245 | | 
3728 17; 
1754| 19) 
966 
479 


103} 
154) 


3) 


2390| 
1556} 
65) 
40) 
88, 
_ 30} 
419| 
279| 
102) 
59| 


11410 
7344 | 
47\| 
262| 
352, 
173 


3073) 
2347) 
146 
136| 
130) 
él 
501 | 
359) 
228 
114] 


5539 
3976 


161 


9 
él 
573 
342 
336 
131 


2846 | 
1682; 
907 
515 


112) 


—— 
wag., $3,209. Star Chief—4-dr. sed,, . 
005; 2-dr. sed., $2,934; 4-dr. hardtop, $3,- 
138. Bonneville—4-dr. hardtop, $3,333; 2.4 
hardtop, $3,257; conv., $3,478; 4-dr, 2-seat 
stat. wag., $3,532. 


RAMBLER—American—2-dr. Deluxe seq, 
$1,835; 2-dr. Super sed., $1,920; 2-dr 2. 
seat Deluxe stat. wag., $2,060; 2-dr, 2-seat 
Super stat. wag., $2,145. Deluxe Six—4-qr 
sed., $2,098, Super Six—4-dr. sed., $2,268: 
4-dr. hardtop, $2,343; 4-dr. 2-seat gta,’ 
wag., $2,562. Custom Six—4-dr. sed., $2. 
383; 4-dr. 2-seat stat. wag., $2,677, 
V-8—Super—4-dr. sed., $2,398; 4-dr, 2-seat 
stat. wag., $2,692; Custom—4-dr. sed, $2,. 
513; 4-dr, hardtop, $2,588; 4-dr, 2-sex: 
stat. wag., $2,807. Ambassador 
4-dr. sed., $2,587; 4-dr, 2-seat stat, 
$2,881. Custom—4-dr. sed., $2,732; 447 
hardtop, $2,822; 4-dr. 2-seat stat, 
$3,026; 4-dr. 2-seat hardtop stat, wag. 
$3,116. ° 


STUDEBAKER—Lark Deluxe Six—4.q; 
sed., $1,995; 2-dr. sed., $1,925; 2-dr, 2-seat 
stat. wag., $2,295. Lark Regal Six—-q; 
sed., $2,175; 2-dr, hardtop, $2,275; 2-ar, 
2-seat stat. wag., $2,455. Lark Regal y-3— 
4-dr, sed., $2,310; 2-dr. hardtop, $2,419. 
2-dr., 2-seat stat. wag., $2,590, ' 
Hawk—six-cylinder cpe., $2,360; V-8 cpe., 
$2,495. 





New Commercial-Car Registrations, 
49 States for April, 


9-1958 


1359) 
966 
18 
_5 
45) 
2B 
223) 
127} 
112) 
87 


1574) 41174 
971\ 28103 


46; 1550 
| 47 1054 
i 49| 13% 

28; 630 
619; 
486 
259| 
143} 


9100 
5133 
3064 
1623 





424| 
451 
610) 
608 


79| 
_ 56} 
122| 
132| 


sa 
385 
720 
768| 


93| 
128 
139 
138) 


Wg 


350 
345 





4-dr. 3-seat Country Squire, $2,958. Thun- 
derbird—(V-8 standard) — 2-dr, hardtop, 
$3,696; conv., $3,979. 


Kansas ‘59 


58 


126| 
69) 


1214} 
722 


185) 
114 


239 


946 ; 
569| 236 


102; 


5! 
22| 


1346 
129 

$8; 2209 

56| 2269 

20; 2824 

13) 1802 


12| 
12| 
34| 
25| 


39| 
52| 





Kentucky ‘59 


IMPERIAL—Custom—4-dr, sed., $5,016; 58 
4-dr. hardtop, $5,016; 2-dr. hardtop, $4,- 
909.50. Crown—4-dr. sed., $5,647; 4-dr. 


2-dr. hardtop, $5,403; 
LeBaron—4-dr. - 
$6,103. ¢ 


Louisiana 


Massachusetts 


573 
365 
783 
638 
3) 235) 
5) 311 


1} 47) 


46| 
102) 
59) 
91 
88) 


359| 
272| 
7 
483 
251 
353 


146 
113 
188 
168 
121 
16l 


160 
8! 


1) 4 


6 


128; 
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921 
87 


25 
15} 
21) 
18} 
69 
65 


36| 1394 
13) 9% 
72| 2075 
23 
2 
83 








brakes standard on — 
Michigan 


_ sed., $5,089.60; 


ar. hardtop, $4,- Minnesota 


—Lincoln—4 
4-dr. hardtop, $5,089.60; 


1018 
563 
1127 
540 


244 

137 

160| 
74| 


1232 
598 


1087 | 
626! 


301 
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183) 
90 


283 
114 


347 
199 





108 
38 


55 
19 








20 56 








Mississippi 
Missouri 


New Hampshire 


491 
320 


1159 
700 


36| 
14| 


R 
72 


335, 
242| 
808 
497 





135} 126 
73 83 





281 
141 


399 
237 


27 
13] 
33 
30 


16 
7| 


27 
78 





186 
173 


61) 
28) 


147 
142} 


54) 
45| 








New York 


Texas 


ridden towns like Los Angeles, he Washington 
Beeghly said that one of the 
features is that combustion is as 
good at high speeds as at lower 
adding that this should 
give better gas mileage. 
Some auto manufacturers are | accuracy : . 
now investigating the new electri-| Tent of Cocsewadinn or coedens. "==, * 
cal system, Beeghly said: Polk 


49 States Reported 
To Date for April - 


Year 
To Date 





85} 
aI ' 
257 


"The information in this report has been compi 
to the extent of the registrations received at the time the report is publi: 

Polk & Co Oregon registration count prepared by the Oregon State Motor Vehicle ome 
is included in this preliminary U. S. summa i applied by R. L. 
& Co, The 1958 figures for Oregon are Polk 





1041| 

}___ 781} 
239) 
2557 


2 
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235) 
203} 


281 
244 


a 
10 
9 
53 
a 4838 
256 3239 
05393 oa 17996| 85246 
75336 927 61525 
led from official state documents. 


985, 325 
715| 214 
1789; 412 
1656] 342 


372 153 
302! 102 


26042; 6719 
17490| 4809 


22661 
16361 


Ev 


7% 
479 








| 427 


286 
31816 
21400 


187 
156 
10677 
7702 
29263 
28481 





12442] 


These figures have not been subjected to 
ures, 


‘Tig 


"J 


626 | 
595 | 


12 
10 


86 
93 


47 
| 
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60 
55 
143 
137 





1 
5 
| 
75 
102 58 
94 66 


3 56 
5 45 
1480| 2497 3799 


1099 1798} 2534 


4732| 8247| 13038) 29437 
3908} 6059) 8740) 218969 


9| 
17| 

3 
18 
3% 
35 


i 
8 
616 


422 


2051 
1463 


7 
106 
1544 
1064 


4576 
3470 








rr precaution has been exercised to insure 


. Polk & Co. cannot assume any liability by 
auditing procedures usually 


New Passenger-Car Registrations, 49 States for April, 1959-1958 


Car registrations by 
states as compiled 
by R. L. Polk & Co. 
‘Ss? 
‘58 
‘3? 
‘58 
Ro 
‘58 
‘5? 
‘58 
‘59! 
‘5g! 
59) 
58] 
‘59| 
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‘59 
‘58 
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‘58 
*59/ 
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6970} 2823 643 


iol S| ts 
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201 
6018 
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35} 143; 
15| 17) 67 
4 i 46 
sal 1115 
364 1092 
90 352 
17 241 


aa 108 
46 105 
189} 427 
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40) 267 
85 | 226 
39 
35 


20156 61036 
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17615} 29309} 38050 
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1046| 1736) 4263] 
874| 1407 

298| +479 
319 518) 
1132) 1958 
1224| 2123 
525| 934 
592| 1037 


491 or 
529 


352 

col 545 
368 617 
1268; 2068 
1345! 2183 


2958) 4821 
1891] 3133 
1139) 1975! 
925| __1478! 
184] 295) 
1661 274! 
1022) 1630] 
1058} _1719! 
146, 230) +~=—«410 
173|__-271|_—_—38! 
4220|  6976| 9942 
4252| 7257! __ 7382! 
1018) 1672) 5612; 
1294] 2153| _-4333| 
372} 631} 1609) 

480} 772|__1367/ 
4407| 13983 39796) 69581| 133327 
6| 5666] 1435) 4653] 12677| 36587] 61018| 84988 
Vo373i| 19937) S897! "14140 

6049! 18263 


41973) 113046) 193993| 455346 
44165) 22221 45780| 130332! 222645! 323225! 
been compiled from 
R. L. Polk & Co 


report has ’ official state 
report is published. . cannot 
in and Packard are included in miscellaneous. The 
figures have not been subjected to auditing 


2167 
2210 


ai 


31 States pees 
Reported for Apri 


Alabama 


184} 
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Georgia 
Indiana 
Kansas 
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New York 
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Washington 7) 
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49 States Reported 
To Date for April 


Year *59/ 
To Date ‘58! 


“The information in this 
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wagon, $1,950; American Super (6) 
2-dr., $1,460. 

’58 American Super (6) 2-dr., $1,460*. 

’55 Custom (6) Cross Country, $965, 
$805*. "653 conv., $385. 

5 Belvedere (8) sport coupe, $825*; "51 2-dr., $175. 

Savoy (6) 2-dr., $575; Plaza (6) 4-dr., | STUDEBAKER—’53 Champion (6) Star- 

, $465. liner 2-dr., $350; 4-dr., $235. 

4 Belvedere 4-dr., $380*. : _ | WILLYS—’53 station wagon (6), $475. 

53 Cranbrook Savoy, $355; 4-dr., $295; | wiscELLANEOUS—’59 Ford (8) Ranch- 
Cambridge Suburban, $285. e e. 

- ero, $2,180*, $2,100*%; Chevrolet (6) 
C—'59 Safari 4-dr., $2,835* (ps). Camino, $2,075. 

6 «Chieftain station wagon, $1,230* ’57 Ford (8) Ranchero, $1,145; F-100 
(8) %-ton pickup, $1,080; F-100 (6) 
pickup, $900; International S-100 (6) 
pickup, $800*. 

’56 Ford (8) F-100 pickup, $755, $745. 

‘55 Ford (8) F-100 pickup, $680. 

’54 Chevrolet %-ton pickup, $575; Ford 
(8) F-100 pickup, $450*. 

’53 Ford (6) %-ton pickup, $415, 

’52 Ford (8) F-2 %-ton pickup, $350. 

46 Chevrolet delivery sedan, $125, 


CHICAGO 


Greater Chicago Auto Auction, Sale every 
Thursday, Prices are for sale of June 4. 
A red hot anniversary sale, Sold 693 cars 
from 926 consignments. 

BUICK—’59 LeSabre 2-dr., $2,300*; Super 
Riviera 4-dr., $2,235* (ps). 
5S Super Riviera 2-dr., $1,800* (ps). 
’57 Special conv., $1,780* (ps), $1,735* 
(ps); Riviera 4-dr., $1,570* (ps); Rivi- 


$1,035°; Plaza (8) 4-dr., $1,000°; 
Plaza (6) 2-dr., $850. 
Suburban (8) sport 4-dr., $1,205*; 
Q-dr., $720*; Savoy (8) 2-dr., $945°, 
. 


(ps). 
155 Chieftain Catalina 2-dr., $700*; Star 
Chief 4-dr., $565* (ps); conv., $500* 


). 
es mar Chief (8) Catalina, $550* (ps), 
$485*; 4-dr., $465, $275*. 
53 Chieftain (8) Catalina 2-dr., $340° 
(ps); 4-dr., $160*; Deluxe (8) 4-dr., 
* 


sf Deluxe (8) Catalina, $200*; Chieftain 
(8) 4-dr., $115*. 
AMBLE R—’59 American (6) station 


Used Imported 


Cars 


AUTOMOTIVE NEWS, JUNE 15, 





era 2-dr., $1,500* (ps), $1,375*, $1,- 
360*; Estate wagon, $1,685* (ps), $1,- 
640* (ps); Century Riviera 4-dr., $1,- 
635* (ps); RM Riviera 4-dr., $1,600* 
(ps); Riviera 2-dr., $1,400* (ps); Super 
Riviera 4-dr., $1,560* (ps); Riviera 2- 
dr., $1,510* (ps). 

"566 RM conv., $1,260* (ps); Riviera 4- 
dr., $1,165* (ps), $990* (ps); Special 
conv., $1,135*; 4-dr., $990*%, $940*, 
$810* (ps); Riviera 2-dr., $900*, $895*; 
Super Riviera 4-dr., $1,125* (ps), $945* 
(ps); Riviera 2-dr., $1,120* (ps); Cen- 
tury Riviera 4-dr., $795*. 

’55 Special conv., $920*; 2-dr., $750*, 
$655*; Super Riviera 2-dr., $790* (ps); 
Century Riviera 2-dr., $770*; 4-dr., 
$625* (ps). 

°54 Special Riviera 2-dr., $595*. 

CADILLAC—’59 (62) coupe de Ville, $5,- 
200* (ps); conv., $5,000* (ps), $4,900* 
(ps); 4-dr., $4,850* (ps), $4,600* (ps) ; 
2-dr., $4,400* (ps). 

58 (62) conv., $3,960* (ps), $3,910* 
(ps), $3,825* (ps), $3,780* (ps), $3,- 
700* (ps), $3,645* (ps); coupe de 
Ville, $3,750* (ps), $3,555* (ps), $3,- 
430° (ps); 2-dr., $3,475* (ps); 4-dr., 
$3,325* (ps); (60) Special 4-dr., $3,- 
465* (ps). 

’57 Eldorado conv., $2,950* (ps); (62) 
conv., $2,850* (ps), $2,635* (ps); 2- 
dr., $2,800* (ps), $2,585* (ps), $2,225* 
(ps), $2,200* (ps), $2,165* (ps); coupe 
de Ville, $2,750* (ps), $2,575* (ps); 
sedan de Ville, $2,730* (ps); 4-dr., 
$2,700" (ps), $2,480* (ps), $2,350* 


(ps). 

’56 (62) Sedan de Ville, $2,050* (ps), 
$1,730* (ps); 2-dr., $1,525* (ps). 

’55 (62) 2-dr., $1,610* (ps); 4-dr., $1,- 
500* (ps), $1,310* (ps); (60) Special 
4-dr., $1,410* (ps). 

’54 (62) coupe de Ville, $1,150* (ps), 
$1,105* (ps); 4-dr., $1,100* (ps), 

"53 (60) Special 4-dr., $870° (ps). 


1959 


CHEVROLET—’59 Impala (8) conv., $2,- 
680* (ps), $2,675* (ps); Biscayne (6) 
2-dr., $1,850. 

658 Corvette (8), $2,900*%; Impala (8) 
conv., $2,150* (ps), $2,110* (ps), $2,- 
000* (ps); Brookwood (8), $1,900* 
(ps); Bel Air (8) 4-dr., $1,825* (ps); 
Sport sedan, $1,720* (ps); Biscayne 
(6) 2-dr., $1,565*, $1,510*; Biscayne 
(8) 4-dr., $1,500*. 

’57 Bel Air (8) conv., $1,700* (ps); 
Sport sedan, $1,685*; Sport coupe, $1,- 
600°, $1,400* (ps); 4-dr., $1,320; No- 
mad (8), $1,500* (ps); Two-ten (6) 
Sport coupe, $1,410*; Sport sedan, $1,- 
230; Two-ten (8) 2-dr., $1,040°, $1,- 
025*, $1,010*, $930*. 

’56 Bel Air (8) conv., $1,170*, $1,150*, 
$990°; 4-dr., $1,100*, $1,055; Sport 
coupe, $1,080* (ps). 

55 Bel Air (8) Sport coupe, $930", 
$825*; conv., $880*; 2-dr., $810*; Bel 
Air (6) 2-dr., $890*; Two-ten (6) sta- 
tion wagon, $845*. 

’54 Bel Air conv., $595. 

’53 Two-ten 4-dr., $230*. 

'52 Deluxe 2-dr., $300. 

CHRYSLER—’57 NY Hardtop 2-dr., $1,- 
860* (ps); Hardtop 4-dr., $1,855* (ps); 
Saratoga Hardtop 2-dr., $1,710* (ps). 

’56 NY 4-dr., $1,000* (ps). 

DeSOTO—’58 Firesweep Hardtop 2-dr., $1,- 
825* (ps); Firedome 4-dr., $1,800* 
(ps). 

’57 Firedome Hardtop 2-dr., $1,485* (ps). 

’56 Fireflite Hardtop 2-dr., $1,005* (ps). 

DODGE—’57 Custom Royal (8) Hardtop, 
$1,480* (ps); Royal (8) 4-dr., $1,380* 

(ps). 

56 Custom Royal (8) Hardtop, $875* 
(ps). 

EDSEL—’58 Corsair Hardtop 4-dr., $1,475* 
(ps); 2-dr., $1,400* (ps). 

FORD—’59 Galaxie (8) 2-dr., $2,200*. 

’58 Thunderbird (8), $3,350* (ps), $3,- 
190* (ps), $3,125* (ps), $3,115* (ps); 
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Fairlane (8) 500 Retractable, $2,215* 
(ps); conv., $1,900* (ps), $1,830", $1,- 
800* (ps); Victoria 2-dr., $1,775* (ps); 
Victoria 4-dr., $1,510*; Country sedan 
(8), $1,825*; Custom (8) 300 4-dr., 
$1,430*; 2-dr., $1,275; Fairlane (8) 
4-dr., $1,300*. 

°57 Thunderbird (8), $2,530* (ps); Fair- 
lane (8) 500 conv., $1,675", $1,525, 
$1,440*, $1,400* (ps); Victoria 2-dr., 
$1,340*; Victoria 4-dr., $1,330* (ps); 
Fairlane (6) 500 2-dr., $1,190; Custom 
(8) 300 4-dr., $1,210*; Fairlane (8) 
Victoria 2-dr., $1,195*. 

’56 Fairlane (8) Crown Victoria, $1,240* 
(ps); conv., $1,145*; Victoria, $1,085*; 
2-dr., $710* (ps); Country sedan (8), 
$1,105*; Country Squire (8), $1,000*; 
Ranch wagon (8), $890*; Custom (8) 
4-dr., $825* (ps), $795*. 

°55 Thunderbird (8), $1,625, $1,500*; 
Fairlane (8) conv., $895*; Victoria, 
$835; 2-dr., $805* (ps), $600*; Crown 
Victoria, $750*; Country sedan (8), 
$700. 

'54 Crest (6) conv., $400* (ps); Custom 
(6) 4-dr., $390. 

’53 Crest (8) Victoria, $450. 

IMPERIAL—’57 Crown conv., $2,390* 
(ps); Imperial Hardtop 4-dr., $2,210* 
(ps); Hardtop 2-dr., $2,155* (ps). 

’56 Imperial Hardtop 2-dr., $1,500* (ps). 

LINCOLN—’58 Mark III conv., $3,600* 
(ps). 

’57 Premiere conv., $1,835* (ps). 

"56 Capri 2-dr., $1,200* (ps). 

MERCURY — ’58 Monterey 2-dr., $1,845* 
(ps); 4-dr., $1,650*. 

’57 Turnpike Cruiser sedan, $1,630* 
(ps); Commuter, $1,600* (ps); Mon- 
terey 4-dr., $1,295*. 

"56 Montclair 2-dr., $990*%, $870°*. 

55 Monterey 4-dr., $785*. 

*54 Monterey 2-dr., $520*. 

*53 Monterey 2-dr., $345. 


(Continued on Page 66, Col, 2) 


Albany 
; "58 sunroof 2-dr., $600. 
Bordentown, N. J. 


’59 Healey conv., $1,575. 
’52 Hardtop, $175. 
"58 300, $480. 
’58 MGA conv., $1,750. 
u fitan—’55 conv., $520. 
t ’59 2-dr., $1,575, $1,340. 


Chicago 


—’59 Karmann-Ghia, $2,335; 
sunroof 2-dr., $1,850. 
"67 sunroof 2-dr., $1,250. 
'58 2-dr., $1,800. 


Danville, Va. 
n—'55 2-dr., $730. 


Dallas 


(English)—’58 2-dr., $985. 
itan—'’58 Hardtop 2-dr., $1,065. 
"57 2-dr., $2,380. 
"58 Dauphine 4-dr., $920. 
"57 Dauphine 4-dr., $670*. 
n—'57 2-dr., $1,260. 


Ebensburg, Pa. 
"52, $675. 
Flint 
—'56 2-dr., $840. 
Kansas City, Mo. 
wswagen—'57 2-dr., $1,027. 
Los Angeles 


"57 2-dr., $335. 
4 "55 140M, $1,600. 
: "58 Dauphine 4-dr., $1,250, $1,- 
40. 
‘57 Versailles 4-dr., $900. 
‘56 Chateln, $640. 
. ’59 Rapier conv., $1,545. 
: n—'59 2-dr., $1,710. 
"68 sunroof 2-dr., $1,490. 
"S7 Karmann-Ghia, $1,840; 2-dr., $1,375. 
$1,350, $1,300, $1,285; sunroof 2-dr., 


"56 conv., $1,085; 2-dr., $1,030. 
o—'57 2-dr., $1,210. 


Manheim, Pa. 


4 "57 SK140, $2,300; XK170M road- 
ster, $2,100. 
"55 XK140, $1,450. 
"62 XK120 2-dr., $704; 4-dr., $465. 
G—'58 conv., $1,825; roadster, $1,800; 
Magnette 4-dr., $1,700. 
"57 roadster, $1,570. 
tedes—-'58 Benz conv., $3,840. 
57 Benz sunroof, $2,700, $2,150. 
"58 2-dr., $1,140. 
"57, $1,750. 
t—’59 4-dr., 2 at $1,325, $1,230. 
"58 4-dr., 2 at $1,000. 
"57 Dauphine, $650. 
c "59 4-dr., $1,410. 
"ST 4-dr., $615. 
fumph—’'57, $1,575. 
iswagen —’59 Karmann-Ghia, $2,150; 
Micro bus, $1,925; 2-dr., $1,690, $1,- 
670, $1,620. 
"58 2-dr., $1,500, $1,425. 
"ST 4-dr., $1,155. 


Mason City, Ia. 

"58 4-dr., $750. 
Nashville, Tenn. 

} (English)—'58 Prefect 4-dr., $1,175. 
Portland, Ore. 


Austin—'53 2-dr., $250. 
mmea—’'S7 4-dr., $800. 


Sacramento, Calif. 


Miat—'58 4-dr., $800. 
Metropolitan—'58 Hardtop, $1,150. 
56 2-dr., $750. 
'58 4-dr., $1,780*. 
triumph—'58 4-dr., $1,005. 
elkswagen—'58 Karmann-Ghia, $1,765, 
54 2-dr., $875. 
—'57 2-dr., $1,175. 


Seattle 


"59 4-dr., $1,485. 
‘guar—'56 XK140 conv., $1,775°. 
°56 station wagon, $245. 
cikswagen—'58 2-dr., $1,150. 
56 2-dr., $1,095. 
55 2-dr., $690. 
54 2-dr., $705. 


Valdosta, Ga. 


Simea—'58 4-dr., $1,130. 
‘58 Super 4-dr., $1,035. 
wagen—'58 2-dr., $1,310. 


» West Palm Beach, Fla. 


: "55 Husky station wagon, $470. 
53 conv., $210. 
*51 Minx conv., $150. 
eeuar—'54 Mark VII 4-dr., $700°. 
eya—'58 4-dr., $305. 
Rover—'52 4-dr., $250. 


How America’s Number One Original Equipment Carburetor Helps Sell Cars... 





MILLIONS OF RUGGED 





TEST MILES ASSURE 





CUSTOMERS OF 
PEAK PERFORMANC 
AND ECONOMY! 


New High in Carburetor Reliability! 


The weather man has no surprises for your cars when they are 
equipped with Rochester-GM Carburetors. These advanced 
fuel-metering systems have already been through the most 
severe weather conditions, simulating any part of the country 
...in any month of the year. Rochester-GM Carburetors have 
trouble tested out . . . reliability built in. That’s why your 
customers get promised performance and economy. And that’s 
why Rochester-GM Carburetors are America’s number one 
original equipment carburetors. Keep an eye on your cus- 
tomer’s satisfaction . . . keep a Rochester-GM Carburetor on 
his car. Rochester Products Division of General Motors, 
Rochester, New York. 


ROCHESTER. 
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Publicly Owned 
Vehicles in U.S. 
Put at 877,338 


WASHINGTON. Civilian 
branches of the Federal Govern- 
ment own 22,678 cars,. 78,481 trucks 
and 1,012 buses for a total of 102,171 
vehicles, according to the Bureau 
of Public Roads, The figures are 
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NASH—’57 Ambassador Custom (8) 4-dr., 


$750* (ps). 
’55 Custom (6) Cross Country, $700; 
Ambassador Super (8) 4-dr., $620; 


Statesman Super (6) 4-dr., $450*. 
OLDSMOBILE—’59 (88) Super conv., $3,- 


based on 1958 registrations. 


The bureau also found that 
states, counties and municipalities 
own 203,445 cars, 449,708 trucks and 
122,014 buses—a total of 775,167. 

Publicly owned vehicles in the 
U.S. thus amount to 877,338 units. 
The figure consists of 226,123 cars, 
528,189 trucks and 123,026 buses. 


California has the most Federally 
owned cars (2,268), the most Fed- 
erally owned trucks (7,090), the 
most cars owned by State, county 
and local governments (24,997) and 
the most trucks owned by State, 
county and local agencies (52,610). 

Washington is the only state in 
which the Federal Government 
owns more than 100 buses, The| » 


total is 198. 


400* (ps); (88) 4-dr., 


(98) conv., $1,900* (ps); 


2-dr., $1,670* (ps). 


(ps). 
’54 Limousine, $1,110* (ps). 





(ps). 


100* (ps); (88) Holiday 4-dr., $3,100* 
(ps); Holiday 2-dr., $2,725* (ps). 
’58 (98) Holiday 2-dr., $2,470* (ps), $2,- 
$2,160* 
$1,900*; Holiday 4-dr., $1,980* (ps). 
’57 Fiesta station wagon, $2,050* 


(ps), 


(ps); 
(88) Super 


4-dr., $1,730* (ps); Holiday 2-dr., $1,- 
630*; (88) 4-dr., $1,710* (ps); Holiday 


’56 (98) Holiday 4-dr., $1,375* (ps), $1,- 
190* (ps); Holiday 2-dr., $1,345* (ps); 
conv., $1,315* (ps), $1,180* (ps); (88) 
Holiday 4-dr., $1,230* (ps); 4-dr., 


$985*. 

’55 (88) Super Holiday 2-dr., $1,000*; 
(88) conv., $1,000*; Holiday 4-dr., 
$910* (ps); 4-dr., $800*%; (98) 4-dr., 
$900* (ps). 

’54 (98) Holiday 2-dr., $620* (ps), $550* 
(ps); (88) 4-dr., $550* (ps), $375* 
(ps); Holiday 2-dr., $485* (ps). 

"53 (98) 4-dr., $355* (ps). 


PACKARD—'55 Clipper Constellation, $390* 


LYMOUTH—’59 Fury (8) coupe, $2,410* 








[ 


ll 


ng 
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To make a truly outstanding quality oil, 
Wo r’s Heap starts with the best—100% 
Pure Pennsylvania, nature’s richest crude. 
Then Wotr’s Heap is Tri-Ex refined three 
important extra steps for truly superior per- 
formance. These are: 


THOROUGH DEWAXING 


. . . to remove wax impurities but 
preserve all of the essential lubricat- 
ing properties often eliminated by 
excessive or improper dewaxing. 


DOUBLE DISTILLING 


. . . by close fractionation in special 
reducing stills that expertly remove 
all unstable, inferior and non-lubri- 
cating fractions that cause high oil 
consumption, sludge and varnish 
deposits, excessive wear, corrosion 
and other harmful conditions. 


TRIPLE FILTERING 


. . . through a special and costly 
“filtering medium’’ under the most 
rigidly controlled conditions to re- 
move undesirable carbon, resins 
and. heavy residual materials . . . 
without removing the natural oxida- 
tion and corrosion inhibitors that are 
removed with less costly methods. 


There is no finer motor oil. Give your customers 
the best... Woir’s Heap, Tri-Ex refined, 100% 
Pure Pennsylvania, scientifically fortified. 


ax 


WOLF’S HEAD OIL REFINING CO., INC. 


OL CITY, PA. 





’58 Belvedere (8) sport sedan, $1,655* 
(ps); sport coupe, $1,625* (ps); Savoy 
(6) 2-dr., $1,220*. 

57 Belvedere (8) conv., $1,390* (ps); 
sport sedan, $1,350* (ps); Suburban 
(8), $1,125*; Savoy (8) 2-dr., $1,000*; 


4-dr., $1,000*; Plaza (6) 2-dr., $845. 
56 Belvedere (6) coupe, $740*; sport 
coupe, $715; Savoy (8) 4-dr., $645°; 


Savoy (6) 2-dr., $610; Plaza (6) 2-dr., 
$605, $580. 

’55 Belvedere (8) sport coupe, $650*; 
Savoy (8) 2-dr., $455; Savoy (6) 2-dr., 


$430, $420; Plaza (6) 2-dr., $300. 
’54 Belvedere (6) sport coupe, $455. 
PONTIAC—’58 Bonneville coupe, $2,450* 


(ps); Star Chief conv., $2,175. 

’57 Star Chief Catalina 4-dr., $1,500*, 
$1,415*; Chieftain Catalina 2-dr., $1,- 
345* (ps); Catalina 4-dr., $1,215*. 

°56 Chieftain 4-dr., $825*. 

’55 Chieftain 4-dr., $725*; conv., $705*; 
Catalina 2-dr., $670* (ps); 2-dr., 
$555*; Catalina 2-dr., $340. 


’54 Star Chief Catalina 2-dr., $555* (ps); 
Chieftain 4-dr., $265. 


STUDEBAKER—’59 Lark (8) station wag- 


on, $1,790. 
56 Silver Hawk (8) coupe, 
Commander (8) 4-dr., $735*. 


$1,050*; 


’55 President (8) sport coupe, $540* 
(ps); Commander (8) 4-dr., $425, 
"53 Champion (8) 2-dr., $225. 
WILLYS—’55 station wagon, $575. 
MISCELLANEOUS—’58 Ford (8) Ranch- 
ero, $1,520*%; Chevrolet (6) %-ton 
pickup, $1,145. 
55 Chevrolet (6) carryall, $680. 
’54 Chevrolet %-ton pickup, $455. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction. Sale 
every Thursday. Prices are for sale of 
June 4. Everyone was anxious for clean 
cars and they were willing to pay the 
price. 

BUICK—’56 Estate wagon, $1,295* (ps). 

"55 RM Riviera 2-dr., $750*; Century 
conv., $600*. 

53 RM Riviera 2-dr., $380* (ps); conv., 
$355* (ps); Special 2-dr., $350; 4-dr., 
$285. 

’52 Special 4-dr., $105. 

CADILLAC—’59 (62) conv., $5,280* (ps). 

"58 (62) conv., $3,525* (ps). 

*57 (62) Hardtop 2-dr., $2,375* (ps). 

’55 (62) Hardtop 2-dr., $1,410* (ps); 
conv., $1,325. 

"54 (60) Special 4-dr., $1,075* (ps). 

*51 (6) Special 4-dr., $350. 

CHEVROLET—’59 Impala (8) Hardtop 4- 
dr., $2,420* (ps), $2,360; Hardtop 2- 
dr., $2,375* (ps); 4-dr., $1,210* (ps); 
Brookwood (6), $1,900; Bel Air (6) 
4-dr., $1,775. 

"58 Bel Air (8) 4-dr., $1,485. 

*57 Two-ten (6) 2-dr., $875. 


56 Bel Air (8) Hardtop 4-dr., $1,050; 
Bel Air (6) 2-dr., $960. 
’55 Bel Air (8) conv., $900*; Two-ten 


(6) 2-dr., $650; 4-dr., $630; One-fifty 
(6) 4-dr., $550, $400. 

"53 Bel Air 4-dr., $385; Hardtop 2-dr., 
$370; Two-ten 4-dr., $280. 

*52 conv., $260*; 2-dr., $190. 

"50 2-dr., $155. 

"47 Deluxe 4-dr., $110. 


OHRYSLER—’53 Windsor 4-dr., $285; 2- 
dr., $235* (ps). 
"51 NY ¢-dr., $140* (ps). 
DeSOTO—’'53 Custom 4-dr., $275*. 


"51 4-dr., $100. 

DODGE—’54 Suburban (8), $350. 

*53 (8) conv., $365. 

EDSEL — '59 Corsair (8) Hardtop 4-dr., 
$2,350* (ps). 

"58 Ranger (8) Hardtop 2-dr., $1,225*; 
Corsair (8) 4-dr., $1,225*. 

FORD—’59 Thunderbird (8) conv., $3,- 
845; Fairlane (8) 4-dr., $2,200* (ps). 

*58 Thunderbird (8) Victoria 2-dr., $3,- 
200 (ps). 

*57 Country sedan (8), $1,380, $1,025; 
Custom (8) station wagon, $1,150, $1,- 
005; Custom (6) 2-dr., $600°; Fair- 
lane (8) 2-dr., $975*; 4-dr., $950* (ps). 

*56 Country sedan (8), $1,000* (ps); 
Custom (8) 2-dr., $535. 

’55 Custom (8) station wagon, $535; 2- 
dr., $525. 

*54 Ranch wagon (8), $545, $250*; Cus- 
tom (8) conv., $525* (ps); Custom (6) 
4-dr., $305; 2-dr., $300*. 

53 Custom (8) station wagon, $365 (ps), 
$315*; conv., $320; 2-dr., $235. 

"52 Custom (8) station wagon, $250. 

"51 Custom (8) 2-dr., $155*. 

IMPERIAL — ’53 Imperial 4-dr., $1,040* 
’53 Capri 2-dr., $350* (ps). 


(ps). 
LINCOL? 
MERCURY—’57 Monterey Hardtop 4-dr., 
$1,275*, $1,270* (ps); 2-dr., $1,095*. 
*56 Custom 4-dr., $900* (ps). 
*55 Monterey Hardtop 2-dr., $775*. 
’54 Monterey 4-dr., $465* (ps), $430; 
Custom 4-dr., $175. 
"53 Custom 2-dr., $395. 
NASH—’52 Statesman (6) 4-dr., $100. 


OLDSMOBILE — '59 (88) Holiday 4-dr., 





— (ps); (88) Super conv., $2,- 

60. 

’58 (88) 4-dr., $1,850* (ps). 

’55 (98) 2-dr., $850*. 

*54 (88) 4-dr., $265. 

"53 (88) Super 4-dr., $370; (88) 2-dr., 
$260*. 

"52 (88) 4-dr., $240°; (98) 4-dr., $230. 


PLYMOUTH—’57 Savoy (8) 4-dr., $940*. 
*56 Custom (8) station wagon, $860*. 
’55 Plaza (6) station wagon, $535; 2-dr., 

$475*. 
°54 Savoy (6) 4-dr., $300* (ps). 
"53 Savoy (6) 4-dr., $380; 2-dr., 
Belvedere Hardtop 2-dr., $255. 
PONTIAC—’56 Safari station wagon, 
100*. 
’55 Star Chief 2-dr., $885* 
tain Catalina 2-dr., $635 
’54 Deluxe 2-dr., $350. 
RAMBLER—’59 American (6) 4-dr., 


350. 
’58 Deluxe (6) 4-dr., $1,375, $1,260. 
"53 (6) 2-dr., $380. 
"51 (6) conv., $165. 
STUDEBAKER—’53 Champion (6) 4-dr., 


$320. 

WILLYS—’55 station wagon (6), $680; 
Bermuda (6) Hardtop 2-dr., $470. 
MISCELLANEOUS—’56 Ford (6) %-ton 

pickup, $635. 


PORTLAND, ORE. 


Portland Auto Auction, Inc, Sale every 
Tuesday. Prices are for sale of June 2. 
BUICK—'56 Special 2-dr., $1,060*. 

*55 Special Riviera 2-dr., $1,005°; 4-dr., 


$230; 

$1,- 
(ps); Chief- 
. 


$1,- 





$930* (ps). 
’54 RM 4-dr., $610* (ps). 
53 Super Riviera 2-dr., $585°*. 
CADILLAC—’55 (62) coupe de Ville, $1,- 
620* (ps). 
"51 (62) 4-dr., $325°. 
CHEVROLET—’59 Corvette (8) Hardtop 
2-dr., $3,605; Impala (8 Hardtop 2-dr., 


$2,550*. 
’568 Impala (8) Hardtop 2-dr., $2,305* 
(ps); Bel Air (8) Hardtop 2-dr., $2,- 


025* (ps); 4-dr., $1,725* (ps); Bis- 
cayne (8) 4-dr., $1,780*, $1,760*, $1,- 
680*; 2-dr., $1,735*. 

’57 Bel Air (8) Hardtop 2-dr., $1,705*; 


4-dr., $1,645*; Two-ten (8) station 
wagon, $1,675*; Hardtop 4-dr., §$1,- 
480*, $1,475*, $1,440; 4-dr., $1,385*, 
$1,370*, $1,340, $1,325*, $1,195. 
*56 Bel Air (8) Hardtop 2-dr., $1,295; 
station wagon (8), $1,250*; Two-ten 


(8) Delray, $1,150*. 


"55 Two-ten (8) station wagon, $1,195; 
Delray, $960*; Two-ten (6) station 
wagon, $1,020; 4-dr., $865; Bel Air 


(8) Hardtop 2-dr., $1,150*. 
*54 Two-ten 4-dr., $625*. 
’53 Two-ten 2-dr., $365*. 
’51 Deluxe 4-dr., $305, $195, $1865*. 
’50 4-dr., $125. 
CHRYSLER — ’56 Windsor Deluxe 4-dr., 
$1,260* (ps). 
"565 NY 4-dr., $1,045* (ps). 
"54 Windsor (6) Hardtop 2-dr., $690* 
(ps); NY Hardtop 2-dr., $650* (ps). | 
’52 Saratoga 4-dr., $210* (ps). 
DODGE—’55 Custom Royal (8) 
2-dr., $765*. 
’53 Coronet (8) 4-dr., $340, $290*; Cor- 


Hardtop 


onet (6) Hardtop 2-dr., $200*. 
EDSEL—’58 Pacer conv., $1,700* (ps); 4- 
dr., $1,500*. 
FORD—’59 Thunderbird (8) 2-dr., $3,795* 
(ps). 
’58 Fairlane (8) Victoria 2-dr., $1,955* | 
(ps); station wagon (8), $1,930*, $1,-| 





Plane Doubles 
As a ‘Salesman’ 


For Dealer-Pilot 


ARDMORE, Okla.—A four-place 
airplane accounted for 12 extra 
Cadillac sales in one year for Mc- 
Culloh Motor Co. (Cadillac-Olds- 
mobile) and is one of the work- 
horses of the organization. 


“Our Cessna 180 is our third 
plane in the eight years we have 
kept a plane- ready for use,” said 
W. L. McCulloh, owner, “and it 
not only saves time in transporting 
our men to meetings in St. Louis, 
Detroit or New Orleans, but we can 
get back from a meeting to our 
own place of business and save the 
hotel and food bills. 

“Of course, the important thing 
when we take three of our mechan- 
ical or sales staff to a regional 
meeting is that we need to get 
these key men back at our place of 
business where they are needed,” 
he said. 

One of the plane’s popular uses 
is in car delivery. McCulloh said 
he often makes a sale for a car 
not in stock, and then flies the cus- 
tomer to Kansas City or even to 
Detroit to pick up the car. 

In instances when the customer 
is in a hurry and does not want to 
fly up and drive back, McCulloh 
has found it to be a tremendous 
sales advantage to fly one of his 
own men up to drive the car back. 

McCulloh is the pilot, having 
logged more than 1,500 hours. The 
side of the plane carries the name 
of McCulloh Motor Co., and the 
ship is well known throughout this 
part of the country. McCulloh 
learned to fly in World War II 
when he was with the Civil Air 
Patrol. 

Having the plane available is re- 
sponsible for a considerable number 
of sales to buyers from other parts 
of the country who are looking for 
a certain type Cadillac or Oldsmo- 
bile not commonly in stock, Mc- 
Culloh said. 











Planning a Flight— 

W. L. McCulloh, right, and three mem- 
bers of his sales staff study a flight plan 
before taking off in the McCulloh plane 
for a meeting in Kansas City. 


~wnateail 
895*; Custom (8) 4-dr., $1,740¢ 
’57 station wagon (8), $1,795; Fairlane 


(8) 500 conv., $1,640* (ps); yj 
2-dr., $1,470* (ps); Custom (g) 
4-dr., $1,345* (ps), $1,275* Fairlane 
(8) Victoria 2-dr., $1,295*; Custom (8) 
4-dr., $1,150. 

56 station wagon (8), $1,300*, $1,139¢ 
$1,125*; Fairlane (8) Victoria ar.’ 
$1,250* (ps); conv., $1,150* (pg). 4” 
dr., $1,150* (ps), $960; Custom ’(g) 


Victoria 2-dr., $925°*. 
’55 Fairlane (8) Victoria 2-dr., $1,065* 
(ps), $1,050* (ps); conv., $1,005. a 
dr., $745*; 2-dr., $725; station we, 
(8), $1,040. 1 ore 

’54 Custom (8) 2-dr., $465. 

’53 station wagon (8), $610*; Crest (8) 
Victoria 2-dr., $550*; Custom (6) 4. 
dr., $320. 

*51 Crest (8) Victoria 2-dr., $295« 

MERCURY—'58 Turnpike Cruiser Hardtop 


2-dr., $2,310* (ps); Monterey 4g, 
$1,995* (ps). x 
’57 Montclair Hardtop 2-dr., $1,600* 


(ps), $1,550*. 
’56 Monterey 4-dr., $1,000". 
OLDSMOBILE—’56 (88) Super Holiday 2. 
dr., $1,375* (ps). 
’54 (88) Super Holiday 2-dr., 
(88) 4-dr., $700*. 
"52 (88) conv., $270*. 
’51 (88) Super 4-dr., $245*. 
’50 (88) 4-dr., $145*. 
PLYMOUTH—’57 Belvedere (8) Hardtop 2. 
dr., $1,490*; Savoy (8) 2-dr., $1,020 
56 Belvedere (8) Hardtop 2-dr., gg3ge. 
Plaza (8) 2-dr., $795. 4 
"55 Savoy (6) 4-dr., $575. 
"52 station wagon 2-dr., $250. 
PONTIAC—'56 Star Chief 4-dr., $1,099. 
conv., $1,045*; Chieftain 2-dr., $329,” 


$1,095°; 


’55 Star Chief 2-dr., $805*; Chief: 
2-dr., $675. = 
RAMBLER—’58 American (6) 2-dr. $1,- 
640. en 
’56 station wagon 4-dr., $1,400*, 
"55 station wagon 4-dr., $1,075*, 
’53 station wagon 2-dr., $500. 


ae Commander (8) 4-dr 
1,070*. " 
’55 President (8) 2-dr., $925. 


"54 Commander (8) 4-dr., $395. 


MISCELLANEOUS—’56 Chevrolet (6) \%- 
ton pickup, $1,050*. 

*55 Ford (8) pickup, $950; 1%-ton pick- 
up, $650; GMC (6) ‘%-ton pic 
$750. — 

’54 Ford (6) %-ton panel, $500. 

’53 Ford (8) %-ton pickup, $525, 


’51 Henry J, $185. 


MASON CITY, IA. 


Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of June 3. 
Big trucks, convertibles, station wagons in 
high demand. Sold 74 percent of 164 con- 
signments. 


BUICK—’57 Super Riviera 4-dr., $1,660, 
$1,650* (ps), $1,560*%; RM Riviera 4- 
dr., $1,600* (ps). 

’55 Special 4-dr., $745*. 
"54 Century Riviera 2-dr., $595. 

CADILLAC—’55 (62) conv., $1,590. 

"54 (62) coupe de Ville, $1,255*, 
*51 (62) 4-dr., $370*. 
CHEVROLET — ’'59 Impala (8) Hardtop, 


$2,415* (ps); Bel Air (6) 4-dr., §1- 
990° 


’58 Bel Air (8) 4-dr., $1,660*; Hardtop 
2-dr., $1,620*; Biscayne (8) 4-dr., $1,- 
540*, $1,500. 

‘57 Bel Air (8) 2-dr., $1,525*; Two-ten 
(8) station wagon, $1,435*; 4-dr., $1,- 


285*; Two-ten (6) 4-dr., $1,200, $1,- 
100°. 

’56 Bel Air (6) Hardtop, $1,165* (ps); 
One-fifty (8) 4-dr., $910*. 


’55 Bel Air (8) 2-dr., $895*; Bel Air (6) 
(Continued on Page 67, Col, 1) 


13,836 Families 
In Omaha Area 


Plan to Buy Cars 


OMAHA.—A total of 13,836 fami- 
lies in the Omaha-Council Bluffs 
(Ia.) area plan to buy a car during 
1959, according to a survey by the 
Omaha World-Herald. A year ago, 
the newspaper found only 11,909 
families in the market for an auto. 

This year’s survey was the 15th 
annual Consumer Analysis of the 
Greater Omaha Market conducted 
by the World-Herald. It covered 110 
product classifications and was 
based on a sampling of 2.5 per 
cent of the 109,808 families in the 
Omaha-Council Bluffs area. 

Of those planning to buy cars 
this year, 48.4 percent had decided 
upon a new car, and 47.9 said they 
would purchase a used vehicle, An- 
other 3.7 percent hadn’t decided 
between new and used. 

A total of 39.9 percent of the 
would-be buyers said they didn’t 
know what make of car they would 
purchase, Of those who had made 
up their minds, Chevrolet led with 
18.8 percent followed by Ford, 145 
percent; Rambler, 5.4 percent, and 
Oldsmobile, 4 percent. 

Volkswagen was the leading im- 
ported make mentioned, but it ac- 
counted for only 1.1 percent 
consumer preference. 

The survey found that 90.1 per 
cent of the families in the area are 
car owners and 17.5 percent own 
more than one car, This amoun 
to 98,9387 owner families of W 
19,216 were multicar families. 


Rod & Custom Show Slated 

WEST SPRINGFIELD, Mass— 
More than 300 rods and custom 
cars, domestic and foreign autos, 
parts and accessories will be & 
hibited at the second annual Rod 
& Custom World’s Fair Auto Show 
Oct, 21-25 at the Eastern States 
Exposition Fairgrounds here. 
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Used-Car Auction Prices 









































05; Fair 

8); Vicon: 

om (8) 300 

*; Fairlane 

Custom (8) 

O*, $1,139¢ 

toria 2dr’ 

0” (D8); 4. 

Custom (g) g-dr., $805%; 4-dr., $795*. 

ke 53 Bel Air Hardtop, $470*; 2-dr., $360*; 
OT» $1,065" Mi pwo-ten 4-dr., $380. 

$1,005*; 4. Bso Deluxe 4-dr., $205*. 

‘SION Wagon Bence 55 Coronet (8) Hardtop, $750. 

53 Coronet <8) 2-dr., $240; Coronet (6) 

-dr., $200. 
om ty) 59 station wagon (6) 2-dr., §$2,- 
r 25. 
$295¢ “ Ranch wagon (8), $1,665*; Fairlane 
Pr Ha (8) 500 4-dr., $1,650* (ps), $1,605*. 
“a ardtop B is7 Fairlane (8) 500 conv., $1,550*; Vic- 
y 4dr, toria, $1,085*; Country sedan (8), $1,- 
r 275*, $1,190*; Fairlane (8) 4-dr., $1,- 
+  $1,600¢ 195* (ps); Custom (8) 300 4-dr., $1,- 
190*; Custom (6) 4-dr., $1,000*. 
Holid 596 Fairlane (8) 500 4-dr., $1,220* (ps); 
iday 2. conv., $1,210*; Fairlane (8) 4-dr., $1,- 
$1,095° 090* (ps); Victoria, $1,055*; Ranch 
095°; BH wagon (8), $1,025*. 

54 Custom (8) 4-dr., $630*; Victoria, 

$450*. 

53 Main (8) 2-dr., $340; Custom (6) 

4-dr., $300. 
ae 2- Bosi Custom (8) 4-dr., $155. 
dr. ‘ene. eRCURY—’56 Monterey Hardtop, $990*; 
+ $930°; P'ontclair 4-dr., $980°. 

55 Monterey 4-dr., $725*; Montclair 2- 
| re ee ae $150*, $130* 
¥ 51 Custom 4-dr., . . 
ir “ DSMOBILE—'57 (88) Holiday 4-dr., $1,- 
- Chiett, 660* (ps); (98) 4-dr., $1,640* (ps). 

leftain Mise (88) Holiday 2-dr., $1,285*; (98) 
2-dr., $1 Holiday 4-dr., $1,095* (ps). 
a 55 (88) Super Holiday 2-dr., $1,055* 
00* (ps); 2-dr., $800°. 
75°. "52 (98) Holiday, $380*. 
Bia YMOUTH — '58 Custom (8) Suburban, 
"(8) 4d $1,745*; Savoy (8) 4-dr., $1,695*, $1,- 

—— 390°. 
‘57 Belvedere (8) 4-dr., $1,250* (ps), 
395. $1,225*, $1,210*; Suburban (8), $1,- 
. 245°. 
et (6) X- Bf iss Plaza (6) 4-dr., $510. 
»-ton pick- PNTIAC—’58 Super Chief 4-dr., $1,960* 
(ps). 
ma Fem, ST Star Chief Catalina 2-dr., $1,495* 
00 (ps). 
$525 55 Chieftain station wagon, $830*. 
° ‘53 Deluxe 2-dr., $280, $270, $255. 
ISCELLANEOUS — ’58 International %- 
ton pickup, $1,240; Dodge (6) %-ton 
A, pickup, $1,140*. - gece 

‘87 Ford (6) %-ton pickup, \ 
othe "S44 Chevrolet (6) %-ton pickup, $500. 
ragons in 61 Ford 2-ton grain box, $410, 

con- 
a EBENSBURG, PA. 
oemine Ebensburg Auto Auction. Sale every 

wrsday. Prices are for sale of June 4. 

PICK—’54 Special 2-dr., $290*. 

05. DILLAC—’59 (62) Hardtop 2-dr., $4,- 

,590. 520* (ps). 

5* (HEV ROLET—’58 Impala (8), $1,840; Bis- 

;: cayne (8) 2-dr., $1,500. 
Hardtop, 57 Bel Air (8) station wagon, $1,490*; 
‘-dr., $1,- Two-ten (8) 2-dr., $1,200; One-fifty 
(6) 2-dr., $910. | 
; Hardtop "56 Two-ten (6) 2-dr., $680; 4-dr., $635. 
4-dr., $1,- "65 Bel Air (8) 4-dr., $710*. 
"62 Deluxe 4-dr., $110. 
: Two-ten (HRYSLER—’'56 NY 4-dr., $1,200* (ps). | 
4-dr., $1,- "65 NY 4-dr., $600* (ps). 
200, $1. ff 53 NY 4-dr., $125*. 

DODGE—’57 Coronet (8) Hardtop 2-dr., 
65* (ps); $1,220*. 

"B5 Coronet (6) 2-dr., $515. 

el Air (6) "53 Coronet (8) 4-dr., $270*. 

1 1) "52 Coronet (6) conv., $180*. 

. FORD—’'58 Fairlane (8) 500 Victoria 4- 
dr., $1,510* (ps). 

. ‘57 Fairlane (8) 500 Victoria 2-dr., $1,- 

} 060°. 

"55 Fairlane (8) Victoria 2-dr., $820. 

"54 Custom (8) 2-dr., $400*. 

Il "53 Crest (8) Victoria 2-dr., $455*; Cus- 
tom (8) 4-dr., $235. 

"62 (8) 4-dr., $125. 
irs LINCOLN—'52 Capri 4-dr., $130*. 

MERCURY—’51 Monterey 4-dr., $100*. 
36 fami- ae — “os Caribbean conv., $850* 
ps). 
l Bluffs PLYMOUTH—’57 Savoy (8) Hardtop 2-dr., 
during $1,000". 
: "S51 (6) 4-dr., $125. | 
by the Bhonriac-—'50 conv., $155°. 
car 880, ESTUDEBAKER—'54 Land Cruiser (8) 4- 
y 11,909 dr., $370*; Commander (8) station 
wagon, $260. 
om = MISCELLANEOUS — '53 Chevrolet %-ton 
- - Pickup, $550. 
0) 
nducted BORDENTOWN, N. J. 
ered 110 National Auto Dealers Exchange. Sale| 
-d Was §every Wednesday. Prices are for sale of | 
2.5 per- dune 3. Buyers were paying top-dollar for 
in the very year and model. The real sharp cars 
} in Were again at an alltime high. The short- | 
ge of cars was mainly in the 1954-55-56 
1y cars — and these are the cars in greatest 
decided a Sold 84 percent of 429 consign- 
id they §BUICK—'57 Special Riviera, $1,575* (ps), 
cle, An- $1,470* (ps); 4-dr., $1,260* (ps), 
decided "56 Super 2-dr., $1,250* (ps), $1,110* 
(ps); Special. Riviera, $1,175*, $1,050*, 
$865; 4-dr., $1,100* (ps); Century 
of the conv., $1,050* (ps). 
- didn’t "55 Special conv., $890*; 4-dr., $730*; 
uld Riviera, $720; Century Riviera, $825* 
y wo (ps), $820*; Super 4-dr., $800* (ps), 
| made meee (ps). 
4-dr., $565* (ps). 
od with B53 ‘Super Riviera, $330°; RM Riviera, 
rd, 14.5 $225* (ps). 
nt, and HLLAC —’59 (62) Hardtop, $4,470* 
Ps). 
*B8 (62) conv., $3,920* (ps); Hardtop 
ing im- | 2-dr., $3,765* (ps), $3,700* (ps). 
t it ac- 57 (62) coupe de Ville, $3,165* (ps); 
ent of Hardtop, $2,750* (ps), $2,650* (ps); 
conv., $2,710* (ps); (60) Special Hard- 
top, $2,850* (ps). 
.1 per- F CHEVROLET —’59 Impala (8) Hardtop, 
rea are $2,555* (ps), $2,550* (ps), $2,400° 
wn (ps); Bel Air (8) Hardtop, $2,380*; 
nt oO 4 biscayne (8) 2-dr., $1,800. 
ounted 58 Corvette (8) conv., $2,675*; Impala 
which (8) conv., $2,110* (ps); Hardtop, $2,- 
X 080*; Brookwood 4-dr., $1,810*; Bel 
3. Air (8) 4-dr., $1,730*; 2-dr., $1,550*; 

,,_biscayne (8) 4-dr., $1,540, $1,480. 

57 Corvette (8) conv., $1,870*; Two-ten 
lated (8) 4-dr., $1,600", $1,515*, $1,135, | 
Mass.— $1,110*; 2-dr., $1,390*, $1,110, $1,105; | 

PF Bel Air (8) Hardtop, $1,535*, $1,470* | 
stom ©, (Ps); One-fifty (8) 2-dr., $1,345. | 
utos, 56 Bel Air (8) conv., $1,300*; Hardtop, 
a * $1,195*, $1,150", $1,100*, $1,070; | 
be ex- Two-ten (8) 2-dr., $1,125", $895, $855, | 
1 Rod | i o_,8750. $660; 4-dr., $595. 
4 55 Bel Air (8) 2-dr., $1,000, $925*, | 

» Show ees, $855; Bel Air (6) 4-dr., $710. 
a . 

tates — 58 Windsor Hardtop, $2,335 

‘ST NY 4-dr., $1,725* (ps); Windsor | 












(Continued from Page 66) 


Hardtop, $1,700* (ps), $1,670* (ps), 
$1,555* (ps). 
’55 Windsor 4-dr., $610*. 
’54 Windsor 4-dr., $480*. 
’53 Windsor 4-dr., $340* (ps). 
DeSOTO — ’57 Firedome conv., $1,635* 


(ps); Firesweep Hardtop, $1,400* (ps). 

’56 Firedome 4-dr., $1,120* (ps). 

’55 Firedome Hardtop, $750*. 
DODGE—’58 Sierra (8) 4-dr., $2,015* (ps). 

‘57 Coronet (6) Hardtop, $1,360*. 

’56 Coronet (8) 2-dr., $820*. 

’55 Coronet (8) 4-dr., $725* (ps). 

’54 Coronet (6) 4-dr., $365*. 


Cole Joins Board 


Of Tire Institute 


WASHINGTON.—Calvin W, Cole, 
one of the original members of the 
Tire Retreading Institute, has been 





He succeeds E, J. Wagner. 


Tire Dealers. 
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’52 Coronet (6) 2-dr., $130*. 

FORD—’59 Galaxie (8) Victoria, $2,410* 
(ps), $2,350* (ps); Fairlane (8) Vic- 
toria, $2,265* (ps); Custom (8) 4-dr., 
$1,775. 

’58 Thunderbird (8) Victoria, $3,250* 
(ps), $2,900* (ps); Fairlane (8) 500 
conv., $1,860* (ps); Custom (8) 2-dr., 
$1,370*; Custom (6) 2-dr., $925*. 

57 Country Squire (8), $1,585* (ps), 
$1,560*; Fairlane (8) 500 2-dr., $1,- 
550*, $1,535*, $1,350* (ps), $1,220; 
4-dr., $1,350*, $1,310*; Fairlane (6) 
500 2-dr., $1,155; Country Sedan (8), 
$1,500*, $1,480*; Country Sedan (6), 
$1,250*; Custom (8) 300 4-dr., $1,425*, 
$1,385*, $1,150*; 2-dr., $1,050, $1,020. 

’56 Fairlane (8) Victoria, $1,180* (ps), 
$1,100*, $1,060*; conv., $1,125* (ps); 
Country Sedan (8) 4-dr., $1,100*; Fair- 
lane (8) 4-dr., 2 at $1,000* (ps); Fair- 
lane (6) 4-dr., $885*. 

IMPERIAL—’57 Imperial Hardtop, $2,550* 
(ps); 4-dr., $2,200* (ps). 
’55 Imperial Hardtop, $725* (ps). 
LINCOLN — ’57 Premiere 4-dr., 
(ps). 

’53 4-dr., $325* (ps). 
MERCURY —’58 Parklane Hardtop, §$2,- 
260* (ps); Monterey 4-dr., $1,600*. 

’57 Montclair 2-dr., $1,350*. 

’56 Medalist 2-dr., $760*. 

’55 Montclair 4-dr., $730. 

’53 Monterey Hardtop, $415, $275*. 

52 Monterey 4-dr., $120. 


$1,625* 








4-dr., $750*. 
’54 (88) Holiday, $685*; 2-dr., $500*. 
53 (98) Holiday, $375*. 
PACKARD—’53 Clipper 4-dr., $250*. 
PLYMOUTH—’59 Fury (8) Hardtop, 
325* (ps); Savoy (8) 2-dr., 
*58 Suburban (8) 2-dr., $1,500. 
"57 Belvedere (8) 4-dr., $1,400* 
$1,350*, $1,070; Fury (8) Hardtop, 
$1,325; Suburban 2-dr., $1,160; (8) 
Savoy 2-dr., $1,050*; 4-dr., $990", 
$980, $960, $910. 
’56 Belvedere (6) Hardtop, $945*, $790*. 


$2,- 
$1,665. 


(ps), 


PONTIAC—’58 Star Chief Catalina, $2,- 
025* (ps). 
’57 Station Wagon, $1,530*; Chieftain 


2-dr., $1,350*, $1,325* (ps); 4-dr., $1,- 
350*. 

’56 Safari 2-dr., $1,380* (ps); Chieftain 
2-dr., $950*; 4-dr., $790*; Star Chief 
Catalina, $930* (ps). 

55 Station Wagon 2-dr., $800*. 

RAMBLER—’ 57 Custom (8) Hardtop, $1,- 
210*. 
’55 Custom (8) 4-dr., $675. 
STUDEBAKER—’ 54 Hardtop, $360; Cham- 
pion 2-dr., $215. 
WILLYS—’53 Hardtop, $165. 


FARGO, N. D. 


Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of June 4. Steady. 
Sold 66 cars from 114 consignments. 


BUICK—’55 Special Riviera 2-dr., $625* 
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wagon, $1,140. 

’56 Two-ten (8) 4-dr., $830; 2-dr., $800; 
Two-ten (6) 2-dr., $620*. 

'55 Two-ten (8) 2-dr., $630; 
4-dr., $605*, $595*. 

'54 2-dr., $250. 

’52 Deluxe 2-dr., $215*; 4-dr., $135*. 

FORD —’58 Fairlane (8) 4-dr., $1,535*, 
$1,515*; 2-dr., $1,450*%; Custom (8) 
4-dr., $1,455*, $1,440. 

’57 Country Sedan (6), $1,365" (ps); 
Custom (8) 300 4-dr., $1,190*, $1,175*; 
2-dr., $1,140*. 

’66 Custom (6) 4-dr., $750*, $740*, 
$695*; Fairlane (6) 4-dr., $450*. 

*55 Custom (6) 4-dr., $605*, $595; Main 
(6) 4-dr., $590*. 

’53 Main (8) 2-dr., $335, $290. 

’52 Main (6) 4-dr., $115. 
MERCURY—’58 Monterey 4-dr., $1,600*. 
NASH—’ 54 Statesman Custom 4-dr., $185°. 
OLDSMOBILE — '56 (88) Super Holiday, 

$900* (ps); (88) Holiday 4-dr., $895*; 
4-dr., $760*. 
PLYMOUTH—’58 Savoy (8) 4-dr., $1,355°. 
°55 Plaza (8) 4-dr., $575. 

’54 Plaza (8) 4-dr., $260. 

’53 Cambridge (6) 2-dr., $135. 
RAMBLER—’58 Rebel 4-dr., 2 at $1,360*, 

$1,335*. 
MISCELLANEOUS—’56 Ford 1%-ton, $1,- 
240. 

’55 Ford F-500, $835. 

’54 Ford F6, $700; pickup, $490. 

’53 Ford 2-ton, $700. 


Two-ten 





: : : — * 
appointed director of the Institute. | NASH _— ‘56 Ambassador Hardtop, $800 (ps). 
(ps). 54 Special 2-dr., $260. 
} OLDSMOBILE —'59 (88) conv., $3,200*| capmLAC—'59 (62) coupe de Ville, $4,- DYER, IND. 

Cole, 32, has owned his own ee on. Gar a 830* (ps). Len Pollak’s Dyer Auto Auction. Sale 
dealership in Brattleboro, Vt. En-| 57 ‘(9g) 4-ar.,  $1,720* "tha $1,680* | _ 57 (62) 4-dr., $2,425* (ps). every Friday. Prices are for sale of June 5. 
tering the tire business in 1952, he (ps); (88) Holiday, $1,675* (ps). eres", 1,008, Gib; Bal Aw <8) 2 Sa | TE ECa OT Meomal lnvunn aan, 61,000° 
Served Ge STS ee Se en Lae G8; OD tar, eee) See *| (ps); Riviera 2-dr., $1,205* (ps). 
New England Assn, of Independent (ps), $1.200*. : foe 57 Two-ten (8) station wagon, $1,475%;| °56 Special Riviera 4-dr., $1,200* (ps); 

’55 (88) Holiday, $1,000*, $910* (ps); Two-ten (6) 4-dr., $1,170*; station (Continued on Page 68, Col, 3) 
boa. 
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I’ve made in years! 


distance for any 





si rb hos coli. 


reminds other drivers to dim their lights. 
Distance Control Dial, I can adjust it to the proper dimming 
kind of weather or traffic condition. 
amazing how much tension it takes out of night driving." 


"Getting the AUTRONIC-EYEon my ’59 Buick was the smartest move 
This power headlight control is a great 
It automatically dims my lights for approaching cars... 
And with its new 


It’s 











BUYERS OF ’59 GM CARS ARE GETTING THE “GOOD WORD” 





GUIDE AUTRONIC-EYE 


GUIDE 





LAMP DIVISION . 


GENERAL 





MOTORS CORPORATION . 


ANDERSON, 


ABOUT NEW AUTRONIC-EYE! 


In ads like the one shown above, buyers of 1959 General Motors cars are 
being told the great news about the new Autronic-Eye! These ads tell pros- 
pects about Autronic-Eye’s new Distance Control Dial that gives the driver 
complete control over its sensitivity. They help to remind new-car buyers 
of the ease and security that automatic headlight control brings to night 
driving. With this stand-out advertising program, Guide Lamp is helping to 
pave the way to bigger and more prefitable orders for GM car salesmen. 
Make it pay off for you by suggesting the new Autronic-Eye! 


INDIANA 
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Dealer Council 
Meets June 25 
With S-P Officials 


SOUTH BEND. — The first meet- 


AUTOMOTIVE NEWS, JUNE 15, 1959 


ing of the 1959-1960 Studebaker| = 


National Dealer Council with fac-| 
tory officials will take place June 
25. 

The 16-man council, elected by | 
the dealer body from the 16 na-| 
tional sales zones, will discuss mar- 
keting plans for the remainder of | 
the year and review programs re-| 
lated to the 1960 model introduc-| 
tion with factory officials. 


Members of the group include: 

T. M, Callaway, Decatur, Ga.; R.| 
T. Lathrop, New London, Conn.; | 
Wayne C. Edmonson, Evansville, | 
Ind.; Ralph N. Hardwick, Fort} 
Worth; Floyd W. Werle, Billings, | 
Mont.; Keith Ware, Kansas City; | 
Lloyd S. Pearson, Pasadena, Calif. | 

Jack A, Chamblin, Memphis; | 
James Angeles, Minneapolis; Clif- | 
ford A. Pitcher, Poughkeepsie, N.| 
Y.; James Sweeten, Reading, Pa.; | 
Norman D. Gordon, Tacoma, Wash.; | 
W. J. Sweeney, Daly City, Calif.; | 
Vic Freeman, South Bend, and R. | 
E. ‘Blanton, Richmond, Va. | 


“aby, _ 


“My toughest sale? Well, yes- 
terday I sold the president of the 
Cycling Club. de was walking by, 
just had a tooth pulled by the 
dentist next door when I jumped 
him—and I didn’t know that two 
days ago, on doctor’s orders, he 
gave up smoking and went on a 
diet. And to make it tougher...” 








Used-Car Auction Prices 


(Continued from Page 67) 


Riviera 2-dr., $1,160* (ps). 
’55 Century station wagon, 
Riviera 2-dr., $870*. 
54 RM Riviera 2-dr., $645* (ps). 
"53 Super Riviera 2-dr., $185*. 
$2,365* 


$875* (ps); | 


CADILLAC—’'57 (62) conv., 
4-dr., $2,300* (ps). 

56 (62) sedan de Ville, $2,020* 
(60) Special 4-dr., $1,910* (ps). 
753 (62) coupe, $385*. 

CHEV ROLET—’58 Impala (8) conv., $2,- 
135* (ps); Biscayne (8) 4-dr., $1,675*; 
2-dr., $1,450*. 

’57 Two-ten (6) 4-dr., 
’56 Bel Air (8) 4-dr., 
(6) 2-dr., $600*. 
’55 Bel Air (8) conv., 
$500; Two-ten (8) 4-dr., 
2 at $480. 
’54 Bel Air 2-dr., $350; 4-dr., $315. 
’53 2-dr., $125, $115. 
DeSOTO—’55 Firedome 4-dr., 
DODGE—’'55 Coronet (6) 2-dr., 
’54 station wagon, $330. 


(ps); 


(ps); 


$950*. 
$910*; Two-ten 

$965*; 
$495; 


2-dr., 
2-dr., 


$455* (ps). 
$350. 





FORD—’59 Fairlane 500 (8) Victoria, $2,- 
250* (ps). 
°658 Thunderbird, 

500 (8) 4-dr., $1,625* (ps). 

’57 Fairlane (8) Victoria, $1,150*; 
lane 500 (6) Victoria, $950*; 
300 (6) 4-dr., $385*. 

"56 Fairlane (8) conv., $1,000*; 4-dr., 
$600; Custom (6) Victoria, $460*. 

55 Country Sedan, $715*; Fairlane 
2-dr., $595; Custom (6) 2-dr., $175. | 

*54 Custom (8) 4-dr., $340; 2-dr., $310, 


$3,100* (ps); Fairlane 


Fair- 
Custom 


(8) 


$295*; Main (8) 4-dr., $180. 

53 Crest (8) 2-dr., $375*, $225, $140, 

$125, $100; Victoria, $350. 

’52 station wagon, $335; 2-dr., $170*. 
LINCOLN—’53 conv., $425*. 
MERCURY — ’58 station wagon, 

(ps); Montclair 4-dr., $1,575* 
$1,500* (ps). 


$2,265* 
(ps), 


Vt. Buys 11 Internationals, 


Two Chevrolet Wagons 
MONTPELIER, Vt.— (UTPS) — 


| The Vermont Highway Department 


will purchase 11 new trucks and 
two station wagons at a cost of 
nearly $50,000, it has been an- 
nounced here by State Purchasing 
Agent Frank P. Free, The state will 
trade in 11 used trucks for the 


| new vehicles. 


The trucks will be purchased 
from the International Harvester, 
in Burlington, one of six firms 
which submitted bids, while the 
station wagons will come from 


| H. O. Taylor Chevrolet Co., Wells 


River. 


Add “Show Room Elegance” 
to Your Lube Room 


vin plore 


LINCOLN 


CEILING 
LUBREELS* 


air or spring operated 


inspires customer confidence... 


The crisp, modern design 


of these handsome units, 


in sparkling white and gold, inspires confidence in 
your service ... makes your lube room a “Golden 
Invitation” to new sales and repeat business. 


permits operators to service more cars... 


Service experts like the smooth, easy handling of 
Golden Standard Lubreels. Uniform automatic re- 
traction actually helps lube men do faster, neater, 
better work. Lincoln Lubreels are simple to install 
and require a minimum of maintenance. 


“Lincoln Golden Standard Ceiling Lubreels Bring 
Repeat Business,” West Coast Service Manager 


Reports. 


Says Bill R. West, Service 
Manager, Hollywood Ford 
Motors, Portland, Oregon: 
“The efficiency of our new 
8-unit Golden Standards has 
proven a great asset for the 
company and our customers. 
This installation has contrib- 
uted directly to more effi- 
cient lubrication and more 
repeat customers,”’ 


Call your Lincoln Sales and Service Wholesaler. He’ll be happy to advise 
and assist you in planning all your lubritorium requirements. No obli- 


gation, of course. 


*Trade Name Registered 


LINCOLN ENGINEERING COMPANY 
Division of The McNeil Machine & Engineering Co. 


4010 GOODFELLOW AVENUE - 


ST. LOUIS 20, 


MISSOURI 





57 Turnpike Hardtop 4-dr., $1 
Monterey coupe, $1,275*. 
’56 Monterey coupe, $660. 
’55 Monterey coupe, $485*, $425+, 
"52 4-dr., $135°. 
NASH—’55 Ambassador 4-dr., 
*54 coupe, $240*. 


500% (ps); 


$580*, 


’51 conv., $165. 
OLDSMOBILE — '57 (98) Holiday 4-¢p 
$1,360* (ps). - 
56 (98) Holiday 4-dr., $1,250* (ps); 
(88) Holiday 4-dr., $1,125* 5 
’55 (88) Holiday 4-dr., $975* (ps); 4-dr 
$600* (ps). e 
’54 (88) 2-dr., $625*. 
’53 (S88) 2-dr., $340*. 
PLYMOUTH 
$1,275"; 
(8) 2-dr., 


"57 Suburban station wagon 
Savoy (8S) coupe, $985; Plaza, 
$835, $690 
55 Savoy (8) 2-dr., $575; station 
on, $535; Belvedere (8) 4-dr., 
Plaza (8) 2-dr., $430°; Savoy (6) 2. 
dr., $315. 
’54 Belvedere conv., 
’53 4-dr., $130, $105. 
PONTIAC 59 Catalina coupe, $2,600*, 
’57 Chieftain station wagon, $1,350; Star 
Chief coupe, $1,335*. 
"56 Star Chief conv., $1,090*; 
$975". 
| °54 4-dr., 
RAMBLER 
’57 4-dr., $1,130*. 
| °55 coupe, $380. 
’53 coupe, $225, $200. 
MISCELLANEOUS—’53 Studebaker %-ton 
pickup, $155. 
af * * 


wag- 
$475; 


$355*. 


Catalina, 


$380; 2-dr., $245*. 


‘58 station wagon, $1,800*, 


— Auctions in Brief — 
CHICAGO 


Arena Auto Auction, Sale every Tues. 

day (June 2). Market steady. All 
|} cars brought top dollar. Sold 297 cars from 
528 consignments. 
* * * 


MANHEIM, PA. 


Manheim Auto Auction, Inc. Sale every 
Friday (June 5). Weather: Rain. Sold 82 
percent of 678 consignments. 

* * * 


VALDOSTA, GA. 
Tom Hewitt Auto Auction, Inc. Sale 
every Friday (June 5). We had anothet big 
sale. Cars were selling for the high dollar, 


5 Distributers 
\Of GM Diesels 
Halt Price Deal 


WASHINGTON.—The Federal 
Trade Commission has affirmed a 
consent order requiring the follow- 
ing franchised wholesale distribu- 
tors of General Motors diesel en- 
gines and replacement parts to 
stop conspiring to fix or maintain 
prices for the parts: 

Stewart & Stevenson Services, 
Inc., Houston; Lewis Diesel Engine 
Co., (Inc.), Memphis, and Lewis 
Diesel Engine Co., North Little 
Rock, Ark.; Diesel Power Co., Ok- 
lahoma City, and George Engine 
Co., Inc., Harvey, La, 

The order was agreed to by the 
five concerns and the FTC’s bureau 
of litigation. It was contained in 
Hearing Examiner Frank Hier'’s 
initial decision, which the Commis- 
sion adopted. 

In its complaint of Dec, 19, 1957, 
the FTC alleged that these five 
wholesalers, together with four 
| others, used their power as the only 
franchised distributors in their area 
to agree upon prices, discounts, 
terms and conditions of sale, A fur- 
ther charge was that they acted 
together to maintain and carry out 
the terms and conditions agreed 
| upon. 


|Reynolds Ships 
First Aluminum 


To Chevy Foundry 


MASSENA, N, Y.—Vernon J. 
Kneeskern, manager of the Rey- 
nolds Metals Co. plant in Massena, 
has announced that the first de 
livery of aluminum has been made 
to the Chevrolet Aluminum Foundry 
here. 


Kneeskern said “the meta] is not 
produced in our own potlines here, 
but is being shipped from other 
Reynolds primary reduction plants. 
We are delivering in molten form 
for preproduction pilot-line tests. 

“In order to do this, we are re- 
melting pig and ingot in our fur- 
naces and are putting it in holding 
crucibles for pickup by Chevrolet 
trucks.” 


Kneeskern said aluminum now 
being delivered to Chevrolet is for 
test castings preparatory to be- 
ginning regular production of alu- 
minum automobile parts, 


“We will be producing our own 
aluminum in the early part of July, 
and are baking out our pot lines 
now,” he added. “For the duration 
of the pilot-line tests we will con- 
tinue to deliver molten metal in 
small quantities.” 

The long-range Reynolds sched- 
ule calls for one pot line to open 
July 1 and for the two additio 
lines to be opened by the end of 
the year. 
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$i. Louis Dealerships 
lose Shops in Strike 


(Continued from Page 2) 


1958, in an attempt to organize 
salesmen, mechanics and other 
ployes. 
‘Dealership employes voted un- 
jmously last August against being 
resented by the union. The com- 
ny had requested the election. 
'“The picketing, no matter how 
ved, had unlawful purposes... 
her to compel the employer to 
te the law or to restrain and 
e employes with respect to 
Mining or not joining the union,” 
s ruled. 
George Davies, union attorney, 
exceptions to Myers’ report 
All be filed. The effect is to appeal 
case to the five-man national 


* * * 


rt Rules on Jobless Pay 


"AN THE factory front, more than 
¥ 10,750 Detroit-area Ford Motor 
workers last week were assured 
ywment of disputed unemployment 
fits totalling more than $1 
fillion after the U. S, Supreme 
refused to review the case. 
' Ford has appealed the case to 
the court after the Michigan 
e Court had ruled the 
apany was liable for the un- 
ployment benefits. The higher 
rt dismissed the ap pea! be- 
» no substantial Federal 
pstion was involved. 
The Detroit-area Ford workers 
p idled in 1953 by a United Auto 
orkers strike at Ford’s Canton 
©.) forge plant, which cut off the 
pw of forgings. 
‘The Michigan court ruled last 
@nuary that Michigan workers 
entitled to unemployment 
efits for the period of the layoff. 
he decision overthrew past prac- 
under the Michigan law which 
fies benefits to those whose un- 
mployment is due to a work stop- 
e existing because of a labor 
lispute in the establishment in 
h they are employed. 


* * * 


d Charges Subsidy 


NMHE Michigan court held that 
the plants in two states did not 
ionstitute a single establishment 
Within the meaning of the act. 
' Ford officials, in appealing the 
Michigan court ruling, argued the 
Mecision would put a firm in the 
tion of subsidizing a strike 
fainst itself. 
“The U. S. Supreme Court’s de- 
ion not to review the Canton 
ke subsidy case resolves the 
Goubt that has been raised as a 
on for delaying corrective ac- 
ion by the Michigan Legislature,” 
phn S. Bugas, Ford industrial re- 
ons vice-president, said, 
“The U. S. court’s action is not 
fim any sense an affirmation of the 
lichigan Supreme Court decision. 
certainly is not an endorsement 
the principle that unemployment 
ompensation funds should be 
ai able to unions to finance 
trikes. 
“This action by the U. S. court 
leaves it entirely up to the 
higan Legislature to restore the 
oncept of neutrality that prevailed 
or to the Michigan Supreme 
vourt decision in the Canton case,” 


* 


P, Rubber Strikes End 


HAMILTON, ONT., an over- 
whelming majority of Stude- 
ker-Packard of Canada workers 


intner Sworn In by FTC 


Successor to Gwynne 


_WASHINGTON.—Earl W. Kint- 
zr, Federal Trade Commission 
neral counsel, was sworn in last 
eek as an FTC member. He fills 

vacancy caused by the retire- 
mt of Chairman John W. 
nne. 

| Kintner, general counsel since 

joined the FTC in 1948 as a 
attorney and was promoted to 
adviser in 1951. As trial at- 

hey he participated in the trial 
industrywide antimonopoly 


* * 


last week voted to accept a three- 
year contract, ending a 25-day 
strike. 

The contract calls for three six- 
cent hourly wage increases dur- 
ing the next three years, with the 
first retroactive to Jan, 1 this 
year. In addition, the contract 
calls for a five-cent hourly cost- 
of-living increase, effective im- 
mediately, There are also im- 
proved fringe benefits, 


When the strike started, the 
company was offering a package 
increase of 18 cents, as compared 
with a union demand of 26 cents. 
They settled at about 23 cents. 


In the rubber industry, the United 
Rubber Workers and B. F. Good- 
rich Co. last week reached an 
agreement to end a 55-day-old 
strike of some 14,000 workers in 14 
cities. 

The agreement is expected to 
hasten an end to the union’s strike 
against Firestone Tire & Rubber 
Co. The Firestone strike of 18,000 
workers in eight cities began simul- 
taneously with the Goodrich walk- 
out at midnight April 15. 

Involved in the Goodrich agree- 
ment and also in the Firestone 
negotiations are the union’s master 
contract on everything except 
wages and a separate welfare pact 
covering pensions and life and 
health insurance. Wages will be 
bargained later this summer under 
a reopening of the master contracts. 


The union policy committee met 
in Chicago last week to shape 
demands for increases in company- 
wide straight hourly average pay 
rates, which range from $2.48 to 
$2.71 in the industry’s Big Four— 
Goodrich, Firestone, Goodyear Tire 
& Rubber Co. and U. S. Rubber Co. 


Pa. Independents 





Meet This Week 


HARRISBURG, Pa.—First gen- 
eral meeting of the Pennsylvania 
Independent Automobile Dealers 
Assn. will be held at 1 p.m. Thurs- 
day (June 18) at the Hotel Penn 
Harris here. 

Election of officers will be the 
first item of business and board 
members from every region in the 
state will be installed in office. 

A. H. Schwartz, organization 
chairman for PIADA, will attend 
the Harrisburg meeting. 


A Mass Sale— 
Members of the Portland (Ore.) Dodge 


Dealers Retail Selling Assn. moved their 


entire stocks of ‘59 Dodge cars to the Portland Armory for a two-day sale. Visitors 


to the “48-Hour Dodge Drive-Away” had 
deliveries were said to be nearly double 


dozens of models to choose from. Actual 
expected volume. 





Galles Refutes Charge 
Big Dealers Rule NADA 


(Continued from Page 3) 


and operated by dealers of Amer- | 
ica, and they’re good, Of the total 
membership, 52.8 percent sell 
fewer than 300 new cars a year.” | 

On the subject of factory-dealer | 
relations, Galles said: “I think our) 
manufacturers recognize the need | 
for quality dealers giving good | 
service. The situation with manu-| 
facturers is improving.” 

He told delegates that fear exist- 
ing in the industry can be over- 
come with faith, and estimated 
automobile production will run 5% 
million this year in addition to im- 
ports, and estimated production at} 
6.3 million for each of the next five | 
years. 

He also predicted continuing in- 
creases in car production until it 
reaches as high as 13 million by 
the year 2,000, based on increased 
spendable income and a forecast 
for an increase in the population | 
to 388 million by that year. 

W. Heartsill Wilson, sales con- 
sultant for Plymouth-De Soto, 
contended many would-be top- 
flight professional salesmen run 
for cover when they run into an 
aggressive customer. 

He claimed 28 percent of the 
customers are unable to make a 


Ford Enlarging Dallas Plant 

DALLAS.—Ford Motor Co. is 
adding 80,000 square feet of floor 
space to its Ford division assembly 
plant here. 





Nine States, D. C., Cited 
On Driver Licensing 


WASHINGTON.—Nine states and} 
the District of Columbia led the) 
nation in 1958 in achievement and| 
progress in driver licensing, con- 
trol and regulation, the American 
Assn, of Motor Vehicle Administra- 
tors announced last week. 


The official gradings were ad- 
ministered by the National Safety 
Council. Each of the ten jurisdic- 
tions will be presented an Award 
of Achievement by the AAMVA 
during its annual conference in 
October. 


To merit the coveted award a 
grade of 85 percent or better 
must be earned, it was stated. 
The North Carolina Department 

of Motor Vehicles was first in the 
gradings with a percentage of 99. 
The other winners made the fol- 
lowing percentage grades: 

Minnesota, 94; California, 93; 
Mississippi, 90; Connecticut, 89; 
New Jersey, 89; New York, 89; Ver- 
mont, 89, Utah, 86, and the District 
of Columbia, 86. 

The AAMVA is delighted with 
the progress being made by its 
member jurisdictions in the licen- 
sing, control and regulation of 
motor vehicle operators, accord- 
ing to Executive Director L, S. 
Harris. 

“Control and regulation of opera- 
tors are the major factors in traffic 
accident prevention,” he said, “and 


the trend toward higher standards 
of administration and enforcement 
in this field is very evident through- 
out the country.” 

The AAMVA maintains its head- 
quarters here in Washington, 





Tex. Bans ‘Wholesale’ 


In Retail Ads 


AUSTIN, Tex.—Gov. Price 
Daniel signed into Texas law a 
bill prohibiting retailers from 
using the word “wholesale” in 
advertising. The measure defines 
“wholesale” as a sale “made for 
the purpose of resale and not one 
made to the consuming pur- 
chaser.” 


The enactment prohibits any 
person or firm from representing 
itself as selling at wholesale or 
using the word “wholesale” in 
any form of sale or advertising 
unless actually selling the items 
advertised for resale, It makes it 
illegal for a firm to misrepresent 
the ownership of a business in 
holding a liquidation, auction or 
other sale announcing that the 
firm is going out of business. Any 
firm advertising a liquidation or 
auction sale must list the name 
and address of the actual owner. 
Violators will be subject to fines 
of $100 to $500. 


decision on a $3,000 purchase with- 
out help from the salesman, in 
whom they must have confidence 
and be convinced of his concern 
for them. 

“A professional will lead up to 
the close by making the customer 
feel the deal is tailored just for 
him,” Wilson advised. 

We cited an apparent lack of 
leadership and training for the 
salesman from the dealer himself, 
and urged dealers “to give sales- 


| men an image of professionalism— 


a pattern to follow.” 

Unscheduled appearances on the 
program were made by two mem- 
bers of the Legislature, both auto 
dealers, to warn of the threat 
which still exists on removal of 
the tradein exemption from the 
state’s 3% percent sales tax, The 
dealer-lawmakers were Rep. 
Samuel B. Dennison (Chevrolet), 
Reynoldsville, and Senator J. 
Irvin Whalley (Ford), Windber. 
Dennison credited the efforts of 

E. W. Parkinson, Harrisburg, as- 
sistant general manager of PAA, 
and staff members with defeat of 
the proposal in the original sales 
tax measure, but warned that a 
similar proposal contained in House 
Bill 1285 can be called up at any 
time. 

Two past presidents of PAA re- 
ceived citations for their work as 
NADA directors on behalf of Penn- 
sylvania dealers, They were E, A. 
Sahli, Beaver Falls, and McCune, 
who also is NADA Truck Commit- 
tee chairman. 

“Keys to profit are better busi- 
ness Management and sales,” Reese, 
a nationally-known expert in the 
field of business management, told 
dealers in delivering “the presi- 
dent’s message.” 

“I believe in volume,” he said, 
“but work for a profitable vol- 
ume, You cannot force the mar- 
ket for additional sales without 
losing gross profit.” 

Reese said business management 
and profitable selling go hand-in- 
hand, but stated that “an automo- 
bile dealer does not have to be an 
accountant, CPA or a bookkeeper 
to be a good manager.” 

“The make of car you sell is 
only a minor factor in whether you 
make money or not,” he told the 
audience, adding: “Independent 
dealers have to rely on good busi- 
ness management to make money. 
Total gross profit is more important 
than the number of units you sell.” 

Reese held new cars should re- 
turn 8 to 10 percent in gross profit, 
and used cars 11 to 15 percent after 
servicing and reconditioning. 

Harry J, Vickery (Ford), Hous- 
ton, a vice-president of the Missis- 
sippi Automobile Dealers Assn., ad- 
vised Pennsylvanians to do the 
thing that is best for them on the 
same basis “the factory and its 
representatives are supposed to do 
the thing that is best for the fac- 
tory.” 

Claude S, Klugh, general man- 
ager of PAA, was commended 
during the convention for his 35 
years in that position. 

The 1960 annual. meeting will 
again be held in May at the Bed- 
ford Springs Hotel here. 
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Factories Report 


Outstanding Sales 
Are Continuing 


DETROIT.—Factory officials con- 
tinued to report outstanding sales 
results last week as the industry 
entered the summer selling season. 
Some of their comments follow. 

Willys 

With sales of Jeep vehicles during 
May increasing for the fifth con- 
secutive month, retail deliveries are 
currently 38 percent ahead of 1958, 
it was reported by C. W. Moss, gen- 
eral sales manager of Willys Mo- 
tors, Inc. 

Retail sales as well as factory 
sales to dealers during May not 
only topped previous months of this 
year but were higher than any May 
totals in the history of the com- 
pany, he said. 

Keeping pace with vehicle sales, 
volume of specialized Jeep parts, 
equipment and accessories sales 
also continued at high levels and 
are 18 percent ahead of the first 
five months of 1958, Moss said. 

* * * 
Pontiac 


Pontiac in May continued its 
strong showing in the medium-price 
field with retail sales totalling 35,- 
318, it was announced by 8S. E. 
Knudsen, general manager. 

Pontiac sales were 78.3 percent 
above May of last year when 19,808 
new cars were delivered, Knudsen 
said. 

The daily retail sales rate is con- 
tinuing at the highest levels since 
1955, he added. 

* + 
GMC 

Domestic retail deliveries of GMC 
trucks in the first five months of 
1959 were 41.2 percent higher than 
the comparable period last year, 
said P. J. Monaghan, general man- 
ager. 

He said 30,785 GMC trucks were 
delivered through May, compared 
with 21,801 in the corresponding 
five-month period last year, Deliv- 
eries this May totalled 6,317 units, 
a 39.4 percent increase over May, 
1958. 


* 


* * * 
Dodge 

M. C. Patterson, general manager 
of Dodge, announces that the sales 
of Dodge cars were 17 percent bet- 
ter in May than they were for the 
comparable month of 1958. Dodge 
truck sales for the same period 
showed a 10 percent increase in 
1959, he added. 

Patterson stated that the Dodge 
car daily sales rate during May 
was 21 percent higher than May, 
1958, while the truck sales rate had 
increased 14 percent. 

During the last 10-day sales pe- 
riod of May, the daily sales rate 
increased over the previous sales 
period by 11 percent for cars and 
16 percent for trucks. 

* * * 
Studebaker 

Studebaker retail deliveries dur- 
ing May totalled 12,243 passenger 
cars, according to S. A. Skillman, 
vice-president of sales. 

This was an increase of 213 per- 
cent over deliveries of 3,906 units 
in May, 1958, he said. Exclusive of 
Oregon, Studebaker registrations 
totalled 12,577 in the U. S. during 
April, 1959. 

* * * 
z Buick 

Sales of ’59 Buicks are running 
about 20 percent ahead of the ’58 
models, says E. D. Rollert, new 
general manager. 

Total sales of ’59 Buicks will be 
nearly 300,000, compared with 
241,000 during the 1958 model 
year, according to Rollert. 

Rollert met in Minneapolis with 
about 200 Buick dealers from a 
five-state area and also visited two 
Buick dealerships in the Minnesota 

city. One of his first jobs is to get 
acquainted with Buick’s dealer and 
distributing organization around 
the country, Rollert said, 


x + * 
Best May in History 
For Ford at Buffale 
BUFFALO. — Ford Motor Co.’s 
Buffalo sales district reported that 
May was the second highest month 
in its history and its best May ever. 
Ford Division District Sales 
Manager Robert F. McNulty said 
new-car Ford sales in’Ford’s Buf- 
falo district in May rose to 5,150 
this year from 3,354 in May, 1958. 
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Saab Cautious in U. S. Market... 


AUTOMOTIVE NEWS, JUNE 15, 1959 


Jet Car’ Staging Slow Invasion 


(Continued from Page 8) 


quart of oil must be mixed in 
with every tankful of gas, and 
forgetfulness on this point can 
lead to trouble. Battery failure 
was common last winter here and 
in Sweden, and battery strength 
has been stepped up. 

Warning even the most sophisti- 
cated of motorists to keep an eagle 
eye on Saab engine temperatures, 
Detroit dealer Jack Wood said he 
wouldn’t and couldn’t sell a Saab 
to every “nudnick” who walks in. 
But he could and did sell one to a 
6’ 8” radio announcer and cites 
the sale as evidence of legroom and 
headroom uncommon in the world’s 
economy cars. 

me 


Rally Favorite 


not designed for the pur- 

pose, Saab has become a favor- 

ite among auto rally enthusiasts. 

Testing of the car in the same wind 

tunnel used for Svenska Aeroplan’s 

Safir jet planes has made the car 

a sturdy performer, according to 
Holm. 

Still another Saab “must” is 
safety. The subject occupies the 
first chapter of Saab’s owner’s 
booklet. 

Exceptionally heavy gauge steel, 
purchased from Bethlehem and 
other U. S, mills, encases the car. 
Reinforced windshield pillars act as 
a built-in roll bar, and it’s said that 
a Saab which ran into the back of 
a truck proved so resilient that the 
truck was lifted onto the roof of a 
Saab, saving the lives of the occu- 
pants. 

Millet and McWilliams, con- 
vinced that the Saab can survive 
a quality contest, are gearing 
their dealer organization for the 
shakeout expected when Big 
Three compact cars arrive. 

An articulate student of the 
American auto market, McWilliams 
prognosticated in a recent talk that 


Lloyd Plans 
To Produce 
Bigger Model 


BREMEN, Germany.—A bigger 
model, featuring a four-cylinder, 
liquid-cooled engine, will be added 
to the German-built line of Lloyd 
cars this fall. 

The car will offer front-wheel 
drive and a four-speed transmis- 
sion. The chassis will be the cen- 
tral backbone type, and the wheels 
will be independently suspended. 

Other features are said to in- 
clude a dashboard-mounted safety 
light for the tail lights and a 
parking brake light. Backs of the 
front seat are designed to lock to 
prevent the driver from being 
pushed forward in the event of an 
accident. 

Production is scheduled in time 
for the European auto shows. 


- 





inferior makes sold by weak dealers 
will be the first casualties. He is 
dead certain that Saab’s policy of 
slow market growth, plus the qual- 


AMA Reelects 
All Officers, 


Retains Williams 


DETROIT. — All officers of the 
Automobilé Manufacturers Assn. 
were reelected at the annual meet- 
ing of members last week. 


Reelected for one-year terms 
were: L, L, Colbert, president of 
Chrysler Corp., president; Henry 
Ford II, president of Ford Motor 
Co., vice-president; J, N. Bauman, 
president of White Motor Co., vice- 
president; John F. Gordon, pres- 
ident of General Motors Corp., 
secretary, and W. C. Schumacher, 
executive vice-president of Interna- 
tional Harvester Co., treasurer. 


Elected to three-year terms as 
directors were: Robert F. Black, 
chairman of White Motor Co.; 
Colbert; Edgar F. Kaiser, president 
of Kaiser Industries Corp., and 
George Romney, president of Amer- 
ican Motors Corp. 

Elected to fill unexpired terms of 
former directors were Frederic G. 
Donner, chairman of GM; W. C. 
Newberg, executive vic e-president 
of Chrysler Corp., and Gordon, 

Harry A, Williams continues as 
managing director. 





make it a survivor. 


ity factor, will 
* * * 


“Ww HAVE chosen to operate on 
a direct dealer basis—no dis- 
tributors,” said McWilliams, “This 
puts us in closest possible contact 
with all our dealers and eliminates 
the possibility of distributor coer- 
cion. 


over 17 percent, or $325 on a $1,895 
sedan, That is on par with what 
competitive dealers net after dis- 
tributor commissions. 

“We don’t have as much money 
to spend as others in the import 
field, but our fondest expectations 
have already been surpassed in 
the East, Just think what we 
could do when California and the 
South come in!” 

McWilliams agreed that every 
importer on New York’s posh Park 
Ave, trembles somewhat with fear 
of what the Big Three compact 
cars will mean. 

“But we have a car built by an 
aircraft plant, tested as a jet, with 
superior safety and economy,” he 
said, “No other manufacturer, in 
this country or abroad, can offer a 
similar product, That’s why Saab 
will last it out, together with those 
other imports offering something 
the U. S. cannot duplicate.” 

Holm assented. 

“A Swedish aircraft manufacturer 


}must do something different in 


any field of endeavor,” he said. 
“Americans who want something 
different, we believe, will give the 
Saab car tops in consideration.” 








‘Piggy-Back’ Auto Haul 
Introduced by Chrysler 


ST. LOUIS.—Chrysler Corp, and 
the St. Louis-San Francisco Rail- 
road last week introduced a piggy- 
back method of shipping cars from 
factory to dealer. 

A shipment of 80 cars to deal- 
ers in Dallas and other South- 

western cities initiated the 
method developed by the railroad 
in conjunction with highway 
automobile transporters and the 
Chrysler Corp. traffic staff. 

The cars shipped from here were 
built in Detroit and Evansville, Ind., 
then routed to a staging area near 
Chrysler’s new St, Louis assembly 
plant, so that the method could be 
“pilot-tested” for volume shipping 
that will get under way this fall. 

The 80-car shipment, made up of 
37 Plymouths, 29 Dodges, nine 
Chryslers and five Imperials, was 
first loaded onto a fleet of 20 truck 
trailers, The trailers were then 
moved to a loading ramp and driven 
aboard 10 railroad cars coupled to 
a regularly scheduled Frisco freight 
train, The truck-tractors which 
hauled the trailers were disengaged 
and remained behind as the train 
began its journey. 

When the shipment arrived in 








‘Committee Selects Outstanding Dealer— 








Members of the Herman Goodin Civic Award committee of the Automobile Dealers 
Assn. of Indiana, Inc., have selected Indiana's outstanding automobile dealer for 1958. 
His identity will be made known at the association's convention Thursday (June 18) at 
French Lick, Ind. From left are Jack R. Keck (Ford), Mount Vernon, who represented 
the dealers selection committee; Lambert D. Johnson jr., vice-president, Mead Johnson 
& Company, Evansville; William A. Dyer jr., general manager, Indianapolis News- 
papers, inc.; Henry F, Schricker jr., secretary, Wabash Fire and Casualty Insurance 
Co., members of the citizen's committee, and John W. Earnshaw (Ford), Greencastle, 
association president. 


Dallas, truck-tractors provided by 
local Texas highway transporters 
were hitched to the trailers and 
the cars delivered to dealers. 

Paul J. Fritzching jr., corporate 
traffic director for Chrysler, ex- 
plained that each auto transport 
trailer carries four passenger 
cars, and each 85-foot railroad 
flat car has space for two of these 
trailers, giving the flat car a 
capacity of eight automobiles. 
Box cars used by the railroads 
for shipping automobiles hold 
only four vehicles and require 
considerably more time to load 
and unload, he said. 


“When production begins at the 
St. Louis plant,” Fritzching said, 
“cars leaving the ‘final OK’ line 
will be loaded onto auto transport 
trailers and hauled to the Frisco 
Railroad loading ramp adjacent to 
the plant, Here, the trailers will be 
loaded on flat cars and moved 
piggy-back to terminal cities, Upon 
their arrival, the trailers will be 
hauled away by truck-tractors to 
their dealer destinations as during 
the test run. This will provide 24- 
hour delivery service from the final 
assembly line at St, Louis to dealers 
in Dallas. 


“While this initial shipment was 
for dealers in Texas,” Fritzching 
continued, “beginning with 1960- 
model production, Chrysler plans to 
utilize this method of transport to 
serve dealers in Oklahoma as well. 


“Preliminary discussions and 
studies are also under way for 
utilizing the system for dealers in 
the South and Far West,” he said. 

Guests aboard a special Frisco 
train preceding the car shipment 
included Chrysler Corp. sales and 
traffic officials and executives of the 
St. Louis-San Francisco Railroad. 





Auto Auction by State 
Mulled in Washington 


OLYMPIA, Wash.—The State 
of Washington reportedly is con- 
sidering a halt to the tradein of 
old cars when it buys new ve- 
hicles. 


According to the report, the 
State would buy. new cars out- 
right and then auction off old 
ones. It is said that the State 
hopes to increase income from 
the old cars by $200 to $300 a 
unit through an auction. 





“The dealer discount is slightly 






theme for its used-car lot 


block. 
ee 6 «6 


By William Carroll 
Staff Correspondent 


LOS ANGELES. — “The prettier 


| you build the lot, the more action 


you'll have,” says Howard Barish, 
president of Max Barish, Inc. 
(Chrysler), in explanation of a 
$27,000 expenditure to build what 
promises to be one of Southern 
California’s most unique used-car 


| operations. 


On the Southwest corner of 
Magnolia and Van Nuys Bivds., 
in prosperous San Fernando 
Valley, the Barish group is com- 
pleting a Japanese tea house, 
with all trimmings, to be used as 
central theme for a used-car lot. 
The firm’s new-car operation is 
located some 10 miles away near 
downtown Los Angeles. 


The 150-by-150-foot corner, leased 
for 10 years, is in an area of new 


6 Million Sales 
Realistic Estimate, 
Hufstader Says 


PORTLAND, Ore.—A forecast 
made earlier of 6,000,000 passenger- 
car sales in the U. S. this year be- 
comes a realistic estimate of the 
industry’s poten- 
tial, William F. 
Hufstader, Gen- 
eral Motors distri- 
bution vic e-pres- 
ident said last 
week. 

This figure, 
which includes an 
estimated half- 
million imports, 
would represent a 
gain of more than 
1,300,000 units 
over the 1958 total. 

Hufstader spoke at a luncheon 
for newsmen at the Multnomah 
Hotel preceding the opening of the 
Oregon Centennial Exposition. 

“This year for the first time in 
a number of years the industry ex- 
perienced a spring upturn in de- 
mand,” he said, He reported that 
passenger car deliveries in April 
and May were “substantially above” 
the first-quarter average, which 
was at an annual rate of 5,500,000 
units. 


Restored consumer confidence in 
the business outlook was cited by 
Hufstader as the major reason for 
the 1959 upturn in auto sales, Last 
year, he said, sagging confidence 
caused a sales decline despite the 
fact that personal income held up 
well on the whole. 

Looking ahead, Hufstader said 
there were “good grounds for 
anticipating that the average 
growth of new-car sales will be a 
little over 3 percent per year, re- 
sulting in an annual level of sales 
of about 7,250,000 passenger cars per 
year by 1965.” 








W. F. Hufstader 











Something Different in Used-Car Lots— 


A Japanese tea house is being used by Max Barish, Inc. (Chrysler), as the central 
in San Fernando Valley. 
omitted because all service work will be done at a second Barish lot in the same 
block. A separate name, Magnolia Motors, was selected to give Barish a second 
shot at “walkers who might not be aware the company has two lots in the same 
The lot will inventory from 50 to 60 units. 


Service areas have been 


With Japanese ‘Tea House’... 


Dealer Draws Attention 





and used-car dealers, only 450 feet 
from another Barish lot. A huge 
12-by-200-foot sign along the back 
of the lot carries the name “Mag- 
nolia Motors” at each end and a 
spreading tree across the center as 
a backdrop for the tea house office. 


The tea house was designed to be 
appealing, rather than merely du- 
plicate Japanese architecture. The 
building is three feet above ground 
with supports resting in reflection 
pools. Shrubs and landscaping sur- 
round the building. 

There are three separate offices, 
each of which can be entered from 
outside the building by separate 
stairs. Floor covering will be Jap- 
anese woven mat, desks are custom 
built to carry out the oriental motif 
and color decoration has been pro- 
fessionally selected to blend with 
furnishings. 

Outstanding features of the build- 
ing include gold anodized aluminum 
roofing and translucent plastic 
panels in the gables which glow 
from interior illumination during 
the evening. 

Electric heat is used through- 
out, and air-conditioning can be 
added if wall and ceiling insula- 

tion does not prove effective. 
Three telephone lines serve the 
lot, plus a telephone company 
intercom to the other Barish lot. 
Four salesmen, one manager and 
a lot boy will staff the operation. 
Open hours are scheduled to be 
8:30 a.m, to 9 p.m. daily. 

So far the building has created 
nothing but favorable comment. A 
Chrysler dealer in Des Moines 
wants the plans. A loca] new-car 
dealer said, “Howard, you're start- 
ing something of a precedent.” 

When the project was _ started 
Howard’s father, Max Barish, is 
reported to have said, “I know, I 
know—but will it sell cars?” Now 
Max, behind the operation 100 per- 
cent, is quick to tell everyone about 
the new lot his son is opening. 

Howard’s sales thinking behind 
the project is brief and to the 
point, Pointing to the building, he 
said, “With most used cars pr! 
about the same, shoppers are more 
likely to buy their car here because 
our installation guarantees the cat 
like no dusty ‘closing shed’ opera- 
tion can.” 


Kahn Heads Up 


Miami Dealers 


MIAMI.—Burton S. Kahn (Pon 
tiac), is the new president of the 
Automobile Dealers ASsSl4 
succeeding Frank Edelen (Buick). 
O. C. Farnsworth is genera] man- 
ager. 

Other new officers are: J, 0. 
Thompson, vice-president, and T.B: 
McGahey, treasurer, R, F. Fogarty, 
L, H. Bolton and Charles Grentner 
were named directors. 


Miami 
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ational Auto Show 


ext Year in Detroit 


By John K. Teahen Jr. 
Staff Writer 


[RECTORS of the Automobile 
D Manufacturers Assn, voted last 

eek to stage a National Automo- 
bile Show in the fall of 1960 in De- 
troit’s Cobo Hall. The dates will be 
Oct. 15-23. 

The decision was announced by 
L, L. Colbert, president of AMA 
and Chrysler Corp., at a joint 

conference with Detroit 

Mayor Louis C, Miriani. 

It will be the first national show 
since 1956 and the first ever to open 
outside New York City. Colbert said 
AMA is “gratified that we can bring 
the national show to the heartland 
of the automotive industry.” 

of * cd 

E show will be the first major 

public exhibition in Cobo Hall, 

a $54 million convention palace now 

under construction in Detroit’s 

waterfront Civic Center. Some 400,- 

000 square feet of exhibit space will 

be available—300,000 of it on one 
floor. 

Miriani said dedication cere- 
monies for Cobo Hall would be held 
in conjunction with the show. The 
building is named for Albert E. 
Cobo, who was mayor of Detroit 
from 1949 until his death in 1957. 

Whether the national show will 
become an annual affair in De- 
troit has not been determined, but 
Colbert disclosed that AMA has 
taken an option on Cobo Hall for 
1961. 

Miriani enthusiastically predicted 
that attendance at the 1960 show 
would top 500,000 and declared that 
Was a conservative estimate. 
Colbert declined to mention a 
figure, but he advised the mayor, 
“You'd better have plenty of park- 
ing space.” 

ok an 


PEAKING for AMA, Colbert 
said, “It is our intention to put 
on the greatest exhibition in the 
long history of the National Auto- 
mobile Show. 

“We expect to make it an event 
of worldwide interest that will 
focus attention on the Detroit area, 
its industry and many new attrac- 
tions, With the entire industry be- 
hind this show, you may be sure it 
will be a credit to the Motor City.” 

It was mentioned that the 1956 
show cost about $10 million, in- 
cluding exhibits prepared by the 
manufacturers to attract cus- 
tomers to their stands, Colbert 


Ford Pleads 
No Contest in D.C. 


Price-Fix Case 


WASHINGTON.—Ford Motor Co. 
has pleaded nolo contendere (no 
contest) to a charge of conspiring 
to fix prices in violation of the 
Sherman Antitrust Act. 

The plea brought to an end the 
antitrust cases which have in- 
volved 42 Ford, Oldsmobile and 
Chevrolet dealers in the Washing- 
on area, 

Ford Motor was named on one 
count of a three-count indictment 
teturned by a grand jury last July. 
The company was accused of con- 
Spiring to fix and stabilize prices 
of Ford parts and accessories sold 
by 17 defendant Ford dealers in the 
area, 

In declining to contest the 






































Morrison told Federal! District 
Judge Edward A, Tamm that the 


with company policy and was car- 
tied on without the knowledge of 
tesponsible home office officials. 
Judge Tamm deferred sentence. 

Earlier, 16 area Ford dealers 
Pleaded no contest to price-fixing 
charges and were fined a total of 
$71,000. Eleven Oldsmobile dealers 
also pleaded no contest and were 
fined $35,750, while 14 Chevrolet 
€alers and their trade group 
Eended guilty and were fined $32,- 


One of the indicted Ford dealer- 
thips—Takoma Motor Co., Takoma 
Park, Md.—did not join in the orig- 

plea, The firm later pleaded 
RN contest and was fined $4,500. 


charges, Ford Attorney H, Graham|§ 


alleged conspiracy was in conflict |! 





guessed that the 1960 event would 

be even bigger. 

It appears that imported cars will 
not be displayed at the show, Col- 
bert said this point had not been 
decided, but he added: “I feel con- 
fident it will be an American car 
and truck show.” 

Automotive suppliers probably 
will be excluded, too, They were 
not represented at the New York 
show in 1956. 

a * * 
os Oct. 15 opening of the De- 
troit show means that some fac- 
tories will have to depart from the 
mid-November public-introduction 
dates they have favored in recent 
years. 

It will be one of the earliest na- 
tional shows in history. The 1939 
event also opened Oct. 15, while the 
only earlier opening was in 1940 
when the exhibition began Oct, 12. 

Staging the national show in 
the Motor City undoubtedly 
means that the Detroit Auto 
Dealers Assn. will not hold a dis- 
play of 1961 models, DADA re- 
turned to the show scene in the 
1954 model year. Its seventh post- 
war event is slated for Feb, 6-14, 
1960. 

A DADA official said his group 
was very pleased that AMA is 
bringing the national show to De- 
troit, 

AMA shares this feeling. Colbert 
noted that only a lack of proper 
facilities has kept the show from 
Detroit in the past. 

* a oe 

HE National Automobile Show 

first was held in 1900 and was 

an annual affair through 1940, It 
always was staged in New York, 
although for many years it moved 
on to Chicago after the Gotham 
performance. 

The show was discontinued dur- 
ing World War II and was not 
revived until 1956 when the manu- 
facturers exhibited their ’57 
models Dec, 8-16 in the New York 
Coliseum. 

AMA said lack of suitable dates 
prevented continuation of the show 


at that site in 1957 and 1958. The! 
Detroit event thus will be the 43rd | 


National Automobile Show. 





$21 Million in Road Fund 


Diverted in Connecticut 


HARTFORD, Conn.—The Con- 
necticut Legislature has approved 
by a margin of one vote an Ad- 
ministration proposal that $21 
million in highway funds be di- 
verted to nonhighway uses, the 
Connecticut Motor Club reported. 

The plan, which was opposed 
by the club and other groups, is 
scheduled to be in effect for two 
years. 











Built for a Queen— 


This is the Cadillac landau limousine built specially for Queen Elizabeth to use 
during her visit to Canada. The upper portion of the rear quarter panel has been 


removed from the rear post on back. 


the open rear compartment should weather dictate. 
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A plexiglass canopy shields occupants in 


It is anticipated, however, that 


in most parade points the canopy will be removed in the true landau concept as 


shown here. Other features include 


individually powered 


rear seats, a power- 


operated roof panel and installation of the Royal crest and special mast for flying 


the Royal standard. 
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S-P Unit Named 
U.S. Distributor for 
DKW-Auto Union 


SOUTH BEND. — Mercedes-Benz 
Sales, Inc., has been named the sole 
U. S. distributor for DKW and Auto 
Union automobiles and utility ve- 
hicles. 

The agreement was announced 
last week by Lon A. Fleener, pres- 
ident of Mercedes-Benz Sales, and 
Heinz C, Hoppe, president, DKW 
American, Inc., the U. S, subsidiary 
of the West German manufacturer. 
Mercedes-Benz Sales is a subsidiary 
of Studebaker-Packard. 

There formerly were three DKW 
distributors in the U. S.—one in 
Connecticut, one in Wisconsin and 
one in California. 

DKW and Auto Union cars are 
available in five models in the 
$2,000-$2,500 price range plus an 
Auto Union sport coupe that lists 
at $3,760 at Eastern ports of entry. 

The cars are made by Auto Union 
GMBH, Dusseldorf, 

There are about 300 DKW-Auto 
Union dealers in the U. S. (all 
handle both makes), It has been 
learned that new franchises will 
not be restricted to Studebaker 
dealers, as is the case with some 
imported makes whose distribution 
is handled by a U. S. auto firm. 


More Areas Adopt Sunday Sales Ban 


DETROIT.—The move to ban 
auto sales on Sunday spread last 
week with the announcement that 
dealers in two Texas cities have 
voted to close voluntarily and that 
two states have taken legislative 
action. 

The Independent Car Dealers 
Assn. of Fort Worth launched a 
90-day trial closing on Sunday, 
June 7, according to Bob Wil- 
liams, president. He said the 
action was approved by 95 per- 
cent of the group’s 65 members. 

The city’s franchised dealers of 
domestic and import cars adopted a 
similar practice in May. 

The Authorized New Car Dealers 
of Dallas also approved a 90-day 
trial closing, according to James N. 
Whitehurst, president, He said a 
spontaneous movement began after 
the Fort Worth dealers announced 
their intentions. 

“If all the dealers like the plan 
after the trial, there’s a good 
chance it will be made a perma- 
nent proposition,” Whitehurst 
said. 

Tom Blundell, executive secretary 
of the Texas Independent Auto 
Dealers Assn., was quoted as saying 
that more than 75 percent of the 
used-car dealers also are in favor 
of the Sunday closing. 

A bill calling for compulsory 
closing, sponsored by both new and 
used-car dealer groups, was de- 
feated earlier in the year in the 
Texas Legislature. 

However, similar bills have 





consin measure exempts persons 


bill would deny them the right to 


who observe the Sabbath on | do so,” Herrell said. 


Saturdays. 

Commenting on the Florida: bill, 
Frank Edelen, former president of 
the Miami Automobile Dealers 
Assn., said it “will improve the 
morale of dealers. Sunday selling 
is an unhealthy situation.” 

But Rep. Cliff Herrell of Dade 
County (Miami) called it a “dis- 
graceful piece of legislation” and 


|}said it was an infringement on 


private enterprise. 

“One or two dealers decided it 
would be profitable for them to be 
open on Sunday in Miami and this 


Nev. Spells Out 


Car Specifications 


CARSON CITY, Nev.—The stand- 
ard state auto bought in the future 
will be a six-cylinder, two-door 
sedan, The specifications were laid 
down by the state board of exam- 
iners recently. 

Optional equipment will include 
a heater, electric windshield wipers, 
turn signals, two sun visors, ash 
trays, a cigaret lighter and an 
outside rear-view mirror. But re- 
questing agencies can get up to 
$273 worth of extras including an 
eight-cylinder engine, overdrive or 
an automatic transmission, four 
doors, seat belts and arm rests. 


The extras will be approved be- 
cause state officials said the state 





been passed by the Florida and | gets its money back when the cars 


Wisconsin Legislatures, The Wis- 
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Chrysler National Dealer Council Meets— 


Twenty-two members of the Natiogal Chrysler Dealer Council and 10 Chrysler-Imperial division and Chrysler Corp. sales execu- 
tives met in joint session at White Sulphur Springs, W. Va. Factory executives called the meeting one of the most productive 
council-factory sessions in memory. Seated, from left, are Clifton Dennard, Dallas; Fred F. Cain, Wilmington, Mass.; Maurice 
Perkins, Louisville; E. J. Craigo, council executive chairman, Jackson, Miss.; C. E. Briggs, Chrysler-Imperial general manager; 
E. M. Braden, Chrysler-Imperial general sales manager; C. J. Thompson, Pittsburgh; T. E. Chambers, New Castle, Pa.; C. L. 
Jacobson, Chrysler Corp. dealer relations vice-president, and Paul W. Lawall, Ridgewood, N. J. Middle row: J. T. Condon, Chrys- 
ler-Imperial dealer relations director; George W. Stout, Oregon City, Ore.; Allen P. Stuart, Wood River, Ill.; George Harger, Los 
Angeles; Harold A. Barnett, Minneapolis; Erwin T. Brooks, Jacksonville, Fla.; Jack L. Hunt, San Rafael, Calif.; Lloyd Gregg, N. 
Hollywood, Calif.; E. C. Quinn, vice-president, sales division, Chrysler Corp.; William Hirsch sr., Minneapolis; Hamilton Lamont, 
Buffalo; Eziel Koeppel, Jamaica, N. Y., and H. W. Simmons, Charleston, S. C. Back row: George Cutler, Plymouth servite director; 
R. M. Rodger, Chrysler-Imperial chief engineer and product director; C. L. Duquaine, Madison, Wis.; C. T. Mclure, Chrysler- 
Imperial service director; Lee A. Marshall, Salina, Kans.; Francis H. Gehman, Emmaus, Pa.; E. C. Nevergold, assistant to the 
dealer relations vice-president, Chrysler Corp.; J. C. Cowney, Chrysler-Imperial advertising and sales promotion director; J, C. 


go on the used-car market. 





Guenther, executive assistant to the Plymouth-DeSoto general mdnager, and D. J, Barrett, Detroit. 





Both Sam Luby and Anthony 
Abraham refused last January to 
go along with the overwhelming 
majority of members of the Mi- 
ami association who voted in 
favor of Sunday closing, 

Foes of the Wisconsin measure 
called it state “interference with 
religious beliefs.” Backers said the 
bill was aimed at “chiselers” who 
made it difficult for other dealers by 
opening on Sunday. 

The bill had been requested by 
the Wisconsin Automotive Trades 
Assn. A spokesman said one legis- 
lator who had spoken against the 
measure ir. debate voted for it later 
after receiving numerous wires 
from dealers in his district. 

Both the Phoenix New Car Deal- 
ers Assn. and the Arizona Used Car 

Dealers Assn, reported 95 percent 
of their members were ready to 
close, 

A spokesman for the groups said 
an agreement being circulated 
among the members would not be- 
come binding unless all of the 
members signed up. 


Used-Car Business 
Termed ‘Stable’ 
At N.C. Conclave 


ASHEVILLE, N, C.—The used- 
car business “is in a more stable 
position than ever before,” accord- 
ing to Harris W, Haskett, of Wil- 
mington, former president of the 
North Carolina Independent Auto- 
mobile Dealers Assn. 

Addressing 450 persons at 
NCIADA’s fourth annual conven- 
tion here, Haskett predicted that if 
a steel strike fails to materialize, 
the supply of sharp used cars will 
increase steadily. 

Eugené Johnson, of Sanford, was 
elected president of the association, 
succeeding Haskett. 

Other officers elected were: Jim 
English, Charlotte, first vice-pres- 
ident; Morris Buckner, Asheville, 
secorid vice-president; Fletcher 
Rossie, Sanford, secretary-treasurer, 
and W. J. Williamson, Charlotte, 
executive secretary. 

Named regional vice-presidents 
were: G, A, Berry, Greensboro; 
Clifford Warren, Newton; Bruce 
Lanier, Salisbury; Ralph Johnson, 
Fayetteville, and E, L, Terry, 
Durham. 

Other speakers heard during the 
convention included: Al Schwartz, 
president of the National Independ- 
ent Automobile Dealers Assn; 
Manly E. Wright, president of the 
North Carolina Assn, of Automobile 
Finance Companies; Tom Beasley, 
president of the National Automo- 
bile Auction Assn.; Tom Blundell, 
general manager of the Texas In- 
dependent Automobile Dealers 
Assn., and Robert J. Alander, ad- 
vertising manager of the Charlotte 
(N. C.) Observer and News. 
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Relaxed Rural ‘Log Cabin’... 





Is This the Dealership of Future? 


By Robert A. Kelly 


Staff Correspondent 
CHICAGO. — Forty miles north- 
west of Chicago is a truly new and 
refreshingly different concept in 
automotive dealerships — American 


Are You Selling 
SAFE 


Auto Seat Belts? 


Make SURE that the Auto Seat Belts 
YOU sell have been “Laboratory 
Tested” to meet S.A-E. (Society of 
Automotive Engineers) standards. 








Avoid confusion and doubt—buy and 
sell ONLY auto seat belts that bear 
this black and gold “Seal of Ap- 
proval” ; 


APPROVED 


RECOMMENDED 





ONLY auto seat belts of these com- 
panies bear this Automobile Safety 
Belt Institute “Seal of Approval.” 
Ask for it—look for it, when you buy. 


HASTINGS MFG. CO. 
Hastings, Michigan 
THE GREENFIELD CO. 
4417 West Rice Street 
Chicago, Illinois 
BEAM'S MFG. CO. 
13th & North Robinson Streets 
Okiahoma City, Oklahoma 
RUPERT PARACHUTE CO., INC. 
Wheeling, Ililinois 
JEFFREY ALLAN INDUSTRIES, INC. 
3249 South Morgan Street 
Chicago, Iiinois 
For further information 
contact these members or 
AUTOMOBILE SAFETY BELT 
INSTITUTE—Dept. A 
111 West Washington Street 
Chicago, Illinois 
NAHM RPA MN PIN IMA AHN ION, 





MR. BUSINESS MAN! 


For good customer entertaining, 
resultful conferences or real re- 
laxation, there's no place like 
ST. CLAIR INN, just 50 miles up- 
river from Detroit! Re our complete 
facilities, contact Creighton Holden 
or Mrs. Margaret Nelson. 


St. Clair Inn and Country Club 
OPEN ALL YEAR .. . ON THE SCENIC ST. CLAIR RIVER 


Owned and operated by the Holdens 
ST. CLAIR, MICHIGAN ¢ dial FA 9-2222 
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and Foreign Motors, Inc., Crystal 
Lake, Ill. 

G. Richard Isett, owner and 
designer of AFM, thumbed his 
nose at the city, ordered 700 
Pennsylvania white oak logs and 
built what promises to be a pace- 
setter for dealerships aiming to 
sell “relaxed-living” Americans in 
the fabulous ’60s. 


Nothing is the same ag in other 


dealerships at American and For- 
eign Motors. 

First, there is a modern highway 
in front of AFM’s 8% acres of 
selling space, The log-constructed 
showroom sits far back from the 
road, its roof canted to the rear. 


The customer can park in a spe- 
cial area near the road and walk 
down a grassy, wooded incline to 
the dealership or he can drive right 
to the door where another parking 
area has been provided. 

Hand-split, West Virginia railing 
guards winding pathways as well 
as the property itself. 

At the door, the customer may 
feel he is about to enter a hunting 
lodge. On one side is a genuine 
totem pole, on the other a bear 
trap and rose bushes. 


Once inside, however, he finds 


that the showroom’s 6,000 square| 


feet have been put to a colorful 
though practical use. 

Isett handles four lines: 
baker, Borgward, Jaguar and Mer- 
cedes-Benz. 


Each occupies a carefully plan-| 
ned spot on the floor, with Mer-| 


cedes in a special salon. 

Isett feels dealerships in the 
congested city leave too much to 
be desired. If the customer wants 
a test drive in the city, he may 
or may not get his wish, If he 
does get to drive a demo, it’s 
‘under unbearable conditions 
where he seldom has the oppor- 


tunity to put the car through its 


paces. 


At AFM, eight automobiles sit | 
just outside the door, two models | 


of each line including Mercedes’ 
top-of-the-line. The customer finds 
the demo in a spacious parking lot 
and has a number of major high- 
ways on which to make his deci- 
sion. 

In addition, just outside one of 


the showroom windows, Isett has) 


placed six automobiles in a circle 
where the customer can observe his 
choice from several angles, Often, 
Isett finds, seeing a car from an- 
other angle can influence a cus- 
tomer’s choice. 

Isett believes a person choosing a 
car should have the advantage of 
relaxed and pleasing surroundings. 


He has carried out this theme) 


throughout the dealership. 


Floors are covered with Japanese | 


mats and others made of Irish sisal 
in chartreuse, dark brown and 
bright red. Travel posters (Isett 
sent to many countries for them) 
adorn the walls below colorful ban- 
ners suggesting European battle- 
ments. 

From every window, the cus- 
tomer enjoys a rural view embrac- 
ing specially planted flower beds, 
wooded glens and picnic tables. 

In only 30 days of operating 

AFM has drawn well over 100 
dealers, mechanics, salesmen and 
their families and various finan- 
cial men and hordes of potential 
customers to inspect this new de- 
parture in automobile sales. Many 
dealers returned with salesmen 
several times, claims Isett. 

Isett points to his four lines (soon 
to be six with the addition of Bent- 


ley and Rolls-Royce) and notes 


July Auto Show 
Slated at AF Base 


KANSAS CITY.—An auto show 
will be a feature of the Whiteman 
Air Force Base-Kansas City Jubilee 
Celebration July 4-5. The show will 
be held in a hangar at the base. 

Plans for the show are being 
mapped by representatives of the 
auto industry in Kansas City and 
officials of the base. 

The auto group is headed by 
James A. Gorman, executive vice- 
president of the Missouri Automo- 
bile Dealers Assn., and includes 
William Egelhoff, secretary of the 


| Motor Car Dealers Assn. of Greater 


Kansas City. 


Stude- | 


that his American, English and | 


German models provide an excel- 
lent spread of availability. 


AFM has a mahogany-panelled | 
club room where coffee and soft} 
drinks are served to customers. | 


Rest rooms are spacious and metic- 
ulously clean. 


Isett has invited every high| 


school in the area to send classes 
to the showroom where students 


can inspect the craftsmanship of | 


English, German and American 
auto makers. 

Direct-mail and local newspa- 
per advertising are carrying the 
brunt of the AFM promotional 
effort for the time being. Isett 
claims automatic-tape typewriters 
produce a personally typed letter 
in ample quantities for direct- 
mail purposes. 

The dealership’s service facilities 
are ample to fill its needs, Isett 
claims AFM can virtually make 
any part required, an important 
point where foreign cars are con- 
cerned, A completely equipped shop 
includes milling equipment, drill 


a traveling crane and bolt makers. 
In addition service work is done 


cars of AFM origin. 


cities and villages to areas con- 
ducive to relaxed retailing,” Isett 
says. 


Demonstration Wins Sale 


BROWNSWOOD, Tex. — While 
competitors were busy submitting 


| bids on a police car for the local 


force, R. V. Leverett, sales man- 
Chief W. A. Middleton a demon- 
stration ride. He got the business. 


not wishful thinking — concerning 
the impact of the Big Three’s small 
models comes from Ralph Caverlee, 
executive secretary of the Mont- 
gomery County Automobile Dealers 
Assn. 

He says two things can be ex- 
pected after the introduction of 
these models: Rough competition 





Hoffman to Stay 


As Porsche Outlet 


For 17 States 


NEW YORK.—Hoffman-Porsche 
Car Corp. has agreed to distribute 
the West German Porsche cars in 
17 states and the District of Colum- 
bia after July 31, it was announced 
last week. 

Ferdinand Porsche and M, E. 
Hoffman announced the arrange- 
ment after confirming that Hoff- 
man would withdraw as sole U. S. 
distributor of the rear-engined 
coupes built in Stuttgart. 

The 17 states to be served by 


| Hoffman-Porsche will include those 


in New England and the Middle 
Atlantic areas. Michigan and Ohio 
also will be included. 

New Porsche distributors outside 





will include several Volkswagen 
distributors. The complete new 
Porsche setup will be announced 
next month. 

Hoffman has been the exclusive 
importer of Porsche cars since 1949. 
A total of 776 Porsches was regis- 
tered in the U. S. during the first 
quarter of 1959. compared with 618 
in the same 1958 period. 


First Seaway Shipment 
Arrives at Buffalo 


BUFFALO.—A total of 96 Brit- 
ish-made Metropolitans—the larg- 
est individual] shipment of foreign 
cars ever received here on a ship 
—was unloaded on the waterfront. 


The auto shipment is the first of 
Many expected over the Seaway. 
Several Buffalo area dealers in 
foreign cars said they expected 
ship deliveries soon. 

The Metropolitans previously 
were landed at Baltimore, then 
trucked to Buffalo. 
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presses, surface grinders, stampers, | 


only by appointment, and only upon | 


“This is the beginning of a trend | 
involving the flight of dealers from | 





the Hoffman territory reportedly | 

































New Cars in "Hunting Lodge’— 


Showrooms of American and Foreign Motors, Inc., Crystal Lake, Ill., resemble g 
fashionable hunting lodge more closely than a typical dealership. Dealer G. Richard 
Isett handles Studebaker, Mercedes-Benz, Jaguar and Borgward from log-cabin build. 
ing on an 8'%-acre rustic site 40 miles northwest of Chicago. 
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A Log Cabin in the Woods— 











Rustic dealership at Crystal Lake, Ill., houses American and Foreign Motors, Inc., 


buildings. 
Isett, who aims to sell at 


DAYTON, O.—Some plain talk—| for late-model used cars and no 


immediate effect on standard new- 
car sales. But “it could develop 
into something different after the 
public has looked and tried them 
(small models) out,” he added. 

In a down-to-earth approach, 
Caverlee said: 


“I don’t attach too much sig- 
nificance to what dealers say for 
publication. It would seem to me 
that if a person has $2,000 to 
spend on an auto, he would be 
more interested in putting it in 
a new car rather than a late- 
model used car.” 

And for that reason, the associa- 
tion has advised its dealers to start 
whittling their inventories of late- 
model used cars before the “small 
models” are introduced this fall. 
Otherwise, dealers may be left 
holding the bag, it fears. 


“The values of used cars are 
bound to be affected by the intro- 
duction of the smaller American 
models,” Caverlee said. “Although 
the suggested prices of the smaller 
cars remain a closely guarded 
secret, we certainly can presume 
that the smaller cars will be priced 
lower than the current standard- 
sized models. 


“It must be anticipated that 
some smaller car models will be 
priced in the neighborhood of 
many late-model standard used 
cars.” 


With this as the backdrop, the 
association warned dealers: 
“Dealers who have operated on 


Chrysler Plans 
New Canada Depot 


MONTREAL.—Chrysler Corp. of 
Canada has acquired 12.5 acres in 
suburban Pointe Claire industrial 
park. Price of the land was about 
$250;000. 

Jacob M. Lowey, president of 
Pointe Claire, said that Chrysler 
of Canada will erect a warehouse 
and spare parts depot on 105,000 
square feet of the land. 

Chrysler is the second major 
automotive company to locate in 
the 1,600-acre real estate develop- 
ment. General Motors of Canada 
is building a $3%¢ million zone of- 
fice and warehouse, the largest GM 
field set-up on the continent. 


lager of Sikes Dodge, gave Police|in a style far removed from glass and chrome usually associated with dealership 
Dealership was constructed of hand-hewn white oak logs by G. Richard 
relaxed-living" prospects. 


New Compacts Termed U. C. Peril. 


the wise principle of trying to tum 
over their used cars every 30 days 
should keep a close eye on this 
turnover time. And certainly, deal- 
ers whose inventories stay on the 
lot longer than 30 days should 
personally concentrate their ener- 
gies now on reducing turnover 
time.” 

As for the impact on standard 
new-car sales, it’s too early to tell, 
Caverlee said. But he pretty well 
concedes that there is bound to 
be an effect. What it will be re 
mains to be seen, he said. 


Washington Lifts 
Tax on Some Sales 
To Out-of-Staters 


SEATTLE.—A new State law ex- 
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empts from the sales tax personal . 


property sold by Washington firms 
to out-of-state residents provided 
delivery is made to the buyer out- 
side the state. 

Another new law effective June 
12 authorizes the use of a tem- 
porary license, replacing the tem- 
porary permit. It also can be used 
in transactions where the dealer is 
unable to complete ownership 
transfer for some reason. 

A spokesman for the Washington 
State Auto Dealers Assn. said the 
Tax Commission had decided & 
signed statement by the out-of- 
state customer and a “trip ticket” 
signed by the employe making the 
delivery would be sufficient to sub- 
stantiate the dealer’s claim for 
sales-tax exemption. 

Under the temporary-license 1aw, 


the WSADA spokesman said, 4 } 


temporary permit cannot be 
in the sale of new vehicles except 
over periods when license agencies 
are closed. 

Temporary permits cannot be 
used in vehicles bearing valid 
license plates, he added. 


What's Cooking? 

DETROIT.—Detroiters who drive 
past the Chrysler Corp. Jefferso 
plant are wondering if there is any 
significance in a change of bill 
boards there. The board used 
read, “The Home of DeSoto ..> 
Made Fresh Here Daily.” It now 
reads, “Home of DeSoto Quality. 
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111 Days Ahead of °58... 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 


Week 


Ended Same 
Week, 
1958* 


June 13, 


1959 
[RICAN MOTORS 
mbler 


RYSLER CORP. .... 19,220° 


606 
212 
9,691 
18,700 
164 
12,736 
1,471 
367 
3,962 
43,453 
4,261 
3,219 

) 27,207 
5,474 
3,292 


Cars, U. S.** ..127,438 


4,027 
11,911 
1,359 


78,163 


dan. 1 
To 
dune 13, 
1959 


Jan. 1 
To 
June 14, 
1958* 


83,585 
283,343 
27,418 
17,446 
48,828 
7,202 
182,449 
542,656 


Week 
Ended 
June 6, 

1958* 


Output, 
June, 
To Date 


196,137 
393,910 
39,807 
28,155 
86,977 
10,813 
228,158 
862,239 
6,607 21,886 
442,082 714,887 
20,658 35,064 
14,198 14,985 
59,111 975,417 
1,132,098 1,443,773 
125,151 131,541 
70,579 81,270 
655,368 803,295 
166,627 205,569 
114,373 222,098 


9,081 
18,302 
1,645 
1,093 
3,889 
421 
11,254 
36,577 
592 
30,868 
1,611 
421 
3,085 
58,608 
4,181 
3,386 
32,062 
8,502 
10,477 


17,171 
37,522 
3,645 
2,193 
7,589 
841 
23,254 
74,172 
1,162 
63,468 
3,256 
826 
5,460 
118,513 
8,343 
6,746 
65,262 
17,035 
21,127 


5,246 
252,624 2,058,906 2,978,646 


43 


72 2,618 15,796 82,587 


125,186 


for 1958 include Packard production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 


Week 


Same 
Week, 
1958* 
6,087 


123 


1,700 

7,875 * 
1,885 
3,580 
260 
260 
440 
2,470 
90 


Total Trucks, U. S. .. 


Total Cars, Trucks, 
alias 155,128 


27,690 


9,880 


Grand Total, 
Cars and Trucks, 


1,318 
4,518 
1,079 
1,548 

264 


341 
1,865 


17,304 


95,467 


10,000 


Jan. 1 
To 
June 14, 
1958* 


137,567 
2,508 
1,300 

27,016 
107,169 
29,323 42,586 
45,596 68,830 
6,914 8,020 
2,903 —- 6,323 
8,148 9,217 
37,435 55,724 
1,710 1,876 


Week 

Ended 
dune 6, 

1958* 


8,757 
110 
43 
1,469 
8,014 
1,847 
3,566 
325 
258 
443 
2,282 
88 


Output, To 


June, 
To Date 
17,657 

260 
123 

3,169 
15,889 

3,732 

7,146 

585 
518 
883 
4,752 
178 


1959 

192,988 
3,105 

45 


24 


92 


27,202 «54,892 407,589 591,008 


307,516 2,466,495 3,569,654 


19,663 196,427 217,909 


U. S. and Canada ....165,008 105,467 162,171 327,179 2,662,922 3,787,563 








lianeous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 


Autocar, Freightliner, Reo and Sterling 
Mack totals, 


are included in White totals; Brockway in 


.B. All U. S. totals include cars and trucks for military orders. 


U.S. Says Average Vehicle 


Went 9,571 Miles 


WASHINGTON.—The average 
motor vehicle travelled 9,571 miles 
n 1957, almost half of it in cities, 
ind got 12.47 miles per gallon of 
oline, according to figures re- 
sed by Federal Highway Ad- 
nistrator Bertram D, Tallamy. 
The figures were compiled by 
the Commerce Department’s 
Bureau of Roads from studies 


Ure. High Court 
pholds Dealer 


SALEM, Ore.— The State Su- 
me Court has ruled against a 
who was injured in a car 
hed to her by an auto dealer- 
ship. 
The woman had cut her knee on 
&@ strip of metal under the dash 
the “loaner” and had sued Hand 
Ford Sales, Inc., La Grande. 
‘The Supreme Court decision re- 
ersed a Circuit judge who had 
fanted a new trial in the case. 
‘He original verdict in favor of the 
Tship had been returned by a 


in °57 


made by State highway depart- 
ments. 

In 1957 motor vehicles rolled up 
a total of 747 billion miles, with 
46 percent of the travel on urban 
streets. Main rural roads accounted 
for 40 percent of the mileage and 
local rural roads 14 percent. 


Passenger cars represented 83 
percent of the vehicles and ac- 
counted for 82 percent of the travel, 
the report showed. Trucks and 
combinations figured in 17 percent 
of the travel and represented 16 
percent of the vehicles, Similar 
figures for buses were less than 
one percent. 


The average passenger car 
travelled 9,391 miles in 1957 and 
consumed 652 gallons of fuel at 
a rate of 14.40 miles per gallon, 
the bureau said. 

The average truck or combina- 
tion travelled about 10 percent 
more, or 10,328 miles, but consumed 
twice as much fuel, 1,312 gallons, 
at a rate of 7.87 miles per. gallon, 
the bureau added. 


Total travel for the year was up 
3 percent over the 628 billion miles 
for the previous year, the bureau 
said. 


Jan.1 | 


dune 13, 





1,458 | 
39,552 | 
161,329 | 








3-Millionth Car Due 
As Output Holds High 


(Continued from Page 1) 


in car assemblies and led the in- 
dustry in individual output. 

Ford turned out an estimated 
34,245 cars, including 1,645 Thun- 
derbirds, last week, compared 
with 32,479 assemblies, including 
1611 Thunderbirds, a week ear- 
lier. 

Chevrolet’s output of an esti- 
mated 33,200 cars last week com- 
pared with an output of 32,062 
units a week earlier. 

Ford division’s edge came about 
through Saturday work at four 
plants. Chevrolet did not work any 
of its plants on Saturday, while its 


| Atlanta plant was on four days 


and its Oakland (Calif.) unit was 
down the entire week for inven- 
tory adjustments. 

Despite the elimination of over- 
time, Chevrolet will build its mil- 
lionth vehicle of the year today 
(June 15)—nine days behind record- 
breaking 1955, but 91 days ahead of 
last year. 

+ . * 
_ upsurge at Ford division 
also helped Ford Motor Co. pro- 
duce its millionth vehicle of 1959 
on Wednesday, June 10, a mile- 
stone that was not reached until 
Oct. 20 last year. 


The production of the millionth 
vehicle also brought to 1,553,000 
the number of cars and trucks 
turned out by Ford Motor during 
the 1959 model run, surpassing 
the entire model run for 1958, 
when it produced 1,437,264 cars 
and trucks. 


Last Wednesday also saw Ford 
division assemble its 250,000th 
truck of the 1959 model year. 

Ford truck production during the 
first eight months of the 1959 
model year, exceeds the number of 
trucks produced during the entire 
1958 model year and nearly equal 
the total for the 1957 model year, 
when 265,000 Ford trucks were 
assembled. 

In other Ford Motor operations, 
Mercury, with its Metuchen (N. J.) 
plant down all week, dipped from 
3,085 assemblies a week earlier to 
an estimated 2,375 units last week; 
Edsel was off from 592 to 570, and 
Lincoln declined from 421 to 405. 
* > a. 

LTHOUGH last week’s car out- 

put was 2,252 units above the 
previous week’s 125,186 assemblies, 
a decided decline was seen in Sat- 
urday operations. 

Only makers working six days 
last week were Ford division at 
four plants and Pontiac at its 
“home” assembly unit. 

Rambler, which had been work- 
ing Saturdays, shut down last week 
for the company’s annual picnic 
and as a result produced only 8,090 
cars, compared with 9,081 units a 
week earlier. 

The other “compact car’ maker, 
Studebaker worked only four days 
for the second consecutive week 
and assembled 2,628 cars. A week 
earlier it turned out 2,618 units. 

Studebaker, which will go down 
for changeovers July 23, is plan- 
ning to work four-day weeks until 
the end of the model run. It plans 
to turn out 84 cars per hour dur- 
ing the phase-out period. 
* * * 


(eam MOTORS upped its 
output from 58,608 units the 
previous week to an estimated 59,- 
905 units last week as its Chevrolet, 
Oldsmobile and Pontiac divisions 
all recorded output gains over a 
week earlier. 

Pontiac, working six days at 
its “home” plant, upped its out- 
put from 10,477 to 10,650 units; 
Chevrolet climbed from 32,062 to 
33,200, and Oldsmobile rose from 
8,502 to 8,533. 

Showing declines from the previ- 
ous week were Cadillac, off from 
3,386 to 3,360 units, and Buick, 
down from 4,181 to 4,162. 

Chrysler Corp. output rose from 
18,302 assemblies the previous week 
to an estimated 19,220 last week 
as its Chrysler, DeSoto and Plym- 
outh divisions recorded production 
gains. 

Chrysler climbed from 1,645 as- 
semblies a week earlier to an esti- 


mated 2,000 cars last week; DeSoto 
rose from 1,093 to 1,100, and Plym- 
outh jumped from 11,254 to 12,000 
units, 

Showing a decline from the pre- 
vious week was Dodge, working its 
Detroit plant only four days, off 
from 3,889 to 3,700 units. Imperial, 
which worked four days the past 
two weeks, had 420 assemblies last 
week, compared with 421 a week 
earlier. 

* * * 
EANWHILE, truck manufac- 
turers, on their way to their 

highest production month of the 
year, set a high for weekly pro- 
duction for the year last week with 
an output of an estimated 27,690 
units. The former high of 27,362 
units was set during the week 
ended May 9. 

Last week’s commercial-car 
assemblies also compared with 
the 27,202 units produced the 
previous week. 

Helping the industry to a high 
for the year in June is Ford divi- 
sion, which is scheduling 35,000 
truck assemblies—an increase of 
10 percent over May. 

Canadian car and truck manu- 
facturers turned out an estimated 
9,880 vehicles last week, compared 
with 9,783 units a week earlier. 

Of the 9,880 vehicles turned out 
last week, 7,855 were cars and 2,025 
were trucks. The previous week the 
makers turned out 7,765 cars and 
2,018 trucks. 


°59 T-Bird Production 
Reaches 50,000 Mark 


DEARBORN.—Ford division last 
week assembled the 50,000th Thun- 
derbird of the 1959 model year. 

Production during the entire 1958 
model year—the first in which the 
car appeared as a four-passenger 
model — totalled 37,892. Ford built 
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about 53,000 two-passenger T-Birds 
during the three-year life of that 
model. The backlog of Thunderbird 
orders now stands at more than 


7,000, Ford said. 
* * * 


300,000th ’59 Rambler 
Built in Kenosha Plant 


KENOSHA. — T he 300,000th 1959 
Rambler was built by American 
Motors here last Thursday (June 
11). 

E. W. Bernitt, automotive opera- 
tions vice-president, said the Ken- 
osha and Milwaukee plants are op- 
erating at record production levels. 
The previous high was 162,182 
Ramblers produced during the en- 
tire 1958 model year, he said. 

An estimated 40,000 Ramblers 
will be produced in June, Bernitt 
said. 


Continued Spiral 
Seen for Auto 


Insurance Rates 


SYRACUSE, N. Y.—A constant 
increase in auto insurance rates for 
the future was seen by an insur- 
ance executive speaking in Syra- 
cuse. 

William L. Cobb, president of 
United Security Insurance Co., Des 
Moines, said this would be the 
result of “practically no reduction 
in automobile fatalities and acci- 
dents in the foreseeable future.” 

Cobb spoke at a regional confer- 
ence of bankers affiliated with the 
American Installment Credit Corp. 

He said ‘because of the increase 
in cars: and population there is 
bound to be a greater number of 
deaths on the highways. Unless law 
enforcement in the different states 
gets tougher, there will continue to 
be an increase in fatalities and 
insurance premium costs, according 
to Cobb. 

S. A, Skillman, general sales man- 
ager of Studebaker-Packard Corp., 
told the group that an increasing 
number of motorists are interested 
in getting more transportation for 
less money. 

Skillman said motorists “do not 
want just an economy car, but a 
car that is economical to own and 
operate and which has a high re- 
sale value.” 








Many Dealers ‘Waiting’... 
Dart Reaction Mixed 


(Continued from Page 2) 


terminating their Plymouth fran- 
chises, They’re excited about the 
change, and they welcome it, 

Many of the West Coast Dodge 
merchants see the new setup as 
an excellent opportunity to move 
up to fourth place in registra- 
tions, and some are talking about 
third place. 


In Atlanta, most dealers are re- | 


serving opinion until after a fac- 


tory meeting which is slated for) 
Wednesday (June 17), Some com-| 
mented that the success of the} 
Dart and the Valiant depends on} 


the 1960 styling of the entire Chry- 
sler Corp. line. © 
cd 7 cd 

Axotam. Deep South Dodge 
dealer said he had heard noth- 
ing about the new program prior 
to reading of it in AUToMoTIvVE News. 
“The paper arrived this morning, 
and we've just been sitting around 
talking about it,” he told a caller. 
In Detroit, a DeSoto-Plymouth 
dealer commented on the addition 
of the Dart as a direct competitor 
of Plymouth, “I think it will help 


me,” he said, “because there will | 


be fewer dealers competing for 
Plymouth business. 
“I think the Plymouth name is 


strong enough to keep its share of | 
buyers in this price class,” he con-| 


tinued, “and I think Dodge dealers 

are going to have a tough time 

switching fleet accounts to Dart.” 

x * * 

ON THE factory front, Dodge di- 
vision reported these comments 

from dealers who will handle the 

Dart: 

John Spitzer, Elyria, O.: “This 
is a great idea, Our dealership 
will put Dodge in first pjace in 
four towns.” 

LaNperR, NADA treasurer, 
Atlanta: “It’s a great day for Dodge 
dealers. I want to. sign the first all- 


| Dodge franchise.” (Lander got his 
| wish, He was the first Dodge dealer 
to sign a Plymouth termination 
notice under the new program.) 

Haroip Craic, Albany: “I like the 
whole program very much, It'll be 
much easier to work with just one 
brand name.” 

Tac GaLyean, Charleston, W. Va.: 
“This is a great package, and it 
really puts us in business.” 

T. LeMastra, Buffalo: “This is 
the best thing that has happened 
in the 26 years I have been with 
Dodge.” 

Frep Sutter, former NADA pres- 
ident, Columbus, Ind.: “This is a 
forward-looking program that will 
put Dodge dealers in a very im- 
proved and extra-competitive posi- 
tion.” * 

E. J. Horton, Rochester, N. Y.: 
“Marvelous cars. I’m certain that 
they will excite the public just as 
much as they excited us dealers.” 

—JoHN K. TEAHEN JR. 


Lease Clinic Set 
For Mich. Parley 


PORT HURON, Mich.—A leasing 
and rentals clinic and a “rally day 
for profits” will feature the annual 
convention of the Michigan Auto- 
mobile Dealers Assn. here June 21- 
23 at the Gratiot Inn. 

The “rally day” program will pre- 
sent Elson G. Sims, NADA’s Indi- 
ana director, and John Binns, of 
the NADA staff. Convention speak- 
ers will include James C. Moore, 
NADA executive vice-president, 
and Alan G. Rude, president of 
Universal C. I. T. 

Convention co-chairmen are 
Charles Barrett (Buick-Opel-Ram- 
bler), Port Huron, and Herb Estes 
(Ford), Ann Arbor. 
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Hearings Eyed Monday in Senate... . 


Monroney Offers Area Bonus Bill 


(Continued from Page 1) 


with their factories, is dubious 
about the value of any bill which 
would permit manufacturers to 
penalize dealers in any way. 

His own bill is similar to a meas- 
ure recently introduced by Senator 
Roman L. Hruska, Nebraska Re- 
publican, which would allow auto 
makers to reward dealers with “in- 
centive payments” for selling cars 
within their own territories. 

ok + * 

oe virtually all bills in the 

territory security area have in 
one way or another involved to} 
some degree the antitrust laws, 
Senator Monroney’s bill has been| 
referred to the Interstate Com- 
merce Committee. 

The four bills were scheduled for 
discussion by the NADA directors, 
meeting last week in Detroit, but 
it was uncertain whether the board | 
would endorse any of them, 

In his statement on the bill, Mon- 
roney said it would permit auto 
manufacturers to give an additional 
discount to dealers for sales of 
automobiles to customers in the 


Obituaries 
C. A. J. Hadley, 59; 


Former Auto Executive 


DETROIT.—C,. A. J. Hadley, 59, 
former automotive executive and 
advertising manager for the 1958 
Detroit auto show, died June 5, | 

Mr. Hadley was sales promotion | 
manager for the old Marmon Mo- 
tor Car Co. and Auburn-Cord Auto- | 
mobile Co, and was national sales 
manager for Hudson Motor Car Co. 
He was exhibits manager of AMA’s 
national auto show in New York in| 
1956. 


* * * 


E, D, Street 
E, D. Street, 62, retired Tulsa used-car 
dealer, died June 2 in a local hospital. | 
* * * 


Wallace Sefsick 

WARREN, R. I.—Wallace Sefsick, 53, a 
Bristol County auto dealer since 1930, died 
June 6 at a Boston hospital, Mr. Sefsick 
was head of Wallace Motors (Pontiac- 
Cadillac-Oldsmobile- Vauxhall) and was di- 
rector of the Rhode Island Automobile 
Dealers Assn. 


* * * 
William Freedman 

BOSTON.—William (Freddie) Freedman, 
52, for the past five years owner of Hing- 
ham Oldsmobile, died June 7 at his home. 
Born in Boston, he had spent the last 30 
years in the automobile business. He was 
treasurer of the South Shore Automobile 
Dealers Assn. 


* * * 


Numa Morvant 
ABBEVILLE, La.—Numa (Pete) Mor- 
vant, 53, sales manager for Nettles Chev- 
rolet, Inc., died at his home here May 26 
after a long illness. He had been with the 
firm for 30 years. 
* * * 
Ernest R. Mallory 
OLYMPIA, Wash.—Ernest R. Mallory, | 
65, former mayor of Olympia and owner-| 
Operator of auto dealerships for many | 
years, died of a heart attack. 
* * 
Orville T. Kitchen 
ASHLAND, Ky.—Orville T. Kitchen, 50, 
@ used-car dealer, was killed June 7 when 
a car he was riding in went out of control 
and struck another car at an intersection. 
* * * 
Charles Clifford Roberts 
MILTON, Mass.—Charles Clifford Rob- 
erts, 39, general sales manager of Com- 
munity Motors, Inc., Milton, died June 6 
at his home. 


|which he must maintain to keep 


State Lease Deal 
‘Comes to Light 


| year to the State at a cost of $99.50 





* * 
Leonidas (Lee) Doty Jr. 


WAUSAU, Wis.—Leonidas (Lee) Doty 


jr., director of research and engineering 
for Wausau Motor Parts Co., Schofield, 
Wis., died June 4, Mr. Doty had been 


closely connected with development of 
aluminum engines. 
* 


* * 
E, W. McLendon 
LIBERTY, Tex.—E. W. McLendon, 58, 
owner of McLendon Motor Co, (Ford), 
died May 30. He was a former mayor of 
Liberty. 


* * * 
Stephen Jencick 
CLEVELAND. — Stephen Jencick, who 
retired in 1950 as president of Climax 
Products Co, and Climax Motor 
Co., died June 3 at the age of 79. 
He held many patents in the automotive 
field and had- been a member of the 
Society of Automotive Engineers for 51 
years. He had done design and engineering 
work on submarine engines more than 50 
years ago. 
cd * * 
Frank T, Cozart 
DURHAM, N. C.—Frank T. Cozart, who 
was in the automobile business here for 
“40 years, most of the time with Alexander 
Motor Co., died June 2. 
* * os 
Stanley C, Boynton 

PORTLAND, Me.—Stanley C. Boynton, 
47, former Maine manager for Mack 
Trucks, Inc., died at a Portland hospital 


June 1. 


* * 


* 

David 
LONG BRANCH, N. J.—David Hyman, 
86, one of the first auto dealers in this 
community, died June 1. 


geographic area in which the dealer 
is required to develop the market 
and provide service facilities for 
the make of car which he handles. 

“Over the last few years,” he 
said, “the individual automobile 
dealer in America has been re- 
quired to invest more and more in 
facilities to sell and service auto- 
mobiles, This investment, required 
in his franchise agreement with the 
manufacturer, now averages more 
than $100,000 for each dealer in the 
U.S. However, while the ‘cost’ of 
his dealership has been going up 
and up, what he gets in return has 
been less and less—less in terms of 
the protection he is afforded in his 
franchise, less in terms of the re- 
turn on his investment. 

* x * 

oo competition between retail 

automobile dealers has always 
been vigorous, but that competition 
was once between dealers selling 
competing makes of cars, Today 
the responsible dealer must also 
compete for customers against cut- 
rate sellers of the same make of 
automobile who make no attempt 
to maintain the service facilities 


his franchise. 
“He is caught in a squeeze be- 





In Missouri 


JEFFERSON CITY, Mo.—It has | 
been disclosed that Elwood Long, 
Missouri’s purchasing agent, has 
entered into a contract with Feld 
Auto Leasing Co., St. Louis, to 
furnish a minimum of 250 autos a 





per vehicle. 
The contract, dated Nov, 7, 1958, 
provides that the State pay cost of | 


| gasoline, washing and storage, plus 


the $99.50. Long said only three ve- | 
hicles had been accepted under the 
contract. 

The leasing contract had not 
been disclosed until it was discov- 
ered the week of June 1, when the | 
contract became activated with the 
delivery of three cars. | 

While Long denied that the leas- 
ing contract was kept a secret, Gov. | 
James T. Blair, State Auditor| 
Haskell Holman and Comptroller 
John W. Schwada said they were 
unaware of the action, 

Criticism of the contract pur-| 
portedly came from the fact that 
other leasing firms were not offered 
equal opportunity to bid on the 
contract and that auto dealers also | 
lose a chance to bid on fleets if} 
the State goes to auto leasing. 

Long said he accompanied 
Homer Knox, vice-president of Feld 
Auto Leasing Co., to St, Louis for 
the signing of the contract and 
Long said that he investigated the 
leasing services offered by a num- 
ber of firms and decided on Feld 
because he was obligated by state 
law to contract with-+a Missouri 





firm and that other firms operated 
on a national basis. 

He said that he was not required 
by law to ask for bids, and since 
they didn’t know how many vehicles 
would be required, couldn’t very 
well put it into a proposal requir- 
ing bids. Long said the State could 
cancel the Feld contract on 60 days’ 
notice. 

Feld Auto Leasing Co. is a sub- 
sidiary of Feld Chevrolet Co, Rob- 
ert L. Wolfson is president of both 
companies. . 


7 More Dealers Receive 


Cars Rental Franchises 


FORT LAUDERDALE, Fla. — 
Seven more new-car dealers have 
been franchised by Cars Rental 
System, Inc., according to Jack P. 
Hunt, vice-president of the na- 
tional auto rental and leasing or- 
ganization. They are: 

A. G, Little (Ford), Virginiatown, 
Ont.; C. W. Hoffman (Chevrolet- 
Cadillac), Hagerstown, Md.; J, A. 
St. Pierre (Rambler), Sudbury, 
Ont.; Allison F,. Smith (Chrysler- 
Plymouth), Decatur, Ala.; Seymour 
B. Chapp (Chevrolet), South 
Orange, N. J.; Robert L, Conway 
(Cadillac), Shaker Heights, O.; E. 
L. Hickman (GM cars) St. John’s, 
Newfoundiand. 


tween rising investment and falling 
return, and unless something is 
done to relieve his situation the in- 
dependent small businessman may 
well be replaced by a factory-owned 
distribution system. 

“The bill which I have just 
introduced represents a principle 
of greater reward for develop- 
ment and service in the dealer 
area of responsibility, This ap- 
proach I believe has the best 
chance of success, A number of 
other bills have been introduced 
in this session of Congress to 
deal with the same problem. 
“Bills relating to the distribution 
of automobiles by Senators Langer 
(S. 997), Schoeppel (S. 2042) and 
Hruska (S, 2047) have already been 
referred to the special subcommit- 
tee on automobile marketing prac- 
tices of the Committee on Inter- 
state and Foreign Commerce, 

“T hope that the bill I have intro- 
duced will be similarly referred, 
and that hearings on all these 
measures can begin on Monday, 
June 22, 1959. At that time the in- 
terested government departments, 
the automobile dealers and manu- 
facturers, and others who may be 
interested will be given a full op- 
portunity to appear and give their 
views as to the respective merits 
or demerits of the various reme- 
dies proposed in these bills.” 

* * * 


Text of Bill 
ERE is the text of the Mon- 
roney bill: 

Relative to the distribution of 
automobiles in interstate com- 
merce, That as used in this Act— 

(a) The term “automobile manu- 
facturer” shall mean any person, 
partnership, corporation, associa- 
tion, or other form of business en- 


terprise engaged in the manufac-| 
turing or assembling of passenger | 





Happy Birthday— 


Sure, and it's really something when a 
pretty colleen comes calling on you and 
even brings a cake. The colleen in this 
case is Sybil Connolly, noted Irish fashion 
designer, who dropped in to visit W. G. 
Power, Chevrolet advertising manager. 
Since it was Power's birthday, she brought 
along a miniature cake. In Detroit on a 


nationwide tour, Miss Connolly is among | 


10 top names in the fashion world who 
pooled talents to design a “'Slimlines of 
"59" collection of gowns to interpret lines 
of the new Chevrolet. The collection is 
being seen across the country in special 
showings. 


cars, trucks, station wagons, or 
other automotive vehicles, including 
any person, partnership, or corpo- 
ration which acts for such manu- 
facturer or assembler in connection 
with the distribution of said auto- 
motive vehicles. 

(b) The term “franchise” shall 
mean the agreement, contract, un- 
derstanding, or arrangement be- 


tween any automobile manufac-| 


turer and any automobile dealer 
| which purports to fix the legal 
rights and liabilities of the parties 
to such agreement, contract, under- 
standing, or agreement. 





(c) The term “automobile dealer” 


$$ 








shall mean any person, partnership 
corporation, association, or other 
form of business enterpris« operat. 
ing under the terms of a ‘ranchige 
and engaged in the sale or distriby. 
tion of passenger cars, trucks, stg. 
tion wagons, or other automotive 
vehicles. 


(d) The term “area of respon. 
sibility” shall mean the geograph. 
ical area in which a dealer of 
dealers, under the provision of g 
franchise agreement, are requir. 
ed to develop the sale of ang 
maintain service facilities for 
passenger cars, trucks, station 
wagons, or other automotive ye. 
hicles. 


(e) The term “automobile” shall 
include passenger cars, trucks, sta. 
tion wagons, or other automotive 
vehicles. 


(f) The term “commerce” shal] 
mean commerce among the severaj 
States of the United States or with 
foreign nations, or any Territory of 
the United States or in the District 
of Columbia, or among the Terri. 
tories or between any Territory ang 
any State or foreign nation, or be. 
tween the District of Columbia ang 
any State or Territory or foreign 
nation. 

SEC. 2. Notwithstanding the 
provisions of the’ Act of June 19, 
1936 (49 Stat. 1526, 15 U.S.C., sec, 13 
et seq.), no provisions contained in 
a franchise agreement between gq 
manufacturer of automobiles en- 
gaged in commerce and an auto- 
mobile dealer shall be unlawful by 
which (1) the manufacturer and 
dealer establish the dealer’s area of 
responsibility, and (2) the manufae- 
turer agrees to give an additional] 
discount, rebate or allowance to the 
dealer on any automobile sold by 
him to a purchaser who resides in 
such area of responsibility, if the 
amount of such additional discount, 
rebate or allowance is uniform for 
a particular make and model of 
automobile, similarly equipped, in 
all franchise agreements between a 
particular manufacturer and the 
automobile dealers with whom such 
agreements are made. 


“ 












HELP WANTED 


SALES MANAGER, 30-45 years of age 
for established dealership handling cars 
and trucks. Buy-in basis for the right 
man, Must know the automobile busi- 
ness and come well recommended, Send 
photograph and complete resume. Box 
453, c/o Automotive News, Detroit 7. 


SALES MANAGER—Not over 40 for com- 
plete line of imported cars in southern 
city. Trading radius of 250,000. Compen- 
sation will be based on ability. Applicant 
must be experienced, energetic and with 
unquestionable character. Box 454, c/o 
Automotive News, Detroit 7. 


USED CAR SALES MANAGER for well 
established dealership in Southern Cali- 
fornia. Outstanding opportunity, excellent 
fringe benefits. Submit resume with re- 
cent photo. All replies confidential, Box 
445, c/o Automotive News, Detroit 7. 


USED CAR MANAGER, Large, long-estab- 
lished Chevrolet dealership needs experi- 
enced manager in buying and selling of 
used cars, Outstanding opportunity for 
right man. Kindly submit letter with all 
details to: George H. Olsen, President, 
Ernest Ingold-George Olsen, Inc., 999 
Van Ness Ave., San Francisco 9, Calif. 


DODGE TRUCK.MANAGER capable work- 
ing complete truck operation, Guaranteed 
salary with compensation based on 40% 
of profits. Unusually good opportunity, 
Eight hundred to one thousand truck 
market, Contact Melvin Karp, Dodge- 
Plymouth Dealer, 430 Montgomery &t., 
Savannah, Georgia. 





PART TIME WORK IN ALL MARKETING 
AREAS: Man mechanically inclined to 
learn to demonstrate a simple but revolu- 
tionary invention that positively eliminates 
all automobile wheel balancing and tire 
truing devices, cures. ‘out of round" tire 
effects also, in less than five minutes per 
wheel. 

Spare time can earn up to $50.00 per 
day. No investment. Factory furnishes 


elaborate training program and all 

equipment with no obligation to the 

right man, This is an unusual opportunity 
i 


to train yourself at no cost to a full 
time position, if you wish, of territorial 
manager. 

Write giving your background and other 
information for our consideration if you 
can qualify. 

J. Lavinger, B & B Mie. Co., 
Box 816, Sioux City, lowa 





| HELP WANTED 


POSITION WANTED 





WANTED—Imported car sales manager for| SPACE-AGE PR PRO, 


Renault, Peugeot dealership, City 175,- 
000. Desire someone thoroughly familiar 
and experienced in import car sales. Ex- 
cellent opportunity for young, aggressive 
man, age 30-42. Must be strong closer. 
Write resume to Melvin Karp, 430 Mont- 
gomery St., Savannah, Georgia. 


SALES MANAGER, Northern Ohio’s top 
dealership handling the No. 1 U.S. car 
and the No. 1 foreign car, has an 
immediate opening for a _ hard-hitting 
sales manager. Up to $20,000.00 per year 
possible earnings. Presently moving 100 
used cars per month, could be geared 
to 200. Unlimited working capital, Box 
479, c/o Automotive News, Detroit 7. 


WANTED: SERVICE MANAGER for 
growing Ford agency. We need executive 
type working service manager who can 
intelligently supervise mechanics and has 
a proven record of successful operation. 
A good knowledge of Ford Motor Com- 
pany warranty procedures is necessary. 
Pleasant and profitable relationship, sal- 
ary plus incentives, If you are interested 
write or call: Mr, Jacob Klitzner, 622 
E,. Centre St., Shenandoah, Pennsylvania. 
Phone: HO 2-2713. 








USED CAR MANAGER with proven rec- 
ord, wants to relocate on Florida Gulf 


Coast. 42 years of age, married, 15 
years of retail automobile experience, 
including finance, insurance and rentals. 
Excellent references. No drifter, looking 
for permanent location, Box 488, c/o 
Automotive News, Detroit 7. 
GENERAL MANAGER — SALES MAN- 
AGER, 12 years of solid GM and Ford 
experience; well trained in all phases of 
new car dealership operations. Middle 
thirties, married, college; factory, fi- 
nance and personal references, Will lo- 





cate in southeastern or southwestern 
states. Box 481, c/o Automotive News, 
Detroit 7. 





now employed 4s 
public relations assistant, manufacturing 
engineering society (4 years). Award 
winner in reaching multiple targets 
through industry-education relations; ex- 
perienced industrial expositions; plan, 
write and produce top quality films, 
booklets, internal and external communi 
cations, direct mail promotion, stories 
and releases, institutional and technical 
publications advertising, speeches. Care- 
ful researcher, skilled and forceful 
writer, full understanding PR dynamics. 
Solid media background (five years radio 
and TV network)—special bonus in social 
science (four years social casework), can 
work ‘‘team’’ or solo with minimum 
supervision. Seeking growth challenge im 
corporation or agency. Resume and 
samples on request. Age 34, degree plus 
graduate study, Member SWE, AFA. Box 
487, c/o Automotive News, Detroit 17, 
Mich. or call G. McClure, Detroit, UNIi- 
versity 4-7300 (9:00-4:00) or FEderal 
8-2840 (after 6:00 P.M.). 





SHOULD YOU be in need of an experienced 
general manager or sales manager who 
is a volume, quality, prestige and profit- 
minded operator, you may look no fur- 
ther. Have complete knowledge of the 
automobile business including automobile 
financing—and today these are important 
to each other. Can furnish business, Pet 
sonal and banking references upon ft 
quest, Available July ist. Box 486, c/o 
Automotive News, Detroit 7. 





CONNECTION WITH DEALER who would 
like to increase his sales without 
ficing profit. Twenty-five years’ experience 
as dealer and sales manager, held 
honors Oldsmobile, Nash-Rambler, 
and national, Worked both men and 
salesmen. Fast closer. Glenn Peck, 929 
East Spurgeon, Fort Worth, Texas 
WA 7-8398. 


a 





EXCESS SHOP EQUIPMENT? 


Why not sell that extra equipment now 
standing idle in your shop? 


An advertisement in this section is the 
answer! 


AUTOMOTIVE NEWS 


a 
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sense | AUTOMOTIVE GENERAL 
s, sta. MANAGER AVAILABLE 
motive 


Chevrolet trained. Experience han- 
diing all phases of dealership opera- 





















‘Spon- tion. Can train all department heads 
raph- for profitable operation, including 
sound credit extension and collec- 
CF OF BE tions. Willing to invest $10,000 if de- 
| Of g sired. Prefer Chevrolet, Ford, Buick, 
quir- Oldsmobile, Mercury, Chrysler or 
, Plymouth dealership. Will go any 
fal place in the United States. 
or 
tation Write Box No. D-4525 
e@ Ve~ Los Angeles Examiner 
Los Angeles, Calif. 
' shall 
‘8, sta- 


moti WSINESS MANAGER—Accountant quali- 
ve fied in automobile management and or- 
ganization; have large volume dealer ex- 



































jence with Chevrolet-Ford, Can 
shall Sorat efficient office and assist man- 
everal MB agement in department analysis and 
operation. Box 480, c/o Automotive 
, Detroit 7. 
ory of News, De 
istrict 
Terri- 


GENERAL OR SALES MANAGER 


SIRES NEW ENGLAND LOCATION with 
jally stable General Motors or Ford 
lership. 25 years’ experience in all phases 
dealership operation. Available July Ist. 
# of factory and dealership references. 


Box 25, Porter Road, Littleton, Mass. 
Phone: HUnter 6-4459 


ned in #g6ENERAL MANAGER, now employed in 
uch a capacity, would like a larger deal- 
ership, preferably 200 to 300 new cars a 
year. Quality minded with profit and 
yolume uppermost. Thirty-one years old, 
‘ful by married, two years of college. All replies 

strictly confidential. Apply Box 476, c/o 


r and Automotive News, Detroit 7. 

rea of DEALERSHIPS AVAILABLE 
nufae- 

itional 





AGENCY AVAILABLE 
HANDLING MERCURY 


Minneapolis, Minnesota 


Including two franchises handling Ford. 
Seven-year lease on building and 
used-car lot. Money maker now. Will 
stand rigid investigation. Has been 
established seven years with present 
franchise. Low overhead operation, 
and will show profit with small volume 
sales. Good shop personnel all set up 
fo go. Here is a real opportunity for 
ping into a going business. Price 
be negotiated on all parts, acces- 
jes and equipment. Owner must sell 
Because of health. Call collect: Harold 
Battig, Minneapolis, JUniper 8-8095 or: 


M. L. Rennerfeldt Co. 


1610 A West Lake Street, Minneapolis 
: TAylor 7-4086 











ILL ESTABLISHED dealership handling 
‘Buick, Studebaker and foreign cars in 
Western Nebraska. Trade area 50,000. 
Excellent facilities, long term lease 
Cheap. Buy for inventory. Owner has 
other business. Box 484, c/o Automotive 
News, Detroit 7. 


DEALERSHIP HANDLING BUICK AND 
OPEL, located in a town in Pittsburgh 
Metropolitan area. Parts and equipment 
acturing § only—no used cars or accounts receiv- 
Award | able. Modern building for lease with 
targets | plenty of outside space. Used car lot 
ons; €X- | adjoins building and is lighted. Box 482, 
; Plan, | ¢/o Automotive News, Detroit 7. 



















IMPORTED CAR 
FRANCHISES 
AVAILABLE 


ree plus ‘ 
PA. bax leading Michigan imported automo- 
{TOK Ni. | bile distributor with a complete line of 


economy sedans, sport sedans, sports 
cars and luxury models, has a very 
limited number of valuable franchises 


1 profit: F available in the state of Michigan. 
no fut- 

ae Inquiries held strictly confidential. For 
ee full information write: Box 485 c/o 
ipon te § Automotive News, Detroit 7. 

486, ¢/0 


—— 


.o would PEALERSHIPS AVAILABLE with a non- 



















it saeri- § SOMpetitive TE RRA MARINA mobile 
perience boat—combination boat cruiser, 
eld high trailer—steel hull, aluminum cabin, 
r, state § toilet, kitchen, three ‘open sun decks, 
nd lady Person operation. Sleeps four in 
ack, 929 ury. Only $2,495 retail F.O.B, Texas 
Texas. § —less liberal dealer discount, Enjoy the 
Additional profits that are in boat sales, 
_ ee Our regular finance company will give 
lesale-retail financing as in cars, Don 

m Distributors, Eastland, Texas. 
ENT? ICHISE AVAILABLE for one of Ger- 
Many’s finest cars, Borgward, Dealer- 
ont now ready now for Illinois, Indiana, 
msin and Michigan. Martin J. Kelly, 
#41 East Ohio Street, Chicago 11, Illinois. 

a is the DEALERSHIP WANTED 


iNTED—GM, FORD OR CHRYSLER 
Product franchise in Chicago suburb, 
Seuthern Wisconsin, western Michigan or 
‘Ss - Pay all cash, lease or buy facili- 

‘ties, Factory approval assured, Confiden- 
—— Seer 475, ¢/o Automotive News, 



















AUTOMOTIVE NEWS, JUNE 15, 1959 


DEALERSHIP WANTED CARS FOR SALE CARS FOR SALE MISCELLANEOUS 


COMPETENT, EXPERIENCED MAN- 
AGER wants dealership on buy-in, buy- ” 


out basis. Swell proposition for dealer Cash in on 
who wants to retire slowly. Prefer small a 
(under 500 cars) Ford or Chevy deal, profits now: 
consider other. Location must be in one 
of the following five eastern counties: VOLKSWAGENS 
Fairfield, New Haven, Westchester, Nas- 
sau, Suffolk. Factory and your = WITH LUBRICATED 
approval assured. Mutual rigid investi- 
gation anticipated. All replies will be Any model ¢ Any type AUTOMATIC BRAKE 
& BRAKE CABLE 

DEALERS’ SPECIAL (F.O.B. Factory Net) 

$52.35 Fed. Tox included 





Be in the BEST position to make im- 
mediate delivery of the hottest 
profit-making car on the road today! 


Volkswagens 
and 


answered and treated confidentially, Box 
477, c/o Automotive News, Detroit 7. Any year 


CHEVROLET, FORD, PLYMOUTH dealer-|] IMMEDIATE DELIVERY 


ship wanted, 200-400 contract desired. 
All replies confidential, Box 467, c/o directly to your port of destina- 


Automotive News, Detroit 7. 7s 
—_______________________ |] tion. Choose your colors and 
FORD AGENCY, 200 to 300 cars, in north- 


ern or central New Jersey. Factory ap- models from large stocks al- 
tan at 483, c/o Automotive ways available. 





Ghias 


ALL MODELS— 


THE FAMOUS 
MOTO-MATIC 









































: : We Supply 
DEALER SERVICES 
English Manuals ANY QUANTITY TOW . GUIDE 
Sal oe c = Problem? Trade with America's Titles & State inspection guaranteed With Universal Swivel 
agiesman s gges robiem Action 
His only real problem is to get himself to 
go to work. To, INCREASE EFFORT. Manage- Largest and Most RAND IMPORTS, Inc. Four Clamp Hook-Up 
ment must be in control, The ‘Daily Check’’ i & ' 
Plan Book accomplishes this with the result Reliable Volkswagen 44 ae ica 4, N. Y. DEALERS’ SPECIAL (F.0.B, Factory Net) 
that the salesman's earning power multiplies. 
Clip ad out RIGHT NOW—mail with letter- Organization .85 Fed. Tax Included 
head and signature for illustrate rochure, 
ae ew coe CRANE TRADERS Liberal Quantity Discounts 
205 7th Ave. Asbury Park, N. J. INC PARTS FOR SALE T Di + ibut 
. | NEW-PACKARD PARTS — some "36-42, || ____1 © EASIFEO@TOFS 
: SS oe $20,000, Engine, sheet metal parts, ete..|| Write for Mlustrated Catalog 
Let Military Acceptance Sales and Service Epostal thetety testa, Dtadtenal each Ge Fact Sales Division 
Help You SELL 2911 35th Avenue, ister, rings $10,000, large safe, bine, ie LOT | ISTRIBUTING CO 
Long Island City 6, N. Y. cellaneous equipment, Brophy Packard, P 
MORE MILITARY PERSONNEL Inc 1975 Nott St., Schenectady, New * 
EMpire 1-1690-1-2 “I : ‘ 
Military Acceptance Corporation will help P a zorm . one ae Sane Wie eae 
you mahe more auto sales to Military per- “Soe deaaeahen take ag, one - a Dept's 
sonnel . . . because: ’ , , : 
1. We finance up to 36 months, Connecticut. Leaders in the industry 
2. — may be taken overseas without VOLKSWAGENS | LLOYD PARTS—Orders SS Since 1939 
refinancing. Al Lloyd Motors, Inc., Fort uderdale, 
3. se make = —, ee ¥ re Florida. Attention Dan Smith. Canadian Distribvtors 
inance, anywhere in the world, at low, ° SAGKARD PARTS 288, SR RG BOE 
money-saving rates, for officers and non- Why Use A Middle Man? WA ah, Char ie wae eave FIVE WHEELS, LTD. 
commivioned oficers of ay. grader S|! Buy Direct from the Largest || _Chrvsier. Albany, New York PSS 
6 *s ‘ a Tee, es ee aaa aha elem i 
recourse basis. Ex orter in German LLOYD PARTS — complete stock, Prompt 
MILITARY ACCEPTANCE CORP. : : Gad cient cela: Gnas Ona 
Dept. D, P. O. Box 2166, 800 Broadway 1959, '58 and '57 Sedans, Ghias, Con- Motors, Catskill, New York, Phone: 1582. 
San Antonio, Texas—Telephone CApitol 6-268! || vertibles, Micro Buses. All commercial |) 0000 7 SHOP EQUIPMENT FOR SALE 
“Worldwide Financing for Military Personnel’ || models. DECAL TRANSFERS S - 
(USAA Insurance available ALL CARS COMPLETELY AMERICANIZED || sRUGK DECALS: no charge for sketch: 


to qualified officers) Ly OUR OWN CONVERSION durable, brilliant colors. Write for sam-| De YILBISS SPRAY BOOTH 
° ples. Allied Decals, Inc., 8356 Hough, 
Bank and Trade references will Cleveland 3, Ohio. AND GAS OVEN 


be furnished. BUSES FOR SALE One of the best of its kind. Like new. 
RUDI ARONS, INTERNATIONAL NEWARK BUICK 


er spntrenntinay ain BUSES FOR SALE 980 Broad Street, Newark, New Jersey 


Neue Rabenstrasse 32, Hambur 
36, Germany. 3 1947—Beck—37-passenger (2) Phone: MArket 4-4300 





H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 
37 Years operating a complete 


LOCATOR AND 
REPOSSESSION SERVICE 








and Americs's fromier | Skip jultetios to Cable address: 1945—Aerocoach—35-passenger ile ‘dian enian “ . a 

ealers, banks, finance firms, law enforce- RA 5 : —Clayton Dynamometer, floor 
ment sources, Write for loss forms and RONS HAMBURG. 1945—Fixible—33-passenger model with testing equipment. Like new. 
rates on financed, leased, rented autos, Contract your conversion work || 1940—Fixible—33-passenger (3) $1,500. Inquire Enterline and Son, Blue 


mobile homes, tractors, trucks. Fast, daily Earth, Minnesota. 
service Cherry Point, rt Bragg, Camp 


Lejeune, N. C., Wilmington and all of 


through our plant. All American 
requirements met to perfection. 


1954—Ford—48-passenger school bus 
1954—Dodge—48-passenger school bus 











Carolinas. Write P. O. Box 82 or phone 
BR 2-2034, BR 5-3757, Greensboro, N. C. Quotations on request. 1951—Dodge—40-passenger school bus fog hg 
All in Excellent Condition 
STOP LOSING NEW CAR SALES! Dis- |- 200 — Almost New 
really cost, ‘The book, “AUTO COSTS," Wolfington Body Co., Inc. NEWARK BUICK 
gives you the factory invoice prices of 58th & Lansdowne Ave., Philadelphia 31, Pa.| 980 Broad Street, Newark, New Jerse 
all 1959 American cars, 25 foreign cars, ro 7 ‘ ’ . Y 
4 American trucks and all their equip- VOLKSWAGENS Phone: GReenwood 7-6225 Phone: MArket 4-4300 











ment. Used by dealers and banks nation- ° 
wide. Order your ’59 edition today for Immediate Delivery 
uty G0 — Cte pene smecrigtes 2 1959-58 sedans, convertibles, Karmann- CARS FOR SALE 


(including all supplements). AUTO Ghias, Micro Buses, All Commercial 
‘x? Box 224, Dept. 3Z, New York models—All cars fully Ameéricanized. 





English — Available 


TWO ESSENTIAL SERVICES 


INVENTORY SERVICE | America's Largest 


VOLKSWAGEN 





Parts, accessories and similar goods. TOD-O-CAR, INC. 2 
APPRAISAL SERVICE On Hand at Our Two Locations Latest Models, Serials 32,400,000 /2,550,000 and up. 
Furniture—Equipment—Machiner y—Tools 1415 H wales STREET Fully Americanized — All Colors Available 
For Buy/Sell Agreements, Annvel Fiscal PHILADELPHIA 26, PA. Immediate Shipment Anywhere in U. S. 
Reperts, tax, Banking and insurance Phone: WAverly 7-3500 . . . : ‘ 
‘hin toy tote a y For Information, Prices, Details, Phone, Wire, Write: 
“Hidden Earning Power’ booklet. 
RLINGTON, SOUTH CAROLINA 
AUTOMOTIVE INVENTORY & APPRAISAL CO. TON’? AUTO AUCTION NANA TRADING CORP. 
oe oe sess dia ote ea et 120 WALL STREET, NEW YORK, N. Y. 
or e iawest @ 1 = 
Se 11 tion savings, deliveries to Great Lakes BO 9-4747, TWX: NY 1-4811 
ports: Buffalo, Cleveland, Detroit, Chi- 
BUSINESS OPPORTUNITIES cago, Duluth. 





PARTS HOUSE FOR SALE—Volume from 


$35,000 to $40,000 per month. Very g0Oc | iil 


business. Owner has other interest. You 
do not need all the money in cash to 
buy this business. The owner owns the 


real estate also. Apply P.O. Box 3485, 
Savannah, Georgia. VWs ~ RENAULT 
CARS FOR SALE 


TAXICABS, Chevrosts, Pymouns, Foras| FIATS - VOLVOS 


—1956, 1957, 1958. 52015 Van Dyke, 


Utica, Michigan. WAlnut 5-0017, Detroit. Sl \ AC A 6 
Fully Americanized—All Colors Available 


CONTINENTAL Immediate Shipment Anywhere in U. S. 


For information, price list, details, 


1956 phone, wire or write: 
NANA TRADING CORP. 


120 Wall St., New York 5, N. Y. 
BO 9-4747, TWX: NY 1-4811 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S.. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [J 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
Color: Maroon 


Trim: Maroon and Gray Leather 


TO. crcccccccvccvccccccccccscenesscceccesccseccccetpecscccessesesees 


Mileage: 28,000 





; COCO HEE EEE EEEE HEHEHE EEE EEE EEE SEE EE EES 





PERRO HEE SHS EHEHEEEE ESE EEE EE EEEEEE EEE HEHEHE EEEEES EEE SESE SEE 


BRISTOL ATTENTION VW BUYERS 


LINCOLN-MERCURY Who Buy In Lots of 25 or More 


Bristol, Virginia 


Bennet AMON. « 0 iis ccccacvcccceccivnackecdacssncandcs SNe Mess oben 
East, Southwest and West Coast, new ‘59s GONG s nc anis sce ddwa eed MWe sRea cheese ecu ewks \baan Sete. vk vcs bawdies cen 
and ‘58s. Best prices in the U. S. Direct ship- 
ments from largest exporfer in Germany. We 
give U. S. titles, Every car guaranteed. 


SEE PAGE 60 
. GERMAN IMPORTS, INC. 
for the nation's 7925 Stephenson Road, Pikesville 8, Maryland 
TOP AUTO AUCTIONS Phone: Baltimore, HUnter 40889, Mr. Grillo 


TRADE CONNECTION: 


Car Dealer [1] Truck Dealer (1) Manufacturer [J 
Jobber [] Insuratce [) Financial [J Supplier [J 





Mga GF Gales 4 ikaciaacatatbasnesnnatias gancinge: Qlses cities keene 
6-15-59 
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